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the same reason that they prefer 
such time and labor saving devices 
as electric percolators, washing ma- 
chines, electric irons and toasters. 


They have discovered that it is un- 
necessary to struggle with a heavy, un- 
sanitary, old style freezer—they can 
get perfect results with none of the 

_ hard work and in less time by using 
an Auto Vacuum Crankless Freezer. 
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Why Women Prefer This Freezer 


Ay OMe prefer the Auto Vac for 


AUTO VACUUM FREEZER COMPANY, 220 WEST 42nd STREET ws .. 


Auto VACUUM extn FREEZER 














National Advertising has introduced 
the Auto Vac. — — ° wreamen., 
But had it lacked the substantial labor 
and time saving qua‘‘ties for which it is 
famous it would never“have won its 
place in the modern-home. 





Plan with us for a big Freezer seeson 
in 1924. We will gladlv shor: «rn * -- 
others are successfuiy Se.uig us s.uce 
Vacuum Freezer. | 

Write for our Success Sales Plan. 








THE NO-CRANK FREEZER 








{oF 





at ood a 2 a ee 








if 





a 





Circulation of this issue, 20,000 copies 
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A favorite frame for hack 
saws is the Disston No. 
36%, adjustable for half- 
inches to take blades 8 
to 12”. Frame nickel 
plated; handle black. 
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The cutting test PROVES 


this fact to the users: 


DISSTON HACK SAWS 
STAY SHARP LONGER 


You don’t have to tell them. Their own use 
quickly proves to your customers that DISSTON 
Hack Saws cut faster, cut easier and stay sharp 
longer than blades that may look like Disston’s but 
lack the Disston name. 

A great railway equipped its mechanics with Diss- 
ton Hack Saws, for comparative tests. The men 
insisted on DISSTON after that. Disston blades 
now save their strength and time and save money 
for the company, because Disston Hack Saws last 
so much longer. 

Customers of hardware stores are becoming criti- 
cal about hack saws. There is a sure way to hold 
their trade: sell Disston Hack Saws to them. In no 
other way can you give them the hack saw service 
that the Disston name assures. 

You know what made Disston the largest saw mak- 
ers in the world. Your customers know, too. 
‘‘Disston”’ is their buy-word on a hack saw blade. 


@ 


Henry Disston & Sons, Inc. 
Makers of “The Saw Most Carpenters Use” 
Philadelphia, U.S. A. 


DISSTON 


SAWS TOOLS FILES a 
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The Tenth Year of Pyrex 


OOK back over the past ten years. Do you know 
of any product in the houseware line that has 
equalled the success of Pyrex? 


Not a skyrocket success—but founded upon a rock as 
solid as the rock of Gibraltar and growing greater 
every year. 


1924 shows already that it will be the greatest year in 
the history of Pyrex. 


The new price policy, the new freight policy, the new 
guarantee policy, the new discount policy and the new 
advertising policy which calls for twice the Pyrex ad- 
vertising that has ever been done before, have all been 
planned to give the trade even greater incentive to 
push Pyrex and reap the profit. 


Our sales promotion department is always at your ser- 
vice for displays and selling plans, without charge. 


No Home Can Have Too Much 


PYREX 


Transparent Ware 





Pyrex Sales Division 


CORNING GLASS WORKS, Corning, N. Y. 
W orld’s Largest Makers of Technical Glassware 
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“THE AIR 


8 in moulding public opinion. take it. 


the music of some 


is a religious force as well as a sporting editor. It thrills 
with the eloquence of an internationally-known orator. 
It throbs with the emotion of some message of distress. 





IS FULL OF THINGS,;YOU SHOULDN'T MISS” 


ADIO has taken its place with the telephone and _ speed of light, eager to reach the ears of all who would _radio receiving set, or the standard parts from which 
the telegraph as a medium of communication. _ listen—rich and poor, youth and age—for radio enter- you can assemble one, if you prefer. But set or parts ‘ 

But more than that, radio has become, along with the —_tainment is practically free to all who provide them- should be good—made by some manufacturer of repute 
pas motion picture, one of the chee greatest selves with receiving sets which reach into the airand whose product is known as reliable. 


There are millions of radio receiving sets in America That the infinite benefits of radio may be enjoyed by if you shouldn't miss. 
—from the simple crystal set to the multiple-tube your family as well as yourself, a loud speaker should - -_ «- — 
receivers. ‘The farmer and the city dweller enjoy the be provided.- Then you may entertain with the pro The battery is the vital part of any receiving set. 
same concerts; learn at the same fount of knowledge. gram that most —. —_ guests may dance to 
amous orchestra or may sit in rapt 
For radio is an educator as well as an entertainer. It enjoyment of some classical aria sung by a favorite 
prima donna. The air is your theatre, your college, 
your newspaper, your library. You may hear as long 
and as often as you wish, at a cost that is surprisingly New York 
Radio is unselfish. It flashes through the air with the small. Your principal expense is the purchase of 


better the 
set, the better your reception of the many things in the 


Eveready Batteries—especially made for radio—serve 
better, last longer and give better results. 


NATIONAL CARBON COMPANY, Inc. 
Headquarters for Radwo Battery Information 

San Francisco 

Canadian National Carbon Co., Limited Factory end Offices: Toronto, Ontario 








—One of a series of Eveready Radio Battéry advertise- 
ments now appearing in leading national publications 


27,388,499 people each month buy and read 
the publications in which Eveready Radio 
Batteries are advertised. Each copy of these 
magazines and newspapers is read by at least 
two persons besides the buyer, making an 
audience of over 85,000,000 who see these 
advertisements at least once a month, millions 
of them once a week. 


Present or future radio owners everywhere 
see our Eveready messages throughout 1924, 
in magazines, radio and farm publications and 
newspapers. The tremendous power of this 
publicity is bound to create new retail battery 
buyers and multiply Eveready sales. Cash 


in on this tremendous campaign—sell Eveready 
Radio Batteries. 
Ask your jobber 
NATIONAL CARBON COMPANY, Inc. 


Headquarters for Radio Battery Information 


New York San Francisco 


Canadian National Carbon Co., Limited 
Factory and Offices Toronto, Ontario 


EVEREADY 


Radio Batteries 


~they last longer 





We are Telling the Eveready Story to All America! 





| 
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“HERE'S WHY I RECOMMEND 





ATKINS @rz? SAWS 


TO MY FELLOW HARDWARE DEALERS” 
F, E. LARSON, WINNER 


Mr. Larson, who is connected with A. B. Larson of Thompson, Iowa, wins the $10.00 
check this week. He has brought out a number of good reasons why other dealers should 
handle Atkins Silver Steel Saws. Read his letter carefully. 


Thompson, Iowa 


E. C. Atkins & Co., 
Indianapolis, Ind. 
Gentlemen: 
“Here’s Why I Recommend Atkins Silver Steel Saws to My Fellow Hardware Dealers.” 
Because I have never had a single complaint from any Atkins Saw that I ever sold. 
Because any customer who has ever purchased an Atkins Saw insists on the Atkins when 
he needs another saw. 
Because our saw business has increased steadily since we added the Atkins line. 
Because Silver Steel is an exclusive feature with Atkins and no other saw has a quality 
of steel that will compare with Silver Steel regardless of price. 


Because a pleased customer is the best advertisement that any store can have and we 
have found that the owner of an Atkins Saw is always pleased with his purchase. 

Because—should an Atkins Saw prove defective I have the satisfaction of knowing that 
the Atkins factory is anxious to make it right by giving a new one in its place. 

Surely these reasons are enough to make any good hardware dealer want to sell the 
best line of saws on earth. 


Yours very truly, 
F, E. LARSON. 


Send us a letter for this contest and if we accept same for publication, you will win $10.00. Our only require- 
ments are that the letter be written on the stationery of the dealer with whom you are connected, and that this 


dealer handles Atkins’ Saws. 
Address all communications to Contest Editor, c/o E. C. Atkins & Co., Indianapolis, Ind. 





A FEW POINTERS ON ATKINS 
No. 2 Back Saw 





This is a: very necessary tool and every carpenter or cabinet maker should have one in his tool kit. It is un- 
excelled for fine accurate work. Has a blade of Silver Steel with a heavy back to make it strong and rigid. 
Handle of solid applewood, varnished and polished edges, fastened to the blade by two brass screws and a medal- 
lion, Toothed 14 points to inch in lengths of 14 inches and under. Packed % dozen in a box. 


HOW IS YOUR STOCK? 


Have you kept your stock of Atkins Saws up, or does your inventory show that you are low on them? Our 
new 208 page No. 19 catalog will assist you in bringing your stock up-to-date, Write for it. 


WANAININANAININNAAN “47KINS ALWAYS ABEAD" LL LL L117 
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YOU SELL 
HAMMERS! 


When the hammer is stamped 
V & B you are selling a guarantee 
of satisfactory performance as 
well! Drop forged from special 
analysis steel in positive dies—in- 
dividually tempered and tested— 
they are uniform in shape and per- 
formance. 


The non-slip claw (3) is specially 
designed to firmly grip any size 
nail from brad to spike, and the 
shape of the sweep provides for 
maximum leverage, with least ef- 
fort, when pulling. The extreme 
ends of the claw are ground as 
thin as practical for prying. 


The sides of all V & B nail ham- 
mers are carefully crowned to pre- 
vent denting wood in matching 
flooring and wainscoting, and the 
face (1) is crowned to prevent 
marring of woodwork when driv- 


ing. 


The binding eye (2), which is 
forged smaller at the center than 
at the ends, acts as a positive lock 
to hold the handle tight and secure. 


Only the best of second growth white 
hickory is used for handles (4), which 
are designed to give just the right hang 
and balance to the hammer. 


They sell by the thousands every year. 
Stock them—it pays! 


& BUSHNELL 


MANUFACTURING COMPANY 





(Makers Of Fime Toots 





2ii4 Carroll Ave. ~ 








Chicago, Ill. U.S.A. 
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“Walworth Stiilson wrenches 
have been steadily and forceful- 
ly advertised in The Saturday 
Evening Post for the last two 
years. During 1924 you will see 
a still further increase in our 
national campaign to reach the 
home market — your biggest 
market —for the Walworth Still- 
son wrench as ‘‘the g handy 
helper in every home.” 











One of the many uses for 
this wrench in kitchen and 
laundry is to keep the 
washing machine running 
perfectly. 


She 
wanted a wrench that 


she could use — 


WALWORTH Stillson has the 
happy faculty of fixing things that 
no other wrench can get a grip on. 


There’s something reassuring about 


For household use we have 
featured the handy 10-inch size 
to increase your sales of individ- 
ually boxed wrenchesfin the 
Walworth display carton. For 
the other sizes you’ll make more 
sales and ‘quicker sales by dis- 
playing the metal counter-stand 
which carries the full line of 





the way it takes hold that will always 
come to your mind when anything 
round the house needs to be loosened, 
taken off, tightened, or straightened out. 


The handiest wrench for most house- 


Walworth ,Stillson wrenches in 
general use. 


Your jobber can supply you 
with both displays. 


hold jobs is the 10-inch Walworth Still- 

son. During the past year we have had 

a surprising number of letters from 

women telling us dozens of home wrench 

uses we had never thought of before— F 
on everything from hot water bottles 

to baby carriages. 


wearer = $200, in Prizes 


If somebody gave you a Walworth Stillson wrench for 
Christmas we'd like to have you tell us about the 
uses you have found forit. For the most interesting 
letters on this subject we shall award a First Prize of 
$100, a Second Prize of $50 and five Ihird Prizes 
of $10 each. 

Please send your letter, before March Ist, to the 
Household Letters Editor, Walworth Mig. Co 
88 Pearl St., Boston, Mass. 


WALWORTH 


Stillsom “vretiece Wrench 
<< ) ; a 





If this Diamond Mark isn’t 
ON your Wrench, Walworth 
Quality isn’t IN it 








l WALWORTH 000 i 
© of | MANUFACTURING COMPANY 23, items This half-page advertise- 
—. valves, Boston, Mass. for Steam, ment appeared in The 
Fittings and Plants at Boston and Kewanee, Ill. Water. Gas. Saturday Evening Post on 
Tools ~~ ~ Sales Units and Dissritetore in Principal Cities Oil and Air January 26. 
of the Wer 


<> . —_ 
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SIMONDS 


Teeth 
Per 


- Hard Edge 
Hack Saws 


For Greater Satisfaction 


Simonds Hard Edge Hack Saw Blades are built 
for hard cutting service. They are made on a 
high quality basis with careful attention to details. 
They cut with least resistance and outwear other 
makes. Simonds Blades are made of Simonds 
high-grade tungsten steel and toughened by a 
special Simonds process. They are sufficiently flex- 
ible to bend, but they do not break. Hardware 
Dealers find them not only profitable to sell, but 
also desirous because of customers’ satisfaction. 








Write for selling proposition. 





For perfect file satisfaction there is no better file 
for the hardware dealer to sell, or the customer 
to use, than the SIMONDS. It has the quality of 
all other Simonds products, including the Simonds 
Steel and expert workmanship. A Simonds file, 
while it cuts fast, does not wear out quickly. It 
is most satisfactory because a hardware dealer can 
sell it with a guarantee of high quality. 


Investigate this line. Write for catalog and deal- 
ers. discounts. 


Simonds Saw and Steel Co. 


FITCHBURG, MASS. 


CHICAGO, ILL. LOCKPORT, N. Y. PORTLAND, ORE. MONTREAL, QUE. 


tar waser aed MEMPHIS, TENN, SAN FRANCISCO, CAL. VANCOUVER, B. C. 


NEW, ORLEANS, LA. LONDON, ENGLAND SEATTLE, WASH. ST. JOHN, N. B. 
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Sell Them TRIMO 


It’s the certain way of insuring 
satistaction—yours no less than 
your customers’. 


Most mechanics already have a 
prejudice in favor of TRIMO 
TOOLS. Any mechanic will, 


once he’s used them. 


Take advantage of that prej- 
I 
udice. When a man says he 
“wants a pipe wrench,’ “a mon- 
key wrench,” “a chain wrench, » 
“basin wrench,’ or “a_ pipe 
cutter, assume he wants one 


that has the TRIMO mark. The 


chances are he does anyway. 





Sell them the tools they want. 


Sell them TRIMO TOOLS. 


TRIMONT MFG. CO. 


Roxbury Mass. 


—TRIM 





6339 
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Bring in the Best Business Builders You’ve Got 
Right Now—at the Season They Can 
Do You the Most Good 


UILDING is their business. They use good tools—insist on them. They 
recognize Sand’s Levels as superior and go blocks out of their way to the 
dealer who has them in stock. 


The buildings they put up require builders’ hardware, garage-door hardware, 
—hundreds of items you carry. Mr. Home Owner has faith in the opinions of 
the men on the job regarding these items, for he feels they are in position to 
know what is best, and are unprejudiced. 


Carry the good tools these workmen use—get them coming your way and 
you ll be surprised at the extra volume of business their good-will will bring 


you. 


Sand’s Levels not only pay their own way handsomely,—they also bring in 
additional business far and above the volume of the level sales in themselves. 


Get some Sand’s Levels in your window this week! If your stock is low, 
place your order now! The handsome two-color poster shown above, sent 
free on request. 


Your Jobber Has Sand’s Levels—Order Thru Him 


SAND’S LEVEL @ TOOL CO. 


~ Owned—J. SAND & SONS—Operated 
8639 Gratiot Ave. Detroit, Michigan 
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THE PECK ,STOW & WILCOX Co 
Southington Connecticut .U.S.A. 
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Concentrate Your 
Purchases 


Does not this presentation 
of eleven of our most popular 
lines suggest the desirability 
of concentrating your pur- 
chases on PE XTO products? 
Each line is very complete. 


Knowledge and experience 
of 100 years of tool making is 
built into each and every 
PEXTO product. They are 
distinctive. Their possession 
spells satisfaction to the 
owners. 


Quality of material and 
workmanship is of paramount 
importance to us and the 
PEXTO Oval on the tools 
you buy is significant. Insist 
upon having PEXTO 
TOOLS; accept no substi- 


EXD 


WORTH WHILE TOOLS 
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You won't 
need to Say— 


“And 
What 
klse?” 








When a man who comes in to make a trifling 
purchase catches sight of the famous 


PRENTISS VISES 


conspicuously featured on an attractive dis- We have constructed a special stand to hold 


play stand, he’ll say to himself, ‘“That reminds a representative assortment of the types of 
; PRENTISS Vises most in demand. This 


| on stand will be loaned to you without charge 
You won't need to say, “And what else? upon receipt of an order for $65.75 list, to 
He'll tell you! cover the vises needed to fill it. 


me, I want that vise” and he’ll sell himself. 


HERE’S A GREAT COMBINATION 


The PRENTISS VISE— it holds! 


and 


The PRENTISS VISE DISPLAY STAND— it sells! : 


PRENTISS VISE COMPANY @ : 


106-10 Lafayette Street New York City 
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MADE IN ALL SIZES 


6 to 14 Inch with Wood Handles; 6 to 48 Inch with Steel Handles 











GENUINE 


If an Oswego Stillson Wrench and 
Dan Stillson’s original Stillson 
Wrench were placed before you, 
you couldn’t discover which was 
which if it weren’t for the manutac- 
turer’s name. 


The Oswego Stillson exactly dupli- 
cates the latter in every particular 
and the latter is still acknowledged 
perfect. | 


OSWEGO TOOL CoO. 


Factories—Oswego, New York 


Salesroom—45 Warren St., New York 





OSWEGO STILLSON WRENCH 
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YALE 
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the Key to Quicker Sales 


Yale Night Latches are not ‘“‘shelf-warmers.’’ They will sell 
with little effort if prominently displayed and their superiority 
explained. | 


Every consumer knows Yale quality—and every home owner 
thinks Yale the moment the word Jock is mentioned. 


All Yale Night Latches are simple and substantial in construc- 
tion and are accurately machined and assembled. They are 
superior. 


The Yale line is extensive and complete. There is a size and a 
type for every purpose, and the hardware dealer can sell Yale 
Night Latches with confidence knowing that they are the best 
of their type and worthy of the name Yale—‘‘ The Name Yale 
Helps Make The Sale.”’ 


Put in a good stock of Yale Night Latches and profit by the 
increased business which you will obtain. Yale products are 
distributed by jobbers everywhere. 


The Yale & Towne Mfg. Co. 


Stamford, Conn., U. S. A. Canadian Branch at St. Catharines, Ont. 


YALE MADE IS YALE MARKED 


Padiocks, Night Latches, Dead Locks, Builders’ Locks and Trim, 
Cabinet Locks. Trunk Locks, Door Closers. Bank Locks. Prison Locks 
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A mechanic can go into any 
store and buy a wrench of ordi- 
nary strength. But when they 
want extra strength, they go to 
a MORCO dealer. For MORCO 
Stillson Wrenches have an extra 
capacity for punishment. Every 
part is made tough and strong 
and then extra strength is added 
where the wear and tear comes. 
That is why MORCO dealers are 
finding ready sales and satisfied 
customers. 











Whether its a 6’ or a 48’, the 
same super-strength exists in 
MORCO constructicn. 


THIS MARK IS YOUR GUIDE 
IN GETTING THE BEST 


MOORE DROP FORGING CO. 
Sprin¢field,Mass.US.A 


MORCO 


STILLSON WRENCH 
THE ORIGINAL STILLSON PATTERN PipE WRENCH 





New York Office Chicago Office London Office Paris Office Brussels Office 
74-76 Murray St. 34 N. Clinton St. 27-28 Anning St, E. C. 18 Rue Corbeau 30-34 Rue Locquenghien 
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Do You Carry Brown & Sharpe Hair Clippers? 


A do—you are familiar with the features which make them easily 
salable. 

If you do not—perhaps you are interested to learn why other dealers find 
a ready market for them, both in barber shops and in the home. 


lst. They are nationally known. You do not have to “introduce” 
them. Brown & Sharpe Hair Clippers are nationally advertised by 
the makers and nationally recommended by satisfied users. 


2nd. Their quality is the finest. Every part is carefully made of 
the finest material, by skilled workmen, in the largest shop of its 
kind. The cutting action is perfect and they do not pull. 


8rd. The parts are interchangeable. The accidental breaking of a 
part does not necessitate a new clipper. A 48-hour service for replace- 
ments or repairs is maintained by the makers. 


These features are recognized as sales builders by dealers in Brown & 
Sharpe Hair Clippers. Put in a stock and build up your sales. 


BROWN & SHARPE MFG. CO. 
Providence, R. I., U. S. A. 


BROWN & SHARPE HAIR CLIPPERS 


‘¢ Standard of the World ”’ 
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MAYDOLE 
HAMMERS 


THE WORLD’S STANDARD 





Show a hammer to a good car- 
penter and the first thing he will 
look for is the maker’s name. 


Why? Because it is human nature 
to want to know who is back of the 
product. 


When a carpenter, machinist, or 
bricklayer sees the imprint of “D. 
MAYDOLE” stamped on the head of a 
hammer he doesn’t worry about the 
quality—he knows that the materials 
in both the head and the handle of 
that hammer are unquestionably the 
best obtainable. 


This is the kind of confidence that 
mechanics have in Maydole Ham- 
mers. 


It is brought about by a fixed 
policy never to deviate from an 
established quality standard. ‘This 
standard has been rigidly main- 
tained since 1843. 


Are you selling hammers that 


build trade? 


THE DAVID MAYDOLE 


HAMMER COMPANY 


NORWICH, NEW YORK, U. S. A. 
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Half Hatchets— 
Sizes 1-2. Polished 
Bits or Rustless 
Black. 





Claw Hatchets— 
Sizes 1-2. Polished 
Bits or Rustless 
Black. 





MICHIGAN PATTERN AXES—3%, 3%, 
3% lb. weights. Furnished in various fin- 
ishes and handled as required. 





qe S249 Tools 
PRONOUNCED CRE'CO-ITE 


N the creation of Crecoite Steel we have developed 
I a metal in our own laboratories for the express 

purpose of manufacturing Steel Tools to supply 
the demand for quality tools that will meet severe 
service at moderate prices. We have a modern, well 
equipped plant and behind us an organization of 30 
years intensive, practical experience in metal products. 





Shingling Hatchets 
Sizes 1-Z. Polished 
Bits or Full Rust- 
less Black, 


A. E. Nail Ham- 
mers—7 oz. to 16 
OZ. Polished and 
Semi-finish. Best 
Quality Hickory 
Handles. 















House Axes—2% 
and 3-lb. 19-in. No. 
2 Hickory Handle. 








Camp Axe—No. 112 
for Scouts and 


MINERS’ AXES—3 to 4% 

lb. weights, 26 inches. No. General Utility. 1% 

2 Hickory Handles. lb Head, 14 
green stained 


Hickory Handle. 













“BOYS AXE’? DAYTON PATTERN—2% 
Ib., 28 inches. No, 2 Hickory Handles. 









DAYTON PATTERN AXES—3 to 4% Ib. 
weights. Furnished in various finishes 
and handled as required. 





Ask your jobber or write today for complete information and Catalog H. 


MARION TOOL WORKS, Inc., Marion, Indiana 


Subsidiary of Chicago Railway Equipment Company—30 Years of Steel Making 


ertisement in Hardware Buyers Catalog and our tools at the Hardware Show in Philadelphia. 


See our full page adv 
: Tickets to latter will be gladly furnished you upon request. 
































’ Responsibility 


HE trade-mark and tag are tokens of the respons- 

ibility which IRWIN assumes for the hardware 
merchant. Q Long before a bit is made our responsi- 
bility begins with the selection of materials and long 
after the bit is sold our responsibility continues until 
it has done its duty. | 


THE IRWIN AUGER BIT COMPANY 
WILMINGTON, OHIO, U.S. A. 


Write for New Catalog 
“IRWIN Woodboring Tools.’ 


IhelRWIN Bit 


REG. U.S. PAT. OFF. 
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Something New 


in a Real KIDDIE KAR 


by WHITE 


Samples of this newest 
member of the “KIDDIE” 
Family are on display in 
our New York Sales 
Office, Room 448—Fifth 
Avenue Building. 


It will be impossible for 
us to handle orders on 
this new KIDDIE KAR 


except strictly in rotation. 


Descriptive circular of the new KIDDIE KAR will be mailed upon request. 


H. C. WHITE COMPANY, North Bennington, Vt. 


= KIDDIE-KAR ** and “ KIDDIE” Vehicles 
New York Sales Office—Fifth Avenue Building 


The members of the Kiddie Family of Juvenile Vehicles are: 
Kiddie-Kar, Kiddie-Pedal-Kar, Kiddie Kart, Kiddie-Koaster, Kiddie-Skooter, 
Kiddie-Road-Ripper 
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Janesville Quality Products 


iz OR many years we have been manufactur- 
ing Janesville Coaster Wagons in a large 
and modern plant. 


They have been made as strong and as rugged 
as though for more mature judges of quality 
than small boys. 


But because the quality was never qualified, 
we have made a real place fér the Janesville 
Coaster in the Court of Boyville, to the profit 
of the retailer and the satisfaction of the jobber. 




















Nif-Tee Scoot Hummer Scoot 








JANESVILLE PRODUCTS CO. 


Janesville, Wisconsin, U. S. A. | 
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Janesville 
Selling 


Policy 


E consider it a tribute to our 

judgment as well as to our 

line that we are able to offer service 

to Hardware Retailers all over the 

United States through the keenest 
judges of quality we know— 


The Hardware Jobber 











Skudder Car 
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JANESVILLE PRODUCTS CO. 


, Janesville, Wisconsin, U. S. A. 
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When you see them you 


will appreciate the Sales 
possibilities of the VA W 


STRUCTO 


HOISTING TOYS 


(All Year Round Playthings) 








Shown at our New York Office 
Room 458 Fifth Avenue Building 


(Toy Fair Headquarters) 


in conjunction with our 


1924 Line of 


STRUCTO AUTOS 


Construction Sets and “Ready Built” 





Factory—Freeport, Illinois 
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—1924— 


Another “American Flyer” Year 





Simplified Electrical Control 


See our new Electrical Equipment and new line of Railroad Ac- 
cessories at the Toy Fairs—every problem of land transportation 
can be worked out by The American Flyer Backyard Railroad 
Systems. 








The Mack Brothers 


will be glad to welcome you at our | 
New York Office—Fifth Avenue Bldg. 
Toy Fair Headquarters 








“American Flyer’’ Electric Trains 


The phenomenal growth in sales proves that 
‘‘American Flyers” are the trains that 
meet the popular demand 


‘American Flyer’’ Mechanical Trains 


Most strongly constructed and most widely 
sold line in America 


American Flyer Mfg. Co., 2219-39 South Halsted Street 
Chicago, Illinois 
New York Office: Fifth Avenue Bldg., 23rd St. and 5th Ave. 
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Jobber—Jobbers Salesman and Dealer 
Can Build Safely With Us 


A question that immedi- 
ately comes up in the dis- 
tribution of merchandise 
is: “Can I safely build 
up with this liner” 


Hardware dealer—hard- 
ware jobber— hardware 
jobbers salesmen can put 
their faith in Metalcraft 
goods and policy. Our 
line of all-steel Kid’s 
Playons consists of only 
four items— made right 
and priced right for a 
substantial profit. 





We want the hearty, cordial support of the hardware jobber 
and his salesmen and we can only merit that thru a well 
defined policy of selling thru definite channels. We want 
the hardware dealer to have faith in our product thru his 
faith in the hardware jobbers who have investigated our all- 
steel line and found it a repeater. 





All three of us—manufacturer, dealer, jobber—aim at per- 
manence of relations. Certainly that is what we desire and if 
good merchandise, right prices, better service and a definite 
protective policy meet with your approval—then give us an 
opportunity to quote prices or send samples. 


Metallic Industries, Inc. 
4127 Forest Park Blvd., St. Louis, Mo. 


.* 
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Good fishing this year 


for 


Mengel Dealers 


Merchants who angle in the play- 

thing market with the Mengel Line 
this year are assured beforehand of 
good fishing. 
The bait is better than ever—a 
complete and improved group of 
toys, brilliant in color, irresistible in 
appeal. This has been fastened on 
the hook of fine consumer advertis- 
ing and cast in the streams where 
customers are thickest. 


Stock this 


Roll-O-Rex, a new and fascinat- 
ing game has been added to the 
Mengel Line. It’s a winner. Played 
indoors or out, by young and old. 
Practical in every way and a 
world of fun. It’s a feature num- 
ber for your store. Many of the 


‘The Ladies Home Journal, 
Good Housekeeping, Pictorial Re 
view, Atlantic Monthly, Review of 
Reviews, Harper's Magazine, Scrib 
ners, World's Work, Century ~—all 


these proven media will carry Men- 


gel advertising to the finest markets 
for playthings. In these channels of 
business there’s a full catch for 
every merchant who carries the 
Mengel Line. 


new number 


familiar Mengel numbers have 
been improved. 

Selling cooperation from the 
Mengel Company will be stronger 
this year than ever. You can 
learn all about our plans for the 


‘coming year when you visit 


The Mengel Toy Display 
Room 804, Breslin Hotel 


New York Toy Fair 


Room 413, Fifth Avenue Building 


DON’T MISS IT 


THE MENGEL COMPANY 
LOUISVILLE, KENTUCKY 


>» 


Mengel Playthings 
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Chester G in His P Cart 
In nine brilliant colors. An- 
other Gump—and that means 
another winner. A perfect cast 
iron reproduction of Sidney 
Smith’s famous character—as 
you see him in the Sunday comic 
papers. You can’t afford to pass 
up this live wire. 
— a CHEVROLET COUPE AND RED Red Baby Truck 
~ BABY TRUCK — 
—two new arrivals in the big family of Arcade 
toy “Rolling Stock.” Perfect reproductions in 
cast iron—no clock work to get out of order— 
they’re built to stand rough treatment. Dis- 
play them prominently and they’ll sell fast, be- 
cause kids like toys that look real. 
Your jobber can supply you immediately. 
Write us for catalog number 30 showing com- 
plete line of Arcade light hardware and cast 
iron toys. 
Arcade hardware is backed by 40 years women’s publications, reaching nearly 
of manufacturing experience in perfect- 3,000,000 women each month. A display 
ing quality products for every day need stand and advertising matter can be sup- 
and at the most economical price plied. Tie up now with this live line of 
; profitable merchandise. Order through | 
The Arcade Crystal Coffee Mill is your jobber—or send to us for catalog 
being advertised this spring in national No. 30. “ 
Tinner’s Snips Soldering Set Garden Trowel : 
ARCADE MANUFACTURING COMPANY Freeport, Illinois | 
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The Line That Sets The Pace 



































1872 to 1924 


Back in the days following close on the end of the Civil War, this 
Gendron Velocipede was the sensation of the hour. 


Forty-eight years ago, Mr. Gendron, himself, built this crude 
vehicle and was well pleased; for at that time such an achievement 
was indeed remarkable. 


Its design, its style have long since passed into history, but it em- 
bodies one quality, it represents one fundamental principle that 
lives today in every Gendron Vehicle—honest construction. 


So this forerunner of the mighty Gendron Line remains today in 
mute testimony of the sincerity of another generation in laying the 
foundation that has built—‘The Line that Sets the Pace!’ 


THE GENDRON WHEEL COMPANY 

















726 Superior Street Toledo, Ohio 
See the new GENDRON models at these places 
es ee . . ,  o k be 6 6 Ghbe Oe £46 ChO6 bs Che cceRoeewssoesoves No. 7 East 17th St., New York City 
ee ee OLS hc bow ee 6.6 6606500 eCOUkMEEES) 0460 cw ee Recs e4eeweeeesetne 51 Portland St., Boston, Mass. 
a li i le ie Pe kh eRe ee we eeeeebedosaneee 605 Equitable Bank Bldg., St. Louis, Mo. 
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ey As SE Es 8's 6 Giw'e's 64 Ebb ope © obs cod Eb ce peb west bbecedeeevesan 747 Warehouse St., Los Angeles, Calif. 
ee a Re a oa ae ee a an 6 bee Mar M660 week wex 1731 Arapahoe St., Room 703, Denver, Colo. 
NEW CATALOG =. — 1924 line on 
tg —_— exhibition at 
JUST OFF ‘ 
THE P New York Toy Fair, 
RESS Breslin Hotel, 
WRITE FOR IT. Rooms 414-416 
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“Doc. Morelite 
Says:— 


Keep in step with the parade! 





Hardware dealers are more and more 
realizing the possibilities of increasing 
their trade by selling electric lamps. 


Lamps are the fastest-selling line a dealer 
can have. Every passer-by is a possible 
customer. For lamps are used everywhere 
—in homes, offices, factories, public build- 
ings and in conveyances. 





Look around you tonight and see the 
number of lights. Then think this :— 


“Somebody sells all those lamps! Why 
shouldn’t it be myself?” 


Put a Nitrogon Lamp display in your 
window. Have Nitrogon Lamps on dis- 
play inside the store. Tell your clerks to 
always suggest lamps to customers. 





THEN—see how your sales jump—not 
only on lamps, but sales in general! 











, Let Your Lamp Display ; 
Illuminate Your Window | 

A Nitrogon Lamp display in your window will : 
not only attract a great deal of attention, but tt can 
be made to illuminate your whole window on dark 
days or in the evening. Illustrated are two of the 


many very attractive displays that will be sent you 
if you write us mentioning your jobber’s name. 
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What One Hardware Dealer 
Has Done with Nit?egon Lamp 


Mr. Charles Kinney, of Venice, California, well- 
known coast hardware dealer, says that the first week 
he had a window display of Nitrogon Lamps he 
sold more lamps than in the preceding three months! 





You can make your store HEADQUARTERS 
FOR LAMPS for your whole neighborhood, if 
you really set out to. Puta Nitrogon Lamp display 
in your window. Have them on display inside the 
store. Talk lamps to your customers. Then see 
what happens! 


If you need display matter or are unsupplied with 
lamps, ask your jobber or write us. 


NITROGON ELECTRIC COMPANY, Inc. 
46-48 Spring Street, Newark, N. J. 
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YOU BET THEY ARE! 
ARMIES OF THEM! 


They’re counting the days now until the 
time comes to shoulder their rods and hike 
away to the streams and lakes where the flash 
of silvery fins challenge their prowess with rod 
and reel. 





These great armies of fishing enthusiasts will 
soon come marching into your store for new 
equipment. Be ready. Greet them with a com- 
plete line of Falls City Minnow Buckets, 
Tackle Boxes and Bait Boxes and listen to your 
cash register ring. The Falls City line elimi- 
nates lost sales because there is a style and size 
of every purpose at a price within the reach 
of all. 


Feature the Falls City line this season. Send for at- 
tractive booklet showing entire line and order freely 
thru your jobber. 


FALLS CITY 


MINNOW BUCKETS—TACKLE BOXES 
BAIT BOXES 
Manufactured by 


STRATTON & TERSTEGGE 
COMPANY, Incorporated 


LOUISVILLE, KENTUCKY 
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Juvenile— 


Automobiles 
Velocipedes 
Scooters 
Pedal Cars 
Hand Cars 








Raise the Kiddies o 
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February New York Toy Market 
Breslin Hotel, Rooms 314-316 








In center: 
Billie Lord 
Movie Star 


Juvenile— 


Coaster Wagons 
Steel Express 
Wagons 
Tricycles 
Doll Cabs 
Baby Carriages 


“Known Around the World” 
MERICAN Children’s Vehicle lead- 
ership is strongly indicated by the 
‘supremacy of its Velocipedes. More 
improved features and more attractive- 
ness are outstanding qualities for 1924. 
New colors, oversize rubber tires, rubber 
pedals on all models except steel tire (in- 
vented by us in 1923), rubber grips, beautiful 
saddles, forged: steel forks and the original and 
well known triangle truss frame. A complete line 
from steel tires, to pnetimatic tires. American 
Velocipedes are one of the big reasons why the 
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Making a Round Shank Screwdriver 
That Can't Turn In The Handle. 


INNING thehandle,shank handle must be destroyed before the shank 
and ferrule has been the can turn. 
accepted way of making The ferrule, instead of being glued and 


round shank screwdrivers —_ forced on, is crimped. This crimping pressure 


simply because no better _ holds the ferrule tightly in place forever. 
way was known. The Vichek method is the most advanced 


Screwdrivers, consequently, have always ever employed in making round shank screw- 
lacked the perfection of other tools—pinning drivers. Contrast its obvious advantages with 


will not hold the parts secure. the old method of driving a pin of the same 

i diameter as the lead in a pencil, and little 
more strength, through ferrule—wood— 
shank—wood and ferrule, and expecting it 
to hold the parts secure against the pressure 
exerted by a strong hand. 

No one ever throws away a Vichek Screw- 
driver—it’s a compact, sturdy, enduring 
tool. We also make Square Shank, Elec- 
tricians’ Hammer Head, All Steel and Offset 
Screwdrivers. Write for catalog. 


After seven years we have developed the 
really perfect screwdriver, one whose shank 
will never turn or ferrule loosen or fall off. 


This we have accomplished without pinning. 


First we forge a series of round projec- 
tions or lugs on both sides of the shank. 
The shank is then forced down through the 
ferrule into the wood where it forms separate 
“grooves”, locking itself so securely that the 


THE VLCHEK TOOL COMPANY, CLEVELAND, OHIO 
EASY TO SAY VELCHEK 


VLCHEK TOOLS 


_ MADE. BY THE WORLD'S LARGEST. PRODUCERS OF TOOL KITS 
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SIIONEL Electric Toy Trains, Accessories and “Multi- 
Ne volt” Transformers have been “Standard of the 
| World” for 24 years. 


Just one year ago we announced the introduction of 

- Smany wonderful new numbers—the culmination of 

experience gained by specializing exclusively in the manufacture 

of electric toys for more than a generation. These new numbers 
created a sensation in the trade. 


But there will be no resting on laurels already won—no relaxing 
in our determination to surpass our own enviable achievements. 


With great pleasure, therefore, we announce that our new line for 
1924 will even eclipse our previous best efforts. 


We faithfully promise that our new line of trains and accessories 
for both “O” Gauge and “Lionel Standard” Track will embody the 
utmost in electric toy construction—built as only Lionel can build 
them—beautiful in design—lasting in finish—faithful in detail and 


mechanically and electrically perfect. 


Yet despite their high quality and excellence, 
Values Will Be increased and Prices Reduced. 


In your best interests, therefore, make no commitments for electric 
toys until you receive literature descriptive of the wonderful new 


Lionel line, which will shortly be mailed. 
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The trade is cordially invited 
to visit the Lionel Toy Fair— 
a permanent exhibit covering 
15,000 square feet of space 
where the complete Lionel 
Line is shown. 


Many beautiful scenic dis- 
plays are also on view offer- 
ing helpful suggestions to 
dealers for their own exhibits 
of Lionel products. 


48-52 EAST 2lst STREET 
NEW YORK CITY, N. Y. 
Western Coast Representative 


Our traveling representatives 
will shortly visit your terri- 
tory with samples of the new 
line. , 


Our heartiest thanks are ex- 
tended to the trade for their 
splendid co-operation in mak- 
ing 1923 the biggest business 
year in our history. 


The Lionel Corporation 


M. Sweyd, 180 New Montgomery 8St., San Francisco, Cal. 











Fras 
a a“ 
- + y 
Pee ey 
$e 
x ee 
i a 
va 
eet 
= 
rp 
a 


O the average man the inside 
“workings” of a padlock is a 
mysterious arrangement of 
springs and metal parts, act- 
ing upon each other in some 
equally mysterious manner. 





How these strange parts function and why one arrange- 
ment affords better protection and greater endurance 
than another is not generally known. 


But it’s really not so hard to understand, after all. 


There are but four practical locking mechanisms in 
common use. These are Bolt and Spring, Ward and 
Lever, Pin Tumbler and Secure Lever and varied com- 
binations of these. Miller Lock Company uses all four 
principles in the locks it produces, but is best known 
for its success with the Secure Lever, the safest of all 
locking mechanisms. 


These Thief-Proof Locks Are Most Secure 


The Miller Secure Lever Principle, proven by every test to 
be the strongest and securest of all, is most simply de- 
scribed by a comparison with the combination lock of 
bank vaults and safes. The secure levers are segments 
(L) of circular discs, which must bein accurate align- 
ment before the bolt can be thrown. In each lever, 












D 
“She Security 
of a Lock 
depends chiefly 
upon fe 

is inside 
the case 












there is a slot (T) in an inaccessible place. You will 
note that there are six intermediate parts (S, B, E, H, D, 
N) between the key and the locking mechanism, all of 
which must act at one time to operate the lock. 


The shackle is held both at the heel (E) and the nose 
(N). Shackles are carefully designed for maximum 
strength and security. 


Cases are of cast brass, bronze, gunmetal, cold-rolled 
steel, wrought steel, or carbon steel. Rivets are heavily 
shouldered to prevent crushing in of the case; the rivet 
holes, being tapered, permit filing 
rivets flush with case in cast brass, 
bronze and gunmetal locks. 


Interior parts are of rust and wear 
resisting material, fitting so snugly 
between covers that they cannot 
spring out of position. Springs 
are phosphor-bronze. Tumblers 
and bolts are bronze. There are 
no delicate or complicated parts. 





Secure Lever Principle 
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Each Miller Secure Lever Padlock functions smoothly 
and accurately, responding only to the proper key. It 
is well nigh impossible to pry open. It resists every 
known lock enemy. It is fully guaranteed by the makers 
and can be highly recommended by you for any lock- 
ing need. 


It can be mathematically proved that the Miller Secure 
Lever Padlocks have three times the security and one- 
third less wear than the next best type of padlock. They 
have one million possible key combinations. They can 
be keyed alike, all different or master-keyed in sets of 
six locks or any desired multiple thereof. 


Full Security at a Moderate Price 


In the Ward and Lever type of padlock the key must be 
of the proper combination to pass the various shaped 


Wards (W). The key then 


acts on the lever (L) and with- 





draws it from the heel of the Weed end 
shackle (H). Principle 
In Miller Ward and Lever con- 

struction the shackle is locked 

at both nose and heel, thus » 
dividing the strain upon the 7 o 
shackle and making the prying Cm 
or wrenching of shackle from ee \ 
case practically impossible. © 5 . 
Full-shouldered rivets are used > 


throughout. 


The Simplest Lock of All 


The Bolt and Spring construction is the least complex 
of the four mechanical lock principles. In the Miller 
locks of this group the key engages directly with the 
locking bolt, which releases from engagement at the 


nose (N) and heel (H) of the shackle. 
Buteven in this leastexpensive 


Bolvand Spring of Miller Locks there is ample 
evidence of care in manufac- 
turing. They have splendid 
serviceability. Full-shouldered 


o rivets assist in prevent- 


“8, ing jamming of the 
y 9? works. The most suit- 
. s able materials are used 





oI @ ~ throughout so that 
rough handling or 
careless use will not 
put the locks out of commission. 


The Pin Tumbler 


The pin tumbler principle is em- 
ployed by this company only in the 
construction of night latches, and 
will be described at another time. 


Padlock Merchandising Made Certain by 
Improvements on Former Sales Methods 


It’s anew and attractive design improvement in counter 
display stands. 


The first wholesaler who saw them ordered a thousand 
and expects to repeat the order several times during the 
year. Wecan supply him, and all the others too, as our 
production plans are on a large scale. (Quantity pro- 
duction is the explanation as to how we are able to offer 
such a wonderful outfit at so low a price—a price no 
greater than you have been paying for a much less 
effective sales help. 


This new Miller Display Stand is all metal, beautifully 
enameled in olive green with embossed edges in gold 
color. Itis a genuine qualityarticle. It will be verymuch 
at home when set among your fine fixtures at the front 
of the store, or it may be hung up if so desired. 


Easy removal and replacement of locks and keys are 
made possible by combination hooks and rings. Pilfer- 
ing of locks from the stand is most difficult. Individual 
carton contains only one stand with metal easel. 


Twenty-one different assortments have already been 
designed to suit every purpose, every market and every 
popular selling price. The price arrangement includes 
values from 25c to $1.75 each. Every trade requirement 
is cared for. 


The Display Stand in the illustration is number 666, 
containing 12 Miller Padlocks, four each of three popu- 
lar cast brass locks,numbers 41, 197 and 221 (sizes 1°4”’, 
134” and 2” respectively), retailing at the uniform sell- 


ing price of 75c each. 


These Display Stand Assortments are now ready for 
shipment. Orders are being filled as received. Get in 
touch with your jobber at 
once, or write to us for fur- 
ther selling details. 


















MILLER LOCK COMPANY 


Established 1871 


PADLOCKS 


NIGHT LATCHES 


CABINET LOCKS 


' Philadelphia USA 
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Gold Medal Folding Furniture has been the 
pace-setter in quality, and in sales, for more 
than 30 years. No other line has the Gold 
Medal practical features—gives the Gold 
Medal combination of compactness, strength, 
and lightness. No other line has ever won 
such universal acceptance on the part of tour- 
ists, campers, sportsmen, and outdoor fans 
everywhere. 





Notice the predominance of Gold Medal 
wherever you see outdoor folding furniture. 
That will tell the story! 


Gold Medal foldability and compactness 
make it easy to stock; and its unbeatable value, 
well known reputation, dependable construc- 
tion, all backed by national advertising, make 
it easy to sell—sure to stay sold! 





1706 Packard Avenue 




















America’s Fastest Selling Camping and Outdoor Furniture 


National Advertising 

Our 1924 campaign headed by full-page ad- 
vertising in the Saturday Evening Post is 
more powerful and far-reaching than ever. It 
includes Hardware Stores among local retail 
distributors—it will send business to you if 
you have hooked up with it. Write us for the 
quick, sure, and easy way to Cash In! 


Read the kind of letters we are getting from 
merchants handling our line— 


Gold Medal Camp Furniture Mfg. Co., 
Racine, Wis. 


Gentlemen: 


Please keep us on your mailing list. 

It goes without saying that we will send 
you any orders we have, as there is noth- 
ing manufactured as good as “Gold 
Medal” Furniture. 


(This dealer’s name and ad- 
dress furnished upon request) 


GOLD MEDAL CAMP FURNITURE MFG. CO. 


Racine, Wisconsin 


“GOLD MEDAL 


| FOLDING FURNITURE 


For 31 Years the Recognized Leader 
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DULUTH-DISPLAYED GOODS ARE TWO-THIRDS SOLD 


Here You Will See Equipment 
That Will Sell More Goods! 


E sure you visit the Duluth exhibit at the 
hardware conventions. 











See Duluth sales-making equipment that is 
proving to hardware dealers all over the coun- 
try that Duluth-displayed goods do sell much 
faster and a heap easier! 


This isn't theory. This is fact! Dozens 
of hardware stores have more than 
doubled their turnover (and profits) by 
installing Duluth equipment in 1923. One 
man trebled his turnover with Duluth 
cases, until today he is turning his stock 





Wisconsin—Milwaukee 
ooth K-16 
Feb. 6th, 7th and 8th 


Pennsylvania and Atlantic Seaboard 
Philadelphia, Pa. 














five times a year! Another writes his 
profits are 100% larger, and he’s only had 
his equipment since June! 


Duluth cases are real salesmen. They dis- 
play merchandise so attractively that 
customers buy more easily than ever 


before. 


And How Was Inventory 
This Year? 


How about the inventory you have just 
taken? Was it the usual scramble, work- 
ing nights and overtime, besides trying to 
carry on your business during the day? It 
wouldn't have been, if you had had 
Duluth display cases; it need never be 
that way again ! 


and 264 
Feb. 12th, 13th, 14th and 15th 


New York—New York City 
Booths 188 and 189 
Feb. 19th, 20th, 21st and 22nd 


New England—Boston, Mass. 
Booths 81 and 82 
Feb. 20th, 21st and 22nd 


a ee Paul 
Booth 7 
Feb. 26th. 27th, 28th and 29th 


South Dakota—Sioux Falls 
Booth 64 
March 4th, 5th, 6th and 7th 
no 
‘ Booth 19 
Feb. 19th, 20th, 2lst and 22nd 
Missouri—St. Louis 
Booth 5 
Feb. 26th, 27th and 28th 


Southern California—Los Angeles, Cal. 
March 11th, 12th and 13th 














Stores tell us that Duluth display equipment saves them up to 75% of the time they used to 
devote to inventory. That’s because the goods are easy to get at, conveniently arranged, in sight 
—and because there are less of them! 


Do you realize that with Duluth display equipment you can actually get along with less stock? 
A dealer in Cleveland saved $5,000 on his opening stock by installing Duluth display cases— 
and yet did a full-sized business. Displaying goods the Duluth way makes a better showing, with 
small stock, than twice as much stock would look inadequately shown off. 


Duluth Cases Are “‘Best”’ 


Today there 


Two years ago we were the third in the manufacture of store display equipment. 
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DULUTH-DISPLAYED GOODS ARE TWO-THIRDS SOLD 


are more Duluth display cases installed in hardware stores than all the other makes combined! 













This is because Duluth cases look so well, last so long and 
speed up sales so fast that they are universally recognized as 


the best buy. 


The appearance of Duluth cases alone makes people notice 
them. That fine lustrous rubbed appearance comes from two 
coats of varnish—the last one rubbed to a satin-like finish. It 
not only looks well—it lasts for years, and stands up under 





These: Two Books 


the hardest wear. Make You Richer! 
These two catalogs contain a 
There are other Duluth features, such as the adjustable shelves wealth of information about 
; our display equipment and 
supported by steel Supports—strongly constructed bases, right- what Duluth will do for you. 
: , , o Se They are free, of course. Send 
sized bins, panel display doors, sliding glass doors. These and for your copies today. 


many other exclusive Duluth superiorities are told in our 1924 
catalogs. Get them! 


Read This: It'Is Our New Money-Maker 


Our brand-new 48-page booklet, “Showing Is Selling,” is free, 
too. It tells how to make more money with good display—how 














. roe: ° The m. booklet is to be bound 
to make turnover quicker how to have larger profits without io cloth end -oald. foe 4h, ba 
increasing stocks, clerk hire or advertising. Send for it today. we have a limited edition, 

paper-bound, which we will 
Use the coupon now, before you forget. ‘distribute FREE as long as they 
ast. 


DULUTH SHOW CASE CoO. 
DULUTH, MINN. 





MAIL THIS COUPON RIGHT AWAY 
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DULUTH SHOW CASE CO. 
Duluth, Minn. 


Please send me FREE and postage prepaid, your 2 catalogs and copy of the limited, paper-bound edition of your new book “Showing 
Is Selling.” 


Firm Name 
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The 


Fastest-Selling 
Children’s Specialty 
on the Market 


Every healthy, normal child wants this 
swing the instant they see it. No mother 
would hesitate to trust her precious young- 
ster to its sturdy, safe construction nor 
refuse to buy it when she knows its excep- 
tionally low price. 

The Poll Parrot Safety Swing is a fast 
seller because it takes advantage of the child’s 
inborn instinct to swing back and forth through 
space. There is a thrill and fascination to it 
of some kind that the youngsters find hard to 
resist—witness their swinging on doors, gates, 
etc. And if one child in a neighborhood has a 
Poll Parrot Safety Swing every child will want one. 


It Appeals to Parents 


because it costs so little and because it is far better 
and safer than any swing they could make for their 
children. It is less bother to put up than the old- 
fashioned rope and board arrangement and prevents 
the child from falling out. It is handsomely finished 
in red and gray fit to be put up anywhere at any time. 
It can easily be taken along on camping or automo- 
bile trips where its rust-proof chain and S_ hook 
arrangement makes it easy to put up and take down. 


Big Profits and Swift Turnover 


Poll Parrot Safety Swings carry a very liberal 
profit margin. Dealers are turning over their stock 
10 to 15 times a year. 


Its Price Is Right 


It looks a $2.50 to $3.50 article yet retails at the 
very reasonable price of only $1.25 with single chain 
and $1.50 with double chain. Each sale carries a 
liberal profit. 

Read what others have done. 


The White 


You can do as well 


_—__ eae, 


Shows 


Construction 


at Back of Swing 
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What Others Have Done 


E. L. Durkee Co., of Glov i 
s ersville, N. Y., 
a ng day and over 400 in four months vacaed 
. E. Larrabee Co., of Amsterdam. N Y 
in one hour just before closi Hig ing me 
wet palace Mage dove Osing at noon on a Saturday 
John G. Ferres Hdwe. Co 
. e. Co., of Johnstown, N. Y. 
— sold over 250 during the late summer and fall. 
_ requently the salesman’s sample is sold whil 
is asa eng the proposition with a Peer rag — 
verybody is enthusiastic over the Poll P 
Swing. Its appeal is universal i pe 
an 
= means quick sales. a ne 
ere is a tremendous sales and profit makin 
portunity that you cannot afford to esuiieaioranm 
owe it to yourself not to pass it by. If you sell to 
children, you can clean up on Poll Parrot Swings. 


Write for Sample and Discounts 


Write us for sample and details of our iti 
1 proposition 
—write today! You will want enough swings on 
hand when the children are playing outdoors again. 


The WHITE MOP WRINGER CO. 


Dept. H. A. 
FULTONVILLE, N. Y. 


Jobbers 


You, too, cannot afford to 
overlook this opportunity 
for making big sales and 
profits. If your line in- 
cludes children’s specialties, 
it will pay you a aha for 
our proposition and a sampl 
Poll Parrot Safety Seles 2 
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DAISY MANUFACTURING COMPANY, Plymouth, Mich., U. S. A. 


Pacific Coast Branch: 
PHIL. B. BEKEART COMPANY, Managers 
717 Market Street, San Fra:.cisco, Cal. 
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HE growing interest in air rifles all over 
the country is astonishing. 


The increased demand for Daisy Air Rifles 
during 1923 taxed the capacity of our fac- 
tory to the utmost. It was only by the great- 
est efforts that we were able to keep up with 
the unusual rush of orders. 


There is a very important lesson in this 
situation for every dealer who handles Daisy 
Air Rifles. The air rifle is no longer consid- 
ered a toy, a passing fad, or a holiday item 
to be pushed only at Christmas time. It is 
a nation-wide sport, and the Daisy Air Rifle 
is considered everywhere as the standard 
for the millions who are taking up the fas- 
cinating sport of target practice. 


SY 
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1924 Will Be The Greatest Air Rifle Year Ever 


In 1924 this widespread interest in Daisy 
Air Riflesis bound to increase. Our national 
advertising has long ago placed the Daisy 
in the position of unchallenged leadership. 
Our campaign for 1924 will continue 
throughout the year, in a more compelling, 
dominating way than ever before. 


Make up your mind to sell Daisy Air Rifles all 
through the year. Get some of the extra prof- 
its that live dealers everywhere are getting. 


Our advertising features the famous Daisy 
Pump Gun, a remarkably fine repeating rifle 
of splendid value at $5.00. Other Daisy mod- 
els from $1.00 to $4.00. Order from your 
jobber, or write us for information regarding 
the Daisy line. 


Southern Representatives: 


LOUIS WILLIAMS & COMPANY 


AIR 
RIFLES 


) 
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Ff its an INDIA~ 
thats all you need 
to know about a 
Balloon Tire. 
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INDIA TIRE & RUBBER CO 
Akron, Ohio, S.A. 
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Mechanics 


Prefer 
the 





Because it screws on the tang of a file, or any 
other tool with a tang, cutting its own thread on 
the tang by means of its tool steel threading die 
which is an integral part of each handle. 


NEVER-SLIP EVER-GRIP NEVER-SPLIT 


Special tempered hexagon Combination die 
Steel die with sharp properly spaced holds tang 
‘V ' threads firmly ia hollow bore 


Wiccagren mon ow Yy | Yy YY = ee oe +r F CS 5 — 
one full year of Uj jf), ap a : : 
service.’’ 
















Heavy steel! ferrales 
compressing the d 
rigidly in pla ce 













Leading hardware merchants everywhere are concentrating 
sales effort on “Skroo-Zon” handles because “Skroo-Zon” 
means more profit to the merchant and 100% satisfaction to 

his customers. 


“Skroo-Zon” 

a, YOU Cant Pull a stays sold and 
a) | ~~ brings cu stomers 
l) ui De . ~ kroo-<on Handle back. Made in 
SS " ge eight sizes to fit 


any file. Cost no 


It screw more than ordi- 
.S” nary handles 
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Attractive 
Display Card 


We supply dealers with at- 
tractive colored card for counter 
display, carrying one doz. assorted 
sizes—no extra charge for display card. 









If your jobber cannot supply you write us. 


SAFETY TOOL CORP., 


WATERTOWN, N. Y. 
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LONE SCOUT 
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The public buys what they know about. 
Pocket Knives are advertised—nat 


Remington 
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tomers—at least seven out of every ten. 


Your customers 
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Tests by MACGREGOR Workmen on our own golf cour se produce clubs that are BEST SELLERS 


Developing Golf Clubs Which 


Increase Your Profits 


O N our own private golf course, MACGREGOR Golfer- 
Workmen are constantly testing out and perfecting 
new ideas in golf club construction. As a result, MAC- 
GREGOR not only is the recognized leader in bringing 
out new ideas in club construction, but also enjoys the 
reputation of producing clubs which embody many ex- 
clusive patented features and which possess those play- 
ing qualities which can come only from the hands of 
craftsmen who play the game themselves. 


It is only natural, therefore, that the demand for MAC- 
GREGOR goods should increase with leaps and bounds 
year by year. And it is also only natural that dealers 
who sell MACGREGOR goods should enjoy rapidly in- 
creasing profits from their golf departments. 


WH the MACGREGOR line you can increase your 
sales to your present customers because of the inno- MASTER Model 

vations which we bring out from time to time. You can he 815. Club 

| also draw new customers to your store because golfers ——- : 

a appreciate what it means to carry clubs which are the 

be result of EXPERIENCE in actual play on the 

MACGREGOR Private Course. 


To insure greater profits this season, write today for 


the MACGREGOR proposition. 


The Crawford, McGregor & Canby Co. 
Established 1829 Dayton, Ohio 
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Ring type burner produces a well 
spread uniform cooking fire—no 
eenter scorching. 





Detachable, easy fill tank (pa 
tented). Requires no funnel. 





All 1924 Kampkooks have per- 
manently attached folding legs. 


Strong, handy, no tipping. 


re they getting away? 


HARDWARE AGE February 7, 1924 








Opportunities like game fish are sometimes toyed with until they 
slip away. 

To the live dealer who caters to the out-o’-door sportsman and motor 
camper the American Kampkook offers a real opportunity. Kamp- 
kook is the original gasoline camp stove, the stove time has tested 
longest. It’s the choice of experienced campers everywhere. Im- 
portant patented exclusive features have placed the Kampkook where 
imitators cannot reach it. 


AMERICAN 


KAMPKOOK 


THE IDEAL CAMP STOVE 





Every camp stove dealer knows that the Kampkook is the most widely advertised 
and best known camp stove. Back of it are years of intensive national advertising. 
And the advertising campaign for 1924 will completely surpass any publicity 
program ever undertaken on a similar product. 

Besides four popular Kampkook models, our line includes several other splendid 
kampkooking necessities. Find out about them now. Ask your jobber or write us 
for full details—better write us for free sales helps, too. 


American Gas Machine Co., Inc. 


Albert Lea, Minn. New York, N. Y. 
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The fact that the manufac- 
ture of Coes Wrenches has 
always been under the di- 
rect supervision of one or 
more members of the Coes 
: family is one reason why 
4 their quality has never 
3 changed—except for the 


better. Coes Steel and Knife- 


Handle Models _ are 
made in the following 
sizes: 6, 8, 10, 12, 15, 
18 and 21 inch. 








Sales Agents 


J.C. McCARTY & CO., 29 Murray St., N. Y. 
J. H. GRAHAM & CO., 113 Chambers St., N. Y. 
FENWICK FRERES, 8 Rue de Rocroy, Paris, France 


COES WRENCH CO. 


“In business since 1841” 


Worcester Mass. 
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HACK SAW FRAMES 


Handle Adjustment 
Easy Grip 
Pistol Grip 


COPING SAWS 


BIT BRACES 


Plain 
Open Ratchet 
Enclosed Ratchet 


CAN OPENERS 


DRILLS 
Hand 
Breast 

PLANES 


Smooth 
Jack 
Block 


CALIPERS AND 
DIVIDERS 


SELF-READING 
MICROMETERS 


HARDWARE AGE 


Quality Tools at 


Quantity Prices 


The two strongest sales fac- 
tors—quality and price— 
are the outstanding features 
of Pilot Tools. 


Pilot Tools lead to in- 
creased sales and increased 
profits. | 


Order them from your 
wholesaler —if he cannot 
supply you, send for cata- 
log and prices. 


CONSOLIDATED TOOL 
WORKS, INC. 


296 Broadway 


February 7, 1924 
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EMPIRE ALUMINUM LEVEL EMPIRE ALUMINUM LEVEL 








EMPIRE ALUMINUM LEVEL EMPIRE ALUMINUM LEVEL EMPIRE ALUMINUM LEVEL EMPIRE ALUMINUM LEVEL EMPIRE 


The Dealer Used © 
to be the 
“Goat” on 
Broken 
Glasses 


EMPIRE LEVELS 


Levels with broken glasses used to 
be thrown back at the retailer for re- 
pair, and he, in most cases, in order to 
avoid argument charged the customer 
the postage to send the level back to 
the factory and gave him a new level 
as a replacement out of his stock. It 
was expensive for the retailer, and to 
the small merchant who only carried 
one level of a size it was some sacrifice. 
To the larger retailer it meant carrying 
a bigger stock and shouldering a lot of 
bother. 


Level glasses did break, and they 
stilldo. But the clever merchant today 
handles EMPIRE Aluminum Levels 
and sells a replaceable vial case every 
time a glass is broken. To the customer 
it means a quick solution of his difficul- 
ty and at little expense. To the retailer 
it means a small sale, a satisfied cus- 
tomer, no fuss, no bother and NO 
REPLACEMENT. 


EMPIRE ALUMINUM LEVELS 


—with the replaceable cases 
Solve the Problem! 


Johnson Sales Co. 
Pittsburgh, Pa. 











ne 


—But Now 
He Sells 








Turning Replacements 


Into Sales 


The cut below shows how the Re- 
placeable Vial Cases for Empire 
Aluminum Levels are packed. The 
retailer keeps a half dozen of these 
boxes on his shelf at all times. It 
means that in a predicament where he 
formerly might have had to make a 
replacement to satisfy or accommodate 
a customer, he now makes a sale. He 
not only makes a sale, but he makes a 
better friend of his customer by show- 
ing him a quick way out of his diffi- 
culty. 


Empire Replaceable Cases Do 
Solve the Problem! 











Sprake Sales Co. 
Portland, Denver, San Francisco 
os Angeles 


Empire Level Mfg. Co. Milwaukee, Wisconsin 


Jobbers Sales Corp. 
New Orleans, La. 








EMPIRE ALUMINUM LEVEL " EMPIRE ALUMINUM LEVEL 


EMPIRE ALUMINUM LEVEL 


auIdNA TTHARATT WONINNTY FaIdNa THAT WONINN TV FZaIdNa TSART WONINNTY FHId NA THART WONINDNTY AXId WS 


EMPIRE ALUMINUM LEVEL 
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HERE isn’t a hardware store, no matter 

where located, that can not profitably use 
and sell most of the tools in The Bridgeport 
Line. 







Nail Pullers, Box Openers, Screw Drivers 
in boxes or on display stands, Pliers, Tire 
Tools, Scrapers, Valve Lifters, Crate Open- 
ers, etc.—All of them fully guaranteed. 


Their good reputation plus Bridgeport 
quality make them easy to sell. 


Order through your jobber. If he can’t 
supply you, write us direct. 
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- TRADE MARK~ 





THE BRIDGEPORT HARDWARE MFG. CORP. 
Bridgeport, Conn., U. S. A. 


DGEPORT LINE 
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“GOLDEN” RULES— 


they give Bigger Protits 


4A\MERICAN Folding Rules are equal, if not better in every 
respect, to the market’s best, yet are more liberally dis- 
counted than any. 





The increased profits brought by them—plus their high 
quality and their working guarantee, make them ideal to 
sell. They come in all sizes and in yellow and white 
finishes and can be secured from your Jobber. 


C AN You can twist a 6- foot Model 
MERICE around 2 full turns and more, 


FOLDING R ULE but it won’t break. 











That test may seem impossible to you 

INCH XN - : ; . 

1) °°" 21 3 AnERICAN 4 TG : but that is making quick, easy sales for 
a, MMMM AANA AA An AAA 94 







4A\MERICAN Folding Rules all over the 
country today. 


.. @ 
G t7008 You can take a 6-foot model—have some- 
1 one else grasp the other end—and twist 
\) s the rule around two full turns and a little 


more, but it won’t break, if it should, you 
1|\4 15 16 et get a new rule. There is a guarantee 
\<« ——— with real cash value. 


AMERICAN Folding Rules derive their 
great strength from their specially se- 


lected flexible white maple—cold drawn 
steel joints inseparably attached to the 
body, and their inner springs of high ) 
carbon steel. ! 








sY 
x 





If you want to sell Fofding Rules that 
will give your customers supreme satis- 
faction and longest service—and larger 
profits and positive repeat sales to you; 


order 4A\MERICAN Folding Rules from 
your Jobber. If he can’t supply you, 


write to us here in Brooklyn. 


JOBBERS 
An Opportunity 






Progressive and responsible jobbers with their eyes open Ohe 


for good sales and money making opportunities will be AMERICAN RULE 


interested in A\MERICAN Folding Rules, whose deep- 


seated strength and resistance to breakage and absolute MANUF ACTURING CO. 


guarantee make them easily sold again and again, and whose higher 
profits make them more profitably sold. 486-496 Johnson Ave. 
Write on your letterhead for complete proposition and sample rules. Brooklyn, New York 
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“We Could Not Improve the Screw Plates 
So We Improved the Package” 


PACKING EXPENSE 
ELIMINATED 


Jobbers and Mill Supply Houses 
will be enthusiastic over the new 
way our most popular assortments 
of screw plates are being packed. 
Forty-four of the “best sellers’ 
will hereafter be furnished in cor- 
rugated containers when ordered 
for stock. 


To re-ship, type your customer's 
name and address on a label and 
slap it on the screw plate. 


No more fooling around to lo- 
cate a box of the right size. No 
more complaints fron? your cus- 





With apologies to the Colgate Company 


tomers on scratched boxes. Best 


of all, Mr. Jobber— 


MORE PROFITS FOR 
YOU 


thru the elimination of packing 
and shipping expense. 


We will send you on request, a 
list of the GYD Screw Plates 
which are packed in this manner. 
The list includes the leading assort- 
ments in the “Little Giant,” 
“OK,” “Green River,’ and “‘Light- 


ning’ line. 


Have you got a copy of our No. 
46-A catalog? 








GREENFIELD Bs AND DIE 
yy CORPORATION 
GREENFIELD. 





MASS.,U.S.A. 
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T IS far more difficult to achieve efficiency through simplicity than 

through complication. The simplicity of the Lorain High Speed Oil 
Burner is not the result of recent, high pressure concentration, but rather 
the result of nearly four decades of practical experience and patient work 
to eliminate every unessential element. 








— Ae, 








EASE OF OPERATION 


O OPERATE the Lorain High Speed Oil Burner requires 
no knowledge of mechanics. Without any instruction the 
average housewife can easily and quickly learn how to use it. As 
a proof of this statement there are shown on this page the four 
simple operations required to reach the wick for replacement. 





Illustration number one shows the chimney being lifted off. 
Number two shows the automatic wick-stop unscrewed and being 
removed. Number three shows how a quarter-turn of the remov- | 
able head exposes the wick. And illustration number four shows 
how a few turns of the wick-adjusting red wheel releases the wick. 
Easy to light. Easy toclean. Easy to re-wick. Requires no adjust- 
ments other than raising and lowering the wick when lighting or 
extinguishing. Made of high-grade materials. Carefully assem- - 
bled. Thoroughly tested. Vital part (inner combustion tube) 
guaranteed for ten years. Extensively advertised. Every approved 
sales-help given dealers. What more can be done to make it easy to ——§ 
sell Oil Cook Stoves equipped with the Lorain High Speed Burner? | 


@ 4 4 Illustration No, 2 

Because the short chimney oil stove burner produces an intense 
flame which strikes directly on the bottom of the cooking utensil, the 
heat generated has, in the past, caused the early destruction of its 
vital part, the inner combustion tube. This fault has been com- 
pletely eliminated in the Lorain High Speed Oil Burner by making 
the inner combustion tube of “‘Vesuvius Metal’’ which is not affected 
by the destructive action of this intense heat. Therefore, American 
Stove Co. now gives the following un- 
conditional guarantee with each Lorain 
Illustration No.3 Oil Burner: 


Guarantee: Should the inner combustion tube of the 
Lorain — Speed Oil Burner burn out within 10 years 
from date of purchase, replacement will 
be made entirely free of charge. 


Illustration No. 1 








Illustration No. 4 


These famous makes of Oil Cook Stoves equipped with the Lorain High Speed Oil Burner 
are sold by nearly one hundred prominent jobbers in the United States and Canada. 


; DANGLER—Dangler Stove Co. Div., - - - - - Cleveland, Ohio 
=. Nas DIRECT ACTION—National Stove Co. Div., - - Lorain, Ohio 
ba NEW PROCESS—New Process Stove Co. Div., - - Cleveland, Ohio 
QUICK MEAL—Quick Meal Stove Co. Div., - - St. Louis, Mo. 





CLARK JEWEL—George M. Clark & Co. Div., - - Chicago, IIl. 


AMERICAN STOVE COMPANY, ST. LOUIS, Mo. 











EFFICIENCY 











HAT the Lorain High Speed Oil Burner is efficient is a fact admitted 

by all who are familiar with the article and its history. The Lorain 
Burner produces a Clean, blue flame that quickly heats the utensil and its 
contents. Moreover, the maximum heating-efficiency is maintained with 
a remarkably low consumption of oil. Add to these desirable qualities 
those of surprising simplicity and unequalled ease of operation, and you 
have a sales argument that immediately wins the prospect. 


AMERICAN STOVE COMPANY, ST. LOUIS, Mo. 
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More about the Millers Falls y 
i 
RADIO HAND DRILL No. 85 i 
A big value to the user— 
Specifications: rh 

A profit-emakertothetrade _,_Pecussenol’ i 

3 jawed. eee a 

. . 1A it 

NLY five months old—but the ra gait go mio i 

, ‘ P drills. i 

ever made. In spite of low price Swat! deal Ptaton:. \ 

‘+ 4 1 1 Solid main handle of i 

it is a first quality Millers Falls poh rtm ay 
product. Designed for radio fans Malleable iron frame, ‘ 

: : enameled black. + 
particularly, but just as good for ica” H 
any man who needs to bore holes nickeled. i 

: , Length 12) inch, a 

in metal or wood. Weight 134 Ib. hi 
Price each $2.30. ha 

e ° Be 

If you have a special radio depart- ( 
ment, display the Radio Hand i 
Drill there as well as in your reg- } 


ular tool section. It’s just what 
lots of your radio customers need 
and are looking for—takes all 
drills used in radio work—hand- 
somely finished—smooth running 
and sturdy. 


Fills the bill for builders of radio 
sets and for everyone else. 
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ee nosed 
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MILLERS FALLS 2 
TOOLS 
a ae 


ae. f Ast 


| Radio Drill 


i An lide! Dorit! 
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i poe mine, atl been ttle pase. 
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We're broadcasting the news 
about Radio Hand Drill to five 
million people this month, from 
station SEP. (Sat. Eve. Post, Feb. 
16th). Tune in. 


MILLERS FALLS COMPANY 
Millers Falls, Mass. 


28 Warren Street 9 So. Clinton Street 
New York Chicago 


Manufacturers of Mechanics’ Tools, 
Hack Saws and Automobile Tools 


MILLERS FALLS 


tor Radio Work 


es Oo 


pall SRN eH = A OY ei Eid a ae Sa TS ee “ Ji Bosh 
_ - . aoe ag ~~ 


mene Mars: 
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in special 


display box. 
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Everybody who has anything to do with belt lacing knows that the 
demand now-a-days is for Wire Hook Lacing. 


Many of the best jobbers carry “Detroit,” the only staggered grip wire 
hook lacing and the tools for applying it—yet daily we receive orders 
direct from dealers who say their jobber has never offered them 
Detroit Lacing. 

Detroit Special Hardware Dealers’ Outfit sells retail at $5 (Vise tool, 


$3.50; assorted lacing, $1.50). Of course lacing is obtainable in 
smaller packages if your trade wants it. 


February 7,.1924 


The Demand Is Already C reated 


DETROIT Belt Lacing Outfit For 
Farm and Small Shop Use Price $5 





f 





Every hardware 
store in city, 
town and coun- 
try should have 
this outfit be- 
cause there is a 
demand for it. 


\ 





é 














Box containe ; 


1008 hoot. 
twelve 12” 
strips. 

The lacing 


tool operates 
in any vise. 





Sold 
money back 
guarantee. 



















on 








Advertised to 
reach 25,000,000 
consumers 
monthly, includ- 
ing farm, small 
shop and indus- 
trial plants. 





r 










Write for Bulletin 74 


DETROIT BELT LACER CO. 


“Detroit, Michigan, U.S. 4. 


















ng PH 


they Fue ~ a Pi, i Neoy, SEN, 
Sad one Ser oe oe eer, Cee 
Soe Mt A ae ee ae Pf Si-r e Ee 
SS ae Mie! be ey a eS ee Sak 


SE 
dy aie 
Gt pes eo 


Ss abe 








oP 
res 
Loe” 
, 
* 
was 
~ 
2] 
ae 
HE 
7% 
See 
% 


Be sre tat — 
RISE ici gs 
oe ee ie tin a eae aa 
Pv GS ORT te a Soe eg 


ea 
SAM 
ah 78 
aed 
aoe 
ae 
aes 
Raat, 
ee 
=e 





a 











February 7, 1924 HARDWARE AGE 














NORTH WAYNE, MAINE 


One of the beauty spots on this terrestrial 
ball is that little village among the wooded 
hills—North Wayne, Maine 


In it there are no twenty story buildings, no granite 
paved streets, no street cars, no steam cars, no 
hurly burly, not even a boodle council, no hotel, 
no saloon; but there is a church, a school, a store, 
the works of the NORTH WAYNE TOOL. 
COMPANY, and the homes of nearly one hun- 
dred satisfied and happy skilled-artisan employes 
of that company. 


The first scythes made on the American continent 
were made in a blacksmith shop in this little ham- 
let before a mile of railroad was ever built in this 
or any other country. It was so many years ago 
that no one living can tell what was the date. 
These scythes were at once declared to be better 


than were being imported from England; and the 4 
business grew into a copartnership, and in 1835 HORATIO S$. EARLE 
into a corporation, and in 1878 into the present President and Sales Manager 
corporation. 


The reason why the North Wayne line of tools 
have never changed in standard of quality, is be- 
cause the works are situated away from a large city, in a village where the only 
employment is in this establishment; and because the turnover af employes does 


not amount to three per cent a year. ay ee 


This standard of quality will always remain the same, because the slogan of the 
company is and always will b—NOT WELL ENOUGH, NOR AS GOOD, 
BUT THE BEST OR NONE, and another one— EFFICIENT CUTTING 
CUTTERS, ELIMINATE COST REMEMBRANCE. The quality of the 


goods illustrates the policy of the company and the intelligence, industriousness 
and know how of the employes. 


North Wayne Tool Company 


HALLOWELL, MAINE 
Sales Office, 1409 Ford Bldg., Detroit, Mich. 


Axes, Scythes, Grass Hooks, Grass Shears, Corn Cutters, Hay Knives, Bread Knives, etc. 


* 
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A Grip 
That Won’t Slip! 


Note in the illustration that 
the 175 lb. man is not gripping 
the pliers tightly. Due to 
this new idea of offset jaws 
and because of the scientific 
design this new tool provides 
the power of a wrench with 
the convenience of pliers. 
Practically any nut or connec- 
tion (within their capacity) 
can be loosened with a Carl- 
son. 


NEW! 





CARLSON 





SUPER-PLIERS 


(U. S.. CANADA AND OTHER PATENTS PENDING) 


This tool is quickly adjust- 
able with the same easy grip 
at all four adjustments. Has 
greater capacity and more 
gripping power than any pair 
of pliers twice its size. Will 
stand a tremendous pressure 
of 500 Ibs. applied on the 
handles. 


Made of finest quality steel, 
drop forged, machined and 
Designed 
and carefully made to with- 
stand long, hard use. The 
quality, durability and useful- 


pack hardened. 


ness of this tool are apparent 
at a glance. 


54,000 already in use. The 
demand is growing rapidly. 
Write for our proposition. 


One user says, “‘It is rightly 
named a pair of Super- 
Pliers."” Another says, “It is 
the best hip pocket tool on the 
market."" Among those this 
applies to are motorists and 
mechanics, plumbers, _ elec- 
tricians, etc. 

Equally good for farm and 
household use. 


Capacity up to |” on square 
and 11” on round parts. 
Weight 34, of a pound. Length 
7”. Has an attractive char- 
coal finish. Jaws nicely pol- 
ished. Workmanship and ma- 
terial fully guaranteed. 


List price, $1.25 each. 
Liberal discounts. Send order 
direct to us. Shipments made 


through nearest authorized 
jobber. 


The Noble & Westbrook Mfg. Co. 


DEPT. B 


HARTFORD, CONNECTICUT 


. February 7, 1924 
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The same, sure grip on anything 
round, square or hexagonal 


e=—_ 
o=—_ 
= 
—— 








SILENT SALESMAN 
DISPLAY CARTON 


For counter or window use. 
Each pair of pliers neatly packed in 
an individual box. Six in a carton. 

Properly displayed this new tool, 
with its obvious usefulness to every 
motorist and mechanic, sells itself. 

Send for a sample carton today 
and give it a chance to work for 
you. 

If not convinced after examina- 
tion and thorough test of these 
pliers that they are more than we 
claim, just return them and your 
money will be refunded. 
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A New Display Panel 


Here’s the | 
Way to Sell 
Padlocks 


The E. T. Fraim 
Lock Co. has_ just 
added four handsome 
new Steel DISPLAY 
Panels to their line. 

They are an orna- 
ment to any store, 
measure 914 x 21 
inches, are fully 
mounted, ready to 
hang on your shelves 
or by a chain at the 
top. 

They are finished in 
Antique Oak, and gold 
enamel. The locks are 
hung on rings, the 
keys on_ snap-hooks, 
the number plates are 
of brass. 

Panels and refill as- 
sortments can be sup- 
plied through your 
jobber or direct from 
us. 


ne, 
Ae 3 





a — 
No. 2530 


No. 2530—General Trade Assortment 
No. 2532—General Trade Assortment 


Let the 


Locks Sell 
Themselves 


They save _ taking 
goods down from the 
shelves before they are 
sold, avoid confusion 
and loss of time about 
matching keys, and are 
constantly reminding 
your customers of their 


padlock needs. 





An assortment of 
fifteen of FRAIM’S 
best and most popular 
sellers comes with each 
panel, covering a full 
range of prices, metals 


and types. 


Let us tell you how 
small an investment 
will give you one of 
these business getters. 


No. 2540—Auto Accessory Assortment 
No. 2542—<Auto Accessory Assortment 


Let this Silent Salesman Make Your Sales 


THe E. T. FRaim Lock Co,, LANCASTER, PENNA,, U.S.A. 





Sales Agents in 
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They are accurate to within 
-0005° and it is not possible 
to strip them 


O all who are interested in saving time in assem- 

bling, or in other details connected with the bolting 
on of parts, we will, furnish samples of the Empire NEW 
PROCESS Bolt. : 


Produced by the originators of cold punching and cold 
heading (processes now universally used), the new bolt 
comes particularly well sponsored. 


Its threads are made in a new way. They are accurate 
to within .0005”, and it is not possible to strip them. 


The New Process Bolt is to be produced in quantities 
and at no advance in cost over other Empire Bolts. 


% 


= RUSSELL.BURDSALL & WARD 
® BOLT % NUT COMPANY © 


PORT CHESTER.N-Y. 


PEMBERWICK,CONN. ~- CHICAGO - SAN FRANCISCO ROCK FALLS.ILL. 





of Bolts,Nuts and Rivets Since 
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Your 
Stock 
with 
BOMMER 

BONMER' 


Replenish 


MANUFACTURERS 
BROOKLYN, N. Y. 
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SPRING HINGE COMPANY 





SPRING HINGES 


BOMMER 


the best 


Hardware 
for 
Hard-wear 
Trade Mark 
BOMMER 
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What the Arcota Merchant Sales Plan 


can do for you 


hot suPPlies | _ Axcora posters — mailing 

hae | cards—stuffer leaflets—hand- 
some metal signs—cut-outs for 
your windows or store—a win- 
dow transparency—electros of 
dealers’ newspaper advertise- 
ments—movie slides—and a 
complete Sales Aid Manual to 
help you sell ArcoLa to your 


customers— 











— 





mk oe Allof this service, backed up by 

s ee national advertising in 50 lead- 
ing magazines and 6CO news- 
papers, is yours in return for 
your willingness to become an 
ArcoLta MERCHANT and Co- 
operate with this company in 
its sales activities. 





| 





Come to us 







| peer The sales helps shown on this page 
just as these , 
| fecal folks did are only a part of the material fur- 






nished Arcota MErcHANTs in 1923. 
Our sales helps for the coming year 
will be even more comprehensive. 
eee | . \ We want more aggressive dealers 
ens —— | ete in many sections in which the mar- 
ales» Na . = © ket for Arcota has not as yet been 
even scratched. 


OF mma (wen 
--- ~ —* 














$180 and wp-fer 
completely installed | 
ARCOLA 





IF you are such a dealer, if you 
would like to see your business vol- 
ume grow with Arco.a sales in 
1924, send your name on your let- 
terhead to either address below, and 
our local representative will explain 
the Arcora MercHant plan to you 


RICAN RADIATOR COMPANY 


IDEAL Boilers and AMERICAN Radiators for every heating need 
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. 104 West 42d Street, Dept. T30 Auerican DEAL 816 So. Michigan Ave., Dept. T30 ’ ‘ 
NEW YORK : CHICAGO | - 
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CHICAGO, 


Screw Co 


Call 
PROVIDENCE , 


ae 





WESTERN DEPOT 


225 WEST RANDOLPH S 





Stove Bolts 
Tire bolts 


Machine Screws 
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Good Buildings Deserve 
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When Mrs. Jones buys a 
cupboard turn—can you give 


her Good Hardware? 


© customer ever blamed a dealer who 
sold him or her a good hardware product. 


Good will was never built on cheap hardware. 


When Mrs. Jones asks you for a cupboard 
turn, a sash fastener—when Judge Avery 
comes in for a door check or a door stop— 
when the Elite Restaurant wants a dozen 
hat and coat hooks—can you give them 
good hardware? 


—hardware that works—everlastingly. 

—hardware that never screeches nor rattles. 

—hardware that is as good as it looks. 

— hardware that will last and last and last. 

—Can you give them good hardware with 
a good name ?—Corbin. 


A host of Corbin dealers can. Shelf hard- 


ware is no longer a nuisance to them. They 
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carry no dead items, no “just as good” hard- 
ware.- When Mrs. Jones asks for a cupboard 
turn they sell her good hardware—dquickly, 
easily and satisfactorily—hardware with a 
name which she knows is dependable — 
Corbin shelf hardware. The completeness 


of the Corbin line is a great aid to the 
Corbin dealer. 


Corbin couldn’t have made good shelf hard- 
ware for seventy-five years unless people 
wanted it. Most of your customers do. Why 
not please them and win their full conf 
dence by always selling good hardware— 
Corbin—be it an humble sash lift or the com- 
plete equipment for the new school house? 
If it means more profit, more peace and 
more satisfied customers for you—why not? 
Note—P. & F. Corbin make over 10,000 distinct 


items because good buildings deserve good 
hardware from the ground up. 


SINCE NEW BRITAIN 

P ° & F e C ©) R B IN 1899 = CONNECTICUT 
The American Hardware Corporation, Successor 

NEW YORK CHICAGO PHILADELPHIA 
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NO. 202 
DEAD 
BOLT 
NIGHT 








The “Dead Bolt Feature” Makes the Sales 


Two salesmen go on the road—one talks his 
head off, but makes few sales; the other says 
little, but gets the business. Why? One has Our key blanks are made of 
“The Goods”—the other hasn’t. 12% nickel silver. We guar- 


antee every product we manu- 


| In Dead Bolt Night Latches we have “The facture. 
Goods.” 


| When you order No. 202 we send you a mounted 
: Lock. Place it on your counter—let it talk for 
you. A few words about 


The Dead Bolt Feature 


will prove sufficient. One turn backward of the 
key in this lock makes the bolt rigid and thor- 
oughly tamper-proof from the inside or outside. 
Once “set” it can be opened only with the 
proper key. Same lock made without Dead 
Bolt features. Both locks are good sellers. 
Both pay a good profit. 


We have a very interesting proposition for 
Jobbers and Dealers who want to increase their 
lock turnover. 


Dealers who are selling “Independent Locks” 


are doing a good business and holding trade. 
Write us for Literature and Discounts. 


Independent Lock Co. 


LEOMINSTER : MASS., U. S. 


Manufacturers of Cylinder Locks, Padlocks and Key Blanks 
Send for Our Catalog Showing Our Complete Line 
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ign YOUR STOCK IS LOW ON THIS 
LINE, WHY NOT SEND IN YOUR SFOCK OR. 
DER? YOUR CUSTOMER WHO ASKS FOR 
THESE SPECIALTIES WANTS THEM AT ONCE, 
AND IF YOU CAN’T SUPPLY HIM FROM STOCK 
HE WILL TRY A STORE WHERE THEY ARE 
CARRIED IN STOCK. RESULT—LOST SALE. 


STOP AND REALIZE THAT 


THERE IS GOOD PROFIT IN THIS LINE AND 
THE INVESTMENT IS NOT HEAVY. 





WE CAN SHIP PROMPTLY 


THE BRAINERD LINE 


MOST COMPLETE ON THE MARKET— 
OVER 1600 DIFFERENT ARTICLES 


THE BRAINERD MFG. CO. 
EAST ROCHESTER, N. Y. 
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GRAY-WICK 


SCREEN WIRE CLOTH 


Dull Finish—Multiple Coat 
Galvanized After Weaving 


Electro Zinc Coating of uniform 
thickness and enameled with white 
varnish, both being applied after 
weaving, which binds wire toget- 
her and makes a dull gray finish 
throughout. 


Made in even inch widths from 
18 to 48 inches. 


12 Mesh, No. 33 gauge each way 
14 Mesh, No. 33 gauge each way 
16 Mesh, No. 38 gauge filler 

No. 34 gauge warp 
18 Mesh, No. 34 gauge filler 

No. 35 gauge warp 


Also Other Brands 


Cortland Black Enameled 
White Metal Finish Galvo-Black 
Wickwire Bronze Premier 





Write your Jobber for Full Information and Prices 


WICKWIRE BROTHERS 


FACTORY AND MAIN OFFICE 


CORTLAND, NEW YORK, U. S. A. 


ESTABLISHED 1873 INCORPORATED 1892 
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HICAGO)~ 
SPRING HINGES 





TRADE 
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ing Square 
Hotel Building 








Ask Any Architect! 


LINE of Spring Hinges sells in direct proportion to the extent it is liked 
and respected by Architects and Builders. 


Chicago Spring Hinges have been specified for many of the finest buildings 
in America, among them the Grand Central Terminal, the Commodore Hotel 
and Pershing Square Building, all of New York City. 


Ask any Architect or Builder what he thinks about Chicago Spring Hinges. 
Catalog H-39 is yours for the asking. | 


TRADE MARK } Chicago Spring His qe Company, TRADE MARK 


Look for the CHICAGO NEW YORK Look for the 
Trade Mark . U. S. A. Trade Mark 
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Look for the 
name and guar- 
antee on the 
swivel 
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“GUARANTEED” cast into every 
swivel used in El-Wel-Tra Trace 
Chains is your customer’s assurance 
that every chain will exceed his expec- , 
tations or be promptly replaced. 


















The American Chain Company has 
backed this guarantee for many years 
because each chain is carefully inspec- 
ted and proof-tested before it leaves 
the factory. 


El-Wel-Tra Traces are leaders in their 
field and users also ask for them by 
name. 
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Packed six pairs in a canvas bag for convenience when handling. : 


Iii 
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AMERICAN CHAIN COMPANY. INC. 
BRIDGEPORT, CONNECTICUT 


ln Canada: DOMINION CHAIN CoMPANY,LTD., Niacara FAtts, Ont. 
DISTRICT SALES OFFICES 


BOSTON CHICAGO NEWYORK PHILADELPHIA PITTSBURGH SAN FRANCISCO 
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we Now for 1924 NS 


The Biggest and Most Profitable 
Selling Plan Ever Offered the 


WARM-AIR HEATING DEALER 


1,980 new dealers joined the Sunbeam 
organization in 1923. 1,980 progressive fur- 
nace dealers, from every part of the country, 
put their stamp of.approval on Sunbeam 
plans last year. These new dealers as well as 
the thousands of dealers who have handled 
Sunbeam Furnaces for many years have 
enjoyed increased business and gained 
liberai profits through the Sunbeam Fran- 
chise in 1923. Sunbeam selling plans have 
“made good”. The Sunbeam Warm-Air 
Heating idea has ‘“‘gone over 100%’. 


Now for 1924 


A bigger and better plan is now ready 
for the Sunbeam dealer—better warm-air 
heating systems made possible by better 
heating units—the Sunbeam Furnaces (Pipe 
and Pipeless) and the Sunbeam Cabinet 
Heater— more and better publicity—more 


national advertising—more direct adver- 
tising and promoting—more advertising 
that carries the dealer’s name and advertises 
the dealer’s individual business are all in- 
cluded in the new Sunbeam plan. 


And besides the Sunbeam proposition 
offers you many other important com- 
petitive advantages. 


Summing up 

—the new and better products, the bet- 
ter advertising and the better price propo- 
sition, Sunbeam for 1924 now represents 
the biggest and most profitable selling plan 
ever offered the Warm-Air-Heating Dealer. 
Our salesmen are now in their territories 
with portfolios covering the complete Sun- 
beam plan. If you want the first chance, 
don’t wait a single day—Use the coupon 
on the last page—Do it now. 


THE FOX FURNACE COMPANY, ELYRIA, OHIO 
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SUNBEAM FURNACES 


(PIPE AND PIPELESS) 
Quality, First, Last and All the Time | r 


Quality is the basic principle of Sunbeam production—quality of 
the kind that readily sells itself and stays sold. Every step inthe — 4, 
manufacture of Sunbeam Furnaces and Sunbeam Cabinet Heaters © 
is measured by quality. Modern foundry practice, the latest type 
of foundry equipment, charging apparatus, moulding machines, 




































handling devices, all have a bearing upon Sunbeam quality. 
It is these most modern plant facilities operated under the P 
direction of the Sunbeam Research Laboratories and the Sunbeam h 
Engineering Department that are responsible for Sunbeam per- i os 
formance. i 
One of the outstanding accomplishments of the Sunbeam Re- 7 
search Laboratories is Sunbeametal, a newly perfected iron “ 
especially developed for the making of all heating parts of Sunbeam . 
products. Sunbeametal, made only of the finest of materials, 4 
has a uniformity and density of grain which gives it unusual tensile 4 
strength and enables Sunbeam castings to successfully resist year 
after year the most severe conditions to which a furnace must be — 
subjected. Sunbeametal represents a very real sales asset for the ci 
Sunbeam Dealer. é th 
' / 1m 
The dealer who attempts to build a “‘long-lived’’ business on the ‘ 
selling of a ‘‘short-lived”’ furnace is bound to be disappointed. But “ 
the dealer who sells Sunbeam Warm-Air Systems (a complete lire 
of high quality furnaces installed according to correct heating © 
principles) establishes his business on a permanent profit-making | 4 
basis. | Si 
;, ; ; : « 
Here are a few of the quality advantages you will find in Sunbeam 7 e 
Sox 
Furnaces: - 

a lo 
1—Sunbeametal—Quality materials 5—Packing and shipping by experis F py 
make quality parte. avoids breakage and losses. Ee 

2—Machine Moulding—Insures uni- 6—Installers find Sunbeams “go to- | 
formly perfect castings. gether’”’ quickly and save many — 

3—Mounting and fitting insure ease in costly hours labor time. - at 
erecting. 7—Sunbeam performance is insured by 7” Ww 

4—-Rigid inspection insures against correct design—dquality materials. | 
defects in materials or breakage. th 
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THE SUNBEAM 


CABINET HEATER 
A New Method of Warm-Air Heating 


Here is a heating device that represents the most profitable sales 
opportunity ever offered the warm-air-heating dealer. It’s a type of 
movable heating unit that opens up a new and rich selling field. 


Because of its heating efficiency and its attractive design, 
the Sunbeam Cabinet Heater will displace many other forms of 
heating and quickly establish a profitable market for itself. In 
cities and towns as well as in rural communities, not only in 
homes, both large and small, but in churches, schools, clubs, 
stores, shops, garages, and other types of commercial buildings, 
it will find a ready sale. 


The Sunbeam Cabinet Heater will fully and economically meet all 
of these heating needs. It is anew way of applying the principles of 
warm-air heating. It’s a warm-air circulator that automatically draws 
the air from the floor, heats it to the temperature desired, sends it out 
at the top and circulates it evenly through all the rooms of the home. 


The Sunbeam Cabinet Heater is designed so attractively that it 
can be placed in any room in the home and it is built so efficiently 
that it will heat and ventilate every room in the five to seven- 
room house thoroughly and comfortably. It takes the place of two 
or three stoves, burns either hard or soft coal or wood and saves 
one-third of the fuel cost. 


But beside these user advantages which create ready sales for the 
dealer there are many other reasons why you can profit by the 
Sunbeam Cabinet Heater franchise. Low prices, attractive dis- 
counts and favorable datings are some of them. A complete 
advertising plan, including national and farm paper advertising, 
local newspaper helps, a special letter service, signs, posters and 
practically every type of local help, is another important reason. 


The Sunbeam proposition provides you with a distinctive product 
and creates a tremendous demand for you to meet. Surely you will 
want all of the details of this great profit-making opportunity. Use 
the postal on the next page. Do this today! 


.RM-AIR 


EATI — 


These Advantages for the 
Owner Are 
Selling Advantages for You 


Circulates the heat instead of radiat- 
ing it. 

Heats five to seven rooms comfortably. 

Burns either hard or so-t coal or wood. 

Takes the place of two or three stoves. 

Takes up little space; requires no base- 
ment. 

Is attractive as a fine piece of furniture. 

Is easily set up and easily kept clean. 

Provides safe heating for the children. 

Is dust and gas tight in its construc- 
tion. 

Provides abundant heat at low cost. 
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Read the enthusiastic Ietter above. It shows 
how the Sunbeam Cabinet Heater has demon- 
strated its wonderful efficiency in thousands of 


erican homes. 








The Sunbeam Cabinet Heater 
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kite How » 
&” Highest Quality Has Been \ 
Combined with Low Price 


Because of the completely- 
equipped Sunbeam plant, because 
of its most modern facilities for 
volume production, Sunbeam qual- 
ity is maintained on a quantity 
basis. 


And this greater volume of pro- 
duction is made possible by the 
steadily increasing demand for 
Sunbeam Warm-Air Heating Sys- 
tems. It is here that Sunbeam 
aggressive selling methods and 
Sunbeam extensive publicity have 
played an important part in eco- 
nomical plant operation. 


These factors operating together 
account for the two greatest ad- 
vantages offered to the Sunbeam 


Dealer—(1) quality products; (2) 
low prices. 

The dealer handling Sunbeam 
Furnaces, Pipe and Pipeless, and 
the Sunbeam Cabinet Heater, can 
dominate the market. The Sun- 
beam line, with its different types 
and range of sizes, covers every 
heating need. He is equipped with 
a proposition that will capture 
the business. 

If you are seeking to build a 
permanent growing business in 
the heating industry this is your 
opportunity. We have our com- 
plete proposition ready. The cou- 
pon will bring it to you quickly. 
Use it today. A few choice terri- 
tories are now open. 


THE FOX FURNACE COMPANY, ELYRIA, OHIO 
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[}) Sunbeam Cabinet Heater 


THE FOX FURNACE COMPANY, Elyria, Ohio 
I am interested in building a bigger and more profitable furnace business, 
Send me the complete 1924 plan for 
[ Sunbeam Furnaces 


Name 


\ Address 


City and State. 
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“With ay 
KESTER SOLDER | q 
He Built a Real Radio” a 


a “HE didn’t know the first thing about + 


fit 

KESTER Acid-Core SOLDER soldering, but he did know the soldered i 
1 ib. cartons—1, 5 and 10 1b spools mii 
sets were better sets. So when he asked me a 


about it I told him that truth. | ; 





“If you use Kester Solder, soldering will | | 
A be the simplest part of hooking up your radio. Le 

KESTER METAL MENDER . | 
10.cans, about 3 Ib. each to carton It combines solder and flux and requires only ie 
heat. Acting on my suggestion, he used both ie 
Acid-Core and Rosin-Core. The Acid-Core for ce 





| the heavier work, such as the antenna, lead-in, a 
etc., while the Rosin-Core he used for the real : 
| delicate work in soldering taps to switch points ) i 
KESTER Rosin-Core SOLDER | and the like. ve 
i itn icheindib:bones | . i 
“They say he’s built one of the neatest Vy 
it and most efficient sets in town. And he’s told | 
, his friends most of his success with Radio was . 


due to the expert soldering he did with Kester. 


“Not only that, but he’s taken to solder- : i 
ing everything around the house, and finds 4 
pleasure and profit by doing it. 














Manufactured by the 


CHICAGOSOLDER COMPANY 
4205 Wrightwood Ave., CHICAGO 


Direct Fact Representati - . e e Py 
DAVIES ELY CO. LOUISI.Z ZIESELCO. [f| the importance of soldering in Radio, and once 
ncisco 





ES 


“That’sthe way it goes; people are taught 


ie 















Br) Sali 






New York City 


Boston, Mass. California «= they use Kester they’re so tickled with the ease ! 
eae and simplicity that they really look for more 


sn So 


: he soldering jobs.” 
_ nee - 
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The Hole Story 


A loinch P\pe=784¢ inches 


An ordinary Register lOKI2= 70.49 Inches Free Aree 


An H+C Register No. 110, 8XI2=8 lag inches Free Area 


Example No.I, 


16 44 inches in lO inch pipe 
70 Free Areain lOKxt2 ordinary Reg ister 


$ og inches Less than pipe Arena. 


Example No 2, 


73 0g Inches In lOjnc h Pipe 
ot «Free Aren in 8x12 HC 170 Register 
3.ag inches more thon pipe Area 





Depth at Base 


3 . 97H 9 3% 
JOKIZ ordinary Register Lists365 %4.00 
sxe tC *ITO " 
SAVED! 1.25 


Thats The Hole Stor y! 


CO OLEY-_COMPANY,- INC>|.. /] 
NEW BRITAIN, CONN SS SSS! 
CHICAGO BOSTON 4 - 
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--and I want some Morrill 


Saw Sets and Nail Pullers” 


HIS is what is taking place in 

thousands of the country’s 
most progressive and substantial 
hardware stores during this busy 
Spring Buying Season. 


} 
f/ 
WN! nv\f 
: i} INS 
NWO 


6¢ 


Dealers know that in accuracy and 
long life the original Morrill Saw Sets 
cannot be beaten. And they know that 
in ease of operation, dogged strength 
and year-after-year service, Morrill Nail 
Pullers also lead the van by a good 
many degrees of excellence. Both are 
*way up in front, like the Drum Major 
of the Band. 





Morrill Nati Pullers Look in your copy of Hardware Morrill Saw Sets are de- 
pull nails twice as . . - signed for every type of 
as any other Buyers’ Catalog and Directory for saw. You can sell them 


; ° ° ° » at a good margin of profit 
many times longer description and illustrations of our 


hand. No spring to complete line—and order from your 
break. Drop forged 
from steel. Jobber. 


CHAS. MORRILL 


102 Lafayette St. New York City 
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Hammering the Name “STANLEY”: 


into the consciousness of sixteen million 
prospective buyers of Hardware through 


the above full-page advertisement in 


Saturday Evening. Post, Feb. 2 : ; 
The Literary Digest, Feb. 16 | 


so that when they need Hardware and 
Tools they instantly ask for 


STANLEY 


NEW BRITAIN, CONN.,US.A. 


THE’STANLEY WORKS THE STANLEY RULE & LEVEL PLANT 
NEW YORK CHICAGO SAN-FRANCISCO LOS ANGELES SEATTLE 
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——by mit keenest 


buying "tis in the country 


Through unity of effort, large scale pro- 
duction, the elimination of waste by the 
use of efficient machines, the hearty co- 
operation of satisfied employees and 


specialization, the Tubular Rivet and 
Stud Company has for 50 years manu- 
factured rivets that are the recognized 
standard in their field. 


Lee ee ee 


TUBULAR RIVET & STUD 
COMPANY 


BOSTON 


cS 
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cJince 1839 





SSWIN 


DIST 
HARDWARE 


For ones casement window 
— @ usswmin Unfailing 
Friction Casement Holder. 


For Right or Left Hand sash. Half-inch 
seamless Brass Tubing. Made also in 
Bronze-plated finishes on Brass. Packed six 
in a box, with screws. 


**She 
swung wide the casement— ’”’ 


Casement windows are steadily growing in popularity because 
they harmonize so perfectly with the designs of modern small 
houses and bungalows—to say nothing of the imposing English- 
type houses, where they are a necessity. 


And this increasing use of casement windows means a corres- 
ponding growth in the demand for sturdy, easy working, fool 
proof casement holders. 


Russwin Unfailing Friction Casement Holders are simple to at- 
tach, good looking—always on the job but never in the way. 
Many buyers will specify ““Russwin.” Many more will buy Russ- 
win Casement Holders on sight—their superiority is so apparent. 


“To Russwin-ize is to Economizge—The Economy of the Best’’ 


Russell & Erwin Mfg. Co. 


The American Hardware Corporation, Successor 


New York , ° London 
San Francisco New Britain, Conn. Chicago 
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ASPHALT 


Some people call it ‘“‘Rubber”’ 


ROOFING» 


Our Brands: 


Cornell 
Adelbert 


Kenyon 





Buckeye 


Vassar 
Slate Surfaced— 


These Brands have been 
favorably known and used 
ever since Asphalt Roofing 
was first made. 





We ship in full Cars or less than Car Loads 
from Cleveland, Ohio, Chicago, IIl., or Erie, Pa. 


The Geo. Worthington Co., Cleveland, O. 


Established 1829 
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No. 02020—2 in. 
No. 02025—2¥4 in. 


Numbers given are brass plated 
locks. Furnished also in Japanned 
No. 02084—2 in. finish at same price. 

No. 02086—2¥% in. 





No. 93050—2 in. 


Edwards Popular Priced Padlocks 
Tast Sellers-can be Retailed 


at twenty-five cents 


6 HERE is always a continuous demand for a serviceable lock at 
v a low price. 


Our well-known Omeco line contains a number of favorites among 
the trade, which can be retailed at twenty-five cents each. They 
move fast, provide cash sales and give complete satisfaction for the 
general use to which they are put. In fact, we believe they are 
unexcelled among low-priced padlocks. Three popular numbers 
which can be furnished to jobbers to retail at twenty-five cents are 
illustrated above. . 


The Edwards Steel Enameled Display Cards stimulate sales in a 
gratifying manner. Each card contains one dozen active sellers. 
Card No. 105 E is made up of an assortment of the twenty-five 
cent sellers. These cards are unusually attractive and durable, and 
they cost no more than our old style cardboard cards. 





Carried by leading jobbers. If your jobber does not 


Card illustrated 19 our No. carry them, write and we will give you the name of 
5B, an assortment o as “ fen —* 
selling locks, Suggested retail one im your locality who can supply vou. 


price 25c. Card size 16% x 
10% in., with wire easel. 


THE QO, M. EDWARDS CO, inc 


Factory and Main Office: SYRACUSE, N. Y. 
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Aocks & Hardware 


Be ready for the “blue-print” season! 


With Sargent Locks and Builders’ Hara- 
ware, Tools and Specialties in stock you can 
supply the demands of your sales territory. 


ARGENT Builders’ Hardware — 
chant is finding it an open season all 


will figure prominently in after- 
inventory buying plans. Many mer- 
chants know from records fresh in 
mind that here are locks, knobs, 
escutcheons, window catches and fur- 
nishings that sell steadily. Others 
are turning to Sargent Hardware for 
more profitable turnover. These have 
come to realize that the Sargent line, 
through years of consistent manufac- 
ture and convincing advertising, has 
gained the good-will of architects, 
builders and owners everywhere. 
Are you prepared for the “blue- 


SAR GENT 
Hardware Manufacturers 


New York: 


& 


print” season? The Sargent mer- 


year round. 

On these two pages are shown a 
few Sargent Specialties and the Sar- 
gent Plane. Sales of day and night 
latches, padlocks and door closers 
are not confined to new structures. 
Offices, homes, apartments and ga- 
rages about you will yield consider- 
able profit to a little pressure on your 
part. Sargent Planes need no intro- 
duction. With Sargent Squares and 
other tools, they enjoy the highest 
esteem of the building trade. 


CO eR PA NH FT 
NEW HAVEN, CONN. 


92-98 Centre St. 


Cuicaco: 221-223 W. Randolph St. 





Sargent 


Latches 


Point out to customers—women particularly—that here is inexpensive 
insurance against burglars and sneak thieves that needs no renewal. 
Show them an exclusive Sargent feature—the push-button stop to dead- 
lock the bolt or hold it back as desired. Sargent Day and Night Latches 


are carefully made from finest materials. 


They will last for years and 


years, always smooth-working and absolutely secure. 


Entrance doors on old style buildings need them to supplement less 
effective lock equipment. Apartments, stores, offices and dwellings can 
use them on inside as well as outside doors. Display Sargent Day and 
Night Latches and tell people about them. Interesting folders imprinted 
with your name will be furnished for distribution. 
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Day and Night 
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Sargent Door Closers 


Your customers will be fully satisfied with the 
service these better door closers will give them. 
They are unusually smooth working and positive in 
action. They are easy to apply, easy to regulate, 
and require little or no attention. A reversible fea- 
ture permits them to be used on either right or left 
hand doors. A blue-print template, packed with 
each one, insures its correct application. This large 
type is suitable for stores, offices and public build- 
ings. The small “520” is being used extensively in 
homes—on lavatory, cellar, back stairs and refrig- 
erator room doors as well as on storm doors in 
winter and screen doors in summer. Show it to your 
customers. It’s a quick seller and ~ 
very profitable. Folders will be 
furnished for mailing or counter 
use. 









Sargent Planes 
and Squares 


The Sargent Auto-Set Bench Plane shown here is as 
light and keen as an all-round plane could possibly be. 
The chromium steel cutter may be removed, sharpened, 
and replaced without changing the original adjustment. 
Yet it is so firmly held in place it never chatters. There 
are Sargent Planes for every purpose. 
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Sargent Squares do most of the calculating for the 
carpenter. Tables stamped on them are complete, correct, 
final. The new Take-Down Square for shoulder kits is 
proving a very popular number. All Sargent Tools reflect 
credit on your store because they measure up to the 
highest standards demanded by skilled workers. Folders 
for customer distribution will be provided. 


Sargent Padlocks 


You can guarantee the security of Sargent Padlocks, 
both cylinder and subcylinder types. The cylinder padlock 
shown is as finely made as the Sargent Cylinder Lock for 
house doors. It will yield only to the proper key. This 
type is in demand for garage doors, tool-boxes and spare 
tires. The lower-priced subcylinder padlock is unequaled 
in its class and provides a measure of protection great 
enough for most purposes. 


Show Sargent Padlocks. Sell them for stables, barns, 
factories, tool-houses, homes and chests. There are styles 
and sizes for every purpose, at prices your customers will 
want to pay. Descriptive folders imprinted with your 
name will be furnished for mailing and counter use. 
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Note under the micro- 
scope how the fibres of 
Richardson felt interlock 
to catch and bind the 
asphalt into a solid 
weather-proof armor. 
Billions of these tiny sin- 
ews give this roll roofing 
super-endurance 
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The penetration test shows 
how firmly Viskalt is knitted 
together internally to resist 
years of weather strain. This 
severe test is only one of 
many which prove its fitness 
as a vital part of Richardson 
Roofing 














sells on ped 


Did you ever tell your customers why 
some roll roofing outwears others? Surface 
appearance is usually their only guide in 
choosing, but you can sell them with a real 
story of inner quality if you handle Rich- 
ardson Rubbertex Roofing. 


A roll roofing, as you know, depends for 
its endurance mainly upon the quality of 
its felt. 


Why it wears longer 


The inner foundation of Richardson Rub- 
bertex Roofing is Richardson felt, which 
has excelled for more than a century. A 
glance at the circle illustration above will 
show you why. And the waterproofing for 
this sturdy foundation is Viskalt, unusually 
durable because it is a 99.8% pure bitu- 
men, especially vacuum-processed. 


Rubbertex is equipped, moreover, with 
Pyramid Kaps for laying. They do away 
with buckling on laps and flashings, which 
experienced roofers claim is responsible for 
90% of all leaks in a prepared roofing. 
Instead of centering the pressure on each 
nail, Pyramid Kaps distribute it evenly 


and continuously along the entire length 
of the lap to seal it against the weather. 


More selling help 


In addition to having the quality that 
makes for repeat business, Richardson 
Rubbertex Roofing is partly sold to your 
customers before they enter your store. 
Persistent, concentrated advertising makes 
them prefer Richardson Roofing products. 


During 1923 a new and powerful adver- 
tising campaign, largely in color, brought 
an almost unbelievable increase in sales to 
dealers handling Richardson Roofing. And 
they will have the benefits of a 1924 cam- . 
paign greater than ever before. 


Why not share this business in a big 
way? Write us now for details and samples 
of Rubbertex Roofing. We will also send 
you information on Lok-Top shingles and 
Viskalt Paints and Cements, other Rich- 
ardson products which are making profits 
for hardware dealers. 


CYke RICHARDSON COMPANY 
Dept. 61-B Lockland (Cincinnati) Ohio 
Chicago New Orleans New York City Atlanta Dallas 


RICHARDSON 
RUBBERTEX ROOFING. 


924, The Richardson Company 
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U.S. 
- Poultry 


- Netting 


The magnifying glass reveais great evidence of strength and 
durability. You should examine the double reinforced hinge 
joint, which makes the fence stiff and rigid, yet elastic, 






Farm fence principles carried over into U. S. Poultry Netting construction have 
given to the trade the very type of netting necessary to economic construction and 
long life. Parallel wires intertwisted with rigid mesh wires give a firmness and neat- 
ness to U. S. Netting not found in any other type. Top rail and baseboard are en- 
tirely eliminated and fewer posts are required. These are final and determining 
factors in reaching full cost to the consumer. 


U. S.-Poultry Netting is supplied in both 1 and 2-inch mesh, 
galvanized before and galvanized after weaving, and is now 
furnished in both 19 and 20 gauge wire. 


Don’t, through force of habit, order just poultry netting but insist upon U. S. 
Netting. Jobbers in your territory can supply you, and will be only too glad to give 
complete information. They have long since seen the value of U.S. Poultry Netting 
as an account opener and trade satisfier. 


epee gee Seat Sata S a tala Rat pe alata espe g lglg eae aeg ea lala talalalalatatalatatalalatalalstatalalatatatsts tats tats ta tat 


Satisfied Dissatistied 
Customers Customers 
are an > are a 

Asset oy Liability 


2 2 





U. S. Poultry Netting is easily unrolled—can be measured and cut off quickly— 
it lays flat, holds its shape well and gives satisfaction. 


Indiana Steel & Wire Company 


Muncie, : . : Indiana 
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FOR THE 
HARDWARE TRADE 


SCREEN WIRE CLOTH 
WINDOW SCREEN CLOTH 

STANDARD HARDWARE CLOTH 

MISCELLANEOUS GRADES OF WIRE CLOTH 

POULTRY NETTING 

POULTRY NETTING STAPLES 

W. S. STRAIGHT LINE POULTRY FENCING 

EXCELSIOR POULTRY AND RABBIT FENCING 

GLASS NETTING 

EXCELSIOR WIRE MESH FRUIT TREE GUARDS 
GLADIOLUS SUPPORTS 

FENSETZ 

ELECTRICALLY WELDED TRELLIS AND PLANT SUPPORTS 
WIRE CLOTHES LINES 

PICTURE CORD 

FOUNDRY RIDDLES 

FISH FLAKES 

WIRE GAUZE SPLINTS 

WIRE CLOTH APRONS 

SPIRAL BELTS 

SPIRAL FABRICS 

WIRE MATS 

COAL AND SAND SCREENS : 
MISCELLANEOUS NAILS AND BRADS 

MISCELLANEOUS STAPLES AND DOUBLE POINTED TACKS 
PREMIER TACKS (CuT TYPE) 

PERFECTION DooR SPRING AND QuICK HITCH GATE SPRINGS 
RUBBISH BURNERS 

PARK BASKETS 

EXCELSIOR FLOWER BED GUARD, TRELLIS, LAWN BORDER AND TREE GUARDS 


AMERICAN WIRE FABRICS CORPORATION 


SUBSIDIARY OF 
WICKWIRE SPENCER STEEL CORPORATION 


General Offices: 41 East Forty-second Street, New York 
Western Sales Office: 208 So. LaSalle Street, Chicago 


WORCESTER BUFFALO PHILADELPHIA SAN FRANCISCO LOS ANGELES 
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American Galvanoid and Bronze 


GALVANOID leads by far all other grades in its 
field, and this progressive success may be attributed 
to the good service, year in and year out, which it 
has given to the consumer. 


Our manufacturing department has left nothing un- 
done to maintain and improve, if possible, the high 
standard of quality set by GALVANOID screen 
cloth, and to take care of the constantly increasing 
demand we have enlarged our facilities. 


GALVANOID is scientifically zincked after weaving 
by our modern electric process, then varnished. It 
is firm, durable and attractive—the best grade of 
zincked cloth made. 


AMERICAN BRONZE 


The demand for “better quality” screen cloth is fur- 
ther evidenced by our greatly increased sales of 
AMERICAN BRONZE. This grade is made of 90% 
pure copper and 10% zinc, and is firm and resilient. 
AMERICAN BRONZE should last as long as the 
frames which hold it. Avoid so-called “pure” cop- 
substitutes, which are too soft and not as du- 
rable. : 


Educate your trade to SCREEN FOR PERMA- 
NENCY, and insist on AMERICAN BRONZE. 

We also manufacture Painted, Galvanized, Copper, 
Kopnik, Monel and many grades for particular pur- 
poses, such as Fly Killer Cloth, Sifter, Grain-clean- 
ing Cloth for Fanning Mills, and Wire Cloth for 
many other requirements. 


Samples, Circulars, etc., furnished on application 
ORDER THRU YOUR JOBBER 


AMERICAN WIRE FABRICS CORPORATION 


SUBSIDIARY OF 


WICKWIRE SPENCER STEEL CORPORATION | 


General Offices: 41 East Forty-second Street, New York 
Western Sales Office: 208 So. LaSalle Street, Chicago 
BUFFALO PHILADELPHIA 
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Samson Trade Mark 


We manufacture braided cord of all kinds, sizes, colors and 
qualities, for all purposes, including sash cord, clothes lines, dumb- 
waiter rope, masons’ lines, shade cord, awning lines, garden lines, 
etc., also cotton twines. 


SASH CORD 


Phoenix Cord 


Samson Spot Cord 





Trade Mark Reg. U. S. Pat. Off. 


Even running, smooth, firmly braided, and free 


Made of extra quality stock, carefully inspected, from the prominent imperfections seen in other 
and guaranteed free from imperfections of braid low-priced cords. shee 

or finish. Known for over thirty years to archi- Sachem Cord—More uniform in quality than 
tects and builders as the most durable and eco- other very low-priced cords. Sold at net weight. 
nomical material for hanging windows. like all our cord. 


These sash cords do not contain the large or heavily loaded centres found in 
some cords, which increase the weight and decrease the wear. Even the 
Sachem cord will wear at least twice as long in, running over pulleys as the 


best loaded cord. 


Before buying sash cord, ravel the end and look at the centre. 


Clothes Lines . (a 


Solid Braided Hollow Braided Twisted 





Send for Catalogue and Samples 


Samson Cordage Works, Boston, Mass. 
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Faultless Caster Company 
Evansville, Indiana 
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below is worth hours of talk. 
makes profitable sales—quick! 


That’ 














No unnecessary spoilage when you use the 
Noelting Demonstrator and Caster Chart to sell 
Noelting Casters! Each of the four kinds of 
popular wheels—felt, fibre, steel and lignum 
vitae—and the three popular sizes are shown 
on the demonstrating display. And the Caster 
Chart gives automatically the ‘‘tnumber’’ of 
the caster that will best fit the customer’s 
need —from his answer to three simple 


questions. Quick, profitable selling applied to 
your caster sales. 


Both the Demonstrator and Caster Chart are 
furnished free to distributors of Faultless 
Casters with the special assortment of Faultless 
Selected Sellers—a carefully selected line of 
sixty sets of Noelting Pivot-Bearing Casters in 
the sizes and styles used in every home—or they 


are available, gratis, with any order of casters 
of an equal amount. 


Make your caster sales profit rmakers—order 
from your jobber, now! 


Faultless Caster / 
Company / 


Evansville, Indiana 
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Directions for Using 
NOELTING Caster Chart 


Ask customer the following questions: 









1. For what furniture do you want casters? 
2. Is it light, medium or heavy weight? 
3. On what kind of floor will this furniture be 


moved? 


Run your pencil down the vertical column headed by the kind and weight of furni- 
tute described by the customer, until you come opposite the kind of floor described. 
‘The top number in the square is the number of the most desirable caster for the pur- 
pose. The number underneath is that of the next most desirable caster. 


EXAMPLE: — If the casters are to be used on a carpeted floor for a heavy wooden 
bed the caster to recommend to your customer is C-13-8. The alternative caster is 


_C-6-8. Third alternative C-3-8. 


REMEMBER — The larger the wheel, the easier 
the furniture moves! 





Kind of Floors and 


Coverings 








Hardwood or Tile “11-3 
Floors (Bare or . 


Floors Covered 


= — = ——}—-— —EEE 
Hardwood or Tile IC-13-3 


} TS 
CHAIRS DAVENPORTS 
TABLES | KITCHEN CAB’S | CRIBS 


VANITIES 
WOOD BEDS, ete. | 
+ -+ — 





iiathaiiedinda ahaa + + aid 
Lighi Medium | Heavy |Medium | Heavy | Light | Medium 
— ~ ae _—.- -- — —-+4+- — ——_-— ——— eee 


'C-11-5 |C-11-8 |C-11-5 


came auk. C-13-3 |C-13-5. |C-13-8 |C-13-5 |C-13-8 |C-13-3 | C-13-5 


eS 


ademas —E ee —_ 
(C-13-5 |C-13-8 |C-13-5 (C-13-8 |C-13-3 |C-13-5 


STS | BENCHES 


STOOLS 


C-11-8 1C-11-3 | C-11-5 


























with Ruse. IC- 6-3 |C- 6-5 |C- 6-8 |C- 6-5 |C- 6-8 |C- 6-3 C- 6-5 
C-13-3 C-13-5 |C-13-8 |C-13-5 C-13-8 |C-13-3 | C-13-5 
Carpeted Floors. C- 6-3 C- 6-5 |C- 6-8 |C- 6-5 C- 6-8 |C- 6-3 |C- 6-5 
C- 3-3 |C- 3-5 |C- 3-8 |C- 3-5 |C- 3-8 |C- 3-3 |C- 3-5 
eT C-11-3 C-11-5 |C-11-8 |C-11-5  C-11-8 |C-11-3 | C-11-5 
Cork Carpeted C-13-3 |C-13-5 |C-13-8 |C-13-5 (C-13-8 |C-13-3 |C-13-5 
Floors. C- 3-3 |C- 3-5 |C- 3-8 |C- 3-5 |C- 3-8 |C- 3-3 '|C- 3-5 
Matting Covered C- 6-3 C- 6-5 |C- 6-8 (C- 6-5 C- 6-8 C- 6-3 |C- 6-5 
or Painted Floors, = /C. 3-3 |C- 3-5 |C- 3-8 |C- 3-5 C- 3-8 (C- 3-3 |C- 3-5 
Selling Price 
Price Per Set | Price Per Set Price Per Set Price Per Set 
C-3-3—$.40 C-6-3—$.50 C-13-3—$ .85 C-11-3—$2.00 
C-3-5—8.45 C-6-5—$.55 C-13-5—$1.15 C-11-5—$2.25 
C-3-8—$.50 C-6-8—$.65 C-13-8—$1.35 C-11-8—$2.50 
Lignum Vitae Wheel Steel Wheel Fibre Wheel Feh Wheel 


NOTICE! The Table above is to aid you in selecting the proper caster for your customer. NOELTING 
FAULTLESS CASTERS are made for metal beds, pianos, office chairs, f 
be glad to help you in any way possible, and will welcome your suggestions. 


FAULTLESS CASIER COMPANY, Evansville, Indiana. 


tea wagons, etc. We will always 
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Three Factors to Consider 


In buying your Lawn Mowers this Spring con- 
sider these three factors: 

Ist—What experience has the manufacturers 
had in the manufacture of High Grade Lawn 
Mowers and do they specialize in Lawn Mowers? 

Znd—What is the reputation of the company in 
the trade and in general? 

3rd—lIs their product salable and do their Lawn 


One of the best liked models in the 
‘*Philadelphia’’ Line. All Steel with 10 


inch Driving Wheels and 4 Blade Cylin- ° 2 x 

der. Mowers give customers satisfactory and lasting 
Box Caps can be easily removed when 3 

necessary to take out Cylinder for sharp service ? 


ening. Equipped with Self-Oiling Cups. 


PH ADELPHIA 


The ““PHILADELPHIA’” The “PHILADELPHIA” 














Lawn Mower Company were the 
original inventors and pioneer man- 
ufacturers of the first side wheel lawn 
mower. Their experience dates back 
to 1869 when U. S. Grant was Presi- 
dent. They have no side lines, but 
have specialized in Lawn Mowers ex- 
clusively for 55 years. 

The trade and the public have al- 
ways held the manufacturers of 
“ PHILADELPHIA”? Lawn 
Mowers in highest regard. 

In placing your order for the com- 
ing season keep these facts in mind 
and remember also that the 
“PHILADELPHIA ’’ is made 
in 25 different models to meet all 
requirements. 


18 Hand 
4 Horse 
3 Motor 
Send for Catalog and Sched- 
ule of Discounts. 


is one of the best selling Lawn 
Mowers on the market due to the 
high grade materials used, the pains- 
taking care given to making every 
part exactly right and the fact that 


the “*PHILADELPHIA’’ is so 
well and favorably known by every- 


body. 

The use of the finest Vanadium 
Crucible Steel and the superior work- 
manship have served to keep people 
SOLD on the easy cutting and last- 
ing efficiency of The Genuine 
“PHILADELPHIA ”’ 








The most simple and perfect Gaso- 
line Motor-Driven Lawn Mower ever 
put out. 

Made to meet all conditions and 
requirements in 30” and 40” cut. 
Very easy to operate. 
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The Philadelphia Lawn Mower Co. 
31st and CHESTNUT STS., PHILADELPHIA, PA. 
“The Original People in the Lawn Mower Business Since 1869’’ 
55 Years Doing One Thing Well 







Motor Mowers 
30” Walking Type 
30” Riding Type 
40” Riding Type 
Combination Roller and Lawn Mower 


























98 HARDWARE AGE February 7, 1924 





aster Sump Makers 
» the World 


| Sp sollte years of pump build- 
ing—“‘over a thousand hand and 
power pumps developed to serve a thou- 
sand different pump needs.” 


Deming Lift Pumps stand in countless 
farmyards, Deming Pitcher Pumps serve 
in hundreds of farm wives’ kitchens. 
Deming Spray Pumps are spraying the 
truck gardens of the South, the berry 
farms of the Atlantic Coast, the apple 
orchards of Oregon, the orange groves 
of California. 

Backed by the Deming line you can 
handle any and all needs in your territory 
from the simple pitcher spout pump toa | 
complete water system of big capacity. 
And you'll find the Deming name a real 
sales clincher. Pump buyers know 
Deming Pumps. 


Write for 1924 Spray and Water Sup- 
ply Pump Catalogs and price Iists. 


THE DEMING COMPANY 


Established 1880 SALEM, OHIO 


The nearest distributor will help you 
get the pump business in your territory. 


























































Se Chas. J. Jager Co. 
EE ee Henion & Hubbell 
PHILADELPHIA............ W. P. Dallett Co. 
PITTSBURGH...... Harris Pump & Supply Co. 
 . fl Ralph B. Carter Co. 
i" §.  °« +: SEAS er ee Crane Co. 
a Se. 6 iy abide aa 6s wee Laib Co. 


DENVER. ..Hendrie & Bolthoff Sup. & Mfg. Co. 


Agencies in all other principal cities. 
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Joe Wise, the busiest man in town, always looks for the store with the 
Sign in the window when in need of a dependable padlock for 
any purpose. 

All retail merchants helping to distribute the good, dependable 


padlocks for every requirement are rendering their customers a real service. 


There are many Joe Wises in your town 


: — Won’t you take advantage of 
FRAIM: SLAYMAK ER every opportunity to render this 
HDWw. CO. Inc valuable service by ‘permitting us 
| to send you our beautiful Bron- 
zine Sign, as illustrated, for use in 
your window? 


An added attraction to any store, 
large or small, and a creator of 
more padlock sales wherever dis- 
played. , o 





° ° ‘ ¢ 
A postal card will bring it. of 
Size 8” x 12” f 


Framn-Slaymaker 


Rhavdmare Gy. Ine, 


- ; ~ . 
| CLES ES & @& - 
LANCASTER, PA., U.S.A. PLES SE LPS 
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The Rope Department 
of Your Store 








@_ Is the rope end of your business satisfactory? 


@ Your rope department can be made one of the best-paying invest- 
ments in all the store. 


@_ A well assorted stock of Plymouth Rope sizes means a small money 
investment and a rapid “turn-over.”’ Its superior quality makes fast 
friends of new customers and does not require the sales effort. 


@ Departmentize your Plymouth Rope stock by getting it onto your 
main floor into prominence. It can be done neatly and compactly in 
either of the two ways illustrated: using a rope rack as a store fix- 
ture, or by bringing the ends of your coils up from the basement and 
through the floor. Saves time and facilitates sales. 


@ Frequent Plymouth Rope Window displays help to further stimu- 
late profitable sales. 


Write for a free copy of our booklet 
‘‘Two Good Rope Racks”’ 


PLYMOUTH CORDAGE COMPANY 


NORTH PLYMOUTH, MASS. 
WELLAND, CAN. 


PLYMOUTH 122, 
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WIRE PRODUCTS 
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With unexcelled facilities for manufacturing, and big warehouse 
stocks at strategic points throughout the country, we are in posi- 
tion to offer service on wire goods that permits you to carry a mini- 
mum investment in stocks, yet assures you the fullest advantage 
of prompt shipments and quick turnover. 


ei FENCING | 


Cae 


Woven Wire Fencing. Barbed Wire—2 and 4 ft. Hog and 1] 
Standard Farm Fences, various Cattle Spacing. Galv. and painted. AW 


Round Barbs. 

; ; Also half round Barbs. 

Poultry & Rabbit Fence, various Special light weight Barbed for 
‘heights. Southern trade. 


heights and sizes of wire. 


WIRE NAILS 


Standard Bright—complete line of bright nails can be furnished hot 





various sizes and lengths. galvanized on short notice. Our 
Cement Coated Nails — complete process enables us to furnish 
line of sizes and lengths. Special smooth and heavily coated nails. if 
attention given nails for automatic Staples — Galvanized and Bright 
nailing machine work. Fence Staples. Galvanized Poul- ) 
Hot Galvanized Nails—all styles try Netting Staples. 


Take advantage of Wheeling Service—get in touch with the nearest branch. 
New York, Chicago, St. Louis, Philadelphia, Minneapolis, Richmond, Kansas 
City and Chattanooga. 
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Wheeling Corrugating Company | 
WHEELING, WEST VA. i 
19 
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Dealers! 


You Can Give this Book FREE! 


ERE isa real opportunity—a 
chance to give your custom- 
ers a book they will prize 

and be grateful for, absolutely free! 


“STAR Barns and How to Build Them” 
gives plans of splendid modern barns, most 
efficient arrangements of barns for differ- 
ent purposes and different size herds, con- 
struction details, specifications, material 
requirements — dozens of things of value 
to your farmer customers. 


Write us today for free copy 
and details of how you can 
give them away at your store. 


Hunt, Helm, Ferris & Co. 


Harvard, Illinois 





February 7, 1924 
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Mr. Merchant— _ 
Let Us Send You = 


FREE a 
These Splendid 
Sales Making Helps 


HERE is a complete, new Outfit designed especially to help you tie | 
up your store to the | 924 natio nal advertising of 














LAWN MOWERS 


You'll find this an exceptionally attractive and effective combina- 
tion of real selling helps, which include: 


Store and Window 
Card 


Colored Poster 
Colored Car Cards 


or Window Signs 


Handsomely Litho- 
graphed Window 


Trim 


Counter Folders: 
“How to Care for 


Your Lawn” 
And an Advertising 
Book of Illustration 


Cuts for Your 
Store Advertising 
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it and mail it to us with- (Insert name and address of jobber or wholesaler from whom you buy your Pennsylvania Quality Mower.) 
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What Sterling Is to Silver 


Silver Lake is to the Home 





You can sell 
no better cord 
than 
Silver Lake 
7 664 99 


It gives ample 
profit on every 
sale and thor- 
oughly _ satis- 
fies the user. 


Why not give 


Reg. U. S. Pat. Off. 


Do you follow the lines of the least resistance and sell 
your customer the cheapest article, thinking that it pleases 
him or do you try and sell him a Quality article that you 
know will give satisfaction? 

Take a small item like Sash Cord: 

Silver Lake costs a few cents more per window but the 
difference in wearing quality is 20 years. 

However, if he insists on a common cord, give him one 
you can have confidence in. Tests prove that our Pelham 
surpasses in wearing quality any other common sash cord 
made. 
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your customer ' eS 
your cunome CLOTHES LINES i 
2 0 nay =a Silver Lake Clothes Lines, made from the same material } : 
3 ; as Silver Lake Sash Cord, is superior to the many clothes {]/% 
S Write for lines on the market. Nationally Advertised and Trade } 8 
3 Quotations, Marked—it is a favorite with housewives. Shows quick } ¢ 
Of Samples turnover and excellent profits. ; ¢ 
3 — IIs 
2 Catalogue. : , ; lie 
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Achievement finds ex- 


pression in Myers Self - Oiling 


Power Spray Pumps and complete 
Power Spray Rigs—new recruits to the al- 


ready famous line of Myers Hand and Power Spray 
Pumps for every purpose. 


Positive self-lubrication, enclosed working parts and other 
pronounced departures in the design and construction of Myers 
Power Pumps, as predicted at the time they were introduced, 
quickly revolutionized the pumping of water by power. The 
application of these self-same improvements to Myers Power 
Spray Pumps, now successfully accomplished, will attain similar 
results. As in the regular line of Myers Self-Oiling Power Pumps, 
the working parts are housed and fully protected, and operating in a 
bath of oil function with equal success. They not only reduce wear and 
breakage to a minimum but permit of operation under heavy pressure 
with perfect safety. Years of life are added to the pump itself and a 
highly economical, extremely efficient standard of service is created. 

Duplex and quadruplex cylinders, machine cut gears, belt or direct drive, automatic control, high pressure, 
sand, dust and dirt proof construction, best of equipment throughout, compactness and rugged strength for severe 
service, ample capacity, powerful penetrating spray, are a few of the more important talking points. Spray Rigs 


have different sizes of tanks, are furnished with trucks, guns, hose and accessories, and are supplied with or with- 
out engines. 





Designed and created by experts, built and erected by men of long experience, tested and used under the 
severest of service trials, are some of the reasons why Myers Self-Oiling Power Spray Pumps are bound to 
become popular with fruit growers and the best of sellers in districts where extensive spraying operations are 
carried on. 


Literature is ready for distribution—Prices and terms have been arranged. We solicit inquiries and invite 
correspondence with dealers who have a market for power spraying equipment. Spraying time will be profit 
time for those who sell Myers Spray Pumps. Write. 








THE FLE.MYERS & BRO.¢?: 





ASHLAND PUMP AND HAY TOOLWORKS ) 






ASHLAND, OHIO. c. 
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eNew 

MYERS Self-Oiling 
Power Spray Pumps and 
compietePower Spray Rigs 
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Twice the Wear 


7 
Half the Cost 


an a z We can now furnish you a fencing that actually 
KR : 3 delivers this longer life and resulting lower cost. 
SESS a ‘ 
1 You can build a really worthwhile fence busi- 
ness with this new product. There’s no com- 
petition when you sell 


, i 


“Galvannealed”’ 
SQUARE DEAL FENCE 


—Square Deal Fence—with the same sturdy Square Deal Knot 
that is guaranteed never to slip and is yet flexible enough to 
permit stretching over uneven ground—the same picket-like stay 
wires that help the well crimped line wires keep the fence up 
tight and trim. That same fence is now made to last to two or 
three times the life of ordinary galvanized fence, by the new 
patented “Galvannealing” process of rust proofing wire. 


“Galvannealing” amalgamates an extra heavy coat of zinc 
INTO the wire—galvanizing merely lays a thin uneven coat ON 
the wire. “Galvannealing” so firmly bonds wire and zinc together 
that there is no chance for flaking or peeling to admit rust and 
decay to the wire, either in weaving or in actual service. 


{ 


iP 


‘ 


/ 
Order a few rolls of the new wire in your next 
car. Try it out on your customers. 


= 


Be sure to specify “‘Galvannealed,”’ otherwise reg- 


ular galvanized fence will be furnished. 


| 


Get full facts on the new “‘Galvannealed”’ process 


fence. Address 


(/ KEYSTONE STEEL & WIRE CO. 
VOM Af PEORIA ILLINOIS 
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Moe’s Incubators 
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ae Chick Feeders 


Everything for the Poultry Yard 


Many years of satisfactory service to Poultry 
Raisers have given “Moe’s Line” a popularity 
and a recognized standing. Our old cus- 
tomers are our most enthusiastic boosters. 


“Moe’s Line” cares fee chicks and chickens, 
from the egg and fluffy period to their old 
age. 

Moe’s Incubators are fine, practical, common 
sense machines that successfully produce 





Moe’s Dry Mash Hoppers 


405 North Ashland Ave. 


WESTERN BRANCH: 217 N. Alameda St., Los Angeles, Cal. 





Moe’s Key Ring Colored Leg Bands 


chicks. They stay sold, and win and hold 


your customers’ confidence. 


Moe’s Line is popular with the poultry 
raisers, easy to sell, and is complete, so you 
can supply every need. Its sale will return 
you both a sales and a repeat business profit. 


“Moe’s Line” of good poultry supplies will 
give you great satisfaction. 


Write for complete, descriptive catalog 
and prices. 


Hoeft and Company, Inc. 


Chicago, Ill. 


O 











Grit and Shell Boxes 
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TAILORED- IO- FIT 


— 


HAND-ME-DOWNS 


© place other than a Dietz Globe in a 

Dietz Lantern and call it a “fit” 1s akin 

to outfitting oneself in a suit of “hand- 
me-downs,” consoled by the thought that the 
pants bottoms are fairly intimate with the 
shoes and the abyss between coat collar and 
neck will not let in the rain provided one 
stands up very straight. 
The flame in a Dietz Lantern is just as un- 
comfortable and inefficient in a globe whose 
“middle” has had no consideration as you 
would be in clothes chosen with like disre- 
gard for your girth and shape. 


In brief, Dietz Globes have an exclusive de- 
sign which facilitates combustion, contribut- 
ig in no small measure to the high illumi- 
nating power of Dietz Lanterns, which is un- 
equalled by kerosene lanterns of any other 
make. , 


Other advantages of Dietz Globes are the ex- 
clusive, patented Loc-Nobs, which prevent 
breakage, the few styles that it is necessary 
to carry in stock in order to fit all Dietz Lan- 
terns and the fact that Dietz Globes are ALL 
FIRSTS. There is no such thing as a “Sec- 
ond” or “Pot Luck” Dietz Globe. 


Last but not least, the 1924 price of Diets Globes 
merits attention. 


R. E. DIETZ COMPANY 


NEW YORK 
Largest Makers of Lanterns in the World 
Output Distributed Through the Jobbing Trade 
FOUNDED 1840 





February 7, 


1924 
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Most of the Coldwell Dealers have al- 
ready ordered their Coldwell Dependable 
Lawn Mowers for spring requirements. 
To those who have not we earnestly re- 
quest their co-operation in forwarding 
specifications early. This will insure 
spring stock when needed. , 


COLDWELL 


DEPENDABLE LAVN MOWERS 
Hand, Horse, Motor & Gang 


COLDWELL LAWN MOWER CO., NEWBURGH, N. Y., U. S. A. 











FACTORY BRANCHES—DES MOINES, Iowa: 319 South West Fifth St. CHICAGO, Ill.: 4139 West Kinzie St. 
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** Gamaun isa dainty steed, 

Strong, black, and of a noble breed, 
Full of fue, and full of bone, 

With all his line of fathers known.’’ 


FORTY-TWO YEARS 


Devoted Exclusively to the Manufacture of Pads for Horses 


BOVE is reproduced a copy of lithograph used almost forty-two 
years ago to advertise the Collar Pads made by this company. 

















The accumulated experience of all these years is em- 


bodied in TAPATCO Pads as'they are made today. 


We manufacture a complete line of Pads for Team Collars, Riding Saddles 
and Cart Saddles. Also a full line of Back Bands, both Padded and Burlap Lined. 


Our Tenth Campaign of Advertising direct to users, through the medium of Agricultural Publica- 
tions, is also under way and on a more extensive scale than ever before. This serves to further the 
interests of dealers and jobbers. 


Patented Hook Attachment 


Wire Staple and Felt Washer securely attach Hook to Pad. 
USED ONLY ON TAPATCO. Demand this fastener. 





REC 





HORSE ~~ 
COLLAR PADS 
FOR SALE BY JOBBERS 


The American Pad & Textile Company 


{paacion Rrane Greenfield, Ohio, U. 8. A. Posty-Two Yeare 


tharm, Ontario 


aking Pads 
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CO COR 


took along Cleveland 
Grindstones 


Actuated by the spirit of adventure and the 

hope of betterment, men in 1849 rushed 

with enthusiasm to the new found fields 
of gold in California. They left behind the 
luxuries and many comforts of their former 
lives and took with them only the things 
necessary to the rough life of the west. 
Even then the name “Cleveland” was a house- 
hold word, familiar to every man and boy who 
wielded the tools of manual labor. And it stood 
as it does today as a name foremost in the 
thought of him who is considering grinding ex- 
cellence. 
The “Cleveland” grindstone has come down 
through three generations—from grandfather to 
father and from father to son, each generation 
teaching its successor the inborn merits and 
qualities of the “Cleveland” grindstone. 
The buyer buys what he is familiar with, and 

metic ni the name “Cleveland” on a grindstone is its big- 

= © Seanntinaannsnenn ait gest selling factor, for the buyer is as familiar 
on | with the “Cleveland” as he is with oft-repeated 
tales. It is his assurance that the quality has 
been proved by the test of time. 


The Cleveland Stone Company 
Cleveland, New York and Boston 


The Sterling Grinding Wheel Co. Division, Tiffin, Ohio, 
and 30 N. Clinton Street, Chicago, II. 

A complete source of supply: “Cleveland” Grindstones, 

power or hand operated; mounted or unmounted; iron 

or wood frames. Commutator stones. Oil stones, etc. 


‘aa ae Sis 


STERLITH SCYTHE STONES 





Sterlith scythe stones are made 
from pure grains and bonds only 
and contain no left-over mate- 
rials. Have sure and certain 
cutting edge. Order through 
your jobber. 
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Sterbon Star Round Knife Sharp- 
eners, made by The Cleveland 
Stone Company and from only 


high grade first materials. This 
is an assurance of its goodness 
and its salability. 


STERLING ABRASIVES 


AND STERLING GRINDING MACHINES 


Sterling abrasives; Sterlith scythe stones; Sterbon Star 

round knife sharpeners; Sterbon abrasive files. 

Sterlith, Sterbon, Vitrified, Silicate and Elastic wheels 
of every size and shape, and Sterling bricks. 
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Ask Your Jobber’s Salesman 


for 


Lowell Sprayers!! 


Every One Double-Tested—No Light- 
Weight Skimpy Tin Under 107 Lb. 
Base Used 


Every year for many, many years our business 
has shown a decided and satisfactory increase in 
volume. 


We pride ourselves that this increase has come 
through genuine satisfaction all along the line, 
especially from jobber to dealer. 


We have accomplished production savings by 
volume of business but we have never cheapened 
a product just to cut a price. 


LOWELL 


107 Ib. tin 


Double Tested 


SPRAYERS 


Year after year we have held our customers. We 
have manufactured sprayers, using no tin under 
107 lb. base. Jobbers and dealers know that. 
They know our product is standard, uniform. 
Our service is dependable. 


That's what we've earned through years of 
earnest, conscientious devotion to quality manu- 
facture—a reputation for dependability—a good- 
will that is real business insurance. 


Every dealer should ask his jobber’s salesman for 
Lowell Sprayers—Lowell 107 Ib. weight— 
double-tested. You can secure this dependabil- 
ity by saying “Lowell Sprayers.’’ Catalog free. 





LOWELL SPECIALTY CO. 
LOWELL, MICH. 


Millions of Sprayers yearly come out of Lowell 











Some of the 
Lowell Sprayers 





Lowell Fountain Com- 
pressed Air Sprayer 














No. 11 


9 
Perfection Tin Sprayer 











No. 115 
Continuous Tin 
Sprayer 











No. 108 
Blow Powder Sprayer 


Lowell Bahy Foun- 
tairi Compressed Air 
rayer 


—o 


No. 125 
Ideal Tin Sprayer 


No. 210 
Compressed Air 
Sprayer 
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7 don’t get milk from 


a COW by working her 


il up and down like a pump 
andle. 


ut that’s just as sure of results as 
trying to make money selling old- 


style churns. 


te 


There’s nothing about an ‘old-style 
churn to arouse anybody’s interest. 


It’s the tail-end of the churn business. 


abe een Paw Lipa 


Yet there is a tale that’s worth while. 


---over 


PRINTED IN U. S. A. 
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It’s the tale that’s told whenever a 
Dazey Churn is sold. 


Jim Harrington buys one. And tells John 
Barry, and Barry’s wife tells Smith’s wife, and 
she tells her neighbor Mrs. Mitchell—and Dad 
Mitchell stops at the store for another Dazey. 


And so it goes right down the line—the sale 
of one Dazey spreads the tale that brings other 
sales. Simply because the Dazey is worth talk- 


ing about. 


That’s why live dealers throughout the United 
States have already profited through the sale 


of over two million Dazey Churns. 
Dazey Churns are sold 


only by dealers 


We sell only to jobbers who sell the dealers. 
There’s no half-hearted attitude about this 
Dazey policy——Dazey Churns are dealer bus- 
iness exclusively. And the quick turn-over and 
worth while profit looks mighty good to thou- 
sands of dealers who have the Find of a tale 
that tells profits for them. 








Write today for catalogue and prices. 


DAZEY CHURN & MFG. CO. 
Carter and Warne Aves., . - - St. Louis, Mo. 
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WIRE SCREEN CLOTH 





There are much wider variations of quality 





the class of galvanized-after-weavi 


screen cloth than in any other grade. 





ing wire 


342 Madison Ave., New York 
Works—yYork, Pa. 


OPAL combines durability with attractive 
appearance and for many years has been the 


standard by which all others are judged. 


NEW YORK WIRE CLOTH Co. 


in 
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The Only Folding Ironing Table 
ThatStands Firm During an Ironing 


Display a “Firm-Set” Folding Ironing Table where women 
customers will be sure to see it. 





Being different in construction from all other folding 
ironing tables it gets instant attention. 


Attracted to it and their curiosity aroused to see how it 
“works,” women cannot resist opening and closing it and 
bearing down on it to see how it stands under pressure. 


Seize the opportunity—step right up and explain how 
when opened a “Wedge” acts as a tie and holds the front and 
rear legs securely and also acts as a support for the fore 
part of the table. Assure customers that 





eh 


SJ 








The “Jet Folding 


is so constructed that it cannot rock or collapse, no matter 
how heavy the ironing. In fact, the greater the pressure— 
the firmer it sets. 


When through ironing a slight downward pressure re- 
moves the wedge and the table folds silently together and 
can be stored in a very small space. It has no wire about it 
or metal joints to rust or injure garments. 


Built entirely of strong wood, sold at a reasonable price 
and guaranteed for a lifetime of service. 


Note our other Specialties in Woodenware listed below 
and send for Catalog and Prices. 








AMERICAN 
WOODENWARE COMPANY 
Manistee, Mich. 


Besides Ironing Tables, we make a line 
of woodenware specialties including Meat 
Boards, Noodle Boards, Bread Boards, Salt 
Boxes, Rolling Pins, Knife and Fork Boxes, 
Towel Racks, Wash Boards. 





Excelsior — a = 
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February 7, 1924 





lroning Table 


Opened ready for use 








Rolling Pin 
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HARRY JUOKOVICS BELL PHONE ’ MEYER BERMANN 


Con Te. Read what this 
Dealer says: 





WHOLESALE - RETAIL 


WALL PAPER AND PAINTS This experience is typical of hun- 
dreds of other Wetherill Atlas 


dealers who have revolutionized 
paint selling methods and added 
greatly to their sales and turnover. 


Dec. 5, 1923. 


Geo. D. Wetherill & Co., 
Philadelphia, Pa. 


— fee The WETHERILL 


Mr. Clark called on us several months ago 


and spoke about the proposition of install- * 
ing your new display rack, we were rather 
skeptical of this innovation. | ine 


Now that we have it we do not 
know how we ever Gid without it. We have 





sold many items that we never before carried | 66 
in stock, due to this open display. It is The Profit Maker . 
also an adornment that any store may be for the Dealer’’ ate 
proud of. ‘. 
No dealer should be without one. ° . ° . 
It is an investment that pays with compound is the logical paint stock for every live 
anterest. dealer. Not only is this a quality line but 
Here is hoping that every dealer the intensive advertising and sales plan: is 
in the U. S. will have one and reap the benefits 


that we have. sure to make every Wetherill Atlas dealer 
| a bigger paint man. Our monthly sales 
effort for 1924 will increase profits, maké 
ee a, new and permanent customers, and more 

ane) firmly establish every Wetherill dealer in 


his community. 


_Very truly yours, 











Make every month 
“Peak Month” 





t COMPLETE 
COMPACT 
fea CONVENIENT 








“4 A complete stock of paint 
for every inside and outside 
use, displayed on a compact steel rack, 
occupying only 13% sq. ft. of floor 
aaa space. And every can of paint visible. 
ngs Se We will send this steel unit (with 


— : erection instructions) and the complete 
Wetherill “Home Beautiful” Paint Stock to you under conditions that 
are really extraordinary from the standpoint of economy of purchase and 
merchandising advantage to you. Get yours at once. Write and have a 


Wetherill salesman call. 


GEO. D. WETHERILL & CO., Inc. 
BOSTON . PHILADELPHIA MEMPHIS 
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Cepyright 1924 Pratt & Lambert-Inc. 
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Then dri Wt Diskew'tropeitrn | lustrous 
: “finish on 
, |and flows 





freely, w Wuti-wow for ths 
colors, sail names — PEL L pom soy in ‘your — | fed by architects and 
vicinity will be gladly sent you on request. wold iby seeding paint and hardware dealers. 
Pratt & LamBert-Inc., 114 Tonawanda St., Buffalo, N. Y. In Canada, 20 Courtwright St., Bridgeburg, Ontario 


PRATT & LAMBERT VARNISH PRODUCTS 


"arnish Products are 
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To build a bigger Valspar busihess__ 


ERE’S a common sense way to in- 
crease your Valspar sales. 

Recommend Valspar to your customers 
for renewing and preserving Linoleum, 
Congoleum or Oil Cloth, either when 
newly laid or after it has begun to show 
signs of wear. 

The tough, waterproof Valspar surface 
protects these floor-coverings against the 
constant wear of scuffing feet, and pre- 
vents the oil from drying out and leaving 
them dry and brittle. Valspar makes these 
floor-coverings not only /ook like new, but 
wear like new. 

But there’s no limit to Valspar’s uses. 
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Because it is tough, elastic, durable and 
quick-drying—because it is the only abso- 
lutely weather-proof and waterproof- var- 
nish manufactured—because it never turns 
white—Valspar is the one varnish per- 
manently suitable for any exterior or 
interior use. 


If you. keep Valspar; prominently. dis- 
played you will be surprised to find how 
many customers ask for it. For Valspar is 
the most widely advertised of all varnishes. 


As you know, satisfied customers are 
your strongest asset, and—Valspar cus- 
tomers are always satisfied customers. 


Valspar profits are big—from a small investment 








VALENTINE’S 






The Varnish That Woh't Turn White 


LSPAR 


ESTABLISHED 1832 


Amsterdam 


London Paris 
W..P. FULLER & CO., Pacific Coast 


UUDEESALEQUUCOUANDUSEEEOEESALGO NY S0U OULD TOROOTAN UTNE TN EAT 


VALENTINE & COMPANY 


Largest Manufacturers of High-Grade Varnishes in the World 


New York Chicago Boston Toronto 
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Are you equipped with the right line of 
Paint for a big Spring business? 


“QUALITY” in paint probably means more than quality in most things. 
Simply because cheap adulterated paint cannot be detected by the in- 
experienced. But the “Adulteration” shows up after the paint has been 
applied. That’s why you should know just what’s in the paint that you 
are selling your customers and just how that paint will perform. 

If you want more than your share of the big business this Spring you 
have got to handle a line in which you have absolute confidence—a 
line of paint that will bring repeat orders on sheer merit—a line of 
paint that is backed by an extensive local advertising service. 


, There is no secret about the manufacture of Martin-Senour Monarch 
PURE PAINT Paint. The formula and guarantee is on every can. It is a formula that 
has stood the test of generations, for Martin-Senour Company has been 
making and selling paint for about a half a century. 

Let us help you make your Spring paint business more profitable. 
We will show you the way. Write for our 1924 paint proposition. 


MARTIN-SENOUR COMPANY, 2520 QUARRY ST., CHICAGO, ILL. 


PIONEERS 
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Sate Eagle-Picher Helps 


How Spring Buying of EAGLE Will Bring 
the Spring Paint Trade to You 








Plants: 








EAGLE 


CINCINNATI NEWARK 
EAST ST. LOUIS, ILL. 


HE dealer helps pictured above are a part of the 

line that The Eagle-Picher Lead Company is fur- 
nishing to its dealers for 1924. The entire line is 
colorful and attractive. Their use will bring the spring 
paint trade into your store. Eagle White Lead in in Oil 
will be the most satisfying thing that oad can sell 
these spring ‘‘painters."” The coupon below will bring 
these dealer helps to you. 


(1) THE EAGLE WINDOW DISPLAY—Printed 
in nine colors. A very handsome window trim. 
Bold and striking. 30x40 inches in size. This dis- 
play can be very effectively combined with kegs 
of Eagle White Lead in Oil as pictured. 

(2) et COUNTER CARD—A bright and du- 

able metal display sign. The Eagle is in true-to- 
life colors, the Seshetecied in red, white and 
blue. A sure attention-getter. Size, 13x19 inches. 

(3) PAINTERS’ CAPS—Something new in paint- 
ers’ caps. Painters will appreciate the wider visor 
and higher crown. Attractively lettered... 

(4) RESALE PRICE HANGER—Shows the pre 

part ache Eagle White Lead, Linseed Oil 
ee Easily adjusted by the dealer as 
prices change. A very handy article, 

(5) WEEKLY TIME BOOK—An attractive book 
for painters’ time records. Gives tables for com- 





puting wages, tinting and painting suggestions, etc. 

(6) BLOTTERS — Carry the Eagle trademark in 
red, white and blue, together with your name 
and business address printed on them by us. 
Some real advertising for you. 

(7) SHIPPING TAGS—A heavy fiber No.7 ship- 
ping tag, in black and white. We also imprint 
these with your nameand address without charge. 

Check the coupon and attach it to your business 
letterhead. (Be sure to send the letterhead so that 


we will have the proper name and address for the 
blotters and tags.) 


The EAGLE-PICHER LEAD COMPANY 
208 South La Salle Street - CHICAGO 


I will want the following Eagle-Picher Dealers Helps 
for the spring of 1924: 


0 (1) Winpow DispLay 2 (5) Time Book 
2 (2) CouNTER CARD 0 (6) BLOTTERS 
2 (3) PaAnvrers’ Caps 0 (7) Tacs 


0 (4) Resate Price HANGER 
Name 
Street. 


+ 


City and State 











“Pure Old Dutch Process 


WHITE LEAD 





CINCINNATI CLEVELAND PITTSBURGH PHILADELPHIA NEWYORK MINNEAPOLIS 
BUFFALO DETROIT BALTIMORE NEWORLEANS KANSASCITY ST.LOUIS JOPLIN 


GALENA, KAS. 
GO 


HENRYETTA, OKLA. 
ARGO, ILL. 


PICHER, eo 
JOPLIN, MO. HILLSBORO, ILL. (2 Plants) 
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FOSTER BROS. KITCHEN CUTLERY 


Every dealer wants to sell kitchen cutlery that will give 
the housewife the best possible service for the price paid, so 
that he will secure her good will and future orders. This is 
one of the reasons why dealers should sell Foster Bros. 
Kitchen Cutlery—used in kitchens the world over, and con- 
stantly gaining in popularity. Paring knives, butcher | 
knives, bread knives, carving knives, kitchen cleavers, etc. 
—all made of the best cutlery steel with blades firmly locked 
into strong handles. 


The addition of Foster Bros. Kitchen Cutlery to the stock ! 
of any dealer increases his prestige and his reputation for 


quality. 


Order from Your Jobber Now. eS | ) 
THE BRAND IS FOSTER BROS. | | 


JOHN CHATILLONESONS =—s | 


Established 1835 - 
85-99 Cliff Street New York City, N. Y. 
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Made to withstand severe weather 
conditions. Will not may og crack 
Ge peel. Dealers price $1.60 per 
gal. 





. A durable product for outside use. 

Made to resist most severe weather 
conditions. Stands hot water test. 
$3.00 per gal. 


washable and 
sanitary. Suitable for any room 
in the house, public buildings, 
' stores, etc. White or shades. 
Dealers price $1.85 per gal. 


- Artistic, durable, 








To secure quick National 
distribution we are offering 


our EL-KAY Special House 
Paint direct to the Retail 


Hardware Dealer at a Special 


Introductory Price that re- 
turns you 30% more profit than 
any other high grade paint. 


We Don’t Cheapen 
the Paint or 


Lower the Quality 


to. offer you.a lower price and 
bigger profits. We do it be- 
cause our expense of selling is 
vastly lower—we have No 
Road Salesmen. 


Our Price, $1.60 
Per Gallon for 
El-Kay House Paint 


is quoted on a Quality Product, : 


made of Non-Fading High Grade 
materials’: combined with Pure 
Lead, Zine and Linseed Oil. 


Where can you buy a good paint 


made of lead, zinc and linseed oil 


under $1. 85 to $2.20 per gallon? 


Our price will save you 30 cts. per 
gallon on an average and we Guar- 
antee Every Gallon. 


Write for our Special Proposition. 


Con-Ferro Paint and Varnish Co., 
120 South Ist St. St. Louis, Mo. 


-~? " 
& bd 


Our Special Introductory Offer 


30% more profit to you on Paint 





A “SBemi-Paste House Paint. 
‘‘Quality made for Hardest Test.’’ 
Non-fadin materials. Dealers 
price $1 per gal. 





A durable, easy working, water- 
proof Varnish. Dries hard over 
night. Quality uals that of 
the highest priced floor Varnishes. 


$2.10 per gal. 





A superior Enamel for interior 


decoration. Manufactured from 
the finest materials which have 
given its working ualities a 
splendid reputation. 2.25 per 
gal... ~ 
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Lamp Profits in Your Town 


In these busy days of Spring Buying, when you are selecting merchan- 
dise that will bring you steady profits—liberal profits, and many good 
customers, don’t neglect Champion Lamps. | 

Every town of 10,000 population buys at least 25,000 lamps a year. 
Secure your share of this large lamp business by selling Champion Lamps. 
They satisfy so completely because of their high standardized quality that 
repeat sales are sure and certain. The larger profits they give will also 
please you. ‘ 


—® 
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We maintain a Twenty-four Hour Delivery Service—immediate shipment 
on all orders. Secure Champion Lamps from your Jobber or write us 





< 
a) 


Clear, Gas-Filled direct. A free sample by mail. 
CHAMPION 
| CONSOLIDATED ELECTRIC LAMP CO. 9 
: DANVERS 208 MAPLE STREET MASS. 
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: An oil range as 





No odor 
No wicks 
No notse 

No soot 
No smoke 
Nothing to 
smart the 


eyes 
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fine as the finest gas range 
—and it burns GAS made from kerosene 


' | 'HIS good looking cabinet range with its pure white enamel 
splashers, oven door panels and legs and its electro-plated 
grids will give fresh interest to your oil stove section because of 


the exclusive and interesting advantages it offers. 


It makes a 


demonstration that always gets favorable attention. 


It operates without smoke, smell or 
soot. It is noiseless. It has no wicks 
or wick substitutes. 

Its burner (patented) converts kero- 
sene into gas. Each burner is a 
miniature gas plant — exceedingly 
simple—and compact. 

It produces hydro-carbon gas which 
burns with a clean, blue Kociie that 
can be turned up and down—regu- 
lated like a gas range. This burner 
is guaranteed forthe life of the range. 


It won’t burn out—it can’t clog and 
it is a marvel of economy. 

You get 32 to 36 hours full heat or 
50 to 60 hours of simmering heat 
from a single gallon of kerosene. 
There is nothing just like Vapo in 
quality or performance. . 


Write at once and get full informa- 
tion. Styles to meet all needs with 
or without ovens. Our policy calls 
for exclusive representation and you 
will find it worth while to investigate. 


THE VAPO STOVE COMPANY, Lima, Ohio 
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WORLD’S HIGHEST GRADE OIL RANGES 


125 








Se eee 





eee 


One ie a ae a 


era a 
adiicemeaeat 


SS eee ened 





ey 


RE eRe Reta URS nee tocttheghes OUI oy Sei, 
— Ni i ies oo a wo Soe ep var 






mF i [<r cn 
ie tapaieinicc 4g acre 
Fy a Wee Tae Te 


Seka 


— 
PS ei: 


Bata cetiatr ts 
Sense dg as 








126 


HARDWARE AGE 












~Nhere is something different 
ahout Horton 


ERE isa bit of idealism back of the name 





=) Horton —an influence for a more human 





It is not new — this ideal or 
influence. It is not unique. 
It is simply an application to 
business of those qualities in 
man, which inspire greater 
effort and good—the qualities 
of loyalty, confidence, and ever- 


. lasting team-work. 


~ Our men in the factory have 


thisspirit—that iswhy Horton 
Ironers and Washers are built 
well. The men who sell—the 


great Horton family of dealers, 


jobbers, distributors — have 
this spirit. That is why they 
are enthusiastic, why they are 
building greater Horton sales. 


= understanding or relationship in business. 


An evidence of the kindly 


feeling — the spirit which 


exists among Horton distrib- 
utors, is the letter from L. H. 
Yeager Co., here reproduced. 
It shows that the “heart in 
business” pays. Letters like 
this inspire us to keep on 
building well. 


There is something different 
about a_ relationship with 
Horton. To the dealer, jobber 
or distributor interested in 
selling products that are 


worthy, on a business basis 
that is broad gauged, and, 
which assure splendid profits 
—Horton has a message. 


We would like to give you this message. Write us. 


HORTON MANUFACTURING COMPANY 


_ 1304 Fry Street 





ELECTRIC WASHERS 















Fort Wayne, Indiana 


February 7, 1924 








AND _ IRONERS 
Gort Wayne , Ind. 














February 7, 1924 


“.— we unhesitatingly recommend your line of wash- 
ing machines and electric ironers as the best, from 
our viewpoint, in America” say the L. H. Yeager 
Co. of Allentown, Pa., whose splendid letter is here 
shown. Read why they think there is something 
different about Horton. 
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The Horton No. 40 is the original 3-cup Suction 
Washer. It represents the supreme achievement 
of our 52 years of washing machine manufacture. 





ELECTRIC WASHERS 
Pioneers for 50 Years 





Pl Vice- xf, APP USCATE 
vi L. ga. Yeager Ce. Allentown. Pa. 
& 
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THE 
HORTON LINE 


Horton (3-Cup) Suction Washer No. 40 
Retail price, $160.00 with copper tub; $165.00 with white 
vitreous enamel tub. 

Horton Home Ironer 30-Inch Roll 


Retail price, $140.00 [gas heated}; $175.00 [electrically 
heated }. 











Horton Ironer 
Retail prices,42-in. $145.00 and 46-in. $155.00[gas heated) 
46-in. $200.00 [electrically heated }. 

The Famous Horton No. 32 


Over 75,000 sold. In greater demand today than ever 
before. Retail price, $80.00. 


Horton Power Washer No. 31 | 
Similar to No. 32 without electric motor. Operated by 
hand or by gasoline or farm motor. Retail price, $47.50. 
Horton Miracle Washer No. 22 


The highest grade hand-operated washer. 
Retail-price, $18.00. 


Peerless Water Power Washer No. 35 


Requires only 25 lb. pressure. Trouble-proof and does 
the work. Retail price, $22.50. 


Horton Vacuum Washer No. 35 


A vacuum type hand power machine for the farm or 
those who cannot afford higher priced machines. Retail 
price, $20.00. 
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There is a high-class Horton Jobber 
or distri r conveniently 
near you. 
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Horton Electric 
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The Merchandise Bearing This Trade-Mark 
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Is The Finest Quality Obtainable 
It Is Priced to Sell Rapidly 


Here Are Some of the Fast Selling Numbers 
Sanitary Bread Pans Tin Drip Pans Coffee Cake Pans 


Sanitary Cake Pans Round Layer Cake Pans Cake Pans on Legs 

Homemade Bread Pans Loose Bottom Layers Crimped Cheese Cake Pans 

Sanitary Family Bread Pans Loose Bottom Bread Pans Star Cake Pans 

Square Jelly Cake Pans Slidex Cake Pans Triangle Cake Pans 

Oblong oe Fo Vanity Cake Pans Diamond Cake Pans : 
eg “+ Pans Swansdown Cake Pans Seamless Bun Pans 

Biscuit SI — Angel Food Pans Seamless Counter Pans 

Brown Bread Pans Drawn Pudding Pans Bread Knives 

Oblong Tin Pans Wedding Cake Pans Ornamenting Sets 


and the Famous 


Black Beauty Three Piece Roasters 
Black Beauty Two Piece Roasters 
Black Beauty Drip Pans 


All manufactured exclusively by 


EDWARD KATZINGER COMPANY 


1949 N. Cicero Ave., Chicago, Illinois 
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TINWARE STOCK 
VE OUR BOOK 


Protect Your Profits By 
Taking This Precaution 


When you can offer your trade the best quality of merchandise at 
about the same price you have to get for inferior goods, you would 
be sacrificing your profits and your reputation if you did not handle 
the Nationally known Quality Line. Our new catalog and our new 
prices make it simply good business to handle the famous Ekco Line 


of bread, cake and other bake pans, and the Nationally advertised 
Black Beauty Double Roaster and Drip Pan line. 


We are now occupying our big new factory with every facility for 
lower production costs. Our new prices make our products a real 
buy right now in the face of advancing raw material costs. Get this 
new catalog before you place your order for Spring stocks. Use the 
Coupon below to request our Ekco ‘‘Pan Talk,’’ Catalog No. 24. 


There Is No Charge For This Book 


Fill Out Below—Tear Off—And Mail Today 





EDWARD KATZINGER COMPANY 
‘1949 N. Cicero Ave. 
Chicago, Ill. 


Please send me at once, without charge, your new Ekco “Pan Talk’ book, catalog No. 24, and your new 
prices. 


Please give me the benefit of your sales records by suggesting the very best selling numbers and sizes 
for my locality. I usually buy through the 
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Meet Competition with Quality Lamps Send Us a Trial Order for a Few 


at Reasonable Prices Standard Packages 

Go about it right—establish confidence with — We'll make prompt shipment and you can re- 
a quality product—open a carton of the type of turn any lamps not entirely satisfactory. We 
lamps wanted and say: “Test out these Satel- make the same offer to you that we ask you to 
lite Lamps as much as you like—take them and make to customers. It’s the confidence of the 
try them—if they are not entirely satisfactory trade we’re after, and if first-class lamps sold 
—return them and get your money back with- at attractive discounts will merit it—let us hear 
out a question.” from you. 


We are seeking ‘permanent trade connections 


We are establishing this same confidence with the Better Jobbers who are particular 
with Jobbers and Dealers, because ours is a about the lamps they handle and who would 
strictly quality line of Tipless Incandescent like to represent a fully responsible company. 
Lamps which enables the trade to meet com- ; 
petition and hold customers without sacrificing Be assured of our whole hearted cooperation 
profits or business integrity. at all times. | 


ry | ) 
A COMPLETE TIPLESS LINE 


“Satellites” are made in Tungstens, Nitragens, Mill Types and Ball Lamps 
in all sizes and voltages. | 





Write for our proposition. 
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Naturally, we don’t find it hard to be enthusiastic about our 
product—but listen to what three of our DEALERS say (you 
can have the names on request) : 


| 
| _ WHAT THEY SAY! 


Number One Says: 


| “We point with pride to the fact that all our users of HAAG washers 
| | are satisfied customers.” 
| 


“Your model 90-E (the oscillator) can’t be beat.” 


And Just Listen to This: 


| 
| 
“T am elated at the results I have had in handling the HAAG line this 
year. This has been my first year and I| have certainly set a pace for 
myself to keep up.” 
| 


ISN'T THAT THE WAY YOU'D LIKE TO FEEL ABOUT THE 
LINE YOU HANDLE IN 1924? 


RIGHT NOW IS THE TIME TO “JOIN UP.” 


| 
Number Two Says: | 


HAAG BROS. COMPANY 
PEORIA ILLINOIS 
We Manufacture:a Complete Line of Washing Machines 
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WS about Nesco Perfect Oil Cook 
Stoves is penetrating every nook and 
corner of the country. Advertising in a large 
list of influential women’s and general mag- 
azines, in National farm journals, in a selected list 
of State farm papers, coupled with newspaper adver- 
tisements and electrotypes, window displays, store 
displays, folders, etc. for your own presentation, 
comprise an unbeatable combination for intensifying 
and directing the message for the benefit of Nesco 
Dealers. 


One line of seven different styles gives complete 
opportunity to meet all needs. Each embodies full 
development of the exclusive Nesco features that 


in themselves are sales features — and all at prices _—— yaa ene 
easily within the reach of your trade. Water Heater — approved by 
, M Good Housekeeping Institute. 

Ask your jobber or write Speedily heats gallons of water. 

iminates condensation troub- 

Adsartising Depertmant, Sactica N. Milwochss,’ Wea. les. Order it of your jobber, or 


NATIONAL ENAMELING & STAMPING CO., Inc. 
St. Louis Granite City, lll. New York Milwaukee 
Baltimore Chicago New Orleans Philadelphia 


Licensed Canadian Manufacturers: 
Dominion Stove & Foundry Co., Penetanguishene, Ontario, Canada 
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The Preduce— 


The imprint on each and every piece of LIFETIME 
Ware is the guarantee that it will wear for life. The 


housewife knows it is her assurance of merit, dura- 

e bility and quality. LIFETIME Ware is a full line 

e Nam e 1S —the utmost in completeness—and is sold to the 
dealer direct. 





your Guarantee ™: Coren 


Back of this product is a company of standing, prestige 
and dependability. This company owns and operates 
four plants and its own rolling mills. It is a company 
which has for its criterion in business dealings the 
greatest of all assets—Honesty and Service. 


The Dealer— 
He who sells LIFETIME Ware is assured of quality 


merchandise, prompt and efficient service, ready 
first sales and quick repeat sales, all of which insures 


profits, and there is a most liberal margin in the 
LIFETIME line. | 






















We also manufacture a complete line of Aluminum 
utensils for special sales. 


Write for the new LIFETIME Ware price list and our 


special deal on Electric Percolators. 


Aluminum Products Co. 
La Grange, Illinois 


Branch Offices — 


New York Philadelphia 
1133 Broadway 5th and Chestnut Sts. 
Chicago Oakland 
111 W. Washington St. 201 E. 11th Se. 
Los Angeles Cincinnati 
420 S. San Pedro St. 6th and Vine Sts. 
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Visit our exhibit at the Housewares 
Show, Room D-66, Congress 
Hotel, Chicago, Feb. 3rd to 10th. 
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Washes a tubful 
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Low in Price High in Quality 


Here is a Line of Washing Machines that 
Covers Every Requirement 


No matter what the demand—there is a Queen line washer to meet it. 


Electric Washers Ball bearing Hand Power Washers 
Power Washers Water Motor Washers 


These well built, substantial machines are the best possible value for the money and embody every 
well known mechanical feature that will make for a better’ washing machine. 


Write us today for our dealer proposition and get more 
washing machine sales and greater sales turnover. 


The Knoll Manufacturing Company will have booth No. 105 at the Philadelphia Convention and Ex- 
hibition Pennsylvania and Atlantic Seaboard Hardware Association to be held at the. Commercial 
Museum February 12 to 15; and booth No. 127 at the Ohio Hardware Association Exhibition to be 


held in Cincinnati, Ohio, February 19 to 22. 


THE KNOLL MANUFACTURING COMPANY 


Established 1886 Reading, Pa. 











| Washing Machines 
| 








in 4 to 8 minutes 
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Exhibition to be 
held at the Com- 
mercial Museum, 
Philadelphia, 
February 
Twelfth to Fif- 
teenth, inclusive. 
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Mongolia Pattern 
English Porcelain 


MERCHANTS 


attending the exhibition of the 








Pennsylvania and Atlantic Sea- 
‘board Hardware Association are 
‘cordially invited to visit us at booth - 


Number 179, where we will be 


pleased to show you our line of 
new and exclusive patterns in 
American and English Porcelain, 
Japanese, Bavarian and French 
China, and to give you the de- 


tails of our attractive proposition. 


that is making money for Hard- 
ware Merchants everywhere. 


FISHER, BRUCE & CO. 


udiaien AND WHOLESALE DISTRIBUTORS 
219-221 MARKET STREET \ PHILADELPHIA 
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BIG DEMAND FOR THESE OUTFITS. 
DURING THE PRESERVING SEASON! 


From the time the ber- 
ries begin to ripen until 
the “frost is on the pump- 
kin” you can sell all the 
*Everedy Jelly Bags you 
have in stock, and then 
some. 


Housewives know the 
Everedy to be the most 
efficient, the easiest to 
operate and the most eco- 
nomical preserving outfit 
on the market. 











This outfit retails for 
75c complete; extra bags 
25c. The stand is made of 
heavily nickeled, round- 
edge, flat spring steel. 
Bag is made of specially 
woven strainer cloth. 


Display the *Everedy 
Jelly Bag and Stand 
prominently during pre- 
serving season and watch 
sales mount. Dealer helps 
with each package. 


YOU CAN CATCH LOTS OF SALES 
WITH THE EVEREDY LINE 


THE EVEREDY 
*BOTTLE CAPPER 


Made of steel and 
unbreakable, malle- 
able, nickel-plated. 
New steel handle. 
Wood or padded 
base. Caps any 
size bottle. Releas- 
ing insert in throat 
prevents bottles 
sticking. Retails 
$1.50. Plain base 
$1.25. Order in 
original package— 
six in a box. 





“OLD BUD” 
BOTTLE CAPPER 


A simple device 
for capping 
bottles by hand. 
One blow of 
mallet does the 
work. Big 10c. 
value. 


The only bait you need is a 
simple display of the whole 
Everedy line in your windows 
and on counters. 


Your jobber can probably 
supply you with Everedy 
products. Get in touch with 
him at once and stock up in 
preparation for preserving 
season. If he can’t supply 
vou write us direct. 





EVEREDY (NO-SED) 


FILTER BAG 
AND STAND 





Stand made of 
nickeled, flat 
spring steel. 
Retails at 650c. 
Bags made of 
Everedy filter- 
cloth, napped on 
inside. Retails 
50c., 75c. and $1, 
according to 
size, ; 


Has 


Slight increase in prices in Canada and on Pacific Coast 


THE EVEREDY COMPANY 


Frederick 


1 East Street 


Maryland 





EVEREDY 


FISH SCALER 


19 teeth, 


Simplifies fish- 
sealing. Every 
sportsman 
should own one. 
A wonderful val- 
ue for 10c. 





























February 7, 1924 











THE SPRING 
CAMPAIGN 


Starts in February in all the 
big national women’s maga- 
zines. And March will start 
a series of DOUBLE 
SPREADS and full page 
ads in the Saturday Evening 
Post. 


8,500,000 Monthly 
Circulation 


ELECTRIC VACUUM CLEANER Co. 


CLEVELAND, OHIO 


Distributed in Canada by the Premier Vacuum 
Cleaner Company, Ltd., and the Canadian General 
Electric Company, Ltd. 
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Ball Bearing—needs no oiling 


Spring Cleaning Coming/ 


HE Premier Duplex is an all year 

cleaner—used all year—so/d all year. 
But big sales energy in the spring cleaning 
months means bigger sales figures than at 
any other time of the year. And NOW is 
the time to get your stock in order for that 
spring business. Plan your post cards and 
leaflets now. Make out your mailing lists. 
Send for your window displays and sales 
helps. Write for mats of newspaper ads. 
Campaign NOW! 


ELECTRIC VACUUM CLEANER 
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Bassick casters 
sell because— 


Bassick casters roll and swivel 

smoothly and easily because they are 
mechanically correct—built on the top- 
bearing principle. 


2 Bassick casters protect floors and 

floor coverings from damage, and-the 
joints of furniture from strain, because 
of easy mobility and’ proper roller mia- 
terials—wheels adapted to the purpose. 


Bassick casters stay put in the socket 
—they don't fall out. 


Bassick casters save the user money, 
eliminate annoyance and make house 
work easier. 


5 Bassick casters are nationally adver- 

tised. More people know about them 
than about any other casters, and that 
is a big selling help to you. 


A set of Bassick casters in a home 
sells many more sets by the excel- 
lence of their service. 




















YOUR experience is like that of most other hardware 
dealers, you find that people usually buy casters singly 
or one set at a time. 


Casters become worn out, or broken, or lost in moving. 
Whatever may be the reason for replacement, they are 
bought in a sort of a “‘hand-to-mouth” fashion. In many 
stores casters are carried more as an accommodation to 
customers than anything else. 


But casters are being merchandised ! The need for the 
right kinds of casters exists in every home, and you can 
fill that need and reap the profit if you will let people 
know you have Bassick casters for them. 


Once you get a set of Bassick casters into a home, that 
home is a live market for more Bassick casters—casters 
for every piece of furniture on which casters are used. 
Your sales of | Bassick casters can be increased many 
times by agdtessive merchandising methods. 


Your caster business can be made 
a paying business! 


Put the Bassick counter display where it can be seen. 
A display such as this in a conspicuous place on the coun- 
ter has increased store sales from 50% to 200%. Have 
your store salesman talk Bassick casters when a customer 
asks for “some casters”. Tell your men to talk Bassick 
casters when they are selling other things for the home. 
Get over the idea to the customer that there’s a Bassick 
caster for every purpose—that the right kinds of casters 
protect floors and floor coverings from damage, and furni- 
ture from wrenches and strains. And don’t forget that 
Bassick casters will not fall out of place—they stay put. 


Use the dealer helps we will furnish you: counter dis- 
play; folders to wrap up in packages of other goods, or 
for mailing with monthly bills; and electrotypes of ready- 
made advertisements for your newspapers. They will 
make caster sales and profits for you. 


Bassick casters in the attractive blue and yellow pack- 
age are the highest grade casters for household use 
manufactured. They come in four different wheel ma- 
terials and two kinds of sockets. In addition, they are 
made in three sizes for different weights of furniture. 
The retail price range is from 35c to $2.00, wide enough 
to suit all pocketbooks. Bassick casters give full satis- 
faction to your customers and bring them back for more. 
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buy casters : 


Send y= 
these FREE 
- Sales Helps 













Counter display is 14% in. 
wide by 13 in. high. Casters of four 
typesare shown infullcolor. Places 
at either side to show actual cast- 
ers, for demonstrating sockets 
and top-bearing principle. Sent 
to dealers handling the line. 








pete e ret eee 
APTI 





Electros for your local news- Literature for mailing and counter 


‘= papers. Different from the usual deal- use. Tells the story of furniture and 

er electrotypes. They feature you floor protection, and shows why differ- 
and your store. Sent to dealers ent kinds of casters should be used for 
handling the line. Pac different purposes. 


Special No. 25 Stock Order 


Ask us to give you the details of our special dealer plan. 
Tearing out this page, writing your name and address across 
it and sending it to us now will mean dollars and cents in 


Bassick 


: / Reg. U. 8. 
<2 a S t e : S bm 

{4 THE BASSICK COMPANY 
Bridgeport, Conn. 


For thirty years the leading makers of high grade casters 
. for the home, office, hospital, warehouse and factory. 
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Keeping a Big 
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How Bee-Vac Dealers 
Are Cleaning Up!” 
For the first eight months alone of 1923, the sales of Bee- 


Vac Cleaners increased 304 per cent over the corresponding 
period of the previous year. Just think that over! 
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Bee-Vac dealers are making fat profits, and their. profits are 
growing all the time. Our big plant has been running day 
and night at record-breaking production to keep Bee - Vac 
dealers supplied with this wonderfully efficient and sensa- 
tionally low-priced cleaner. 


Tie up with real success—get your share of these easy and 
rapidly growing profits. Notify your jobber that you want 
the startling facts about the Bee - Vac—immediately! 


The Bee-Vac is Sold Only Through Jobbers 





BIRTMAN FLECTRIC COMPANY 


Dept. B-22 


Lake and Desplaines Sts., Chicago 


$ 2Q75 BEE-VAC anna 


ELEctric cLEANER 
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PETER) OLLER MACHINE WORKS 


Specialists in Mop-Wringing Equipment 


SINCE 1897 





Special Features 


Large opening for inserting mop with long 
foot pressure leverage for drying mop. Foot 
pressure cannot tip pail over and spill water. 


One piece steel guard prevents slopping or 
catching mop in roller ends. 


Crank is pinned to prevent it turning in 
roller. 


A choice of heavy galvanized or heavy cedar 
pail with electric welded hoops in grooves. 
Easily carried by specially designed bale 
handle. 





NO. 7 CHALLENGE 


The Mop Wringers That Save Mops Sell Best 


By actual use and tests endorsed by the follow- 
ing: 


Today's Housewife 


Good Housekeeping 
Farm and Home’ 


The sales opportunity for you is a large one. 
Apartment houses, schools, libraries, and, in 
fact, all large buildings and public institutions, 
as well as small ones (including homes) are pros- 
pective buyers. 


If you will put in an assorted stock of Boller mop 
wringers you will soon see that it is a most profit- 
able line to handle. 


Priced to the trade at discounts that afford a 
substantial profit. 


Sold by most jobbers, but if yours does not carry 
these in stock write us for prices and discounts. 
Anyway, send for our Catalogue and see a real 
line of real mop wringers. 


PETER PyOLLER MACHINE WORKS 


NO. 9 CHALLENGE 126-128 N. Curtis St. Chicago, Ill. 


Sales Representatives: Thayer & Bower, 845 Monadnock Bldg., San Francisco, Cal., Thayer & Bower, 320 Story Bldg., Los 
Angeles, Cal., F. L. Glover & Co., 1322% Commerce St., Dallas, Tex., Hardware Service Co., 220 Utica Ave., Brooklyn, N. Y., 
A. Oppenheim Sales Co., 453 Washington St., Boston, Mass., J. H. Morrison, 306 Sugar Bldg., Denver, Colo. 
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Yow ll make money 





This is the $15 VIKO Display Stand 


This stand is the central feature, the big selling idea, of the VIKO 9-Feature 
Deal. It is included in the deal. It displays the goods; it sells the goods; it 
builds up a permanently profitable VIKO Department for you. 


Description: The stand is four feet high and 
occupies 2 feet by 31/2 feet of floor space. It 
is mounted on casters and may be used 
anywhere, on the floor or in the window. 
Shelves have molding around the edge and 


are adjustable in height. Optional finishes 
are Oak or Mahogany. The stand comes 
to you knocked down, in one case, weight 
about 70 lbs.; the VIKO selection in 
another, weight about 120 Ibs. 


Note: The illustration shows only a part of the complete selection of VIKO utensils. 


AND THAT’S ONLY ONE FEATURE! SEE NEXT PAGE 
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with the 
VIKO 9-Feature Deal 


~The biggest, most complete, most profitable VIKO 
selling deal ever worked out for VIKO dealers 





The 9 Features that are making this deal a sweeping success are as follows: 





1 A 114-piece selection of quality rhe A striking colorful VIKO win- 
utensils —VIKO, The Popular | Sells “$ 8 4 24 dow trim. 
Aluminum. for 





ys The most attractive and practical Costs 

stand ever designed for the dis- | you 
play and saleof aluminum cook- 
ing utensils. ing: ~w 


3 A margin of $24.84* on each 


(includ-._ 


Four-page illustrated letters, 
bearing your name, for you to 
mail to your customers. 


> 7 VIKO pabeaien display cards. 


deal sold. Your "$y 44 2 48 4 ~ “ advertisement for your use 


A poster featuring the VIKO 


*Total retail selling price for 


in local newspapers. 


special sauce pan—a leader in | extreme Western and South- 9 National advertising of VIKO 





chandise. 


. P ° t Stat ws 79. Deal- 
this collection of desirable mer- Pe canes, 056.5 


in ten big national magazines to- 
taling over 28 million messages. 








Faster turnover—more profit 


Here you have exactly the kind of 
constructive selling assistance that 
every progressive dealer needs. 


You havea very careful selection of 
the best-selling VIKO utensils in 
the best sizes. You have a display 
stand that sells the goods. You have 
a regular arsenal of display and ad- 
vertising material. Above all, you 
have nationally known, quality 


merchandise, reasonably priced. 


This 9-Feature VIKO Deal will 
make you money. It will keep on 
making money. It is a builder of 
permanent business. 


You need this deal now. It will cost 
you only $59.40, including the dis- 
play stand and all the advertising 
material, f. o. b. Manitowoc, Wis. 
Don’t delay. All you have to do is— 


Ask your jobber 


Aluminum Goods Manufacturing Company 
General Offices: Manitowoc, Wisconsin, U.S. A 
Makers of Everything in Aluminum 
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Three Things to Look for 
in Washing Machines 








You find All of Them 
in The Pollyanna Oscillator 


*110°° 


Heavy all-copper tub, 17 x 21 
in., tinned on inside, double- 
seamed; steel cut gears in 
transmission; no grease leak- 
age; only two control levers, 
both easily accessible; safety 
swinging wringer with gravity 
lock at four positions; tub lifts 
out; moving parts fully pro- 
tected; quick tub drain; 94 tub 
oscillations per minute; % h.p. 
standard splash-proof motor; 
machine takes up only 25 inches 
square floor space; attractive 
appearance; tub capacity, 6 
sheets—liberal. 


What sells washing machines? Is it quality? Is it appear- 
ancer Isit pricer Most successful dealers find that all three 
of these must be combined to secure real turnover. 


The Pollyanna Oscillator retails at $110—a price within the 
reach of most washing machine prospects. As to quality, com- 
pare it with any washer that sells at $15 to $25 higher. We 
will allow the reproduction above to speak for its attractive 
appearance. | 


Write and see if your locality is one of those where the Polly- 
anna Oscillator dealer franchise has not yet been awarded. 


Almetal Manufacturing Co. 


Makers of Good Washing Machines Since 1910 


[U[U[U[U[U[ULU[ULU [UU U LULU UIU [UT UIUIUTUIULUIUIU 
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HE largest dry battery advertising campaign ever 

undertaken is now under way, helping Columbia 
dealers sell Columbia Batteries. All the leading 
magazines that reach battery buyers are telling them 
that “Columbias last longer.” Your customers are 
constantly reading about Columbias. You can make 
your investment in Columbias highly profitable by 
telling folks that you sell Columbia Batteries. They’ll 
be looking for a place to buy them, not only for gen- 
eral purposes, but for radio too! 

Display Columbias—Ignitors and Hot Shots. At 
least once a month have an entire show window 
for Columbias. Keep them on display inside all the 
time. Use Columbia advertising signs. People are 
buying more Columbia Batteries than ever before. Tell 
them your store is local headquarters for Columbias. 
You can multiply your battery sales by prominent 
Columbia displays. 


NATIONAL CARBON COMPANY, Inc., New York, San Francisco 
Canadian National Carbon Co., Limited, Factory and Offices: Toronto, Ontario 


Columbia 
Dry Batteries 


—they last longer 








for— 


Gas engine ignition 

Tractor ignition 

Firing blasts 

Starting Fords 

Doorbells and buzzers 

Ringing burglar alarms 

Protecting bank vaults 

Calling Pullman porters 

Running toys 

Telephone and telegraph 

Lighting tents and 
outbuildings 

Motor boat ignition 

Heat regulators 

Electric clocks 

Radio ‘‘A” 
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Show them you sell Columbias 
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“Deep-Seated” Quality - - 
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another reason 
why you will like 
National Hardware 


By deep-seated we mean solid, the 
substantial, ingrained merit of the 
actual materials from which Na- 
tional Hardware is made. 


Underneath its highly finished 
surfaces, so pleasing to the eye, 
lies that sheer quality of steel that 
wears long and offers extreme re- 
sistance to breakage. 


National Hardware is as good 
underneath as it is good looking. 
Its fine appearance makes easy, 
fast sales; its inner quality makes 
sure repeat sales. 


RSLS ORRICK DL Deel aS) Whe EY 


Would you like to have us send you 
a National catalog, or have a Na- 
tional salesman call? <A postcard 
will bring either or both. 


Since we deal with you in this di- 


No.-90 Screen and Storm Door Set rect manner, National Builders’ 


hardware is considerably lower in 


Most durable and practical set on the market. Steel price than is usual for merchan dise 
Hinges. 3-in., lose pin, making it unnecessary to re- : : 
move screws when taking down door. Has No. 3 Per- of such absolute high quality. 


fect Spring with loop ends. Nickeled Screws, hooks 
and eyes, and No. 205 National Door Pull. 


Sample set mounted as illustrated, speeds sale of sets NATIONAL MANUFACTURING C0. 


tremendously and is yours for the asking. One set in 


carton. 


Sterling, Illinois 
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PRING is the season of planting, of preparation for the harvest 1) 
to come. 
To the retail merchant it is seed time, a prelude to the harvest 
of sales. If the crop is light, the fault lies with the seed and the sower 
rather than the soil. 
If spring finds you sowing the seeds of carelessness, lack of sys- 
tem, poorly assorted, unkempt stocks, shortages of needed merchan- 
dise, and a thin veneer of half-hearted courtesy, your harvest will be 
one of regrets coupled with entries in red ink. 
If, on the other hand, you are planting seeds of courtesy and ser- 
vice, of adequate, well-assorted stocks and of sane system, all sown . 
with a sincere desire to fulfil your proper function as a retail mer- 
chant, you will garner a harvest of good reputation, reasonable profit 
and that satisfaction which comes only from work well done. 
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Increasing Health and Comfort 
with Screens 





\ / ELL nigh a half century ago 
French engineers under De 
Lesseps. attempted to dig a 
canal through the Isthmus of Panama 
in order to permit a shortening of 
the route between the Atlantic and 
Pacific oceans. After an appalling 
expenditure of life and money the 
attempt was abandoned, the machin- 
ery was left to rust and the men 
engaged in the work departed to their 
homes. Many years later the at- 
tempt was made, this time by Ameri- 
can, and on Aug. 15, 1914, the canal 
was opened for navigation. 


Sanitation Did It 


Why did the French attempt fail 
and why did the American engineers 
succeed? The answer is—sanitation. 
The ranks of the French engineers, 
and of the workers as well, were deci- 
mated by yellow fever and other 
tropical diseases until the work could 
no longer be carried on. The Ameri- 
can medical force, however, discov- 
ered that yellow fever was occasioned 
by the bite of the mosquitoes which 
infested that section of Panama. 
The Americans stamped out these 
pests and by effectually screening all 
houses made the Canal Zone a place 


HIS win- 

dow of the 
Gregg Hard- 
ware Co., De- 
troit, Mich., 
displays the 
screens to ad- 

vantage 
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By S. G MUNSON 


in which a white man could live in 
safety. 

Spring will soon be here and with 
it will come mosquitoes and other 
insects as well as the dreaded house 
fly, the carrier of disease. Houses 
will need screens in order that people 
may enjoy health and freedom from 
these insect pests. In short, it’s up to 
hardware dealers to be the source of 
supply for a big demand which will 
be sure to follow. 

During 1923 it is estimated that a 
total of $5,922,900,000 was expended 
for building construction throughout 
the United States, and of this amount 
$2,302,240,000 or approximately 40 
per cént of the total was spent for 
dwellings, apartments and hotels. It 
is the consensus of opinion that 1924 
will fully equal its predecessor in 
point of money expended for build- 
ing. Every house built, every apart- 
ment house and every hotel will need 
screens and there is a tremendous 
market opened for the hardware deal- 
er who cares to take advantage of it. 
And don’t forget the houses and 
apartments that were built last year 
and have been occupied all winter. 
They will be in need of screens next 
spring and summer and the hardware 
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dealer who is first to see the owners 
in regard to screens will have a 
mighty good chance of getting the 
business. 


Go After This Business 


If you want this business go out 
after it. Don’t wait for it to come 
to you. Get a list of the houses be- 
ing built in your town and inter- 
view the owners or prospective 
tenants; furnish estimates; advertise 
the need of screens in your local 
papers and feature the line in attrac- 
tive window displays. When you ad- 
vertise emphasize the fact that 
screens are accessories of sanitation, 
that they keep flies and mosquitoes in 
their proper place—outside of the 
home—and don’t forget to stress the 
element of comfort as well. 

Homes are being built now and 
they will soon be occupied. Spring 
is on the way and after it will come 
summer with its myriad of insect 
pests. By selling screens you will 
be helping the people of your com- 
munity enjoy life more fully and you 
will be making your town a cleaner 
place in which to live. And inci- 
dentally you will be making some ex- 
cellent profits for yourself and your 
store. Get busy! It’s up to you! 





tectelon the 

way in 
which show- 
cards have 
been used. 
They’re good 
salesmen for 

any line 
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By LLEW S. SOULE 


ACK in the days of ’49 the 
B miners who wielded picks and 

shovels in the California ‘“‘dig- 
gins” coined a new word—‘“pay 
dirt.” It was used to designate the 
thin strip of soil down near bedrock 
which carried the gold. And—the 
peculiar part of it all is that “pay 
dirt’”’ was black sand, somewhat the 
color of the good, rich soil which pro- 
duces backyard gardens and green 
lawns, 


The Modern Eldorado 


The “‘forty-niners” have come and 
gone, and the gold fields of Eldorado 
are a thing of the past. However, 
we still have plenty of good pay dirt. 
It consists of a proper mixture of 
seeds, soil and elbow grease. The 
gold which it produces is harvested 
with rake, hoe and cultivator, rather 
than shovel, pick and pan, but it still 
buys sugar, beans and hardware. 
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A Tale of 
Hardware Profits 
in Lawns 
and Gardens 
and a Few Hints 
on Digging 
Them Out 
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Year after year the modern pay dirt 
yields more in dollars and cents than 
all the quartz mines and placer claims 
in the world, and it never “pans out.” 
Each spring it is ready for the 
farmer and home gardener with a 
dduble quota of gold, one for the man 
who digs in the dirt and the other for 
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~ his silent partner—the hardware man 


who furnishes the seeds and the 
tools. 


Have the Goods and Sell Them Early 

Just as soon as the snow is off the 
ground in the spring, every man, 
woman and child feels the urge to 
get out and dig and plant. It’s hu- 
man nature, and human nature is the 
hardware man’s greatest ally. Nat- 
urally, the first and most essential 
thing is to be ready when the spring 
garden demand starts. The man 
who has the goods will surely be the 
one who gathers the sales, providing 
he goes after the business early. 


Get an Early Start 
At the first signs of spring, put in 
a good seed window and an interior 
display. Have both package and bulk 
seeds and make the seed department 
clean, neat, attractive and handy. 
Have scales easy of access for weigh- 
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ing bulk seeds, and nearby have 
plenty of advertising folders, circu- 
lars, etc. Tackle the seed problem 
in the store at the time when the 
seed houses are sending out their 
mail-order catalogs, and cash in on 
this appeal. Mail out literature to 
every home owner in your territory 
advertising a “Start a Garden” cam- 
paign. Play up the profits in health, 
fresh vegetables, outdoor exercise, 
money saved, etc. One dealer in New 
England makes a practice of urging 
customers to buy in advance of the 
season in order to insure getting the 
seeds they want. Orders are taken 
and the goods delivered at a later 
date. Remember that while seeds 


are profitable of themselves, the man 
who sells them also has the inside 
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sets, to sell at a price slightly lower 
than the regular combined prices of 
the individual tools. This plan has 
the advantage of greatly increasing 
the normal garden tool sales. A list 
of seed and garden tool buyers forms 
an excellent prospect list for later 
sales of pruning shears and saws, 
ladders, wheelbarrows, picking bas- 
kets and other kinds of crop har- 
vesting goods. 

Lawns Harbor Wonderful Profit 

Possibilities 

While the backyard garden offers 
a fine opportunity for hardware 
profits, it is no better in this respect 
than is the lawn. Did you ever make 
a list of the things required to make 
and care for a good lawn? First, 
there is the grass seed, the seeder, 
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lawn tools as with garden accesso- 
ries, the merchant who goes after the 
business early in the season is the 
one who leads in sales and profits. 

Even the pesky cut worm and the 
striped potato bug are indicators of 
“pay dirt.” From the time the seeds 
sprout until the crop matures, there’s 
always a bug to fight with some sort 
of a sprayer filled with insecticide. 
There are small hand sprayers for 
house plants and rose bushes, larger 
shoulder or knapsack types for small 
garden use and the power type for 
farmers, market gardeners and fruit 
growers. The scientific fighting of 
insect pests is a matter of education 
and opens up a big field of sales pos- 
sibilities. Some States already have 
laws compelling fruit farmers to 
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Did you ever stop to, think that this neighbor of yours should be a big help to your business this spring? You'll see the things 


track on sales of garden and lawn 
tools, hose, lawn mowers and other 
garden and lawn requisites. 


Sell Garden Tools with the Seeds 


Big department stores claim that 
the best time to sell’ sewing machines 
is during the time of the winter 
white goods sales, several months be- 
fore the machines are to be used in 
making those goods into garments. 
The same thing is true regarding 
garden tools and seeds. When the 
proper effort is used it is easy to sell 
shovels, spades, hoes, rakes, spading 
forks, weeders, trowels, wheel culti- 
vators and seeders at the time the 
seeds are sold. However, if you fail 
to make the sale at that time, keep a 
list of all who buy seeds and use fol- 
low-up plans to sell: the tools. It is 


often a good plan to make up garden 


he needs on the opposite page 


then the lawn roller. Next comes the 
hose and hose reels, sprinklers, noz- 
zles, etc. Following, there are such 
items as turf edgers, sickles, lawn 
mowers, grass shears arid the in- 
evitable hedge trimmers. Each item 
in the line carries a good profit and 
sells easily. The lawn is a matter of 
pride to its owner, and the pride ele- 
ment enters into all lawn equipment 
sales. An appeal to the customer’s 
pride will generally insure the sale 
of the very best you have in lawn 
mowers, hose, sprinklers and similar 
items. One successful Middle West- 
ern dealer makes it a point to look 
after the sharpening and adjusting 
of lawn mowers. The mowers are 
called for and delivered and a good, 
fair charge for the service is made. 
This plan leads to many sales of new 
mowers and other lawn tools. With 


spray for certain worms, scale, etc., 
and the movement will undoubtedly 
spread to other States. 

For more reasons than one the 
spring of 1924 bids fair to be a ban- 
ner season for sales of seeds, garden. 
tools and lawn accessories. The past 
year has broken all records for the 
building of new homes and every 
home owner is a gilt-edged prospect. 
Remember, the new home owner must 
be outfitted from the ground up. He 
needs the entire line from seeds to 
harvest, while the fellow who has 
owned his home for years is in the 
market only for replacement items. 
It’s another ’49 gold rush, and you’re 
already on the ground. No deserts’ 
to cross, no claims to file, no pick to 
swing. “Pay dirt” is in plain sight. 
All you have to do is unpack the old 
pan and get busy. 
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T the top.of the page is a lawn 

and garden tool display of the 
Warner Hardware Co., Minneap- 
olis, Minn., that leaves mighty lit- 
tle to be desired. 


Over at the right is another 
spring eye-catcher featured by 
G. H. Read & Bro., Bloomington, 
Ill. The floor is covered with blue 
grass seed and other seeds are dis- 
played in sunken pie and cake tins. 


Down at the bottom is a window 
of Morehouse & Wells Co., Deca- 
tur, Ill.. Note the way in which 
seeds have been featured in bulk 
as well as in packages. 
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yarns. “You have heard the 

story about the cow, I suppose,” 
said one of the farmers. “Well, this 
is an ‘udder’ story.” 

This, like the farmer’s yarn, is an 
“udder“ story, and it deals with 
“milking time” and dairy supplies. 
Many of the farmer’s activities are 
seasonal, but not so with “milking 
time.” Winter and summer, rain and 
shine, the cows must be milked twice 
daily. Likewise, winter or summer 


Le farmers were swapping 


By D. J. WITHERSPOON 


the dairy farmer receives his regu- 
lar weekly milk check. 

Take a look at the figures compiled 
by Roy C. Potts, of the Bureau of 
Agricultural Economics, which show 
among other things that the invest- 
ments in the dairy industry are but a 
little less than the national indebt- 
edness of the country. These figures 
are impressive, and are suggestive 
of the profits that are to be secured 


through the intelligent pushing of 
dairy supplies and barn equipment. 
Milking is one of the most profit- 
able of the farmer’s labors, and for 
this reason he is more than willing 
to listen to any suggestion that prom- 
ises to make it more productive. 
When an advertisement appears in 
his local newspaper on _ straimers, 
cream separators, etc., he reads it 
with genuine interest. He is vitally 
concerned over the health and effi- 
ciency of his herd, and buys liberally 
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HE dairy industry of the United States pro- 

duces annually milk and milk products to the 
value of more than $2,000,000,000. This product 
is produced by over 24,000,000 dairy cows kept 
on nearly 4,500,000 farms. The investment in 
cows, dairy barns, barn equipment, silos, ensilage 
cutters, cream separators, creameries, cheese 
factories, country milk shipping stations, city 
milk distributing plants, cold storages, refriger- 
ator cars for transportation, wholesale jobbing 
and retail establishments for marketing the 
products of the dairy cow, must represent not 
less than an average of $400 per cow, or over 
$10,000,000,000. .In fact, the total investment 
may more nearly approximate $15,000,000,000. 
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Over $2,000,000,000 in Dairy Products 


If the 24,000,000 dairy cows were placed in 
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single file, and this line began at New York City, 
we would have a single column of cows extend- 
ing clear around the earth and enough cows left 
over to make another column from New York City 
to San Francisco. 

The 4,500,000 farms on which dairy cows are 
kept include practically the entire United States, 
and over 69 per cent of all the farms. The in- 
vestments in the dairy business are practically 
equal to the total investments in the railroads 
and exceeded the output of the automobile in- 
dustry by eight times in 1923 and the capitaliza- 
tion of all national banks by nearly sixteen times, 
and are little less than the national indebtedness 
of. the country.—Roy C. Potts of the United 


States Bureau of Agricultural Economics. ; 
y % 
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of barn equipment, etc., once he has 
been shown that some new installa- 
tions will increase the well-being of 
his cows. 

There are numerous items, calcu- 
lated to make the farmer’s work 
easier, such, for example, as pails, 
cans, cream separators, strainers, 
strainer pails, milk pans, floor and 
bench separators, milk bottle car- 
riers, milk bottles, caps, dairy 
brushes, powder for cleaning milk 
containers, milk bottle fillers, churns, 
milkers, barn equipment, etc., which 
afford very satisfactory profits when 
backed by an aggressive seiling 
policy. 

Reasons for Larson’s Success 


The A. B. Larson Hardware Co., 
of Nerstrand, Minn., has developed a 
very profitable dairy supply business 
because of the persistent, thorough 
manner in which its lines are brought 
to the attention of prospective buy- 
ers, by means of attractive window 
displays, newspaper advertising, cir- 
cularizing, ete. 

In telling about its milker busi- 
ness, the company says: “The dairy- 
man is always in need of good help, 
as the milking must be done every 
day, and for this reason more and 
more of the farmers are turning to 
reliable makes of milkers which hold 
out some promise of lightening the 
drudgery of milking. In fact, the 
old prejudice on the part of farmers 
toward improved devices and dairy 
supplies has practically disappeared, 
and they are all prospective buyers 
of any device that will lighten their 
labors or improve the efficiency of 
their cows.” 

The farmer, as a rule, is ‘a prac- 
tical, hard-headed individual, and be- 
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The A. B. Larson Hardware Co., Nerstrand, Minn. 


This firm pushes dairy 


supplies to the limit and profits thereby 


fore he pays out good money for some 
device, he wants ‘“‘to be shown”; con- 
sequently window and interior dis- 
plays, which actually demonstrate 
the purpose of some device, are sure 
of his attention. Where it is possi- 
ble to get around among prospective 
buyers, demonstrations on the farm 
itself have proved to be exceedingly 
productive of sales, especially as the 
farmer is hard-working and does not 
come into town as frequently as he 
might. It has also proved advanta- 
geous to keep a list of prospects of 
the farmer clientéle on cards, as in 


this way notations may be easily 
made and the list easily revised. 

Many hardware stores have found 
it advantageous to send monthly 
announcements to customers, calling 
attention to new merchandise, to the 
approach of the various seasons, and 
to statements issued by the Depart- 
ment of Agriculture affecting the 
interests of the dairy farmer. As 
a result, farmers come to look for 
these regular announcements, and 
when they are in need of any mer- 
chandise they identify their needs 
with the store circularizing them. 





Interior of the A. B. Larson Hardware Co., showing some of the firm’s dairy supplies 
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When electrical aids come in the servant problem disappears—so do the servants. 
They're not needed 


was almost unknown. The house- 

wife, bending over the coal stove 
or inhaling the hot, soapy suds that 
arose from the weekly wash, little 
dreamed how the Genie of the Fu- 
ture was to use electricity, the scien- 
tific curiosity of the physicist’s lab- 
oratory, to lift much of her daily 
labor from the backs of her daugh- 
ter and granddaughter. Today she 
ponders regretfully how different 
things would have been if the electric 
washing machine, electric cooker and 
heater, electric iron, vacuum cleaner 
and the many other health and labor- 
Saving devices, had only existed in 
her day. Her family thinks as she 
does, for they are all “sold” on the 
electrical idea. 


The Market for Electrical Goods 


The surface of the market for elec- 
trical household appliances and labor- 
saving devices has only been touched. 
Last year the total number of sub- 
scribers to electric light services in 
the United States was 13,356,000, or 
a million and a half more than in 
1922. Just turn those figures over 
in your mind. Every home where 
the electric light is used is a po- 
tential market, and it is not diffi- 
cult to convince the average house- 
wife that the: daily drudgery of 
housework can be lightened to an 
almost unbelievable extent by means 
of electrical merchandise. 


The’ Farm and Flat 


Not only does this apply to the 
urban home but to the farm as well. 


geonatnbe years ago the “live wire” 


A large proportion of progressive up- 
to-date farms are now supplied with 
electric current, supplied either from 
a central lighting station or from a 
plant on the farm itself. Electricity 
may be used for a hundred and one 
purposes on the farm, such, for ex- 
ample, as lighting barns, pumping 
water, operating churns, heating in- 
cubators, etc., not counting its innu- 
merable uses in the home. 


Capitalize the Home Electrician 


Many men, especially in the rural 
communities, do their own wiring, 
and for this reason it pays the hard- 
ware merchant to handle a line of 
electrical accessories such as wire, 
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drop cord, plugs, two-way fuses, 
switches, etc. This is a particularly 
satisfactory line to carry in that the 
stock not only sells readily but there 
are comparatively few come-backs, 
and the turnover is big. 


Fascination of Things Electrical 


Neither sex is exempt from the 
fascination of things. electrical, and 
women have a real sense of pride in 
the possession of -electrical devices 
because they invariably excite the ad- 
miration or envy of their friends and 
are regarded as an indication of their 
own efficiency and ability as a house- 
wife. 

Electrical household appliances and 

















Breakfast cooked on the breakfast table—another instance of what electricity 
, will do for the family and the dealer 
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labor-saving devices lend themselves 
admirably to window and interior 
displays, and delight the heart of the 
wide-awake window trimmer. He 
knows that a good window is sure of 
its audience and that an actual dem- 
onstration of a washing machine in 
operation, or a vacuum cleaner, -heat- 
er, fan, iron, etc., is a sure-fire sales 
producer, and that nothing will get 
the crowds quicker than a good radio 
window. 


Don’t Forget the Price Tags 


Experience has shown that in the 
sale of electrical merchandise, the 
price tag is a potent factor. Many 
a window shopper has walked past 
one store and into its competitor 
across the street because the win- 
dow man omitted this important de- 
tail. The price tag, like the apple 
of Genesis, is a small thing of large 
consequences. 

With the radio craze still on the 
increase, and at least one member of 
every family thinking, talking, 
dreaming and buying radio, the radio 
department is a steady revenue pro- 
ducer. Not only are complete sets 
excellent sellers in practically all 
localities, but parts, such, for exam- 
ple, as inductances, capacities, tubes, 
storage and A and B batteries, 
panels, cabinets and all the other 
items necessary to enable the fan to 
“roll his own,” are responsible for a 
large proportion of the sales. 


Tell "Em How It Works 


Electricity has so thoroughly dem- 
onstrated its efficiency that: when 
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some particular device fails to give 
the service expected of it, it can usu- 
ally be attributed to the fact that it 
has been misused. Experience has 
shown that it pays to give specific op- 
erating instructions with each. elec- 
trical device passed over the counter. 
Even when there’s a printed instruc- 
tion sheet in the box, a few verbal 
pointers on the danger of burning 
out heating elements through over- 
heating, etc., are quite in order and 
are appreciated by the person to 
whom the article is sold. 


What the Other Fellow’s Doing 


Last March the Geo. W. Hubbard 
Hardware Co., of Flint, Mich., sold 
159 electric washing machines in 
forty-nine days by an adaptation of 
the club idea which, briefly, was that 
the customer pay $1.50 a ‘week until 
the total has been paid when the 
washer was delivered. In order to 
attract interest, the company offered 
to give with each machine purchased 
an electric iron, percolator or some 
similar device. 

True & Blanchard Co., Inc., New- 
port, Vt., turns its radio stock once 
every month by selling good merchan- 
dise and supplying prospective 
buyers with “real dope” on hook-ups, 
etc. The Mohr-Jones Hardware Co., 
Racine, Wis., in April sold thirty-five 
vacuum cleaners in thirty days. This 
satisfactory result was secured by 
means of salesmen who are constant- 
ly, canvassing for prospects. The 
Barrett Hardware Co., Joliet, IIL., 
keeps canvassers out all the time and 
does a very fine electrical goods busi- 
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The man who attends to his own electrical repairs is the hardware dealer’s best bet. 
Cultivate him—and sell him 


ness. Joe Siegel, of the Siegel Hard- 
ware Co., Duluth, Minn., sells $15,- 
000 in electrical fixtures in a year 
because of his aggressive sales policy 
and the lengths to which he goes to 
make his store attractive. 

The “survey method” has been 
very successfully employed to build 
up a profitable electrical goods busi- 
hess by W. H.. Pirrung of William- 
son, W. Va. In developing his sell- 
ing plan, Mr. Pirrung secured from 
the electric light and power plant a 
complete list of local subscribers, a8 
a starting point. He then zoned off 
his territory, each zone being sub- 
jected to adn intensive cultivation, in- 
cluding personal visits, telephone 
interviews, and direct-by-mail cir- 
cularizing. A complete record was 
kept of each prospect, in order to 
avoid any possibility of wasting 
ammunition trying to sell a prospect 
some article which is already pos- 
sessed. , 

In Cleveland Heights, a suburb of 
Cleveland, Ohio, Thomas B. Jamison 
has developed an unusually profit- 


able radio business among a high. 


class clientele by means of demon- 
strating radios in the homes of 
propective customers. 

The Henry Heick Hardware Co. 
of Louisville, Ky., by linking up its 
electrical goods and automobile ac- 
cessories has developed an unusually 
profitable business in both lines. 
There are so many articles that are 
used in both fields and the two lines 
are so closely related, that the com- 
pany has found that sales from one 
naturally lead to sales in the other. 
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When You Sell Fence—Sell Quality! 


Some Pertinent Pointers for the Dealer to Consider 


OUGHLY speaking, there are 

7,000,000 farms in this coun- 

try. The average 160-acre 
farm that is properly cross fenced 
requires a minimum of 1050 rods. 
If the average upkeep amounted 
to 5 per cent per year, each farm 
would require 50 rods every twelve 
months. Statistics, however, of sales 
in the last seven years show that 
farmers are buying only about 15 
rods a year. From the foregoing 
figures it is an easy matter to figure 
out just how much fence is actually 
needed in every community. 

The farmer needs fence, and in 
order to sell him sales resistance 
must be broken down. Fence in- 
creases the value of the land; it 
insures proper confinement § and 


in Selling This Line 


By M. E. WYCKOFF 


fence, while it is billed as a 
certain gage, frequently falls short. 
This means only one thing, that 
there are less pounds per rod 
in the cheaper grade of fence. A 
test on the scales will prove this 
point in short order. The use of 
undersized gages by some manufac- 
turers permits a great saving to 
themselves, as they make more rods 
out of a ton of material than the 
reputable manufacturer can. But 
they rarely pass on to the purchaser 
the full benefit of this saving to 
themselves, although they do sell 
their fence made of undersized gaged 
wires cheaper than the reputable 
manufacturer who uses full gages. 


reason why the latter can be sold 
cheap. 

Hardware dealers have found that 
they can sell fence on a quality basis 
and beat this competition. Many of 
them buy a roll from some catalog 
house or mail order concern and 
put it through the acid test, not 
only for their own education but as 
a good sales argument to some cus- 
tomer who kicks about the price. 
Briefly the comparison is as follows: 
Compare general appearance in the 
rolls; note difference in weight on 
the scales; test the gage of the wire 
by means of an accurate wire gage 
and note the cheap fence is about 
half a size under gage; measure the 
stay wires and note that the good 
fence is spaced as advertised and 

















safety of live stock and poultry, etc. 
Properly fenced acres enable the 
farmer to rotate his crops and stock 
from one field to the other. These 
are only a few suggestions and every 
hardware dealer knows a dozen more 
reasons why more fence should be 
sold. 

Mail order houses are constantly 
soliciting the farmer for fence 
orders, but the dealer’s best argu- 
ment to offset this class of competi- 
tion is the argument of quality. 

The dealer should impress upon 
the customer the reputation of the 
concern making the fence which he 
is offering for sale, and he should 
know that the higher grades are 
made from Bessemer or open-hearth 
steel. He can’t prove this point with 
a yard-stick, but he can take the 
word of a reputable manufacturer 
who guarantees his product. 

The gage of the wire used in con- 
struction of the fence is very im- 
portant. A reputable manufacturer 
will mark his rolls showing the gage 
of wire, and an accurate wire gage 
will prove the statement. Inferior 


Proper galvanizing is extremely 


important in fence life. Cheap 
fence is usually galvanized hurriedly 
so that the cost will be kept down. 
The coating of zinc is not always 
uniform nor is it thick enough to 
protect the wire sufficient. 

The spacing between the line and 
stay wires gives the manufacturer 
of cheap fences another chance to 
save money. The stay wires will 
be more than 6 or 12 in. apart in the 
lower grades, and consequently in 
a rod of cheap fence there are less 
of them than in a rod of good fence. 

Place a roll of cheap fence on the 
scale and then a roll of good wire. 
Both the customer and dealer can 
easily see on the scale beam the 
difference in weight, which will auto- 
matically explain why inferior 
fence is cheap and why it sells for 


less money than the better grades. 


The length of the rolls should also 
be watched because cheap fence 
rarely is tagged as to its actual 
length or weight. A comparison of 


the measurements of a good roll and 
a cheap roll will also show another 


the cheaper fence has wider spacing ; 
compare the actual length of the two 
rolls. 

Dealers who use this sales method 
have found that it pays to keep a 
roll of cheap fence handy because 
it is the best salesman they ever 
brought into the store. 

While the majority of fence manu- 
facturers have followed the Depart- 
ment of Commerce in the standard- 
ization and elimination programs, it 
is to be regretted that some makers 
have not joined this movement and 
continue to furnish fence not accord- 
ing to standard specifications in the 
points enumerated before. When 
one stops to realize the large amount 
of money that can be saved by using 
under-gaged wires and spacings of 
stays wider than they should, it is 
little wonder that the asking price 
is less than the local retailer’s. Un- 
fortunately, this is the kind of com- 
petition the retailer is facing, but 
if he uses the comparison method in 
his sales work he will turn his cus- 
tomers into buyers of quality mer- 
chandise. 
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HE sales possibilities of paint are becoming 
greater every year. The Save-the-Surface and 
the Clean-up and Paint-up Campaigns are prob- 
ably doing more constructive work toward educating 
the consuming public than any other form of educa- 
tional propaganda ever employed by any business for 
any purpose. 

The essential truth of Horace Holly’s statement that, 
“Paint is the policeman that protects the home against 
the worst of all thieves—the weather,” has a broader 
significance today than ever before. And hardware 
retailers who push their line of paints to the limit 
find it one of the most profitable departments in the 
entire store. This country is under-painted, just as it 
is under-built, and a bigger-than-ever paint market 
is developing. 

But it should not be assumed that because the paint 
and varnish and brush manufacturers are cooperat- 
ing with the retailer to an ever-increasing extent that 
the dealer’s work is thereby lessened. The wise mer- 
chant will increase his sales efforts in order to es- 
tablish a quicker and more permanent contact with 
the customer who has been, or who is likely to be, 
favorably influenced by the work of the save-the- 
surface campaign. 


Maintain Personal Contact 


Indirectly this introduces a phase of merchandising 
that is being neglected in some sections of the country. 
That is, the failure on the part of many merchants to 
establish and maintain personal contact with cus- 
tomers. 

The human element in business is today, always has 
been, and always will be the most important thing 


Cultivate Your Paint Customers 


and Your Sales Will I nerease 


about business. How can it be otherwise? Business 
is sO inextricably interwoven throughout the entire 
tapestry of life; it exists only for human beings and 
only because of them, that to deny the importance of 
the human element is as ridiculous as saying that the 
source of natural light is not the sun. 


Cultivate Your Customers 


Consequently, the hardware retailer who neglects 
the establishment of personal contact with his cus- 
tomers is losing one of the principal assets of his 
business. It is difficult to know everybody who buys 
at your store, especially if you are a city merchant. 
But it would be possible for you to concentrate on 
some department in your store or on some particular 
line such as paint, and get to know the people who 
buy this line from you. By proper attention and the 
cultivation of their acquaintance it will not be long 
before you will be able to sell them many other articles, 
and perhaps at the same time persuade them indirectly 
to send their friends and acquaintances to your store 
for paint. 

But in the matter of paint sales alone the personal 
touch is almost indispensable. It is a line that the 
merchant must know thoroughly, in order to be able 
to answer any number of questions such as the most 
suitable color for a certain purpose, and the number 
of coats required to obtain the best results. 

The most practical and thorough way of learning 
how paint is made, and also how it should be sold, is 
by visiting the factory from which you buy. A few 
days spent in a tour of inspection at the factory, seeing 
how paint is mixed and learning the why and the 
wherefore, and then having a heart-to-heart. talk with 
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Tell Them This: 


and unpainted. 





I 
MERICAN cities are only 25 per cent painted. The rural districts in this country are 
only protected by paint to the extent of 10 per cent of what they should be. 
The well painted city is invariably a better city, a more progressive city. Its citizens 
have more personal and civic pride. The happy home is seldom the one that is dingy 


Paint and varnish are applied to surfaces to protect them from deterioration and also 
to beautify them. The reason that such historic buildings as Washington’s home at Mount 
Vernon, Va., The White House of the Confederacy, Richmond, Va., the old Colonial resi- 
dences in New England and numerous other buildings dating back to early Colonial times 
have been preserved is because they have been frequently and. thoroughly painted. 

Practically every building today is insured against fire. But large numbers of them are 
not insured agdinst the ravages of decay which has probably destroyed more buildings than 
fire. Insurance against decay is cheaper than fire insurance. Paint is the only sure insurance 
against decay although decay is always working. 
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the sales manager and the men who send you the 
publicity and advertising that you use, will do more 
to lay a sound foundation for your paint department 
than any thing else you can do. 

Then when you get back to the store if you will 
begin to cultivate the acquaintance of your own cus- 
tomers, if you will send out sales literature addressed 
personally to prospects, and if you will make a few 
calls on some of the persons who buy from you, and 


Cleaeh eeenreaert cceeneeenaen 


if you will use your windows for displays that are 
different and distinctive, you will find, without ques- 
tion, that paint can be sold in larger volume, that it 
is possible to increase your turnover and make greater 
profits from this line than you ever imagined before. 
Try it out! If you feel that the pressure of other 
work makes it absolutely impossible for you to under- 
take this work yourself, have one of your clerks do it, 
as outlined above. You can gamble on it paying. 














Store Arrangement That Helps Sales 


TORE arrangement as I see it 

is a matter to be considered by 
the individual merchant and to be 
worked out by him to suit his par- 
ticular class of trade. Stores in the 
same town, especially mill towns, 
can hardly use the same store ar- 
rangement, as one may have a large 
trade with the mill and laboring 
men, while the other caters to the 
office men, and of course sales will 
run in different lines. 

The merchant in the rural dis- 
tricts must display lines which the 
market gardener and farmer require 
and his lines must differ from his 
friend in the same business in the 
city, where such things would not 
move. However, here are a few 


ideas that have helped business in 
our store. 

We have found it very profitable 
to keep our line of paints and var- 
nishes in the extreme front of the 
store. No doubt others selling paint 
in even larger quantities find good 


By JAMES M. SCOTT 
W. M. Scott & Co., Carnegie, Pa. 


results from keeping it in the rear 
or elsewhere, but wherever located 
I think it a good idea to have paint 
brushes close by and displayed as 
much as possible. We all know how 
often a brush is sold by reminding 
the customer of it after the color 
of paint has been decided upon, the 
customer having forgotten all about 
not having a brush at home. We 
also keep our paint cleaners, soaps 
and furniture polishes with our 
paints, as they are often suggested 
while talking paint or varnish and 
often increase the sale. 

All lines of tools used by the same 
man are sold to the best advantage 
if kept close together. The carpen- 
ter with his mind busy deciding on 
the particular saw he wants may 
forget that he needs a rule, pencil 
or even a larger item, a hatchet or 
a hammer, and if they are displayed 
near may make another item to add 
to your sale. After all, the item you 
sell after the customer has bought 


what he wants is the one that pays 
profits. 

The - display cases supplied by 
manufacturers of some lines of 
tools and cutlery have aided ma- 
terially in making quick sales. A 
four sided case put out by a well 
known cutlery company is among the 
most valuable. We have one for 
kitchen knives and one for pocket 
knives. The samples are all under 
glass and are numbered and priced, 
the stock is arranged in drawers in- 
side and each drawer and compart- 
ment is numbered to match the sam- 
ples. Selections are quickly made 
and sales are finished in very short 
order. The best part of these cases 
is that your stock is always in place 
and clean, and re-orders can be made 
without the danger of finding a box 
misplaced and a duplicate stock com- 
ing on your hands. The same num- 
bering idea can easily be worked 
out in the plier, wrench and machin- 
ist tool lines. 
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These fellows—the auto campers—are mighty good prospects for sales of accessories and camping supplies 


Serving the Nation’s Hobby 


(x ice's hobby | speaking Amer- 
ica’s hobby is sports, but nar- 
rowing the field one might 
well say that the. automobile and 
automobiling take up a larger por- 
tion of the nation’s spare time than 
any other form of activity. Yes, 
we might even go so far as to say 
that automobiling’' is the nation’s 
hobby. | 

According to reliable figures the 
motor vehicle registration in the 
United States amounted to 15,281,- 
295. Of this number 13,484,939 
were passenger cars while the bal- 
ance of 1,796,356 were trucks. 
Think of it! Nearly thirteen and 
a half million passenger automobiles 
in this country and all of their 
owners live prospects. for sales of 
auto accessories and tires. Some 
one will be sure to get that busi- 
ness and who deserves it more than 


By CHARLES J. HEALE 


the hardware dealer? But to get 
it he should not wait for it to come 
to him but should go after it and 
go after it hard. 

Spring is on the way and will 
soon be here. And with it will 
come a demand for accessories, tires, 
oils and grease. Get your spring 
campaign planned and ready to put 
into operation. Feature your acces- 
sories up in the front of the store 
and keep them clean and attractive 
at all times. 

Take particular care of your tires 
and be sure that they are kept in 
racks in order that they do not come 
in contact with oil or water. 
that the new stock is kept racked 
behind the old stock for this will 
serve to keep the stock in good 
shape. Keep records showing to 


See: 


whom the tires are sold and the 
date of their sale. It’s always a 
help to have a definite record when 
a customer tries to tell you a tire 
didn’t do the work it was intended 
to do. Also keep a list of car 
owners and make use of the mail 
and telephone to get new orders. 

Don’t forget the automobile 
camper, for he’ll soon be on the 
roads in ever-increasing numbers. 
He is an ever-ready customer for 
accessories, tires and camping 
equipment of all kinds. He is a man 
well worth cultivating and it’s up to 
the dealer to see that he is culti- 
vated. 

Salem, Ohio, is a typical American 
town of 10,000 population with a 
large pump factory, several pot- 
teries nearby and several modern 
retail hardware stores. It is a 
town eaSily reached by auto as the 


Showing how the Jonesboro Hardware Co., Jonesboro, Ark., plays up auto accessories 
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O. ELDRIDGE, executive chairman of the American Automobile Association, has 








roads are fairly well kept. Like 
many other similar Ohio cities it 
is the market place for many 
farmers in the county. 


Four Turnovers a Year 


The Salem Hardware Co. does a 
good general business with both 
city and rural trade. One of its 
lively departments is the auto ac- 
cessory corner where a. $2,000 stock 
is carried regularly. R. F. Fawcett, 
secretary-manager, tells us that 
this $2,000 stock is turned four 
times a year—largely as the result 
of monthly sales letters, and window 
displays. 

Accessories are featured twice a 
month in one window. Once a 
month and sometimes twice a spe- 
cial drive is made on some one item 
from the “corner,” as the auto neces- 
sity department 
is generally 
called. In these 
drives a certain 
article is offered 
at an attractive 
price. The ar- 
ticle will domin- 
ate the window 
display and will 
be given promi- 
nence in the 
accessory corn- 
er. Each motor- 
ist will be 
reminded of the 
special and will 
be invited to 
buy. Without 
quoting actual 
sales figures Mr. 
Faweett said 
that the reaction 
of these specials 
is always satis- 
fying to the 
store. Frequent- 
ly new custom- 
ers are brought 
in and often- 
times an autoist - 
buys other goods 


* recently compiled a list of essential accessories that every motorist should carry. 
Here they are: 1, a pair of pliers; 2, a pocket flashlight with extra battery cells; 3, a 
section of towing rope; 4, a spark plug socket-wrench; 5, a set of tire chains; 6, a tire 
pump; 7, a tire gage; 8, a folding bucket. Why not play up a combination of these 
articles in a window display? It’s worth trying anyhow. 








when purchasing a special article. 
The special attracts attention and 
causes general comment. When 
selling it the salesman has an op- 
portunity of talking tires, and 
several sales of tires are made dur- 
ing each special sale. The amount of 
reduction is not large but is suffi- 
cient to lure in the extra sales. 


Keeps a Mailing List 

The Salem Hardware Co. main- 
tains and uses a mailing list of 
3000 names. Results from this list 
have been ample to warrant its 
monthly use. In writing a sales 
letter some department is featured 
and brief mention is made of the 
general line. Stuffers are used with 
these letters and are also sent with 
the monthly bills when mailed to 
those who have accounts. 





“Your tires should be kept in racks.” ‘And the Brown-Rodgers Co., Winston-Salem, 


N. C., shows how to keep them 





In making a window or counter 
display of auto accessories or any 
other hardware items, Mr. Fawcett 
uses» visible price cards which en- 
able the man on the street to deter- 
mine the price before he enters the 
store. He feels that this is neces- 
sary to attract buying attention. It 
assures the people of Salem that the 
Salem Hardware Co. offers standard 
merchandise at one price and that 
the price is a fair one. 


Lubricating and Vulcanizing Pays 


Mr. Fawcett has found that a 
variety of stock is required in order 
to attract and retain the motorist’s 
patronage. The accessory corner is 
one of the first departments you 
notice when you enter the store. 
The counter is kept clean and the 
stock is well displayed. This store 
| has done well in 

the sale of lubri- 

cating systems 
and vulcanizing 
outfits. Mr. 

Fawcett s ays 

these are very 

desirable types 
of accessories as 
there is a good 
profit in the sub- 
sequent sales of 
lubricant and 
patches respec- 
tively. This is 
true of other 
items such as 
_ Skid chains for 
which there is 
an additional de- 
mand on extra 
cross links, also 
on flashlights 
with the replace- 
ment of _bat- 
teries and bulbs. 
The Salem 
accessory corn- 
er is an all year 
department. 

That’s one rea- 

son for success. 
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; James H. Barch explaining the important points of a garage hardware set 
Builders’ Hard ’s First Cousi 
uilders ardwares first Cousin 
66 IRST cousin to builders’ hard- thorough builders’ hardware man did, but Mr. Barch says it cost 


ware and profitable to the 
hardware dealer” is the de- 
scription that James H. Barch gives 
garage hardware. Mr. Barch is the 
proprietor and manager of The City 
Hardware and Supply Co., Cleve- 
land, Ohio. He has been in the re- 
tail hardware business for eighteen 
years; before that he traveled, sell- 
ing the trade. He has operated five 
successful retail stores and at one 
time he conducted four of them at 
once. He knows whereof he speaks. 


Boxed Sets Good Sellers 


One of his pet lines is garage 
hardware. He is particularly keen 
on selling the boxed sets which most 
manufacturers now offer. He be- 
lieves that the boxing of a complete 
garage hardware outfit is one of the 
most forward steps in the manu- 
facturing and distribution of hard- 
ware. It removes the difficult tech- 
nical side of this line and enables 
the dealer to sell it as merchandise 
and be sure that he is giving the 
customer exactly what he needs com- 
plete with instruction in each box. 
It is a more profitable way to the 
dealer. Last year Mr. Barch sold 
more than 500 boxed sets to car- 
penters operating in Cleveland. Mr. 
Barch is fortunate enough to be a 


capable of selecting the necessary 
odd parts to a garage set, but he 
realizes from his own long experi- 
ence’ that it took many years to 
acquire that knowledge. 

Every dealer, in his opinion, 
should carry garage sets. The car- 
penter is well worth soliciting on 
this line. In the small town he be- 
lieves that a garage hardware stock 
should prove a gold mine to the 
dealer carrying it. 

He recommends that dealers se- 
cure manufacturers’ instruction 
books, read them and profit by the 
selling ideas and information they 
contain. Working models, he states, 
are extremely handy for display pur- 
poses and when it is necessary to 
demonstrate or explain the various 
selling points of the line handled. 

The boxed sets are complete even 
to screws—a small yet very im- 
portant detail. Mr. Barch says that 
in the old days many dealers lost 
money in handling garage hardware 
solely because of the screw problem. 
Time was wasted in satisfying the 
customer as to the proper size and 
type of screw; and when carpenters 
were sold the trouble usually be- 
eame acute, for the carpenter in- 
variably believed that he knew 
better than any one else; perhaps he 


money to furnish the screws and 
much time was consumed as well. 

Mr. Barch has found that car 
owners represent only a small part 
of the market for garage hardware, 
as most of his sales are made to 
carpenters or contractors. He says 
the dealer in a smaller city or town 
can easily keep posted on new gar- 
ages being built, can solicit the hard- 
ware needs and make a handsome 
profit on the orders received. He 
also advises dealers to keep acquaint- 
ed with architects- and contractors 
as they indirectly control many 
garage hardware sales. 


Don’t Break Up Sets! 


Mr. Barch warns dealers not to 
break up sets except in case of an 
emergency. Sell a man a new set 
in its entirety or ask him to wait 
for a replacement part, in case you 
do not have the odd pieces. If you 
carry odd pieces for replacement, 
Barch suggests careful buying. 

Mr. Barch is so strong for boxed 
hardware sets that he sells butts 
and hinges packed in pairs complete 
with screws almost in every case. 
This eliminates the extra cost for 
screws and prevents the costly dis- 
cussion on the most desirable size 
or type, as mentioned above. 
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Ever since the close of the 

World War there has been an 
ever-growing tendency on the part 
of the people of this country to par- 
ticipate in sports of all kinds. Dur- 
ing 1923 sports reached their high- 
water mark. Golf and tennis enjoyed 
record years. Football drew enor- 
mous crowds throughout the length 
and breadth of the United States. 
Baseball enjoyed its most active and 
prosperous season, and at its close 
303,430 persons attended the World’s 
Series held in New York City. Not 
only were all attendance records 


A Bee's has learned to play! 


By GEORGE M. SANGSTER, JR. 


broken, but during the past year 
more people actively participated in 
sports than ever before. Sporting 
goods were in demand and were sold 
to all classes and conditions of sport 
devotees. 

From all indications, 1924 will sur- 
pass 1923 from an athletic stand- 
point. Sporting goods purchased a 
year ago will in large measure have 
to be replaced during the coming sea- 
son and new articles of equipment 
will also be needed. The hardware 
dealer who handles this line is fac- 
ing a season of sales and profits, and 
he should bestir himself in order to 





cash in on it to the fullest. extent. 

Take baseball, for instance. First 
of all there is professional baseball 
and in the smaller cities the hard- 
ware dealer has an opportunity of 
equipping the local team. But base- 
ball doesn’t stop with the cities. It’s 
played in every town and hamlet 
throughout the length and breadth of 
the United States. Every town has 
its baseball team, every high school, 
college and grammar school is rep- 
resented on the diamond. 

The baseball season starts late in 
March or early in April and teams 
must be equipped considerably before 
that time. The live-wire hardware 
dealer should get in on the ground 
floor and cultivate the managers of 
local teams as soon as possible. He 
should stimulate local interest in the 
game as much as possible even to the 
extent of helping organize local twi- 
light leagues, and, above all things, 
should tie up with National Baseball 
Week in his advertising. One good 
way of stimulating interest is to keep 
a scoreboard in the store on which 
may be posted the standing of the 
local teams. 

Golf is in the limelight today and 
is growing in popularity with every 
season. At the present time there 
are upwards of 3000 golf clubs in the 
United States. In addition to these 
there are about sixty municipal golf 
courses, and the number is con- 
stantly growing. The golfer should 
be a source of revenue to the hard- 
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ware dealer for he takes pride in his 
equipment and is always on the Icok- 
out for a new club, new balls or other 
essential articles. In short, his out- 
fit is never completed. 

If there is a golf club in your tewn 
our advice is to join it and take an 
active part in its affairs. Cultivate 
your fellow members and let the fact 
be known that you carry a full line 
of golf goods. If you don’t play the 
game yourself, place some member of 
your sales staff that does in charge of 
this line. Through an active per- 
sonal interest in the club, see to it 
that the local golf professional is not 
allowed to sell goods. You can also 
arrange to display some of your own 
goods in the club house. Donate 
cups and trophies for local contests 
and keep everlastingly in touch with 
the golfers in your town. It pays! 

Tennis is the game universal and 
is played everywhere by both sexes. 
Make it a point to carry a high-ciass 
line of tennis equipment as well as 
a popular-priced line. Take a trip 
around town while the frost is still 
in the air and notice the number of 
courts that have broken backstops. 
This not only means sales of tennis 
goods but also of wire netting, pro- 
vided you get on the job in time. 

This is the season of the year when 
the fisherman begins to take a re- 
newed interest in life and starts to 
overhaul his tackle. Get after him, 
for he’s a man worth cultivating. 
Make a careful study of local fishing 
conditions and carry a line that is 
adaptable to the needs of your com- 
munity. Put in a few high-grade 
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rods, lines, reels, etc., for the par- 
ticular angler, in addition to carry- 
ing the more popular-priced goods. 
It’s also a mighty good thing to keep 
a bulletin showing where one may 
enjoy the best fishing, what kind of 
bait is needed at the time, how to 
get to certain spots, etc. And an- 
other good idea is to offer an award 
for the biggest fish caught during 
the season. Some dealers even go 
so far as to carry a stock of live bait, 
and they state that it’s not only a 
money-making idea but mighty good 
advertising in the bargain. 

Hunting goes on in some form or 
other throughout the entire year, and 
the hunter is a steady hardware cus- 
tomer. During the off season it’s a 


good plan to foster trap shooting, for 
it’s a sport that means big sales of 
guns and .«ammunition. In certain 
sections of the country, clubs are 
formed for the purpose of killing 
hawks and crop-destroying birds of 
various kinds. If you haven’t any- 
thing of this kind it will pay you to 
start something. It all helps to in- 
crease your profits. 

Get behind the local prugram for 
outdoor sports! Know your local 
sportsmen and make them not only 
your customers but your friends as 
well! Sport has a strong element of 
friendship connected with it, and the 
man that gets the sporting goods 
profits is the man who combines good 
fellowship with business. 
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OPE is a’ standard hardware 
line which dealers buy reg- 
ularly—consequently they 

keep well advised on current market 
prices and comparative qualities of- 
fered. But are dealers generally as 
well advised on the selling of rope 
to the extent of knowing their local 
prospects for sales? 

The Rechlin Hardware Co., Bay 
City, Mich., finds its annual rope 
sales hovering above the $500 point. 
This firm recently erected a small 
outside knot display ‘board which 
was placed in front of the store 
window. Several ends of rope were 
left loose. A small card invited Boy 
Scouts and others to practice the 
knots shown on the display board. 

Considerable attention was at- 
tracted by the sight of boys and 
men tying knots in front of the 
store, and many Boy Scouts pur- 
chased lengths of rope as a result 
of the display. 


Campers Good Prospects 


Campers are particularly good 
prospects for 1% in. rope to use with 
tents and baggage. Tourists and 
garage operators buy considerable 
quantities of 1 in. rope at the Rech- 
lin store. 

The Boy Scout market is of course 
relatively small compared to the 
sales possible among farmers, con- 
tractors or shipping companies. Bay 
City is a lake town, situated on 
Saginaw Bay, an arm of Lake Huron, 
and many ships stop there. The 
skippers of these vessels are worth 
cultivating for their rope business. 
Builders and farmers are good cus- 


tomers for % in. and 1 in. rope. 

Another firm in the Middle West 
finds it profitable to hold a Boy 
Scout Day at the county fair. Short 
hanks of 25 ft. length are wound, 
tagged and offered at special prices 
to scouts. Each scout is required to 
carry such a piece of rope as part 
of his equipment, and these sales 
certainly are worth the effort ex- 
pended. 

The Sperry & Davis Hardware 
Co., South Euclid, Ohio, did bettez 
than $500 last year in rope sales. 
Practically all of their business was 
with the farmers. For block and 
tackle hoisting ropes the 1 in. or %4 
in. rope is» used, while for tying 
canvas stays on hay ricks or produce 
loads the 4 in. rope is cheaper and 
answers the purpose. For heavy 
duty of this nature some farmers 
prefer the % in. rope. For general 
farm use Mr. Sperry tells us 1% in. 
rope is popular. He advises dealers 
to carry at least five sizes—%4, %%, 
14, 3% and 1 in. rope. 

This South Euclid store has all 
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ROPE 


Every farmer uses rope. 


All manufacturers have to 
have it. 


So does every retailer. 
You find it on every boat. 
And in every household, 


Why not play up the fact that 
you carry it? 
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ROP E— 


It Ties Up 
Everything © 


But Business 


five sizes in stock kept in special 
ceiling racks in the basement. The 
racks consist of heavy wooden sup- 
ports ‘slotted to permit the insertion 
of 1 in. lead pipe which supports the 
rope reels. Half coils are unwound 
and rewound on wooden reels such 
as manufacturers formerly used for 
garden hose. The free end of the 
rope is brought up’ through the store 
floor and is fastened to a convenient 
eyelet screwed into the counter edge. 
You can see the five sizes coming 
through the floor to the eyelets, and 
to a prospect for rope there is a 
good sales suggestion in this dis- 
play. 
Dry Rope Loses Weight 

It is well to keep rope in the base- 
ment or some other damp place. 
Rope left in a dry place loses both 
weight and flexibility. The consumer 
usually orders rope by length but 
pays for it by weight, which makes 
it desirable not to have it dried out. 

Peter Sperry sold fifty hanks of 
sash cord last year to housewives 
who asked for clothes line. His 
next choice on clothes line is braided 
cotton or twisted cotton. 

Rope and sash cord offer the dealer 
a good margin of profit, and are to 
be found in every hardware store. 
You would find a rope campaign 
decidedly’ profitable. Solicit every 
contractor and farmer in your com- 
munity. Write them letters or send 
literature on rope. You will learn 
that both of these trades are steady 
consumers of rope and seldom have 
sufficient on hand, and your sales 
suggestions will always reach a num- 
ber of prospects at the right time. 
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Foster-Stevens € Co., Grand Rapids, Mich., go in strong for cutlery as this window proves 


CUTLER Y— 


The Overhead Cutter 


OU have your own opinions 

about cutlery. No doubt they 

have been definitely formed 
after many years of experience in 
selling the line. Likewise you have 
heard dealers say that cutlery did 
not pay as well as some of the other 
lines and that hardware dealers 
paid too much attention to it. But, 
there is one fact that is hard to 
overlook—no matter what hardware 





The Vonnegut Hardware Co., Indianapolis, 


store you enter you will always 
find the cutlery in one of the cases 
nearest the front door. If the line 
did not pay and was not an im- 
portant item in the hardware store 
it certainly would not be so prom- 
inently displayed in every store. 
Some retailers say they only get 
one turn a year on their cutlery 
stocks. The answer is simple. They 
bought a year’s supply. It is no 


Ind., showed all 


longer necessary to buy a year 
ahead as they did in the olden days. 
The finest cutlery known to the 
world is made in our own country 
and wholesalers’ and manufacturers’ 
stocks are always adequate. It is 
not necessary to wait until an im- 
portation is received before the 
shelves can be filled up. A mail 
order to the wholesaler will soon 
put your stock in good shape. 


kinds of cutlery without suggestion of over-crowding 
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The quality and popularity of 
American made cutlery has been re- 
sponsible for this change in cutlery 
profits. The present day investment 
is comparatively small and the ex- 
tra money can be put to work on 
some other lines. The rate of turn- 
over has automatically increased 
because the amount of stock is 
smaller. 

Cutlery was profitable, even when 
only one turn was made, but it has 
become decidedly more profitable 
under the new plan of merchandis- 
ing which has permeated the hard- 
ware stores of the country. A good 
range of stock, reasonable quantity 
and more turnovers always mean 
more profit. 


The Backbone of the Business 


Cutlery and tools have been the 
backbone of the hardware business 
for many years and the public ex- 
pects to buy this merchandise from 
hardware dealers. 

Interest seems to have awakened 
in the merchandising of cutlery 
lines. Stock formerly kept in glass 
show cases, and sometimes under 
dull or marred glass tops, is making 
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its way to display windows, sp 
cases and sample panel ds. 


can be put right before the ‘eus- stafi 


tomer. 
Ideas that Build Sales 


One Minnesota dealer keeps a 
roll of cutlery behind his show case 
and whenever there is an inquiry 
he spreads the green velvet roll be- 
fore the customer, where a quick 
selection can be made from the 
sample. A new article is produced 
from handy stock when the sale is 
made. A Wisconsin dealer has the 
samples mounted on green silk plush 
boards about two feet long and a 
foot wide. These fit right over the 
stock and can be lifted off the hooks 
and put right before the customer 
to make a selection. One Minne- 
sota dealer keeps a small special 
cutlery case attached to one of the 
iron pillars in front of his store 
and he knows he gets a lot of busi- 
ness from it. Another has a sort 
of signboard filled with pockets or 
compartments filled with cutlery 
and covered with glass. This is set 
in front of the store and it also 
helps build up the sales. Other 
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out on the Sountabat and « ley find 
these have helped their sales. | 

An Arkansas dealer ‘has a special: 
case which he designed himself and 
the sample boards all slide into the 
show case but are in full view of 
the customer at all time. As soon 
as a customer expresses his prefer- 
ence for a particular Style, . the 
board, which is covered” oth 
sides with black felt; ig. 
and placed on the top of the show 
case. When the sale. ‘is: made from 
the sample, the item | is procured 
from the pbc in \ the: bottom, “ the 
case. 





The Friendship ces 


Hardware stores sold more cut- 
lery during 1923 than they ever did 
and when one sees .the various 
methods used throughout the coun- 
try there is no longer any question 
as to whether the line is a profit 
producer or not. Push cutlery. 
Sales of good cutlery make lifelong 
friends of customers. 


Extra Profits from the Unusual 


OME hardware dealers would 
scratch their heads if they knew 
what other hardware dealers clean 
up each year in so-called side lines. 
As a matter of fact, they are not 
really side lines to the hardware 
stores so much as they are fair 
stocks of merchandise that ordinary 
stores do not handle. 
For instance, many hardware 
stores sell at least one carload of 


stoneware a year. They say there 
is good money in it. E. H. Loyhed 
& Son, Faribault, Minn., finds the 
stoneware line a good trade builder 
and a profit maker. The accom- 
panying illustration shows a window 
of Minnesota stoneware which this 
firm recently exhibited. The house- 
wife prefers the small stoneware 
utensils for her kitchen work, and 
the demand for mixing bowls par- 


F . 


ticularly is good in every hardware 
store. Such things as crocks, bean 
jars, mugs, pitchers, water coolers 
and the large jars are sold. nearly 
the year ‘round... Savlerkraut time 
brings in a nice. demand for stone 
jars and the fruit season makes busi- 
ness hum. Flower pots are good 
trade attractors for the women folks 
and the entire line goes well with 
the housewife. ‘ 
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This display of BE. H. Loyhed & Son, Faribault, Minn., not only bo osted home products but sold ’em.as well 
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HE material and 

~ progress of the nineteenth and 
twentieth centuries has been ac- 
complished primarily by two things 


scientific 


—by skill and tools. The improve- 
ments in transportation and in in- 
dustry, and both the cause and re- 
sult of the many mechanical inven- 
tions during the last century and a 
quarter have been made possible by 
these same two things—skill and 
tools. 
A Nation of Tool Users 


In America we’ have become a na- 
tion of tool users. We are a nation 
of amateur mechanics. The home 
owner, the automobile owner, the 
radio enthusiast, the amateur work- 
er in either wood or metal, are all 
tinkerers with tools. The cost of 
having a carpenter do a bit of odd 
work around the house is almost pro- 
hibitive today, as far as the average 
man is concerned. Consequently he 
has had to learn how to do the work 
himself. , 

Many who. have been doing this 
have acquired considerable skill in 
the use of tools, and have become 
more or less regular buyers of the 
best tools obtainable. Practically 
every car owner is familiar with the 
use and abuse of tools. The auto- 
mobile has been one of the, main 
causes for the increase in the °de- 
mand and production of both old and 
new types of tools. 
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The increase in the use of mechan- 
ical implements on the farm has also 
been a large factor in this connec- 
tion. And now the radio has come 
along and the number of potential 
tool customers has been materially 
increased. 

In spite of this natural impetus to 
the sale of tools, some hardware re- 
tailers have felt that they have not 
been: getting as much ‘business in 
this line as they should... They have, 
therefore, undertaken ‘some novel 
and effective methods of. stimulating 
interest in tools generally, and in 
their stores particularly. 

The Chandler & Farquhar Co., Bos- 
ton, Mass., last fall held an amateur 
tool users’ exhibit and the number 
of articles submitted in the exhibi- 
tion by amateur tool users in and 
around the city of Boston filled three 
window displays, and the number of 
persons who visited the Chandler & 
Farquhar store during the time of 
the exhibition required the attention 
of the police force to prevent the con- 
gestion of traffic. 


Educational Exhibitions 


A number of hardware retailers 
have held educational exhibitions in 
their stores especially for the manual 
training classes in the public schools, 
ard as a result have made their 
stores the headquarters for tools in 
their communities. 
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An amateur wood-working contest 
in the window of your store for 
school boys would not only’ be good 
advertising but it would: stimulate 
tool-sales for you to a remarkable 
extent. 

Rural dealers are frequently pre- 
vented from holding exhibitions of 
this kind because of the fact that 
their location does not lend itself to 
it. However, some have held gen- 
eral exhibitions and gathered crowds 
of farmers around them, in a kind of 
old-town-week affair, and enjoyed un- 
usual merchandising success. Bob 
Murray in Honesdale, Pa., is a mer- 
chant who has deriyed large bene- 
fits from this kind of selling. 

Another thing that Murray does 
and which many other dealers also 
do in rural sections is to go out in 
a car and call on the farmers. Per- 
sonal acquaintance is the strongest 
selling wedge known to merchandis- 
ing. Take a grip with a number of 
essential farm tools and go out into 
the country and call on your farmer 
customers. If you haven’t the time, 
send out one of your store salesmen. 
The same idea can be worked to 
advantage by city merchants—call- 
ing on factories and householders. 

But for the city merchant prob- 
ably the most important thing is to 
have a complete stock and then to 
display that stock as effectively as. 
possible. ‘Display and.price tags in. 
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Schools and vocational institutions offer the dealer an excellent field for tool sales 


either the city or the country store 
are the things that draw customers. 
To this many merchants can testify. 

Another thing that can be used 
successfully in selling tools and 
which is not done as extensively as 
it should be is to group tools and of- 
fer them in assortments. Every type 
of buyer can be attracted in this way 
and perhaps induced to buy two or 
more tools where ordinarily he would 
buy but one. 


Advantage of Assortments 


Assortments for the mechanic, for 
the carpenter, for the farmer, for the 
plumber, for the electrician, for the 
householder, for the boy and for the 
Boy Scout, and even for the house- 
wife, could be made up without a 
great deal of difficulty and a special 
tool sale held. The advantage of as- 
sortments of this kind is that you 
can group a few tools and offer them 
at a lump price, which is usually 
more attractive to a customer than 
the total] for a number of individual 
articles. 

For instance, if you group a num- 
ber of items, such as a strong jack- 
knife, a couple of different size screw 
drivers, a pair of pliers which will 
cut wire as well, a small hammer and 
perhaps a couple of minor but essen- 
tial articles of radio equipment, you 
will have a definite and attractive as- 
sortment to offer the radio enthu- 
siast. 

The householder, of course, can be 
interested in tool chests. In selling 
these, attention should be given not 
only to describing and explaining the 
advantages of the assortment of tools 
in the chest, but to the quality and 
dependability of the individual tools 


and to the practical economy of buy- 
ing a chest. 

Special attention should be devoted 
to tools for boys. When a boy is sold 
a tool or a chest of tools, time should 
be taken to explain to him why the 
particular item is constructed along 
the lines that it is, he should be told 
about the quality of the steel and 
workmanship and about the proper 
care of the tool, and if it be one with 
a cutting edge he should either be 
told and instructed about how to 
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sharpen it or he should be invited to 
bring it into the store to have it 
sharpened for him. 

This same method should be fol- 
lowed when tools are sold to women. 
They should be told how to get the 
most out of them and how to keep 
them in condition. 


Cultivate the Carpenters 


The man who uses tools in his vo- 
cation should, of course, be culti- 
vated, and—this is an important 
point—his advice should be sought 
about the tools that he likes best. 
You should find out why a carpenter, 
for instance, likes some particular 
type of saw or hammer or plane. 
There is certainly some good reason. 
If you do find out, it will help you 
to sell more goods to householders. 

Tool sales or the sale of any other 
line, for that matter, can be increased 
materially by concentration. One 
man in your store should be held re- 
sponsible for the tool stock and for 
its turnover. Of course, all must co- 
operate to this end, but a large num- 
ber of merchants have found that it 
more than paid them to concentrate 
responsibility and sales energy. It 
is a more or less technical line, and 
one that should have an experienced 
man in control. It is a profitable 
line, and one that has often been 
called the backbone of the hardware 
business. As such, it deserves more 
than casual direction and control. 





This type of man, the fellow who is always tinkering with tools, is one of your best 
customers for this line 
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When Weed € Co., Buffalo, N. Y., concentrates on suction sweepers the passersby realize the fact. 
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in featuring this line 





Here’s one of the displays used 
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400 Vacuum Cleaners a Year 


THULE tilt 
ITH the awakening which 
has come to merchants gen- 
erally during the past few 

years, it behooves the hardware 


dealer to look rather carefully after 
certain phases of his business. He 
will probably find, if he takes the 
pains to investigate, that merchants 
in other lines have been studying 
the demand in his territory, and 
have been stocking articles which 
they felt could be profitably added 
to their stocks. He will also find 
that in many cases they have added 
lines which he had rather fancied 
belonged entirely to himself. This 
is particularly true with regard to 
some lines in which women are prin- 
cipally interested. 

Surrendering this trade to others 
is not to be thought of, but it is 
evident that steps must be taken by 
hardware dealers generally to hold 
and build up business in those lines 
which appear so desirable to other 
merchants. 


Study Your Community 


The hardware dealer too, must 
study his community to see what 
lines, if any, can be profitably added 
to his stock. He must study store 
arrangement and methods of dis- 
playing his wares. It may also be 
that he should make some change 
in his selling organization, such as 
employing women to sell certain 
articles. 

The survey of the field . will 


at all. 


usually reveal that the community 
has certain needs which are not 
adequately filled, perhaps not filled 
The natural additions, if 
more women customers are wanted, 
are the articles which will complete 
the household department. China, 
glassware and a line of silverware 
are goods which many merchants 
find profitable. Then too, there are 
the electrical labor-saving appli- 
ances for the home—suction sweep- 
ers, washers and ironers. These 
lines are perhaps already in stock 
but move slowly. It then behooves 
the dealer to find if some important 
factor in their sale is neglected. 
Having determined which lines 
he shall emphasize, the dealer must 





Weed & Co. 
Buffalo, N. Y. 


Sells 400 vacuum cleaners 
a year 
Turns the stock 20 
times annually 
Team-work by inside and 
outside salespeople has 


made this record possible 
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next concern himself with the ap- 
pearance of his store. It must be 
inviting to the public and especially 
to the women if they are to go far 
beyond the entrance. Therefore the 
store interior must be clean and 
well lighted. 


Stock Arrangement Important 


Arrangement, of the stock is an- 
other important point and in de- 
ciding upon this the dealer will 
classify his goods in two divisions, 
those which sell by showing and 
those which sell by demand. Ar- 
ticles which sell by demand should 
be placed back so that shoppers must 
pass the goods which require a 
showing in order to reach the de- 
mand goods. This -will route them 
past the displays of many articles 
which they did not before know 
were handled in the store. Cutlery, 
silverware, suction sweepers and 
similar lines should therefore be 
placed nearer to the entrance than 
the more common housewares. 

When these matters have been 
decided there remains one point to 
consider—the type of sales help 
which is best for the various ar- 
ticles. It is generally conceded that 
women are more proficient than 
men in selling certain lines. Which 
lines these are is already well 
known, so the adoption of such a 
plan need not be considered in the 
nature of an experiment. The ex- 
perience of Weed & Co. of Buffalo, 
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N. Y., in this respect can be con- 
sidered typical 


Women Adapted to Selling 
Certain Lines 

Weed & Co. was founded in 1818 
and its steady growth and progress 
through all the changing conditions 
of more than a century is due in 
no small measure to being alert to 
the best selling practice. For sev- 
eral years this firm has employed 
women to handle the sale of certain 
articles. 

Speaking of saleswomen in a 
hardware store, Shelton Weed, the 
owner of the business says, “Women 
take a greater interest in some lines 
than men do, housewares in par- 
ticular. This is natural as these 
are the working tools of women in 
the home and their sale is likewise 
more skillfully handled by them. 
It also is natural for them to display 
and sell silverware and some of the 
electrical appliances. Of course, it 
is hard to get the right kind of 
girls, but when you get some really 
good girls the turnover of help 
ceases to be a problem. 

Mr. Weed cites the _ suction 
sweeper to show what can be ac- 
complished when all the necessary 
factors are taken into account. It 
was added to the store’s other lines 
six years ago. Electric cleaners had 
then been on the market long 
enough to prove that they were no 
experiment and it was easily seen 
that the market for them actually 
existed—a market which would in- 
crease in size with each passing 
year. 

However, it was recognized from 
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the start that this was one item 
which could not be expected to sell 
itself and that every selling aid 
must be employed if a satisfactory 
volume was to result. The location 
determined upon was where it was 
possible to reach those of the 
store’s customers who were likely 
prospects for it—near the front of 
the store at the head of the stairs 
leading to the housefurnishings de- 
partment in the basement. A 
woman is always in attendance here 
to display and demonstrate the 
cleaner to shoppers. 

It is Mr. Weed’s opinion, and 
his opinion should bear some weight 
because of the success which Weed 
& Co. has had in developing store 
leads, that the choice of words by 
the demonstrator in getting the 
prospects’s attention are important. 
The demonstrator at Weed & Co. 
looks at the approaching prospect 
and asks her, “How do you clean 
your rugs?” Most everyone will 
answer such a direct question and 
the woman thus addressed stops 
and the business of selling can 
commence. If, on the other hand, 
the question is, “Do you use an 
electric cleaner?” or “Are you in- 
terested in an electric cleaner?” a 
shake of the head is about the only 
answer than can be expected. 


Demonstrating the Sweepers 


The work done by the girl in 
the store consists of a demonstra- 
tion on a carpeted table to show 
the principles on which the cleaner 
operates. It is sometimes considered 
inadvisable to conclude the sale of 
an important appliance such as the 
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suction sweeper with only a store 
demonstration and so, very often it 
is arranged with the prospect that 
the salesman call at her home the 
following day. At the appointed 
time the salesman goes to the home 
and shows the housewife on her 
own rugs the evident advantages of 
the suction sweeper, explaining the 
uses and the care of the appliance 
so that the prospect thoroughly un- 
derstands it. The records of Weed 
& Co. show that sales are concluded 
in nearly every instance where this 
procedure is followed. 

However, this firm does not con- 
tent itself with merely making a 
sale. The salesman is required to 
call on the user a week or so after 
the sale for the purpose of inspect- 
ing the cleaner and ascertaining 
that the machine is functioning cor- 
rectly and the user is satisfied. This 
often results in securing the names 
of the user’s friends as prospects 
for further sales. 


Teamwork Does It 


This efficient teamwork between 
the girl who demonstrates’ the 
cleaner in the store and the sales- 
man who does the outside work has 
resulted in developing, in less than 
six years, a department which dis- 
poses of over 400 suction sweepers 
annually. It also makes it possible 
to get full advantage of the news- 
paper advertising which is done. 
The work is so well regulated, the 
sales effort so consistent, that it 
has been possible to get twenty 
turns in a year on the invested 
capital on the suction sweeper line. 


What the Catalog Houses Get 


HE following figures should 

furnish food for thought for the 
hardware dealers throughout the 
country: 
Business per day of 

two catalog houses, 


Ce © eideswars $1,000,000 
Business per year (300 
Dias oes bx $300,000,000 


Population of U. S. 
(1920 over 105,000,- 


er ee ene ee 100,000,000 
Purchases per capita 

from catalog houses 

ea ee $3 
Families in U.S. (5 to 

®@ -TAMAEF). «06-4... 0% 20,000,000 
Purchases per pars 

Def YOOr: is oi. pas. $15 


Rural population (50 
per cent) 
Rural families 
Catalog sales to rural 
districts (80 per 
cent of total)...... 
Rural family purchases 
from catalog houses 
per year, each...... 
Total from community 
(town of 1000 and 
total trade territory 
10,000 or 2000 fami- 


50,000,000 
10,000,000 


$240,000,000 


$24 


Se 35 a oe wheats $48,000 
For hardware _ (one- 

DEE ae cae $16,000 

And it is all cold cash. Many 


communities centered in towns of 


1000 send away as high as $75,000 a 
year to mail order houses. The 
average as shown above is $16,000 
for hardware, and that amount added 
to the hardware dealers’ cash sales 
in every community would do much 
toward putting the hardware busi- 
ness on a still higher plane. Many 
merchants keep this money at home 
through right prices, frequent turn- 
over, good service and strong adver- 
tising. 

Every month about $1,500 walks 
right past the hardware stores in 
towns of this size. Think what 
it amounts to in larger communities! 
Practically every cent of it would 
go into hardware cash registers if— 
you know the answer! 
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Housewives 
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Housewares 


’ EB \HE home is the mainspring of 
America’s prosperity, and it is 
| the purchasing power of the 
housewife with her daily household 
requirements that keeps it well 
lubricated and in working order. It 
is well to keep this in mind now 
that spring is but a few weeks away 
and the annual spring house-clean- 
ing drive is looming prominently in 
the offing. The advent of the vernal 
equinox is always attended with a 
general loosening of the family 
purse strings, for not only must 
brooms, mops, dusters, scrub 
brushes, step-ladders and sundry ar- 
ticles be purchased in preparation, 
but cooking utensils must be re- 
plenished, new dishes bought and the 
home otherwise made spic and span 
by the acquisition of miscellaneous 
housewares. 
It is really surprising how quickly 
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Almost every article 
used in the modern 
kitchen comes from the 
hardware store. Don’t 
forget to tell this to 
the housewives 


items intended to assist the house- 
wife in her annual spring clean-up 
are listed in the want book for re- 
orders. Items such as dusters, mops, 
scrub brushes and step-ladders may 
be made up into striking window 
displays by the introduction of ap- 
propriate backgrounds and are sure 
to arrest the attention of the house- 
wife, because house-cleaning is a 
subject in which she is very much 
interested at this time. 

The Raymer Hardware Co. of St. 
Paul, Minn., has developed a splendid 
all-year-round business in these lines 


7 
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Here’s the way 
in which H. 8. 
UcCurdy,Bloom- 
ington, Ill., rec- 
ognizes the ad- 
vent of spring 
cleaning 
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through its aggressive selling poli- 
cles and the establishment of a reg- 
ular department to take care of this 


trade. This department is conveni- 


-ently and attractively laid out, and 


the various items are arranged in 
compartments where they may be 
closely inspected and handled by 
prospective purchasers. 


This Department Pays! 


Sam J. House, president of the 
House-Bond Hardware Co. of Mem- 
phis, Tenn., has for several years 
made a strong and persistent drive 
for the trade and the good will of 
the housewife with the result that he 
also does a very splendid business 
in these lines. 

In telling about this department to 
a representative of HARDWARE AGE, 
Mr. House recently said: “Up to the 
time we installed our housefurnish- 
ing department we handled our 
housewares much along the lines 
followed by other merchants; that 
is, we kept them on shelves with a 
few samples on tables or on the tops 
of the show cases. When a customer 
came in and wanted a piece of enamel 
or aluminum ware and insisted upon 
our salesman letting him have it, 
the salesman would ‘skin the cat’ 
on a step-ladder and, if he was 
fortunate, make a sale. As it is 
now, we use practically the same 
system used by the syndicate stores 
and display things on tables and 
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Just an idea of the way in which the J. J. 
Stangel Hardware Co., Manitowoc, Wis.., 


displays this line 


use shelving that can be reached 
without the use of a ladder. 
“Although the department has not 
been completed a great while, we ex- 
pect to more than double our sales; 
and not only this, but we can handle 
the business with about one half of 
the effort. We have a man in charge 
of the department who does all of 
the buying and supervises the sell- 
ing. In addition, we have a lady who 
stays in the department at all times, 
and one of the salesmen on the first 
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floor makes sales out of this depart- 
ment.” 

A wide aisle running the length 
of this department makes it easy to 
shop, and as this is a complete de- 
partment, the ladies feel free to in- 
spect the merchandise to. their 
heart’s content. Price tickets are 
placed on the various articles and 
they are arranged according to the 
season of the year. Shelving is 
placed under all of the tables, and 
this makes a fine place for baskets 
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and large items which cannot be 
shown conveniently on the tops of 
the tables. 

This kind of a department is be- 
coming more and more popular with 
hardware dealers all over’ the 
country. It makes this hardware 
store a wonderful shopping center 
for the trade of the housewife, and, 
as quality is always featured in the 
hardware store, it means that trade 
will always grow in a most satis- 
factory manner. 

The accompanying illustration of 
the display stand shows how the 
J. J. Stangel Hardware Co., Mani- 
towoc, Wis., displays some of its 
housefurnishing line. The Stangel 
store has been equipped throughout 
with new Warren fixtures, and the 
use of display stands such as these 
greatly increase sales. 


First Show the Goods 


Modern methods of merchandising 
decree that in order to sell goods. 
it is first necessary to show them. 
As long as the merchandise is out 
where the housewife can inspect it 
without difficulty, she is a most 
ardent shopper. The recommenda- 
tion of the housewife goes a long 
way in building up the profit side 
of a business. If she is impressed 
with what she buys or sees in a 
store, she will heartily recommend it 
to her neighbor, and of course that 
results in additional customers and 
additional profits. 

Hardware men have come to know 
that the women actually buy a great 
percentage of the total purchases 
made for the home. They realize 
that they are decidedly out of date 
if their store is not patronized by 
a large number of women. 
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Down in Memphis, Tenn., the housewives know that if they need anything in housewares they can get it from this department 


of the House-Bond Hardware Co. 
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The Riley Hardware Co., Richwood, Ohio, made poultry enthusiasts stop and look at this window 
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Hardware Profits That Are Found 
in the Farmer’s Barnyard 


HE merry cackle of the 
American hen means. thou- 
sands of dollars of extra profit 
to the hardware dealer. While 
many of our retailers have long been 
interested in the distribution of 
poultry equipment we know that a 
large majority have not yet inves- 
tigated the money-making possi- 
bilities in selling poultry supplies. 
To those who have not yet 
familiarized themselves with these 
opportunities, let us state that the 
poultry industry has already ex- 
ceeded the billion dollar mark and 
it is notable that it is still in its 
infancy. Today there is over 
500,000,000 head of poultry in this 
country with an annual egg pro- 
duction in excess of 2,000,000 
dozen: During the past ten years 
the value of poultry products has 
more than doubled with a constantly 
increasing demand for more and 
better poultry. 


Renewed Interest in Poultry 


A renewed interest in poultry 
culture has been manifested during 





the past few years. This is due to 
the fact that it is a business that 
brings in a profit to the producer 
each and every month. 

The great future demand for 
supplies is indicated not only by the 
ever increasing profits accruing to 
the producer but also to the fact 
that state and federal govern- 
ments are increasing poultry educa- 
tional facilities. County agents are 
especially active in poultry develop- 
ment in their districts and various 
railroads, in the development of 
certain farming areas along their 
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8 besos 90 per cent of all far- 

mers are engaged in the poul- 
try business. In addition to this 
we must not forget the thousands 
of specialized poultry plants as 
well as the great number of 
péople living in the villages, towns 
and cities who are raising small 
flocks. Think it over! 
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lines, are sending poultry demon- 
stration cars on educational tours. 


Local financial institutions are | 


fostering’ poultry production by 
placing thoroughbred stock and 
eggs with many boys and girls and 
by this system are making their 
communities more prosperous and 
stronger financially. 


Items In the Line 


The first item that a poultryman 
demands is an incubator in which 
he can place absolute confidence. 
Like all other commodities, incuba- 
tors vary considerably as to quality 
and selling price. Catalogs should 
be received from various jobbers 
and manufacturers. A good policy 
is to order a popular sized sample 
and investigate thoroughly its 
method of operation and construc- 
tion. 

Incubators are generally oper- 
ated with coal oil lamps, a few being 
equipped with gas burners or elec- 
tric heaters. The first type is in 
great predominance, due to the fact 
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that the American farmer prefers 
coal oil lamp equipment. 


Sizes the Trade Demands 


Probably the most popular ma- 
chines are those models ranging 
from 250 egg capacity up to 600 
egg. Many 350 egg and 400 egg 
incubators are also sold. The goal 
of every incubator should be to 
produce the largest possible hatches 
of vigorous healthy chicks with 
labor, risk and cost reduced to a 
minimum. The incubator the 
dealer sells should be easily cared 


for, demanding no special attention. 


It should be absolutely fireproof; 
have a copper heating element to 
insure durability, and should be 
made scientifically so that strong, 
vigorous chicks will be produced. 

Brooders, coal burning, oil burn- 
ing and electrically heated all have 
their advocates. Probably more 
coal burning brooders have been 
sold than any other kind, but as 
hard coal has been difficult to obtain 
the oil burning brooder sales are 
increasing by leaps and _ bounds. 
Brooders are very attractively dem- 
onstrated by placing on the sales 
floor or in the window with a small 
flock of baby chicks. Chicks are 
easily sold and while selling brooders 
the hardware man can sell the 
chicks if the customer is interested. 

Drinking fountains, feed hoppers, 
grinders, bone cutters, oats’ sprout- 
ers, trap nests, leg bands, etc., are 
used in poultry raising and such 
equipment is now manufactured so 
that it is to the owner’s profit to use 
them. They are not only labor sav- 
ing but also economize on feed, 
making such articles a good invest- 
ment for the owner. Grit, oyster 
shell and charcoal can be added to 
the hardware line along with poultry 
remedies and tonics. 

In addition to the regular poul- 
try supplies the poultry raiser is go- 
ing to buy poultry fencing, wire 
cloth, roofing, glass, and even light- 
ing plants. Innumerable farmers 
and specialized poultrymen have in- 
stalled artificial lights in their lay- 
ing houses in order that the hen’s 
working day may be considerably 
lengthened, the increased egg pro- 
duction having proved the feasibility 
of the system. 


How an Ohio Dealer Sells Poultry 
Equipment 
F. E. Riley, owner of the Riley 
Hardware Co., Richwood, Ohio, has 
made an enviable record in the 
poultry supply business with a 


perceptibly increased volume each 
succeeding season. 
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Mr. Riley says, “We entered the 
poultry supply business _ several 
years ago for the simply reason that 
we found it was a class of business 
that rightfully belonged to us; that 
we were the natural source of sup- 
ply, and after innumerable inquiries 
for incubators and brooders we 
took on a good line of equipment. 


A Well-Displayed Line 


“In the development of our sales 
we utilize our windows on poultry 
equipment exclusively for certain 
intervals. We have three windows 
and at times from February on to 
June we have all three displays 
given over to this class of mer- 
chandise. 

“In making up our windows we 
are very careful not to overload as 
we feel that the more simple display 
nroduces far better results. We 
change these displays each Monday 
morning, placing in different types 
of supplies. A very good interest 
producer is to operate a machine in 
the window or store as an incubator 
in operation always brings in pros- 
pective customers. 

“When the chicks are out of the 
shell we place a brooder in the win- 
dow, giving the entire space over to 
the chicks, brooder feeders, foun- 
tains, and other equipment. We 
have also increased our sales by 
taking a window and reproducing a 
model laying house on a small plan. 
We secure four or five select ma- 
tured birds from one of our cus- 
tomers and place in the window 
with the equipment offered. This 
livens up the display and creates 
interest. 


Featured Prominently in Store 


“Our floor display is always near 
the store entrance and along our 
main aisle. We show a complete 
line and when a prospect comes in 
we go over the various capacity 
machines. In this way we learn 
just what size really pleases him and 
will best fit his needs. This leads 
us to more sales on the larger sizes 
as the beginner usually buys too 
small an incubator and _ brooder. 
Our display cards, catalogs and 
banners are arranged at strategic 
places so that one entering our store 
is immediately shown that we do 
cater to the needs of the farmer 
and poultryman. 

“We keep an accurate list of our 
sales each year. We use this on a 
large wall banner as a list of local 
users impresses a prospective 
buyer. We have also carded the 
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various breeds of poultry our cus- 
tomers raise and here we are able 
to offer real service to the trade 
generally. 


The Advertising Campaign 


“We, of course, use newspaper 
advertising regularly throughout 
the season and when this campaign 
is on it is supplemented by multi- 
graph letters going out to our mail- 
ing list. In the writing of these 
form letters we always bring out 
some strong testimonial from a. 
prominent local farmer. Along with 
this letter we send a folder cover- 
ing our complete line, and in the 
monthly mailing of customers’ 
statements we include a live insert. 
The telephone is one of our best 
salesmen. If some of us have a 
chance we phone quite a few cus- 
tomers and due to our filing systems 
we can anticipate their needs. This 
brings in many old customers and, 
of course, creates many new patrons 
for our store. 

“Each year a poultry show is held 
in our city and we always have an 
exhibit with a representative in at- 
tendance. At our county fair in 
the fall we place a general exhibit 
but never neglect our poultry supply 
lines. 


The Manufacturers Help 


“Manufacturers send us the local 
inquiries they receive from their 
national advertising and we follow 
up on the prospective customer im- 
mediately. On some of our lines 
manufacturers’ campaign our lists 
direct from the factory, referring to 
us as local dealers. 

“By using these mediums we have 
been able to show a larger volume 
on poultry supplies each year and it 
never fails to yield us a real profit.” 

To further substantiate the 
strong position of the poultry sup- 
ply business you may have noticed 
our market reports on incubators. 
and brooders in various districts. 
These reports show a heavy demand: 
and we have found that a great 
number of hardware retail stores. 
have added poultry equipment dur- 
ing the past year. 

Diversified lines in the hardware. 
store mean more profit. The bulk 
of poultry equipment sales comes 
when business is slow. With this. 
in mind every hardware dealer can 
effectively increase volume sales by 
energetic sales and advertising ef- 
fort. Poultry equipment effective- 
ly sold makes bigger customers out 
of those who are now buying from 
the dealer and adds many patrons. 
not drawn to the store before. 
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The 
2 and 10 Cent 


At the right is a 
small goods table 
of the Andrews Paint 
& Hardware Co., Cleve- 
land, Ohio, that brings 
in the business. 


HE Hanson Hardware Co., 

Rochester, Minn., has a lot 
of confidence in the above small 
goods table and uses the top 
shelf for larger items. And 
over at the right we see the way 
in which the Service Hardware 
Co., Lakewood, Ohio, does it. 
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BOVE is shown the way 

in which Wright & Lowe, 
Centerville, Md., feature 
small articles. At the left is 
an example of the same idea 
as T. H. Loyhed & Son, Fari- 
bault. Minn., sees it. 
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nual national event. It opened 
' this year Feb. 4 for the ninth 
consecutive time in New York City, 
and judging from early appearances 
and from the number of persons 
who attended the opening it will be 
larger this year than ever before. 
The fair will close March 8. 

Exhibits are being shown at the 
following places: 

Fifth Avenue Building, Madison 
Square and Twenty-third Street; 
Hotel Breslin, Broadway and Twen- 
ty-ninth Street; Hotel Imperial, 
Broadway and Thirty-second Street; 
Bush Terminal Sales Building, 130 
West Forty-second Street, and at 
individual buildings and offices 
around Union Square. 


2000 Lines Exhibited 


There are said to be nearly 2000 
toy lines exhibited at the fair this 
year, and it is expected that last 
year’s sales will be exceeded. A 
larger number of out of town buyers 
will come to New York this year, 
and a number of new toys and im- 
provements are being shown. Last 
year sales were nearly 90 per cent 
greater than they were in 1922, and 
it is said that manufacturers have 
made plans this year to render addi- 
tional service to customers so that 
every requirement will be taken care 
of to an even greater extent than 
before. 

A. Davis, manager of the Hotel 
Imperial exhibits, commenting on 
the Toy Fair, or that section of it 
held in this hotel, said: 

“From the enthusiasm displayed 
by the manufacturers to procure ad- 
vice, from the prompt and interested 
replies of the buyers, from the gen- 
eral condition of various kinds of 
business which we are in touch with 
in the hotel business, and in consid- 
eration of the European market, we 
can safely predict that the coming 
Toy Fair of 1924 will be the busiest, 
biggest and best Toy Fair that has 
ever been held. 

“The lines shown here will embody 
every known toy made, including the 
latest novelties. 

“It is estimated at this time there 


‘i HE Toy Fair has become an an- 
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will be nearly two hundred firms 
exhibiting at the Imperial, with an 
approximate attendance of about 
4000.” 

F. A. Pattee, assistant rrr of 
the Hotel Breslin, said: 

“Space reservations for the ves- 
lin part of the Toy Fair have made it 
necessary this year to include an 
additional floor, making a total of six 
devoted to exhibitors. 

“The fact that American-made 
goods only will be shown augurs well 
for the industry in this country and 
indicates that it is fast assuming a 
most prominent place among other 
lines of manufacturing. 

“In conjunction with the Breslin 
Toy Fair will be the exhibitors’ ban- 
quet on Feb. 4, and a Toy Fair ban- 
quet on a later date to be deter- 
mined.” 

Harrie C. White of the H. C. 
White Co., speaking about the exhib- 
its at the Fifth Avenue Building, 
said: 


Advantages of Centralization 


“New York specializes and con- 
centrates. It has its theater section 
centered around Times Square. It 
has its automobile row at Columbus 
Circle. And it has its toy headquar- 
ters at Madison Square, Twenty- 
third Street and Fifth Avenue in the 
Fifth Avenue Building. 

“Think what it will mean to a toy 
buyer to be able to come to New 
York in January, February or March, 
or, in fact, any time of the year, and 
be able to go from one door to the 
next, or from one floor to the next, 
in the same building, and see on per- 
manent display the complete lines of 
the leading toy manufacturers in the 
country. Here you can quietly and 
confidentially discuss your needs 
within the private offices of the 
manufacturers. -This means saving 
in time and in effort to you. 

“Here is your market place, with 
varied displays of quality merchan- 
dise for your convenient selection. 
When you come to New York come 
to Toy Headquarters, where thirty- 
seven toy manufacturers are in one 
building, and that building is in the 
heart of New York.” 


George T. Keen, manager of the 
exhibit at the Bush Terminal Sales 
Building, says: 

“I considered myself very fortu- 
nate in having been able to secure 
five floors in the Bush Terminal 
Sales Building for the purpose of 
holding these expositions. This, then, 
leads up to the purpose of the Na- 
tional Toy Fair. 

“What would be more natural than 
a desire to continue to serve an in- 
dustry that has had such a large 
part of my attention for the past 
eight years? Therefore, I want to 
go on record as stating that the pur- 
pose of the National Toy Fair is to 
offer facilities to the toy industry 
which are considered to be the resul- 
tant development of conditions dur- 
ing the past ten years. Also, if the 
manufacturers desire, here are quar- 
ters where can be held all kinds of 
fairs ‘under one roof.’ 


“Let it be understood, however, 
that I am not, and never intended to 
be, what might be called an under- 
mining factor in connection witeny 
activities of the trade. 


“It is my desire and intention to’ 
cooperate whenever possible with 
every movement to make New York 
Toy Fairs bigger and better for the 
entire industry. Nor am I endeavor- 
ing to disrupt those corporations 
which have made a business of rent- 
ing permanent offices to the trade. 
It is true that I can lease permanent 
offices, making the manufacturer 
thus automatically part of the Fair. 
but it should be borne in mind that 
space here is also designed to be 
used for other fairs during the 
course of the year.” 


Get-Together Dinner 


The 1924 Toy Fair will also be 
marked by the first great get-to- 
gether dinner of the industry. This 
will be held in the grand ballroom 
of the Hotel Astor on Washington’s 
Birthday, Feb. 22. The committee of 
the Toy Fair Chamber of Com- 
merce, which has had charge of the 
arrangements for. this dinner, is 
headed by De Witt C. Baker, chair- 
man. 
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Here’s the array of washing machines that greets the prospect on entering the Louis Stauber Hardware Co. store, Chicago, Ill. 


Cleaning Up Clothes and Profits 
with Washing Machines 


VERY time a housewife finishes 
her washing she either has a 
kindly thought toward the 
dealer who sold her the machine or 
else she makes a renewed vow never 
to enter his store again. The hard- 
ware dealer has many things to con- 
sider when it comes to selling wash- 
ing machines, especially during the 
spring season. 

Truer words were never spoken 
than when E. C. Simmons said “The 
recollection of quality remains long 
after price is forgotten.” It is, 
therefore, the retailer’s first duty to 
sell quality in order that the recom- 
mendation of the user may mean 
additional sales. It is not the first 
sale or the individual sale that makes 
the profit, it is the increasing sale. 

This principle has been followed 
by the L. Stauber Hardware Co., 
Chicago, Ill., which firm has suc- 
ceeded in selling an average of fifty 
washing machines a month. To 
date this concern has sold around 
6000 machines. That is some record 
to hang up, especially when the big 
Chicago utility companies sell them 
on part payment plans and add the 
monthly installment to the light or 
gas bill. 

In view of this fact the firm 
adopted the part payment plan. and 


found it to be a good thing. The 
great majority of dealers agree that 
this method of doing business on 
certain lines is satisfactory if it 
does not extend over a year’s time, 
but they do object to the sale of 
goods on two years’ or more time 
because it is really mortgaging the 
merchandise of the future when sales 
are made today and not completed 
for eighteen months or two years. 
If seasonable merchandise is sold 
it should be paid for before the next 
season arrives. 


The Stauber Plan 


The Stauber plan is one which 
could be adopted by many of the 
retail merchants located in small 
towns and who sell .to wage earners 
and farmers. When the sale is made 
a lease is taken on the machine. An 
initial deposit is made at the time 
and at the minimum averages about 
10 per cent. If payments are com- 
pleted within a sixty-day period no 
interest is charged and the machine 
is released at the original purchase 
price. If, however, the machine is 
not paid for in that time a charge of 
$1 per month is made. For example, 
if the price is $100 and the pay- 
ments are not completed until the 
end of the year, the total purchase 


price will have been $110. If pay- 
ments are completed by the sixth 
month, the purchaser will have paid 
only $104 for the machine. 

This is a flexible method and per- 
mits the purchaser to pay as much 
as he can. It is a particularly good 
method to be employed by dealers 
selling wage earners and farmers 
because fhey can set aside a certain 
amount each month or week. The 
farmer’s wife of today gets the 
cream checks and the egg and poultry 
checks and in little or no time she 
can pay for the machine. This 
would be an excellent idea for 
country dealers to use in approach- 
ing farm housewives for washing 
machine sales, and those who have 
tried it say that it does the work. 
Let the farmer’s wife know you will 
sell her a machine to be paid from 
the egg, poultry and cream checks 
and it will seem to her that she is 
getting something for nothing, as 
the payments are so easily met. 

Retailers who follow this plan ad- 
vise a good coverage with lease or 
note and a 10 per cent payment with 
$1 a month additional charge until 
payments have been completed, und 
they also recommend that no leases 
be given for longer than one year. 
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YWages from Che “Want “TQook 


SALESMAN for a cash register company was 
A calling on a cross-roads storekeeper in one of 

the mountain sections of the South. He ex- 
plained the machine thoroughly, but when he had 
finished the storekeeper shook his head and said, “Ain’t 
got no use for it, stranger.” “But,” said the sales- 
man, “how are you going to keep track of your sales?” 
“I got a way that suits me well enough,” was the 
answer. “Everytime I sell anything I cut a notch 
in the counter.” 

Such a system might work out for a man who had 
but two or three customers a day, and who had only 
himself to reckon with. However, while most mer- 
chants insist on a better sales record than the one 
mentioned, the ordinary store force pays about as 
much attention to the want book as that cross-roads 
merchant did to his sales. Despite this fact, the want 
book has a vital bearing on sales. No one can sell 
merchandise unless he has that merchandise to sell. 
Neither can he justify himself or the store when, 
through neglect, necessary items or lines of stock are 
allowed to run out. 

The average man behind the counter is prone to 
place all the blame for “outs” on the shoulders of the 
buyer or the “boss.” His alibi is: “I have nothing to 
do with the buying. My job is to wait on the trade.” 
Sounds convincing, but is it absolutely so? True, the 
average clerk does not directly buy the goods. Also 
a great part of his job is to serve the customers. 
However, it is equally true that part of his job is to 
look after stock, to see that it is kept clean and in 
good condition and to watch for shortages. The buyer 
is only human, and it would be impossible for him 
individually to keep track of the several thousand 
items which comprise the ordinary hardware stock. 
The salesman is handling the merchandise every day 
and naturally he is the first to know when items are 


running low. It should be his aim to see that every 
such item is entered immediately in the want book, 
because shortages naturally affect his sales and his 
salary. 

The customer quickly loses confidence in a store 
where the clerks are continually saying, “We are out 
of that today.” He soon reaches a point where he 
feels that he cannot depend upon that store to fill 
his needs. He tells his friends and acquaintances 
“there’s no use going to ‘Blank’s’; they never have 
what you want.” Then he either starts trading with 
some other store or begins thumbing his mail order 
catalog. It is undoubtedly true that very few people 
start buying from catalog houses until they find them- 
selves Unable to get what they want in their home 
town. 

Remember that when a customer starts trading with 
a catalog house, his action affects the retail salesman 
in two ways. It tends to cut down his salary through 
loss of sales and it takes money out of the com- 
munity, thereby increasing local taxation. From a 
purely selfish motive it is to his advantage to see that 
the want book is kept up to date all the time. 

But—the mere entry of the words “Lanterns,” 
“Stew Kettles” or “Grinders” in the want book isn’t 
enough. If the entry is worth while, why not make 
it complete? Put down the date, the name of the 
article, the number or size and the quantity on hand. 
Such an entry saves time and expense later when the 
ordering is done, and every cent saved increases the 
opportunities for better salesmen. 

Few things connected with the store have a greater 
bearing on wages than a well-kept want book. 
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By Saunders Norvell 
Chapter V 


Selling SportingGoods 


sporting goods department of the Simmons 

Hardware Company. Mr. Markle had traveled 
for a number of years very successfully in eastern 
Texas. He was also trained in the hardware business 
by the Wyeth Hardware & Manufacturing Company of 
St. Joseph, Mo. Mr. Markle was one of the best sales 
managers I have known. He was the first sales man- 
ager with modern ideas of instructing salesmen with 
whom I came in contact. In the early days of the Sim- 
mons Hardware Company, salesmen were supposed 
just to pick up their own information. Some did, but 
naturally a good many others did not take the trouble. 
A visit to the house in those early days was usually 
just one grand holiday. We celebrated so much at 
night that we were not in a fit condition to take on an 
overstock of information in regard to goods and prices 
the following day. 

Mr. Markle was the first department manager that 
took me into a quiet corner, sat down with his sport- 
ing goods price-book, turned through his line page by 
page, talked to me about each line of goods and asked 
me questions about my competition—what I needed to 
sell the goods, etc. I learned a good deal from Mr. 
Markle in that talk. He was the first department 
manager to insist upon my having a note-book to 
make memoranda of the various points brought out. 
Incidentally Mr. Markle in this talk with me and with 
other salesmen had an opportunity to carefully size 
us up as to our knowledge on sporting goods. 


Shying on Sporting Goods 

Now I must confess that while I had just about the 
average knowledge of the other salesmen on sporting 
goods and while I had no difficulty in selling the 
average retail hardware store sporting goods, fishing 
tackle, baseball goods, etc., I did not as a matter of 
fact sell a complete line to the very lasge, exclusive 
sporting goods buyers on my territory. Again I 
thought, as in the case of cutlery, that these were fac- 
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“He was very care- 
ful about arranging 
his samples” 
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tory buyers. I made up my mind they were over my 
head. Except for an occasional order of rifles and 
ammunition or revolvers that they wished in a hurry, 
I did not sell them any goods. My special brands of 
baseballs and bats might be all right for the smaller 
class of buyers, but I made up my mind that it was 
entirely out of the regular, order to things to think 
for one moment that these large sporting goods buy- 
ers would even consider buying any of my special 
brands. Therefore I cheerfully passed up the busi- 
ness, accepted the orders for staple goods from these 
large buyers and felt that I was doing all that could 
be expected of me. 

Of course I did not tell Mr. Markle just how I 
felt about it, but I did tell him it was simply impossible 
for me to compete with the manufacturers’ salesmen 
who called on the large sporting goods trade in Col- 
orado. Mr. Markle gently inquired how I knew I 
could not compete. Of course I could not give him 
any facts as I had not devoted enough attention to 
trying to sell them to know where I was wrong. All 
I knew positively was that it was impossible to com- 
pete with these manufacturers’ salesmen. I was con- 
vinced I could not and I did not have any facts to 
bear me out except the logical situation. How could 
we be expected to compete with some of the very man- 
ufacturers from whom we bought goods? 

However, I told Mr. Markle that my prices were not 
right for this large trade. I gave him exactly the 
same story I told Mr. Simmons and Mr. Pilcher about 
cutlery. Mr. Markle listened to me patiently and 
then remarked that he thought it would be a good 
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idea to send “Will” Yantis out to my territory on a 
special sporting goods trip. W.G. Yantis had been 
traveling for the house for several years as a special 
cutlery and sporting goods salesman. He traveled in 
the Northern States—Wisconsin, Minnesota, etc. He 





“They stood with their elbows resting on the showcase” 


had been very successful. He also had a very. large 
business in Chicago. I had met Mr. Yantis a number 
of times in St. Louis on my. annual visits but we had 
never been very intimate. 

When C. N. Markle was given charge of the sport- 
ing goods department of the house, Mr. Yantis was 
made his assistant, and at this time he not only worked 
a good share of his time in the house but he took oc- 
casional trips visiting the larger and better class of 
trade. 

So it happened one day that Mr. Yantis landed in 
Denver with several trunks of sporting goods samples. 
They were carted up to my office. I can see him now 
as he carefully opened these trunks and laid out his 
samples. These samples covered about every table 
and showcase in the office. It was an enormous line. 
There were shot-guns, fishing tackle, baseball goods 
and a whole line of sporting goods sundries. Mr. 
Yantis was very careful and fastidious about arrang- 
ing his samples. He wanted the light to fall on the 
goods just right. Then he arranged his advertising 
and show-cards as a background. These were placed 
against the walls. I remember how bright and fresh 
these samples were. The various rolls were arranged 
with very harmonious colors. 


He Didn’t Have Much to Say 


Mr. Yantis did not talk very much. He asked me 
very few questions. His mind seemed to be dreamy 
and far away. As I had heard stories that he was a 
crack sporting goods salesman, I sized him up care- 
fully. I did not see any signs of super-salesmanship 
about him. I remember when he was arranging his 
samples of baseballs, he took them out of their boxes 
and out of their tissue paper wrappings, folded up the 
tissue paper in a rather artistic manner and then 
was exceedingly careful to balance the ball just right 
on the tissue paper so the label would show to the 
best advantage. He balanced these balls very care- 





February 7, 1924 


fully. You would have thought that instead of being 
a salesman he was an artist arranging his paints and 
his palette to paint a masterpiece. Sometimes he 
stepped back a few feet and looked at his line of 
samples to get the full effect. All the time he rolled 
a cigar around and around in the corner of his mouth. 
The event I am describing happened thirty-two years 
ago. A few months ago I saw Mr. Yantis and I was 
interested to notice that he still smoked his cigar in 
the corner of his mouth and he was still giving the 
cigar the same rotary motion as he smoked! 


The First Prospect 


Finally when his samples had been all laid out 
very deliberately to suit his fastidious taste, he turned 
to me and inquired where we should go first. Now, 
as I have said before in this history, Harry Bost- 
wick had the largest and best sporting goods store in 
Denver. I thought I would shunt Mr. Yantis up 
against Mr. Bostwick first and see what would hap- 
pen. Of course, I had informed Mr. Bostwick that 
Mr. Yantis was coming and he smiled indulgently. 
Mr. Bostwick was not only a factory buyer but he 
was an importer. A large part of his lines of fishing 
tackle he imported from England, Scotland and Ire- 
land. 

I do not know exactly how the conversation started 
but soon they were both completely immersed in sport- 
ing goods shop talk. I stood by and listened but most 
of the talk was Greek to me. They had a lot to say 
about trout flies tied in Scotland and about fish hooks 
made in Ireland. They talked very quietly. After 
a while Mr. Bostwick got out some of his flies and 
showed them to Mr, Yantis. Then they unwrapped 
trout flies, actually taking them to pieces, showing 
how they were made. “Well, this may be salesman- 
ship’—I said to myself—‘“but it strikes me these two 
are wasting very valuable time.” 

Well, to get to the point, the idlowing morning 
Harry Bostwick was in our sample room and then 
he and Mr. Yantis started at one end of the samples. 
Again they talked to each other about flies and fly 
books and lines and trout rods and baseballs and bats 








“They made comparisons” 
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“Our cocktails had blown up” 


and all the other paraphernalia Mr. Yantis had. 
There was not a sign of an order book—just talk, talk, 
talk about all the goods. “Well,” I thought to myself, 
“this may be super-salesmanship but I guess after 


a while I will have to break in and try to get an order | 


for something from Harry to mail into the house to- 
day, just to show that Mr. Yantis is in town.” 


No Orders So Far 


That afternoon Mr. Yantis went down to see Mr. 
Bostwick again and there was more talk, but I had 
gotten sick of the whole performance and was now 
devoting my time to selling hardware to my regular 
trade. Mr. Yantis called on Mr. Bostwick more or 
less all that week, and more.or less all that week Mr. 
Bostwick came to our sample room. Mr. Bostwick 
brought some of his goods with him to the sample 
room and they made comparisons. Mr. Bostwick 
had a pocket full of flies and lines and you should have 
seen those two untying these. flies, unraveling these 
lines and counting the strands. It was the funniest 
selling that you ever saw. Neither one of them ever 
laughed and Mr. Yantis never told a single funny 
story. Then during this week Mr. Yantis also called 
on other sporting goods dealers and the same per- 
formance went on—not a sign of an order but just 
talk, talk, talk. Of course he showed samples and he 
went on destroying flies and unraveling lines. 

It was all getting on my nerves, so the latter part 
of the week I inquired if he had any orders he would 
like to send into the house. I intimated to him that 
I was sending in quite a little bunch of business every 
day, but so far his contributions had not been enough 
to excite any unusual remarks. “Oh, I will have some 
orders after awhile’—he remarked. “Don’t you 
worry. My orders will come along all right”—and 
then the second week he was in Denver he began to 
write down orders. Harry Bostwick led off with 
a $10,000 order. A large part of it was for import— 
some of those Scotch flies and a line of those Irish 
hooks. Then there were a lot of fishing rods. 

Afterward I asked Mr. Bostwick why he bought 
from Mr. Yantis when he did not buy from me. He 
looked at me with a pitying expression and remarked 
—‘Well, sonny, what you don’t know about sporting 
goods will fill several volumes, but Mr. Yantis, I find, 
is one of the best sporting goods men who ever called 
on me. He not only knows his own line but he knows 
all of the other lines. He is a sporting goods buyer 
and he knows why he buys his lines, instead of buy- 
ing the other lines... Now of course ‘ag he knows ex- 
actly what he is doing, it was a comparatively simple 
matter for him to.explain to me why he bought his 


lines from the people he bought from in this country 
and in Europe. As a matter of fact, all I did was 
to give him my import and other orders to be placed 
with his orders when he buys for the house in St. 
Louis.” “Qh,” I said, “Mr. Yantis is just buying for 
you as well as for the Simmons Hardware Company. 
Is that the great idea?” ‘“Well;” Mr. Bostwick an- 
swered, “it is something like that, but you see it is 
an unusual opportunity to have a talk with a sporting 
goods buyer who knows all of the different lines. You 
see these manufacturers’ salesmen who come out here 
only know the one line—their own line. Most of 
them have just a eut-and-dried talk about their own 
goods, but I find Mr. Yantis knows all of the lines, 
he can talk about all of them and he not only knows 
all the salesmen’s cut-and-dried talk, because these 
same salesmen have worked off this same talk on him, 


but with his knowledge he is in a position to compare 


the values of all the different lines with each other. 
As a matter of fact, Norvell,” said Mr. Bostwick, “to 
buy goods from Mr. Yantis in the sporting goods line 
is a liberal education. Never in my experience have’ 
I had a salesman come out here who knew as much 
about the sporting goods business as Mr. Yantis.” 


No Salesmanship—but He Got Results 


Then Mr. Yantis began to collect the orders from 
the other sporting goods dealers and hardware houses 
in Denver with whom herhad been “conferring” for 
the past week or ten days. Now I want to tell you 
that there was absolutely no salesmanship in the whole 
thing. He was not a salesman. There was no sacred 
spot on which the customer had to stand as in the 
case of Mr. Morris. There was no showcase proposi- 
tion—no free goods. If there were any special re- 
bates, Mr. Yantis did not tell me about them. The 
whole campaign of selling seemed to be just to show 
samples and talk about the line of goods—no excite- 
ment—no noise—just quiet conversation, so after 
cleaning up Denver we went to Colorado Springs, 
Pueblo, Leadville, Aspen, and everywhere Mr. Yantis 
cleaned up in the same conversational manner. — It 
was a shame not to use any salesmanship whatever 
with any of these people! 

Finally we arrived in Salt Lake City. It was the 
same thing over and over again—just gentle conver- 
sation, a careful study of the entire line, comparisons 
of goods and finally after a few days, the detail work 
of writing down the order. 

However, we did have a little excitement. A poker 
game was arranged in the Hotel Templeton in our 
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Builders’ Hardware from 


the Ground Up 





The Principal Features of Door Closers 


By W. N. THOMAS 


FTER a door is properly hung on butts of suit- 
able size, weight, and quality, and equipped 
with a good lock having the functions required 

for convenience, it is ofttimes desirable—yes, neces- 
sary, to have its closing under control, as a door con- 
stantly open is only a hole in the wall and a door con- 
tinually banging when it is closed is a source of great 
annoyance. 

Certain doors should always be closed when not 
being used, while others should be kept closed except 
when particularly desired to remain open. 


Many Door Closing Devices 


There are many door closing devices. The simplest 
is probably the ordinary coil door spring (Fig. 97). 
This closes a door surely enough if one does not mind 
the noise and jar of the slamming each time it closes. 
For anything but rough work this form of door closer 
is unsatisfactory. While a door should be closed 
quickly at the same time, it must be brought silently 
to its closed position. A number of devices are made 
to accomplish this end—sometimes known as a “check 
and spring,” a “door controller,” or a “door closer”— 
the name “door closer” is probably the most commonly 
accepted. There are two general classes—“liquid door 
closers” and “pneumatic door closers’”— their names 
being derived from the means used to prevent the 
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At left— 
(Fig. 97) 
Coil door spring 
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slamming of the door. The closing is accomplished 
in both classes by means of a steel spring. 

The “liquid” class is divided into two sub-classes— 
one using a “torsion or winding spring” and one using 


a “compression spring.” The “torsion” class is again 
divided into two sub-classes—one using a “clock” 
spring and one using a “helical” spring. The follow- 








(Fig. 100) 
Liquid torsion 
clock spring 


door closer 

















ing chart will help fix these various classes in your 
mind: 


orsion Spring) Spiral Spring 
stats Compression Helical Spiral Spring 
Door Closers Spring 


Pneumatic 


Since the “liquid” class is the more largely used it 
should have first consideration. Both “liquid” types 
have the closing device or spring and the controlling 
or checking device combined in a unit. The “torsion” 
spring type has the spring in a separate chamber or 
compartment arranged so that it “winds up” as the 
door is opened and as soon as the door is released the 
spring unwinds thereby closing the door. The “tor- 
sion” springs are of two kinds, one being a broad 
steel band coiled in the manner of a clock spring 
(Fig. 98). It is from 1 in, to 2% in. in width and 
from 36 in. to 65 in. in length according to the size 
of the closer. This type of spring has been used, for 
this purpose, for many years with excellent satisfac- 
tion. The “helical spiral” spring more recently 
brought into use for this purpose is made of flattened 
steel wire wound into a rather large helical spiral 
(Fig. 99). These vary in length from 75 in. to 240 
in., according to the size of the closer. The chief ad- 
vantage of this over the “clock” spring is that it. may 
be longer and therefore more elastic and admits of 
finer degrees of tension adjustment (Figs. 100 and 
101). 

In both the “torsion” spring types the controlling 
or checking device is inclosed in a chamber separated 
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from the spring chamber and consists of a piston or 
plunger moving back and forth as the door is opened 
or closed. This chamber is filled with a non-freezing 
lubricating liquid. 

The winding of the spring and the movement of 
the plunger are accomplished by means of a shaft 
passing from the top to the bottom of the closer and 
connected with the spring in the spring chamber and 
with the plunger in the plunger chamber. In the best 
constructed closers this shaft has a step bearing at 
the bottom to help keep it in alignment, thereby re- 
ducing the working stress thus minimizing the natural 
tendency of the liquid to be carried up the shaft by 
capillary action into the spring chamber through the 
packing separating the two chambers, which, if it 
occurs, impairs the checking action of the closer. 


How It Works 


The shaft is turned as the door is in action by a 
jointed arm at the top. When the door is closed the 
spring is very nearly unwound, retaining just enough 
tension to hold the door closed against a draft. The 
plunger is at rest in one end of the plunger chamber. 
As the door is opened the spring is wound and the 
plunger is drawn back. The liquid that is behind the 
plunger passes through a small hole in it to the front 
of the plunger. 

As the door closes the small hole through which 
the liquid passed is automatically closed by a ball 
valve thus confining the liquid ahead of the plunger 
and tending to stop its progress. There is a small 
by-pass through which the liquid is forced around 
back of the plunger. The rapidity of the flow of the 
liquid through this by-pass is controlled by an ad- 
justing screw. When it is open the liquid flows free- 
ly, there being no resistance to the plunger and the 
spring closes the door with a bang. By screwing down 
the adjusting screw the flow of liquid is reduced which 
increases the resistance to the plunger and the door 
is brought silently to its closed position. If the closer 
is regulated so that the plunger reaches the end of its 
course before the door is closed there is no more re- 
sistance and the door closes with a little jump or slam. 














(Fig. 101) 
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This is desirable if it closes against an electric door 
opener or stiff spring latch bolt, but tht action will not 
be silent. When the plunger still has a little distance 
to go before the door is closed it may be so regulated 
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that the door closes without any noise. This can us- 
ually be slightly regulated by the adjustable arm at 
the top. The directions for applying that is packed 
with the closer will give the position of the arm for 
the standard adjustment. This may be slightly varied 





(Fig. 102) 
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forward or back until the “desired condition is ob- 
tained. 

The widely varying conditions under which door 
closers are required to work make it very necessary 
that a salesman should acquaint himself with all the 
general features of door closers, and of the particular 
points of the make he is selling so that he may be in 
position to intelligently recommend the proper closer 
for a particular condition and thereby give satisfac- 
tion to the user. 


Satisfaction Depends on Conditions 


The satisfactory working of a closer does not de- 
pend entirely on the closer but much depends on the 
conditions under which it works. 

It is very important to see that the door to be 
closed is properly hung on strong suitable butts— 
clear and free from all obstructions—does not drag 
on the threshold nor bind against the hinge jamb, 
and is not warped nor sprung, but closes easily and 
evenly into its proper place without force. When 
these conditions are met a door closer has a chance 
to satisfactorily perform its work. 

These closers are made in as many as seven sizes 
adapted for doors from the lightest to the heaviest. 
Each maker furnishes a table showing the correct 
sized closer to be used for the various sizes of stand- 
ard doors. Study this carefully and do not use an 
undersized closer. Air pressure and drafts are im- 
portant factors to be considered. Where these are 
high, larger closers must be used. You would not 
wilfully choose a Ford to do the work of a Pierce- 
Arrow, neither would you choose a Pierce-Arrow for 
the work for which the Ford is made. Each has its 
proper and suitable place. Each size of closer is 
made to satisfactorily accomplish a certain work, and 
it should not be overloaded. 

Most makers give quite explicit directions for ap- 
plying—some even go so far as to furnish a blue- 
print template showing the location of every screw. 
These are carefully prepared and are intended to 
be followed. 

The best closers are made so they may be applied 
to a right hand door or to a left hand door, or to a 
door opening in or opening out, without changing any 
parts. 
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If a closer is to be applied inside of a door opening 
out additional brackets are required; these brackets 
are made in various types to meet all conditions. Some 
manufacturers make a line of small brackets for 
doors opening out which allows the closer to be 
fastened to the door thus leaving the entire doorway 
unobstructed for free passage without danger of strik- 
ing against the bracket overhead. It is always de- 
sirable to avoid placing a closer on the outside of a 
door exposed to the weather—keep them inside by 
using a suitable bracket. 


Closers Usually Made of Iron 


All types of closers are ordinarily made of iron. 
They are furnished to order made of brass or bronze. 
These are considerably more expensive, and, except 
that they will resist rust, are in no way better than 
the iron. The standard finish or color of the iron 
closers is gold-bronzed. They may be had in other 
colors such as white enamel or mahogany enamel if 
they better suit the surroundings. 


The “Compression Spring” Type 

The “compression spring” types of liquid door 
closer differ from the torsion spring type particu- 
larly in the spring construction. These have a helical 
spiral spring made to resist pressure instead of to 
wind. The spring and the plunger are placed in the 
same chamber which is filled with the liquid. As the 
door is opened the plunger is drawn back thereby 
compressing the spring, as the door is released the 
spring extends closing the door and at the same time 
driving the plunger forward against the liquid. In 
principle the action of the liquid is the same in this 
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type as in the torsion type. The compression type 
of closer is possibly simpler of construction than the 
torsion type, but the spring does not admit of the 
fine degrees of tension adjustment, and for this reason 
I do not believe them suited to the same general use 
as the torsion type. 


Pneumatic Door Closers 


The pneumatic or air cushion class of closer (Fig. 
102) is much more simple in construction than the 
liquid class. The spring arrangement is much the 
same—the best known make uses the clock spring. 
The closing device or spring and the checking device 
or plunger are separate and work independently. In 
opening the door the plunger is drawn out of the air 
cylinder—as the door closes the plunger again enters 
the air chamber—the air being confined ahead of the 
plunger resisting its progress—thereby checking the 
closing of the door. The air is allowed, by means 
of a screw adjustment of the cylinder head, to gradu- 
ally escape removing the resistance to the plunger 
permitting the door to slowly and silently close. Since 
the spring and the check are separate and each com- 
plete in itself they may often be used to advantage 
separately. The check may often be used to prevent 
the slamming of door where springs are unneces- 
sary, such as in hospitals. There are several small 
pneumatic door closers of the compression spring 
type combined in one device intended particularly 
for screen or other light doors. 

The general remarks following the description of 
the torsion spring liquid closers apply equally well to 
the compression spring liquid and the pneumatic door 
closers. 





Forty Years 


(Continued 


rooms. Some of those Templeton Club sports came in 
and tried their hand. At twelve o’clock the barkeeper 
informed us that if we wished any more lubricant, it 
had to be ordered immediately, so he brought up a 
bottle of cocktails in a quart bottle. I had a very 
nice toilet case on the bureau and he placed this bot- 
tle right next to this case. Then the game proceeded. 
Mr. Yantis played poker just the way he sold fishing 
tackle—in that same quiet manner, with the same 
cigar rotating in the same deliberate manner. We 
were so much interested in the game that we paid 
little attention to the bottle of cocktails and finally we 
were shocked by a loud report. Our cocktails had 
blown up. My toilet case was soaked in Martinis. 
For years afterward the odor of those cocktails clung 
to that case. 

Mr. Yantis returned to St. Louis. To my mind he 
was the best special salesman I have ever known and 
his entire strength as a salesman depended mainly 
upon two things—first, he knew his line down to a 
hair. He seemed to know every other line as well 
as his own. Next, he was one of the keenest observers, 
without showing sit, that I ever knew. Nothing es- 
caped his eye. The curious part, allow me to repeat, 
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from page 183) 


is in the fact that all thé time he appeared to be in a 
sort of dream, but woe to the man who ever thought 
that he was dreaming! After we would visit a cus- 
tomer, as we sat on the train and we chatted over our 
experience in the town, the things that he told me 
that he observed were startling. Nothing escaped 
him. He saw so much more than I did that I.realized 
what powers of observation could be when fully de- 
veloped. After visiting one of the stores and chat- 
ting with the partners, he seemed to know all the 
relations in the store. He knew how one partner 
stood with another. He sized up the clerks. It was 
interesting for me to draw him out about my different 
customers and it was a curious fact that on this one 
trip, having seen them just once, he could tell me 
things about my customers and their stores that I 
myself had never noticed in the years that I had 
been calling on them! 

This was the beginning of a relationship between 
Mr. Yantis and myself that lasted for many years. 
Later in the story I will tell how it developed and 
some of the interesting things that happened, . 
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Quota Immigration Law Failure and Class 
Hatred Endangering Nation, Wallis 


Tells Hardwaremen in New York 


ning the sharp knife of 

misery through the hearts 
of men and women on Ellis Island, 
separating husbands from wives and 
children from parents because our 
quota immigration law isn’t worth 
the paper it is written on,” Frederick 
A. Wallis, former commissioner of 
immigration for the port of New 
York, told 900 hardwaremen at the 
tenth annual banquet of the Metro- 
politan Hardware Dealers’ Associa- 
tion, Jan. 29, at the Hotel Commo- 
dore, New York City. 

Mr. Wallis, who is at present com- 
missioner of correction of New York 
City, and who was also at one time 
a deputy police commissioner, de- 
nounced the present method of han- 
dling immigrants at Ellis Island; 
told of his experiences in helping to 


66 | ning day this nation is run- 


improve conditions during his term’ 


of office, and recommended American 
medical examination of immigrants 
in Europe instead of at American 
ports, which is the present method. 

“The big question before the 
country today is not immigration,” 
declared Mr. Wallis, “but the immi- 
grant himself, the individual man 
and woman. Immigrants are human 
beings like ourselves, they have flesh 
and blood and spirit, but because 
they happened to have been born in 
another part of the world they are 
frequently treated in this country as 
though they were something apart 
from the human race: 

“Everybody in America has for- 
eign blood in their veins. Our fore- 
fathers were all foreigners. The 
aboriginal Indians are the only genu- 
ine 100 per cent Americans.” 

Mr. Wallis pleaded for broader 
tolerance, and spoke about class and 
racial antagonism as endangering 
the security of the nation. “The 
class and racial antagonism in this 
country,” he said, “is invariably 
caused by lack of knowledge. There 
are very few American citizens who 
know anything about the treatment 
that immigrants receive at Ellis 
Island. 

“You can make anarchists over 
night at the gateway of the nation,” 
he declared. He gave a number of 
illustrations to show that govern- 
mental inefficiency is partly to blame 
for the creation of bad impressions 
in the minds of the immigrants. He 
mentioned that 1100 men and women 
were sleeping on Ellis Island at one 
time without even a blanket to cover 
them, because the blankets that had 


been ordered had been sent to the 
military post on Governor's Island 
instead of to the immigration sta- 
tion. . 
Speaking about Americanization, 
Mr. Wallis said that it was one of 
the most misunderstood and abused 
words in the language. “A great 
many persons *in this country,” he 
said, “have an idea that American- 
ization is something that can be 
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crammed down the throats of all for- 
eigners who come here. That method 
will never work,” he said. ‘“Ameri- 
canization is something that calls 
for patience and not pressure. It is 
something that should be interpreted 
to new arrivals by deeds of kindness, 
by the practical application of the 
spirit of live and let live, by schools 
and cultural influences, by fair treat- 
ment and better working conditions. 
You cannot force it,” he said. “It is 
something that has to grow slowly 
and naturally.” 

In telling about his experiences as 
commissioner of immigration, Mr. 
Wallis outlined some of the work he 
did to improve living conditions on 
Ellis Island. He was instrumental in 
inaugurating the weekly concerts 
given by orchestras from New York 
theaters and the Metropolitan Opera 
Co. Many of the immigrants from 
Central Europe, he said, had not 
tasted sugar for more than six 
months. When they were served 
with ice cream they would spread it 
on their bread, he said, and when 
they first saw American mince pie 
they stirred it up in their soup. 


He ridiculed the quota law and as- 
serted that it failed to fulfill the 
primary functions for which it was 
intended, namely, that of limiting 
the number of immigrants. During 
a period of ninety days, during his 
term of commissioner, the British 
consul in New York, he said, fur- 
nished him with figures showing that 
1980 seamen had deserted from 
British ships. Records show, Mr. 
Wallis said, that during a period of 
six months recently, 800,000 seamen 
have deserted ships in the port of 
New York. There are nearly 1000 
aliens a day entering the United 
States from Canada, he said. 

He mentioned cases where wives 
were allowed to enter the country 
but their husbands were barred be- 
cause the quota for the particular 
country from which they came had 
been filled by the entrance of the 
wife.. He mentioned a case of two 
British subjects, a man and his wife, 
being allowed to enter, but their six 
months’ old baby was barred by the 
law, he said, because the baby had 
been born in Turkey and the Turkish 
quota has been filled. 

Mr. Wallis also spoke about the 
necessity for a more even distribu- 
tion of immigrants, for more exten- 
sive educational facilities, and for 
less class antagonism. “We Ameri- 
cans must free ourselves from our 
materialism and from our intoler- 
ance of criticism,” he said in closing. 
“We need criticism. What country 
can we criticise with more under- 
standing and with greater right than 
our own? We need more culture 
and a sounder appreciation of the 
arts, and above all we must get in 
touch with the spiritual currents 
moving in the world today if we are 
to grow and to survive as a nation.” 

R. J. Atkinson, president of both 
the Metropolitan and the New York 
State Retail Hardware Associations, 
presided as toastmaster. Following 
Mr. Wallis the Rev. Dr. M. Joseph 
Twomey, Newark, N. J., who came 
to this country in his youth in the 
steerage from the North of Ireland, 
told about his impressions as an im- 
migrant. “The men who come to 
America,” he said, “are idealists 
seeking to improve’ themselves. 
They need friendship and _ under- 
standing and a helping hand.” 

Following the addresses a vaude- 
ville entertainment was staged. H. 
A. Cornell of the Brooklyn associa- 
tion was chairman of the banquet 
committee. 
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S. Horace Disston New 
President H. M. & M. 


Association 


Succeeds W. B. Munroe as Toast- 
master at Big Philadelphia 
Banquet 


A large number of prominent men in 
the hardware business attended the 
thirty-eighth annual banquet of The 
Hardware Merchants and Manufac- 
turers Association of Philadelphia, held 
Jan. 24, at the Bellevue-Stratford Hotel, 
Philadelphia, Pa. 

William B. Munroe, who has just 
completed his second term as president 
of the association, referred to the work 
and progress of the organization and 
extended a most hearty welcome to the 
guests of the evening. He introduced 
S. Horace Disston, the newly elected 
president who presided, as toastmaster. 

President Disston stated that in ac- 
cepting the office he appreciated the 
trust of the members in electing him 
as well as the honor conferred. He 
asked for the cooperation of the entire 
membership during his term of office. 
Mr. Disston is the fourth president 
elected by the association whose father 
preceded him in the same office. The 
other presidents were Samuel Disston, 
John R. Griffith, Hugh McCaffrey and 
Fayette R. Plumb and their sons S. 
Horace Disston, Paul A. Griffith, Joseph 
J. McCaffrey and Fayette R. Plumb, Jr., 
respectively. At the conclusion of Mr. 
Disston’s introductory remarks he was 
presented with a basket of flowers as 
a token of esteem to “Horace from the 
employees at the factory.” Mr. Disston 
was deeply moved by this token of re- 
gard. 

The Rev. Milton Harold Nichols, 
D.D., of the Park Avenue Methodist 
Episcopal Church delivered an address 
on “The Golden Rule.” He referred to 
the practicability of the golden rule. 
“Business is no longer business for 
business only,” he said. “Today busi- 
ness is opportunity and its fundamental 
is in the application of the golden rule 
as laid down by the great Teacher of 
Galilee long ago. The distinction of 
class, caste, race and creed is devilish 
and un-American,” he declared. 

The Hon. Freeland W. Kendrick, 
mayor of Philadelphia, was tendered a 
rousing ovation as he presented a solu- 
tion of problems confronting the pres- 
ent administration and again when he 
called for the cooperation of his audi- 
tors. 

John W. Raper, editor of the Cleve- 
land Press, Cleveland, Ohio, talked on 
“A Little of This and That,” in an en- 
tertaining manner. Others who made 
addresses were former Mayor John 
Weaver and Isaac Black, president of 
the American Hardware Manufacturers’ 
Association. 

The Madrigal Choir, under the leader- 
ship of Henry Holtz, rendered vocal se- 
lections. 





James S. Bonbright presented several 
souvenirs to the guests. Mayor Ken- 
drick received a washing machine as a 
token of his ability as a cleanser of mu- 
nicipal affairs. 

Floral decorations were distributed 
among the ladies in the galleries at the 
end of the banquet. 


Among those at the speakers’ table 
were: Marshall S. Morgan, J. Carl De 
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La Cour, M. G. Baker, Charles P. Blinn, 
Jr., E. Pusey Passmore, James M. Rose, 
Alba B. Johnson, Charles Z. Tryon, 
Rev. Andrew Mutch, D.D., John W. 
Raper, Robert J. Maharg, Hon. Free- 
land W. Kendrick, William B. Munroe, 
S. Horace Disston, Milton Harold Nich- 
ols, D.D., Paul A. Griffith, Alfred D. 
Clinch, Joseph J. McCaffrey, Hon. John 
Weaver, Isaac Black, F. D. Mitchell, Dr. 
E. J. Cattell, Roy F. Soule. 





George Worthington Co. Issues 
Catalog 


The George Worthington Co., Cleve- 
land, Ohio, hardware jobbers, has issued 
its new catalog, printed largely in three 
column form, which has permitted a 
substantial reduction in the number of 
pages even though there are new lines 
and many more illustrations. There 
are more than 12,000 cuts used. The 
book contains 1202 pages, nearly half 
the number in the previous catalog 
which numbered 2052. This has been 
accomplished by scientific layout of each 
page. Lines are grouped completely on 
pages facing or following. 

Cross indexing has been carefully 
done so that dealers should have no 
difficulty in locating items. Wherever 
practical, goods are priced consistent 
with standard list. 





Saunders Norvell Sails 


for Europe 


Saunders Norvell, for many years 
prominently identified with the hard- 
ware industry and author of the series 
of articles, “Forty Years of Hardware,” 
now appearing in HARDWARE AGE, sailed 
on Feb. 2 on the S.S. Majestic for a five 
weeks’ business trip in Europe. Mr. 
Norvell, it is said, will visit England, 
France and Germany. 





Mann Electric Supply Co. 


to Represent Westinghouse 


The Westinghouse Electric & Mfg. 
Co., East Pittsburgh, Pa., has appointed 
the Mann Electric Supply Co., Colum- 
bia, S. C., its representatives in that 
State for the distribution of electrical 
equipment. With a recent addition of 
11,000 sq. ft. in warehouse floor space, 
the firm is prepared to furnish efficient 
electrical service to the State of South 
Carolina. They will carry a complete 
stock of motors, meters, transformers, 
line materials and other electrical 
equipment of Westinghouse manufac- 
ture. 





Michigan Firm Changes 
Name and Owner 


The interest of D. J. McGuire in the 
retail hardware business of Granger & 
McGuire, Fenton, Mich., has recently 
been acquired by his partner, F. M. 
Granger, and the name of the business 
changed to the Granger Hardware Co. 
Mr. Granger, who will have the man- 
agement of the company, has sold an 
interest to Mark Gordon. 





G. Brewer Griffin Heads 
M. and A. M. A. 


G. Brewer Griffin, manager of the 
automotive equipment department of 
the Westinghouse Electric & Mfg. Co., 
East Pittsburgh, Pa., was elected presi- 
dent of the Motor and Accessory Manu- 
facturers’ Association at the recent 
convention of that organization held in 
New York. 





Perfection Motor Co. 
Opens Branches 


A number of branch offices have re- 
cently been opened by the Caille Per- 
fection Motor Co., manufacturer of ma- 
rine motors, 6210-50 Second Boulevard, 
Detroit, Mich., with a view of having 
sufficient stock on hand in different 
parts of the country to promptly meet 
the requirements of the trade. Branches 
have been opened in Chicago, IIL; 
Seattle, Wash.; New York, N. Y.; San 
Francisco, Cal.; Baltimore, Md., and 
Washington, D. C 


Caille 




















February 7, 1924 


HARDWARE AGE 


189 








OF THE TRADE 








SPOOEROR SOREL ES OT eT ee ET 


by Pratt & Lambert 
at Buffalo 


Graves, Bouck and Anderson Were 
Elected Vice-Presidents—J. H. 
McNulty Reelected President 

A. D. Graves was elected senior vice- 


resident and treasurer of Pratt 
mbert, Inc., manufacturers of var- 





A. D. Graves 


nish, Buffalo, N. Y., at a recent meeting 
of the board of directors. Mr. Graves 
joined the company in 1908. His ad- 
ministrative ability, augmented by a 
selling experience of more than ten 
years with the company, has been dem- 
onstrated in his rapid rise in the Pratt 
& Lambert organization from salesman 
to manager of trade sales, then general 





J. B. Bouck, Jr. 


manager, and now senior vice-president 
and treasurer. 

Bouck, Jr., was elected vice- 
president, in charge of the eastern divi- 
sion at New York. His appointment as 
secretary-treasurer in 1917, with head- 
quarters in New York, followed as a re- 
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sult of his accomplishments as resident 


.Manager, assistant resident manager 


and salesman in the territory where, in 
1893, he began his career as office boy. 
F. W. Robinson was elected vice- 





F. W. Robinson 


president, in charge of manufacturing. 
As general superintendent he has been 
an important factor in the development 
of the company’s business. He is re- 
sponsible for maintaining production. 
His connection dates back to 1896, at the 
New York plant. 

The following officers were reelected: 
J. H. McNulty, president; J. N. Welter, 
vice-president, in charge of the western 
division, Chicago; H. E. Webster, secre- 





H. E. Hoagland to Represent 
Manufacturers 


H. E. Hoagland, manager of sales of 
the warm air furnace department of 
Moore Bros. Co., Joliet, Ill., has recently 
resigned to act as manufacturers’ agent, 
specializing in gas, coal and electric 
ranges, warm air furnaces and kindred 
lines, Mr. Hoagland’s headquarters are 
at 1452 Bryden Road, Columbus, Ohio. 





Geo. Worthington Co. Holds 
Sales Convention 


The George Worthington Co., Cleve- 
land, Ohio, held its annual sales con- 
ference Dec. 26-29 with eighty-five 
delegates in attendance. The open ses- 
sions were held at the Hotel Cleveland, 
various department heads acting as 
chairman, a post usually filled by H. E. 
Hulburd, sales manager, who was too 
sick to attend. Wednesday and Thurs- 
day were given to big meetings. 





Bunting Changes Name 


The corporation name of the Bunting 
Hardware Co., Kansas City, Mo., has 
been changed to the Bunting Hardware 
& Machinery Co. The retail advertis- 
ing will, however, continue to carry the 
signature of Bunting Hardware. 





Hobart Ames Resigns 
as President Ames 


Shovel & Tool Co. 


Alfred C. Howell, of Bethlehem 
Steel Co., Succeeds Him 
Feb. 15 


Hobart Ames, for nearly twenty- 
three years president of the Ames 
Shovel & Tool Co., Boston, Mass., has 
resigned and Alfred C. Howell, for 
many years connected with the Bethle- 
hem Steel Co., Bethlehem, Pa., has been 
elected as his successor. Mr. Howell 
had previously been elected a director. 
The change in the presidency is to be- 
come effective Feb. 15, 1924 

Mr. Ames will remain as one of the 
directors, but intends, it is said, to de- 
vote more of his time to his private 
interests, and will no longer act as the 
chief executive of the company. 

Mr. Howell’s connection with the steel 
industry extends over a long period of 
years. He served in various responsible 
positions in Bethlehem, Philadelphia, 
Cincinnati and Pittsburgh with the 
Bethlehem, Midvale and Carnegie Steel 
Companies and was for a few years 
manager of the steel department of the 
W. Bingham Co., Cleveland, Ohio. 





Schaw-Batcher Co. Adopts Unis 
System 


The unit system of pricing was re- 
cently adopted by the Schaw-Batcher 
Co., wholesale hardware, Sacramento, 
Cal., which has had the subject under 
consideration for some time. At the 
company’s annual salesmens’ conferencyu 
held in December and attended by the 
entire sales organization, representing 
the retailers in their respective terri- 
tories, the adoption of the unit system 
was unanimously urged as an effective 
means of assisting the retailer in arriv- 
ing at the retail price, as well as a 
means of saving time and the elimina- 
tion of mistakes incidental to convert- 
ing the price per dozen into the price 
per each. 

The company’s decision to adopt the 
unit system is the result of an intensive 
survey of the field and it has already 
revised 25 per cent of its catalog prices 
on this basis, and it is said that by early 
February its entire catalog prices will 
be reduced to unit prices. 





Strauss Broadcasts Address on 
Mechanical Toys 


“The Mechanical Toy Industry in 
America” was the title of an address 
recently broadcast by radio through 
station WJZ, New York City, by Ferdi- 
nand Strauss of the Ferdinand Strauss 
Corp., for which Geo. Borgfeldt & Co., 
111-119 East 16th Street, New York 
City, is the sole distributor. 
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Hardware Boosters 
Discuss N. Y. Convention 


The Hardware Boosters held their 
regular meeting at the Hardware Club, 
New York City, on Jan. 26 at which 
time ten new members were added to 
the roll. Chief Booster Bert Conner 
presided and there was a good at- 
tendance. Chairman Dietrick of the 
Entertainment Committee announced 
another smoker to be held this spring. 

It was stated that final plans were 
under way for the complete cooperation 
between the Boosters and the New York 
State Hardware Association to make 
the coming show in New York City the 
success that President Atkinson and 
Secretary Foley want it to be. 

It was announced that Murray Sar- 
gent of Sargent & Co., New Haven, 
Conn., would probably be a guest at the 
April ‘meeting. It was also stated that 
there is a movement on foot to estab- 
lish a Booster organization resembling 
the New York organization in other 
cities. We have forwarded some of our 
literature on request to some interested 
men outside our city. 


E. D. Peck to Head Paint 
Publicity Committee 


E. D. Peck, advertising manager and 
manager of retail stores of Devoe & 
Raynolds Co., Inc., manufacturer of 
paints, varnishes, brushes, etc., New 
York City, has accepted the invitation 
of Norris B. Gregg, president of the 
National Paint, Oil and Varnish Asso- 
ciation, of 111 Broadway, New York 
City, to serve as chairman of the pub- 
licity committee of the organization 
during the year 1924. 





Obituary 





John Fred Hillerich 


John Fred Hillerich, pioneer baseball 
bat manufacturer and founder of the 
firm of F. Hillerich & Son, now known 
as Hillerich & Bradsby, Louisville, Ky., 
died at his home in Louisville recently 
in his ninetieth year. His death was 
the aftermath of injuries suffered the 
morning of Jan. 2 when he fell on the 
icy driveway at his home and broke his 
hip. 

The factory that manufactured 
“Louisville Slugger” baseball bats was 
founded by Mr. Hillerich in 1872. When 
Mr. Hillerich resigned from the presi- 


dency of the company in 1916 his only 


son, John A. Hillerich, became president. 
and F. W. Bradsby, secretary-treasurer 
of the new firm of Hillerich & Bradsby. 

Besides his widow and only son, Mr. 
Hillerich is survived by five daughters 
—Mrs. J. Johns, Mrs. Charles School, 
Mrs. Lee Barnes, Mrs. Louis Francke, 
all of Louisville, and Mrs. H. E. Coch- 
ran of Chattanooga, Tenn. He is also 


survived by ten grandchildren and five 
great-grandchildren. 


George Rehm 


George Rehm, president of the Rehm 
Hardware Co., Chicago, IIl., ‘died at his 
home in Oak Park, Ill., Jan. 16, after a 
short illness. His’ death resulted from 
pneumonia, contracted on the eve of his 
intended departure to his winter home 
in Florida. * 

Mr. Rehm yas born May 4, 1850, and 
resided at pas Grove, Ill, until the 
age of eighteen when he entered the 
employ of his brother Andrew, who at 
that time conducted a retail store in 
Blue Island Avenue, Chicago. Two 





es 








George Rehm 


years later he assumed an interest in 
the business and later, with his younger 
brother Daniel, acquired ownership of 
the business. For a number of years 
they continued under the partnership 
name of G. & D. Rehm, and in 1905 in- 
corporated as the Rehm Hardware Co., 
at which time the business became ex- 
clusively wholesale. Mr. Rehm was 
elected president and held this office 
until his death, having thus been ac- 
tively engaged in the hardware business 
for fifty-six years. 





E. C. Atkins & Co., Inc., Issues 
Catalog 


A new general catalog, known as No. 
19, has recently been issued by E. C. 
Atkins & Co., Inc., manufacturer of 
saws, Indianapolis, Ind., describing and 
illustrating its line of silver steel saws, 
saw tools, saw specialties, machine 
knives, grinding wheels, metal cutting 
machinery, etc. The catalog has been 
designed with a view of keeping the 
size and general arrangement as com- 
pact and condensed as possible, while 
still covering the subject thoroughly. 





Du Pont Awarded Prize 


E. I. du Pont de Nemours & Co., Inc., 
Wilmington, Del., was awarded the 
Grand Prize for its exhibit of dynamite, 
caps and fuses at the Brazilian Inter- 
national Centennial Exposition, recently 
held at Rio de Janerio. 





Greenfield Tap & Die 
New Packing Method 


In order to eliminate as much as pos- 
sible the trouble and expense connected 
with the reshipment of its screw plates, 
the Greenfield Tap & Die Corporation, 
manufacturer of gages, screw cutting 
tools, reamers, twist drills, pipe and 
machine tools, Greenfield, Mass., has re- 
cently developed a new method of pack- 
ing its most popular numbers. 

On stock orders the company will now 

ordinarily pack each screw plate in a 
corrugated container instead of using 
wrapping paper as formerly, and the 
shipment assembled and shipped in the 
customary wooden case. This system, 
it is said, will facilitate reshipment by 
the wholesaler in that it is only neces- 
sary to address a label and attach it to 
the corrugated label, no extra packing 
or wrapping being required. The fol- 
lowing are, the screw plates to be 
affected by the change in packing: 

Little Giant screw plates—Nos. 1, 2, 3, 
4, 5, 5%, 6, 7, 8, 9, 944, 31, 35, 37, 37%, 





| 306, 307, 310, 311, 65, 6514. O.K. screw 


plates—Nos. 1, 5, 5%, 7, 7%, 31, 319. 
Green River screw plates—Nos. 5000, 
5001, 5002,485004, 5005, 500544, 5006, 
5007, 5009, 6031, 5035. Lightning screw 
plates—Nos. 8004, 8005, 8007, 8009. 


American Hdwe. & Supply 


Co. Holds Annual Meeting 


The annual meeting of stockholders 
of the American Hardware & Supply 
Co. of Pittsburgh, Pa., was held in that 
city on Monday and Tuesday, Jan. 28 
and 29. The first day’s session was 
given over largely to social activities, 
the company furnishing a noon luncheon 
to its stockholders and invited guests 
in its offices in the Terminal Building, 
where its offices are located. In the 
evening a complimentary theater party 
was held at which more than 200 mem- 
bers of the company with their wives 
and daughters were present. 

Tuesday was given over to executive 
meetings, at which reports showed that 
the business of the firm in 1923 showed 
an increase of over 20 per cent over the 
previous year. C: W. Scarborough of 
Scarborough & Klauss, retail hardware 
dealers of Pittsburgh, was reelected 
president for another year; W. M. Scott 
of W. M. Scott & Co., hardware dealers, 
Carnegie, Pa., was elected vice-presi- 
dent, and W. W. Jacob was reelected 
secretary and treasurer. The directors 
for this year consist of H. M. Kirk of 
Kirk, Hutton & Co., New Castle, Pa.; 
B. E. Wylie of Wylie Bros., Elizabeth, 
Pa.; John Getz, Kent, Ohio; Harry Mur- 
phy of Murphy-Burnham Hardware Co., 
with stores at Lynchburg, Hillsboro 
and Wilmington, Ohio, and B. C. Nebo 
of Nebo Bros., Homestead, Pa. In addi- 
tion to the above, thirteen other direc- 
tors carry over for this-year, the com- 
pany having nineteen directors in all. 
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Carpenter-Morton Club 
Elects Officers 


Officers for the ensuing year were 
elected at the annual meeting of the 
Carpenter-Morton Club, of the Carpen- 
ter-Morton Co., manufacturer of paints, 
varnishes and paint specialties, Everett 
Station, Boston 49, Mass., held at the 
Boston Art Club, Boston, Jan. 26. At 
the meeting, which was presided over 
by Percy J. Haag, outgoing president of 
the club, and the following are the new 
officers: President, Warren F. Hoye; 
secretary and treasurer, James Han- 
way. The nominating committee who 
brought in the names of the officers to 
be voted on were William E. Gilmour, 
treasurer of the Carpenter-Morton Co., 
and Eben W. Smith, New England sales 
manager for the company. 

The guest of the evening was Hon. 


Pittsburgh Retailers 
to Attend Pasha Meeting 


At the monthly meeting of the Pitts- 
burgh Retail Hardware Dealers’ Asso- 
ciation held in that city on Friday eve- 
ning, Jan. 25, only routine business was 
transacted. The new president, Gustave 
Schulze of Carnegie, Pa., appointed his 
committees for the current year. C. W. 
Scarborough, secretary, announced that 
he is in charge of transportation mat- 
ters for the Pittsburgh hardware deal- 
ers that expect to attend the annual 
meeting of the Pennsylvania and At- 
lantic Seaboard Hardware Association, 
Inc., to be held in Philadelphia on Feb. 
12-15 next, and that he has arranged 
for a special train on the Pennsylvania 
Railroad to leave Pittsburgh on Monday 
morning, Feb. 11, at 9.45 o’clock. This 





Walter C. Wardwell, ex-mayor of Cam- 12% train will pick up delegations on the 
bridge and at the present time Middle- J. Clark Coit, whose appointment way that are going to the meeting, and 
sex County Commissioner. The meet- as head of the Winchester-Sim- dinner will be served on the train which 


ing was preceded by a dinner and the A | will be complimentary from the Pitts- 
wy le of the weilte was devoted to mons Co. of Ss t. Louis, Mo., — burgh Association. Secretary Scar- 
the discussion of matters relative to announced im HARDWARE AGE, borough expects from 150 to 200 hard- 
paint, varnish and allied industries. S Jan.31 ware dealers will be aboard the train. 
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If It’s Not on the Shelves You Can’t Sell It 


















WELL, SPRING- WILL 

SOON BE HERE- I'VE 
GOT 70 GET Busy 
LINE UP MY SPRING 
LUNES — HEY,J//4, 














WE WANT 70 BUILD UP 
OUR AUTO ACCESSORY 
DEPARTMENT YEAR 
AND ALSO GO 


















THIS IS 
GOING- TO BE A BIG 
BUILDING YEAR, JIM, 
WE WANT TO GO STRONG 


AND BELIEVE 
ME,JIM, IM NOT 
TO OVERLOOK ELECTRICAL 





















COME ON TOOLS, BUILDERS HOUWEHOLD DEVICES EITHER- On antnae dat 
VARNISHES, WE MUS 0 tat PAD AND 
STU) PENCIL, 


JIM 








ETc 



















Y 
GD 


Ls 






HAVE YOU POULTRY AND DAIRY 
SUPPLIES, FENCING, ETc, ON THE 
LiST ~' I GUESS THAT wit: Do 
FOR A STARTER, 
JIM-WELL ADD To 
THE LIST LATER 















Dio You 
PUT DOWN GARDEN 
AND LAWN TOOLS, SEEDS, 
GOSH!— DONT FORGET 
AND GooosS 
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STUFF OW 
SHELVES 
OR You 
CAN'T 
SELL 
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Price Maintenance Champions Demand 


Hearing on Pending Bills 


Committee May Assign Date Early in March—Mellon Bill 
to Relieve 1923 Taxpayers—Trade Commission 


(WASHINGTON, D. C., Feb. 4, 1924) 
[sa House Committee on Inter- 

state and Foreign Commerce has 

been nearly submerged during the 
past fortnight by a flood of letters and 
telegrams from manufacturers and 
merchants in all parts of the country 
demanding that the committee set a 
date for the projected hearing on the 
price maintenance bills. The writers of 
these communications do not insist 
upon an immediate hearing nor do they 
desire to antagonize other important 
measures like the pending railroad leg- 
islation, but they do insist that Chair- 
man Winslow shall make good his long- 
standing pledge to fix the date upon 
which he and his colleagues shall hear 
arguments on the price maintenance 
question. 

No one unfamiliar with recent congres- 
sional history can appreciate the par- 
liamentary situation in the new Con- 
gress which has made it almost impos- 
sible for the so-called majority leaders 
to éarry out their plans with reference 
to the docket of measures which are to 
receive consideration at the present ses- 
sion. I say “so-called majority leaders” 
advisedly for the reason that neither 
of the big parties has a majority in 
either House or Senate at the present 
time. 


Insurgents Hold Balance of Power 


The controlling influence today in 
both upper and lower houses is com- 
posed of a handful of Republican in- 
surgents under the domination of Sen- 
ator La Follette of Wisconsin. This 
faction proved its ability to prevent the 
reelection of Speaker Gillett and 
forced Leader Longworth to make con- 
cessions with regard to the provisions 
of the House rules—concessions that 
now threaten to jeopardize the entire 
structure of the Mellon tax reduction 
bill. The same contingent proved its 
power in the Senate by preventing the 
reappointment of Senator Cummins of 
Iowa as chairman of the Senate Com- 
mittee on Interstate Commerce and by 
forcing the selection in his stead of 
Senator Smith of South Carolina, an 
influential Democratic member of the 
committee. 

This extraordinary parliamentary 
situation, never before paralleled in the 
history of the United States, has dis- 


Alleges Radio Trust 
By W. L. CROUNSE 


heartened the Republican leaders and 
has materially slowed down the big leg- 
islative machine. The direct effect upon 
the program of price maintenance leg- 
islation has been to induce the House 
Committee on Interstate and Foreign 
Commerce to postpone almost indefinite- 
ly hearings on this subject and upon 
the very important matter of railroad 
legislation until the strength of the 
Republican plurality—if there is a Re- 
publican plurality—has been demon- 
strated by test votes on the Mellon tax 


' reduction bill. 


Champions Not Disheartened 


It should not be assumed that there 
has been any decline in the enthusiasm 
of the promoters of price maintenance 
legislation in the House. Messrs. 
Kelly, Merritt and Wyant, the authors 
of the pending bills, express the great- 
est confidence in the ultimate enact- 
ment of a well considered bill. 

They are very hopeful that the par- 
liamentary tangle, which has compli- 
cated every issued now before Congress, 
will be speedily straightened out and 
the way cleared for rapid progress on 
the price maintenance bills. While they 
are disposed to believe that railroad 
legislation must take precedence they 
are quite confident that hearings on the 
measures so dear to their he&drts will 
begin within the next thirty days and 
that the dates of these hearings will be 
announced within the coming fortnight. 

One of the most telling arguments 
that has reached the House Committee 
on the subject of the desirability of 
price maintenance legislation is con- 
tained in a letter recently received from 
a large manufacturing concern produc- 
ing nationally advertised specialties. 
For comprehensiveness, terseness and 
vigor this communication bears off the 
palm. It is in part as follows: 


A Convincing Argument 


“By these bills it is proposed to legal- 
ize the making of contracts between 
manufacturers and dealers whereby the 
former may fix the price at which his 
products shall be sold to the consumer 
provided the goods are trademarked, 
branded or otherwise identified. The 
proposed legislation is permissive and 
does not impose upon any manufac- 
turer, wholesaler or retailer the neces- 


sity of entering into such contracts un- 
less he desires to do so. The element 
of monopoly is wholly eliminated as 
these bills expressly provide that legal 
contracts for the maintenance of re- 
sale prices cannot be made as to any 
class of merchandise monopolized by 
the producer. 

“The purpose of the legislation, in a 
word, is to prevent the employment by 
price cutters of standard identified 
merchandise of known quality as bait 
with which to obtain the patronage of 
the public and to assist in the sale of 
unidentified goods of doubtful quality 
at relatively high prices. 

“Reckless price cutting has come to 
be a crying evil in many lines of trade 
and especially in the retailing of drugs, 
medicines and allied products. Because 
the manufacturer, under the law as 
now construed by the courts, cannot 
protect his distributors against price 
cutting rivals, it frequently happens 
that the retailing of standard products 
of high quality is rendered so unprofit- 
able that the handling of such goods is 
abandoned by large numbers of mer- 
chants, to the great injury of both pro- 
ducer and consumer. 


Will Help the Consumer 


“The proposed legislation is distinct- 
ly in the interest of the consumer. It 
will enable him to purchase in almost 
any market the standard product he de- 
sires to buy with the knowledge that 
the price he pays is the uniform cost 
of the article to all comers everywhere. 
The protected price will insure the wid- 
est possible distribution of the identi- 
fied article, such distribution contrib- 
uting to the reduction of the costs of 
both manufacturers and merchants. 

“Under a price-protecting law the 
manufacturer will be saved losses and 
expenses he must now incur and these 
savings, together with lower costs of 
distribution, will be reflected in his 
prices. Finally, the competition of 
high-grade standard articles with each 
other, free of the demoralizing influ- 
ence of price cutting which is always 
lacking in uniformity and_ stability, 
may be relied upon to result in the fix- 
ing of prices as low as they can be 





(Continued on page 224) 
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February— 


A Month of Opportunity 


EBRUARY in many lines of business is the zero 
hour. By this I mean that it is harder to put 
pep and snap into February than almost any 

other month in the year. The salesmen have been 
home for the Christmas holidays. They have had 
their conventions. They have started out on the year’s 
work with enthusiasm. The first round in January is 
usually a good one. Retail merchants have taken 
their inventories and have filled up their gaps. If 
orders have not already been taken for spring goods, 
they are usually cleaned up in January. Therefore 
when the salesmen start 


of our members that we increase the sale of furs by 
having the ladies’ clothing trimmed in furs.” Well, 
that was quite an idea. It happened the following 
week that I was at a large ball at the Hotel Ritz- 
Carlton here in New York. As I stood and watched 
hundreds of debutantes ascend and descend the beauti- 
ful staircase I was interested to observe that most of 
their dresses were trimmed in fur. “Ha, ha,’ I said 
to myself, “my friend with the selling idea has gotten 

in his fine work.” 
However, the most amusing experience I have had 
along the line of develop- 





on their rounds in Feb- 
ruary they are, as it were, 
between “hay and grass.” 
Winter business is about 
all over, while spring busi- 
ness with the retailer has 
not yet started. Under 
such conditions what is a 
sales manager and his 
salesmen to do? 

Of course, some people 
will say, as they always 


your house?” 





6¢ TN my opinion, the month of February is 

the best.month in the year for a salesman 
to talk to his customers about their accounts. 
Your customer will have time to listen to you. 
Why not talk to him on the subject of CONCEN- 
TRATION? What good did he get last year from 
buying from every Tom, Dick and Harry who 
called? Why not concentrate more business with 


ing business was when a 
man called on me the other 
day and stated he was con- 
nected with an association 
of leather manufacturers. 
said he, “the fashion of 
women wearing shoes with 
practically nothing to 
them but soles, and men 
wearing low-cut shoes, has 
had a very serious effect 
upon the sales of leather. 








do at first opportunity— 

“Why, let’s take it easy.” A good many of the more 
fortunate or the more careless hike out for Florida 
and other Southern resorts. Those of us who are 
not so fortunate have the pleasure of looking over 
pictures in the illustrated section of the Sunday 
morning papers of all of our best families disport- 
ing themselves in bathing suits at Palm Beach, 
Miami, Bermuda, etc. 

By the way—I can hardly imagine anything that 
causes more discontent and dissatisfaction than these 
same Sunday illustrated supplements. The poor sales- 
man’s wife who has a hard time getting enough fur to 
trim the top of her best coat studies these supple- 
ments and she sees ladies swathed in long coats of 
ermine and sable. She wonders why fate made her 
the wife of a traveling salesman when she might be 
posing in these furs with one foot on the ground 
while her other toe was gracefully arranged so as to 
show off her openwork slippers to the best advantage. 
She does not realize that most of these charming 
ladies in their furs are simply mannikins who only 
wear the furs in the showrooms of the furriers during 
business hours! 

The other day on the train several of us were holding 
the usual forum in the smoking room. Each one of 
us told about his line. One man was in the fur busi- 
ness. He did not sell furs. He was, however, the 
representative of a fur association and he told us that 
he was paid a good salary and liberal expenses to travel 
over the country, visiting dressmakers and modistes 
simply to suggest to them in making their gowns this 
winter that they arrange with their customers to have 
them trimmed with fur. “You see,”* he remarked, 
“the fur business on account of the open winter has 
been somewhat on the toboggan, so it occurred to one 


Now,” said he, “our asso- 
ciation is working up propaganda in favor of high top 
shoes. You see, this means the use of more leather. 
What I want from you,” said he, “are some arguments 
why people should wear high shoes instead of low 
ones.” All I could think of was that fat people should 
never wear low shoes because they mashed them all 
out of shape. I strongly recommended high shoes for 
ra people. “Well,” said he, “there is something in 
that.” 

Then from out West a newspaper man writes me, 
“I have to make a speech at a meeting of an associa- 
tion of monument manufacturers (tombstones.)” He 
wrote that he had given the subject of monuments a 
great deal of thought but he could not gather any 
good ideas together that would lead to an increased 
sale of monuments. I replied to this correspondent 
that really the only way to build up a large monument 
business was to get people to anticipate their wants 
in monuments. Now it stands to reason that if a 
man is brought to seriously consider his own monu- 
ment or his family monument, he is very likely to 
spend quite a little money on this perpetuation of his 
greatness. On the other hand, when the head of a 
family dies suddenly without having prepared any 
monument, what happens? At first the family are so 
shocked and grieved that they do not wish even to 
consider such a thing as a monument. Then after a 
few months have passed and they have recovered 
somewhat from their bereavement, it is a question 
then—time having performed its healing work— 
whether a very expensive monument is really neces- 
sary. In other words, possibly a trip to Europe for 
the widow and her daughters might actually do more 
good than a monument! 

Of course you have all heard the story of the man 








~~ SO ES ED OP 


194 HARDWARE AGE 


who died and left $1,000 for a stone. Afterward his 

sOn was seen wearing a very handsome diamond! 
Then I suggested to this newspaper man as an 

“interrupting idea,” that the monument people might 


start propaganda that monuments for the dear de- . 


parted should be erected, not in the cemeteries where 
very few people see them, but in the cities and towns 
in the form of attractive fountains or artistic bird 
baths or drinking places for animals. Such artistic 
monuments could be engraved with the name of the 
family erecting them. They would certainly make 
our towns more attractive and the memory of the 
departed would be kept green among their old neigh- 
bors with whom they had lived for so many years. I 
never heard about the speech of this newspaper man 
at this monument convention. I would like to see a 
copy of it. 

Now what has all this got to do with the month 
of February? In my opinion, the month of February 
is the best month in the year for a salesman to talk to 
his customers about their accounts. Your customer 
will have time to listen to you. Why not talk to him 
on the subject of concentration? What good did he 
get last year from buying from every Tom, Dick and 
Harry who called? Why not concentrate more business 
with your house? 

Then of course in February the retail merchant has 
a splendid opportunity to drop in and see his customers 
about their spring buying. I will not give you a list 
of all the goods that are needed in every family keep- 
ing house for the spring time. I myself live in a small 
town near New York. We have three retail hardware 


New Federal Receivers Will Not 
Reradiate 


The new type 110 receiver, made by 
the Federal Telegraph and Telephone 
Co., Buffalo, N. Y., incorporates the 
following outstanding features. 

Adaptability to all makes of vacuum 
tubes including dry battery operated 
tubes; shock-proofing tube sockets to 
eliminate foreign, mechanical noises ; 
improvement in tone reproduction; 
adaptability to all types of antenna; 
elimination of reradiation; ease of con- 
trol and selectivity between stations; 
concealed binding posts; tastefully 
finished cabinets, highly polished in- 
strument panels and space for inclosure 
of dry batteries in cabinet. 


During the past year the Federal able tendency to reradiate. The main 
Research Division has made some in- inductance consists of forty-eight turns 
teresting discoveries relating to the of wire so disposed that the selector 
clear reproduction of music. The audio switch varies the amount in use with 


frequency transformer contained in the antenna. 


this set is such that it gives an abso- inside 


lutely faithful reproduction of the 
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‘stores in our town. As I have a truck garden and 


also a flower garden, every spring I have to buy quite 
a few items from a hardware store. Now it is a 
curious fact that not one of the retail hardware 
dealers in my town has ever called on me or asked me 
for any business. I have never received a circular 
from one of them on the subject of spring goods. They 
have never called me up on the telephone and reminded 
me that we had a hardware store in town. They 
actually do not know whether I buy my hardware in 
the village where I live or whether I get it in New York. 
Anyhow, as far as I know, they have never tried to 
keep the business at home. Now of course I know 
what you are thinking. My credit is 100 per cent. . 
I pay promptly. As far as I know I am a good pros- 
pect in my town for the retail hardware dealer but 
he has never attempted to try any spring buying cam- 
paign on me. How many other buyers of hardware 
can say, as I do, that when I wish to buy hardware I 
have to go and do all the buying myself? Absolutely 
nothing is ever sold to me. 

Therefore I am heartily in accord with the idea of 
HARDWARE AGE, as I understand it, of having a Spring 
Selling Campaign or do they really call it a Spring 
Buying Number? If they do, I suggest they change 
the name. What I think is needed all over the country 
in order to compete with the fur association and the 
leather association and the monument association is 
more spring selling—real, man-to-man, personal sell- 


‘ing—get me? 


“THE SALES MANAGER.” 








and a printed “fortune,” each has an 
individual full color picture and key 
number which refers to a code of 
meanings. For instance, a brilliant 
peacock in full plumage, numbered 
“7,” signifies pride; a laurel wreath, 
fame and honor; a castle, romance and 
adventure; a tea table, gossip; a coiled 
snake, malice; and so on through the 
entire list of forty-five cards. 

The meanings of the cards are based 
on old Hawaiian superstitions, and 
they seem to tell uncannily true for- 
tunes. Packed with each deck of cards 
is a simply written booklet which gives 
the key to the card meanings and tells’ 
how to read a person’s fortune. 





Table of Values 
of Hardware 


HARDWARE AGp takes pleasure in pub- 
lishing again the table of values of manu- 
factured hardware compiled by Oliver 


notes of the bassviol, drum and the Fortune Telling Cards Based on Brothers, Inc., 71-73 Murray Street, New 


lower keys of the piano. _ ; 
Another feature of this receiver is 


Superstitions 


York City, in which the fluctuations of 
prices from March, 1912, to December, 1923, 








that it does not require an elaborate 
antenna for successful operation. Elec- 
tric light wire attachments, indoor 
aerials, piano strings and bed springs 
may be uSed as substitute antenne. 
This is made possible by the use of a 
distinctive tuning coil. It is known as 
the auto-transformer type, similar in 
operation to the. conventional single 
circuit coil, but without the objection- 


The new Teuila Fortune Telling re recorded on the opposite page. 


Cards, made by the U. S. Playing 
Card Co., Cincinnati, Ohio, are_ of 
brilliant coloring and excellent quality. 
The set consists of forty-five bridge- 
size cards, with gold edges and full 
color back picturing a Hawaiian girl 
telling fortunes in the native manner. 

The faces of the cards, instead of 
bearing the usual playing card indexes 


In the past, this table has created much 
favorable comment, and it has been used 
by statisticians and market authorities in 
all parts of the country. It is as authorita- 
tive as it is humanly possible to make a 
table of this kind. The comments and note 
published above the table itself are worth 
careful attention, and should be read to 
obtain a comprehensive understanding of 
the table as a whole. ; 

















Editor’s Note: 


We submit the following table of values of manufactured har 
piled by Oliver Brothers, Inc., New York and Pittsburgh, for their | 
cause of the valuable data given and which we know will be welc 


This table of values applying to manufactured hardware, will, 
able supplement to the table of values of iron, steel wire and metal 
of July 12, 1923, and which latter table can be obtained from Oli 
Street, New York, N. Y., upon request.—Editor Hardware Age. 


Comments: The prices shown in this table of manufacture 
have been taken from our records compiled in following the price 
our regular business as resident buyers for wholesale houses, dome: 
it will be exceptionally interesting to all merchants, hardware n 
manufacturers of special brands may have obtained prices differer 





















































































































































































































































Item | 
No. MATERIAL Unit 
| Miambedeenbette de w8l6......--<..2...06.-.c5cccccectschesseercaacd Som 
2 Track bolts, square nut, 34 x 34. 4 a Neetaia toh | sarees ) UE ieee ae es 100 Lb. 
3 |Crow bars, 10 to 40 Ib............ OSA ION TH Baa 
4 |Heavy hammers and sledges, 5 Ib. and over... .. mM Pree aa agate a % See peti 100 Lb. 
5 Railroad picks, 6 to 7Ib................ ERR iT Si PeantS Opis) 
i i 56 re Adcausmuinnkochesacgcescdeed \. <i 
7 |Hot pressed nuts, square, blank, / in... g z s men : RRR :: = is Pees pee 100 Lb 
S Mreneusbesiten Sin withetubende.................ccceccccecceeeseeeee] 
b eee WERE... 25.66... .c.sceecncecssesssscs-ss-ec0] 
10 Small black rivets, 144 x 14, in kegs.. v0 x une ¢ eS Sao, ee ae 100 Lb. 
Si Waenasicen cut Gusts, Mo. 4, blood, intel... eee cece cece eee el | 100 Lb. 
12 Wood screws, flat head, iron............ By Seite eR ee Reese Per Cent Off List 
13 Shovels, plain back, No. 2, 4th grade... a eo Che a ear tanec iy Doz. n¢ 
14 ~=‘|Screw, hook and strap hinges, 22 in. to 36 in... ae os mS eee err os i os 100 Lb. 
15 Ball tip, loose pin, steel butts, 314 x34...... tag; 7 oe 7 Sears art Res vie te te Doz. Pr. 
16 |Wrought brass butts, 2 in. narrow........... _ eee =, pe care ace x ; ik ee Gross Pr. 
17 Stillson pattern wrenches, 10 in...... aia . | ; we = ee np ahela Rata cea veneered ree Doz. 
18 |Monkey wrenches, knife handle, 10 in. fe Rey | pee red ae her i 2 2 Sed Doz. 
19 |Files, 10 in. flat bastard...../........ Ca RT Me Hal ieee 
20 Carbon twist drills, 14 in., ound straight shank, Jobbers Lengths........ eck fais Doz. 
21 ee SS Se Ge ee | Doz. 
22 Soldering coppers, 4 Ib. base (July, 1921, and later, 3 Ib. base)........... ae Lb. 
ee ee ‘ ie ~ Doz. 
24 #«jCar movers, Badger.............. ; ae eo , 3 r : . = | 3 oe oa ae | : Doz. 
25 Wire rope, cruc. cast steel, 6 strand, 19 wire, °4 in. diameter. . ‘ ® = = see 7 reo 100 Ft. 
26 ~=—|Poultry netting, 2-in. mesh, 19-gage wire, galvanized after woven... mire : ‘ oa ; ‘Roll of 600 Sq. Ft 
57 Babieeouseen Chet, 88 eee Slee... .... occ cece cc cevece. causal * SO@qa 
28 |Galvanized water pails, 10 qt........ ORI ELT LONE TR RR: Jem icme 
29 |Enameled cast iron sinks, flat rim, 18x30................0-0.00....0.00....”s Batch 
30 Finished brass compression bibbs, standard pattern, for iron pipe, °% in... . sa) eo Doz. 
31 Axes, unhandled, first quality standard grade, single bit, base............... ; i a Doz. 
32 Plain tin wash basins, 12°4 in., stamped........................... aoe 2 ‘ %. Gross 
33 |Circular spring balances, 30 Ib. x oz............... ib ON EA Best) eee Each 
34 {Lawn mowers, 14 in., ball-bearing........ Gk eobehdutle Miticeceiceoks Gat ann 














hardware and affiliated lines, com- 
ir clients and reproduced by us be- 
veleomed by our readers. 


rill, we are sure, prove to be a valu- 
‘tal materials published in our issue 
Oliver Brothers, Inc., 71-73 Murray 
e. 


tured hardware and affiliated lines 
rice fluctuations in connection with 
mestic and foreign, and we believe 





ardware 


239 West 39th Street, New York Cit 


TABLE of VALUES of MANUFACTUR 


March 1912 to December 1 



























































































































































































































































































































































e merchants in particular. Some Compiled by 
re ee OLIVER BROTHERS, INC., New York, N. Y. and Pi 
Mar. Feb. Dec. Dec. Mar. Dec. July Nov. Jan. Sept. Jan. May Aug. 
1912 1913 1913 1914 1915 1916 1917 1918 1920 1920 1921 1921 1921 
oe 1.35 1.80 1.50 1.35 1.35 3.40 5.00 3.90 3.60 5.00 3.65 3.30 3.00 
1.90 2.35 2.15 1.80 1.70 4.75 7.00 4.90 5.50 7.50 5.25 4.50 4.15 
a 1.80 2.00 1.90 1.80 1.65 4.00 6.50 7.50 6.25 7.25 6.50 | 5.75 5.25 
; 4.26 4.74 4.74 4.62 3.54 7.50 10.80 10.80 9.23 10.80 9.72 | 875 7.88 
oie 2.43 3.38 2.43 2.31 1.87 4.86 7.29 9.00 7.69 8.55 7.69 | 6.75 6.08 
1.35 1.92 1.51 1.35 1.32 4.26 4.97 3.83 4.05 5.33 2.84 | 2.84 2.13 
2.30 3.20 2.60 2.30 2.20 6.30 6.50 6.50 6.50 8.50 6.50 | 4.75 3.77 
28.59 28.51 27.80 | 26.34 | 26.34 45.58 57.20 57.20 61.60 70.40 55.44 | 55.44 50.16 
’ 0.42 0.44 0.44 0.41 0.41 0.78 0.96 1.02 0.78 1.16 0.91 | 0.82 0.70 
2.31 2.68 2.56 2.56 2.40 7.92 8.21 7.20 7.20 8.80 6.40 | 5.17 4.79 
tie 4.22 6.18 5.20 5.22 4.96 11.60 16.25 15.10 17.15 18.15 14.75 14.00 13.00 
List 0.9297 0.926 0.926 0.94 0.9198 0.82 0.784 0.784 0.82 0.784 0.80 0.8169 0.8502 
- 3.83 3.83 4.31 4.31 3.90 6.05 8.50 11.51 10.90 12.90 10.90 10.90 10.90 
a 2.30 2.40 2.20 2.00 2.00 4.00 5.00 5.25 4.75 5.50 5.25 | 4.75 4.75 
ee 0.55 0.64 0.64 0.58 0.61 1.32 1.75 1.75 2.20 2.20 2.00 1.70 1.70 
% 3.38 3.38 3.38 2.95 3.80 7.17 7.17 7.81 7.02 7.02 7.02 6.33 6.33 
ae 4.87 4.87 4.87 4.87 4.75 7.70 9.00 10.00 10.00 11.81 10.12 9.87 9.87 
4.33 4.32 4.32 4.32 4.32 7.77 10.49 11.66 11.88 13.20 13.20 | 11.88 10.69 
113. | 1.13 1.13 1.13 1.13 1.89 2.09 2.73 2.39 2.66 2.66 2.27 2.27 
0.85 0.85 0.85 0.85 0.79 1.14 1.42 1.46 1.39 1.39 1.63 1.63 1.30 
: 1.97 1.97 1.97 3.71 4.01 4.70 5.35 5.35 6.27 5.49 5.49 
0.1814 0.2214 0.2014 0.20 0.19 0.41 0.42 0.48 0.29 0.2914 0.24 0.21 0.19 
4.75 6.00 6.00 5.00 5.00 6.00 9.00 12.50 13.60 17.00 17.00 | 15.00 12.50 
oe 24.00 25.68 24.00 25.00 25.00 27.50 27.50 36.00 34.80 48.00 48.00 48.00 48.00 
| 5.32 4.79 4.79 4.41 4.41 9.98 11.90 11.55 9.28 9.28 9.88 | 9.28 8.68 
q. Ft. 1.97 2.08 1.97 1.88 1.69 3.47 3.47 4.13 4.13 4.13 4.13 4.13 4.13 
t. 1.10 1.05 1.10 0.90 0.90 1.60 1.75 1.95 2.05 2.05 2.25 ‘ 2.25 2.05 
as 16.38 18.14 28.74 33.60 45.97 40.32 50.40 31.92 | 28.73 24.19 
ee a a 1.80 1.80 1.80 1.80 2.57 3.35 4.45 4.55 5.00 5.20 4.30 4.10 
ee 3.58 4.36 3.67 3.58 3.59 6.30 7.18 8.60 9.58 | 10.77 9.58 | 8.82 6.80 
ais 4.50 6.00 5.75 4.50 3.50 8.50 11.50 13.50 14.50 16.00 15.00 | 12.00 12.00 
6.03 6.03 10.44 10.44 10.44 17.16 © 17.16 15.45 14.68 14.60 
yr 5.40 6.00 7.00 7.50 8.00 9.00 9.00 9.00 9.00 7.50 
ie 2.90 2.90 3.60 3.60 5.00 5.50 7.50 7.50 | 7.50 6.40 
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: be, and in 
have been 
| counts in 
ardware ia 
| a reasonalk 
| The | 
239 West 39th Street, New York City aac wise 
The h 
of VALUES of MANUFACTURED HARDWARE peeecoui 
March 1912 to December 1923 Caue 
Compiled by 
ROTHERS, INC., New York, N. Y. and Pittsburgh, Penn., U.S. A. 
| = 
Nov Jan. | Sept. Jan. May Aug. Oct. Jan. Mar. April May June July 
1918 1920 | 1920 1921 1921 1921 1921 1922 1922 1922 1922 1922 1922 
3.90 3.60 | 5.00 3.65 3.30 3.00 2.35 2.25 2.10 2.15 2.25 2.25 2.25 
4.90 : 5.50 = 7.50 5.25 4.50 4.15 3.75 3.25 3.00 3.20 3.00 3.12 3.25 
750 | 6.25 7.25 6.50 5.75 5.25 5.25 4.50 4.50 4.50 4.50 4.50 4.50 
10.80 9.23 10.80 9.72 8.75 7.88 7.88 6.41 6.41 6.41 6.41 6.41 6.41 
9.00 7.69 8.55 7.69 6.75 6.08 6.08 4.86 4.86 4.86 4.86 4.86 4.86 
3.83 «| 4.05 5.33 | 2.84 2.84 2.13 1.91 1.82 1.68 2.22 2.30 2.51 2.56 
6.50 6.50 8.50 | 6.50 4.75 3.77 3.75 3.50 3.25 3.62 4.12 4.44 4.50 
57.20 | 61.60 | 7040 | 55.44 | 55.44 | 50.16 45.98 39.60 39.60 39.60 44.00 44.00 44.00 
1.02 0.78 1.16 0.91 0.82 0.70 0.70 0.54 0.52 0.52 0.52 0.59 0.59 
7.20 =| 7.20 8.80 6.40 5.17 4.79 4.32 3.70 3.70 3.70 3.92 4.21 4.56 
15.10 17.15 18.15 14.75 14.00 13.00 12.00 11.75 11.75 11.75 11.75 11.75 11.75 
0.784 0.82 0.784 0.80 0.8169 0.8502 0.8542 0.8847 0.8847 0.8803 | 0.8803 0.8834 0.8735 
“41.51 10.90 12.90 10.90 10.90 10.90 7.50 9.90 |. 9.90 8.24 | 7.41 7.41 7.41 
525 | 475 | 5.50 5.25 4.75 4.75 4.75 4.75 | 4.25 4.25 | 425 | 4.25 4.25 
4.75 =6| (2.20 2.20 2.00 1.70 1.70 1.70 155 | 1.55 155 | 1.55 1.55 1.55. 
781 — 7.02 7.02 7.02 6.33 6.33 5.49 5.49 5.49 5.49 | 5.49 549 | 5.49 
10.00 | 10.00 11.81 10.12 9.87 9.87 8.78 8.78 8.78 8.78 8.78 8.78 8.78 
11.66 11.88 13.20 13.20 11.88 10.69 10.69 713. | 7.13 713. | 7.13 7.13 7.92 
273 | 239 | 2.66 2.66 2.27 2.27 1.70. 1.70 1.70 1.70 1.70 1.70 1.70 
1.46 139 | 1.39 1.63 1.63 1.30 1.30 1.08 1.08 1.08 0.8734 0.8734 0.73 
4.70 5.35 5.35 6.27 5.49 5.49 5.49 5.49 5.49 5.49 5.49 5.49 5.49 
0.48 0.29 0.291% 0.24 0.21 0.19 0.1814 0.1914 0.1814 0.1814 0.18 0.1834 0.1834 
12.50 13.00 17.00 17.00 15.00 12.50 12.50 12.50 10.00 10.00 10.00 10.00 10.00 
~ 36.00 "34.80 48.00 48.00 48.00 48.00 48.00 48.00 48.00 48.00 48.00 48.00 48.00 
11.55 9.28 9.28 9.88 9.28 8.68 8.68 8.68 8.68 8.68 8.68 | 8.68 8.68 
—4a30—(«dL 4a 4.13 4.13 4.13 4.13 3.51 3.51 3.51 3.51 3.51 3.51 3.51 
405 | 2.05 2.05 2.25 2.25 2.05 1.80 1.80 1.80 1.80 1.80 1.80 1.80 
45.97 40.32 50.40 31.92 28.73 24.19 24.19 24.19 22.98 22.98 22.98 22.98 22.98 
4.45 4.55 5.00 5.20 4.30 4.10 4.10 3.85 3.85 3.85 3.85 3.85 3.85 
8.60 9.58 10.77 9.58 8.82 6.80 6.30 6.30 5.67 5.67 5.67 5.98 5.98 
13.50 14.50 16.00 15.00 12.00 12.00 12.00 12.00 12.00 12.50 12.50 12.50 12.50 
10.44 17.16 — 17.16 15.45 14.68 14.60 13.90 13.90 13.90 13.90 13.90 13.90 13.90 
8.00 9.00 ) 9.00 9.00 9.00 7.50 7.50 7.50 7.50 7.50 7.50 7.50 7.50 
5.00 5.50 7.50 7.50 7.50 6.40 6.40 6.40 | 6.40 | 6.40 | 6.40 | 6.40 6.40 





fe have reduced lists and discounts to unit prices or unit quantity prices as the ¢ase may 
1 in doing this we have taken into consideration the fact that the list prices on some items 
een changed from time to time and the net prices shown are based upon the lists and dis- 

in effect on the dates given. The figures opposite the subject Wood Screws represent the 
nts reduced to a unit percentage. The prices shown represent what would be recognized as 
onable wholesale price allowed by the manufacturer to the wholesale merchant (the jobber). 


ne lowest average prices will be found in column under “March, 1915,” although lower prices 
ne commodities are to be found in other columns. 


1e highest prices are to be found distributed between “July, 1917, and September, 1920.” 
of the highest prices were put into effect after the war had ended, during 1918, 1919 and 1920. 


e believe a study of the prices shown in this table of manufactured hardware, in conjunction 
ur TABLE OF MARKET VALUES of iron, steel, wire and metal materials, would be time well spent 
se who are familiar with the materials entering into the manufacture of the finished product. 


OLIVER BROTHERS, Inc. 

















































































































































































































































































































































































































New York-Pittsburgh. 

uly Aug. Sept. May Dec. | Item 
922 1922 1922 1923 1923 MATERIAL | No. 
25 2.50 2.80 3.15 3.15  |Steel railroad spikes ; x 514................ PARSE ORE an eee | 1 
25 3.25 4.05 | 4.50 4.00 [Track bolts, square nut, 3, x3%.......... 0... cece cc eeee. oe hice oh: | 2 

50 4.50 4.75 5.25 5.75  |Crow bars, 10 to 40 Ib............ TCE FR CEPI ae 
41 6.41 7.29 8.75 | 8.75 Heavy hammers and sledges, 5 lb. and over..... : Pee eee ie ieee dl ead 
86 4.86 5.40 6.20 6.20 [Railroad picks, 6 to 7Ib..................-. Laer REPO Bea” 

56 2.56 2.81 | 2.88 2.43  |Machine bolts, 54x4................ elute a tetas tect navigcaie il 

50 4.50 5.10 5.50 | 5.20 Hot pressed nuts, square, blank, 4% in....... ate sha MAF ide net: 7 4 
00 44.00 48.40 | 45.98 39.80 Iron turnbuckles, 1 in. with stub ends... .. ae = aie - A ee ee ees # ‘ - 38 
59 0.59 0.65 | 1.05 1.05 [Spring cotters, steel, y% x114......... aided tee de gpa cina ees GR? a 
56 4.56 5.44 6.12 5.10 [Small black rivets, 44 x 14, in kegs......... 7 oe one cheba aeons owt pes 10 

75 12.75 12.75 ~ 12.40 12.40 |American cut tacks, No. 4, blued, in bulk....... aa A Pe ere re ee at 11 
8735 | 0.8735 | 0.8577 | 0.8335 | 0.8335 |\Wood screws, flat head, irom......... 0.0.0.0... dine abieicieswiat ae aed 
41 7.41 741 | 9.16 9.16  |Shovels, plain back, No. 2, 4th grade.....0600 000... ceeeeeeeeee| 13 

25 4.25 4.25 5.00 5.00 Screw, hook and strap hinges, 22 in. to 36 in.... oe: 7 re Cearsie Bae z | 
55 : 1.55 1.55 a 1.90 — 1.90 Ball tip, loose pin, steel butts, 344 x3%........ | - Cree = _ Se paweens 15 

49 6.33 6.33 & 7.20 7.20 Wrought brass butts, 2 in. marrow........... } 3 oy ae if aaa ; ee ° oe a 16 

78 8.78 8.78 ~ 10.00 9.00 Stillson pattern wrenches, 10 in.......... a - s i ro oe i a is teaaa so ee s 17 
02 «=| 7.92 712 | 8.91 9.62 [Monkey wrenches, knife handle, 10 in.............0000.fescccceeeeeeeeeeee? 18 
70 1.70 189 | 1.76 1.76  |Files, 10 in. flat bastard........ 2.0.0.0... cece cece eee. 1 yy: 
3 0.73 0.73 % 0.97 0.97 Carbon twist drills, 14 in., round straight shank, Jobbers Lengths...... Za ie 
49 5.49 5.49 a 5.35 5.35 rr 4 Lt OE = ie 21 
1834 0.1914 0.191% 0.2214 0.19 Soldering coppers, 4 lb. base (July, 1921, and later, 3 lb. base). . . Ree ete J 22 
00 10.00 10.00 11.00 11.50 rme-ne immer, MG PEGI, 5 ow. 5 ce cece cee. ES 7 a 23 OC 
90 48.00 48.00 48.00 48.00 Ie a aE ae ee SaaS gtk ly Se meee ie isa te “ 24 

98 8.68 8.68 8.68 9.58 Wire rope, cruc. cast steel, 6 strand, 19 wire, °4 in. diameter............. ine 25 

1 3.91 3.51 3.51 3.76 Poultry netting, 2-in. mesh, 19-gage wire, galvanized after woven.......... ws ‘ s 26 

30 1.80 1.80 1.70 1.95 en ae ee er OU, I vcs s ede aawasenweceeeeweecws fae ae a 27 

8 22.98 22.98 22.40 24.19 nD I SO ccc ces neseeeouegaeeenen 4 aa eat nts hare ; 28 

35 3.85 3.85 4.05 4.05 eens ee es Ce Sy I EO kc ss bo ie ces cbse evesveuesesiess ‘i 29 

8 6.30 6.30 6.47 6.30 lr inished brass compression bibbs, standard pattern, for iron pipe, °% in........ = 30 

90 12.50 13.00 12.75 12.75 Axes, unhandled, first quality standard grade, single bit, base............... z 31 

0 13.90 13.90 13.90 13.90 Plajn tin wash basins, 12 Is MN a agra a ag a gee b Scig ly a ok lg ial Ie tar “s z 32 
0 7.50 7.50 7.694 TMD T4 TepCuar MCN TBMCOR, BO Ts HOB on. 5. oi ccc cc cnesese: : he i: 33 

+O , 6.40 6.40 7.15 7.00 ee i ee a, MES 6 ovo kn c's a's bis cba uw seenvddtceseseseods a 34 








as ) 











February 7, 1924 
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“American 
Bronze 


Screen Wire Cloth 


Window Screens Made to Order 


Chapter III, of the Single-Stroke Roman Alphabet 


: ARIETY in show-cards is just 
Vi: important as new ideas in 
show window displays. White 
cards with black lettering are of 
course always in good taste, but to 
obtain the best results a reversed 
color scheme should be used occa- 
sionally. ‘i 
Nothing will be found more at- 
tractive for show-card backgrounds 
than wall paper, especially if the 
tone is carefully selected to har- 
monize with the background of your 
window displays. Solid colors or 
soft tints in gray, brown or tans 


RusswiN 
Builders 


aelachiela: 


nYaa eetate 

beautiful 

(aster 
&S 





Showing wall paper’s possibilities 


By JOSEPH BERTRAM JOWITT. 


give the best effects. If figured 
patterns are used they should be of 
small conventional design. Large 
floral patterns should not be con- 
sidered unless for a show-card fea- 
turing wall paper exclusively. Many 
hardware stores have their own wall 
paper department and those who do 
not can obtain sample books or half 
rolls. . 


Use of Mats Suggested 


In order to make the cards appear 
more finished they should be framed 
with mats, as suggested in Chapter 
2 of this series published in the Jan. 
10 issue of HARDWARE AGE. 

The process of pasting the wall 
paper on the cardboard is a very 
simple matter. The prepared dry 
paste which comes in 1 lb. bags is 
the best to use, as it is the most 
economical and can be mixed with 
cold water and will not sour. When 
applying paste do not use too small 
a brush, as the surface must be 
covered quickly; otherwise the paste 


‘ may dry in spots, causing air bubbles 


and wrinkles. The best and quickest 
way is to apply the paste to the card 
instead of on the back of the wall 
paper. As soon as wall paper is ap- 
plied to the pasted surface place a 
card or heavy wrapping paper over 
all and proceed to smooth out 
with the fist, being sure to use 
a rotary motion. Another pattern 
of wall paper should be pasted on the 
other side of the card, for this pre- 
vents the card from curling or warp- 


ing and also gives a double surface 
for lettering. To insure perfect ad- 
hesiveness set aside to dry under a 
heavy book or weight of some kind. 

When laying out the lettering it is 
best to use chalk or charcoal, as lead 
pencil lines are difficult to erase 
without marring the surface of wall 
paper. A piece of chamois will re- 
move the chalk or charcoal marks. 


- One economical feature in the use 


of wall paper is that almost any kind 
of cardboard may be used; even the 
thinnest cardboard will stand up if 
a mat frame is used. 





A real bath room paper background 


osama 
cn ee lO Ate, en enc a ani nose 
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It is a good idea to cut 
up a sheet into price tickets 
’' so as to have everything 
harmonize if a descriptive 
show-card is used. The five 
most popular size price 
tickets are: 5% by 7 in.; 
3% by 5% in.; 4 by 6 in.; 
2 by 3 in., and 1% by 
1% in. 


How the Cards Were Made 


The show-card featuring 
“Bath Room Fixtures” 
was lettered on a “tile ef- 
fect” wall paper framed 
with a dark brown mat 
with a black and white 
striped border. On the re- 
verse side of this card is a 
wall paper of gold and brown with a 
small tapestry figure, white letter- 
ing with a black shade featuring 
“Builders’ Hardware,” the same 
brown colored mat being used. The 
outside measurement of this card 
was 14 by 20 in. 

The show-card featuring “Screen 
Wire Cloth” is a pleasing color com- 
bination. The wall paper  back- 
ground is a light tan leather grain 
effect; lettering in white, shaded 
with a black. The mat is light green 
in color and is striped with black and 
white. The mats, if not too securely 
fastened, may be used several times 
by repainting them each time with 
a darker water color. 

The reader’s attention is directed 


Attractive Display Stand for 
“Viko” Aluminum 
With a view of assisting retailers in 


the sale of “Viko, the Popular Alumi- 
num,” the Aluminum Goods Mfg. Co., 





HARDWARE AGE 





How the letters in this instalment are made 


to the seven capital and lower case 
letters of the Roman alphabet. These 
letters were done on a light pearl 
gray colored oatmeal wall paper. The 
letters O-P-Q-R-S-T and U are the 
important letters of the alphabet for 
the beginner to concentrate on be- 
cause the letter O takes in all circular 
strokes, the letter S the sweeping 
strokes, and the letters P and R the 
loop strokes. The size of this card 
is 15 by 20 in. The capital letters 
are 2% in. high by approximately 
134 in. wide. 

In show-card writing there is no 
fixed mathematical rule for the 
width of letters, nor for the space 
between letters and words. The law 
is based entirely upon approximates. 





Manitowoc, Wis., is now distributing as 
part of the Viko merchandising plan for 
1924 the display stand shown in the ac- 
companying illustration. This’ stand is 
four feet high by three and one-half 
feet wide, occupying only seven square 
feet of floor space. Utensils displayed 
upon the rack should impress prospec- 
tive buyers favorably and invite han- 
dling and closer inspection. The stand, 
which can be used on the floor or in the 
window, is furnished in either oak or 
mahogany finish. 


Handy Hooks Will Appeal to 
Housewives 


The Handy Hooks, made by the 
Patent Novelty Co., manufacturer of 
advertising novelties and hardware spe- 
cialties, Fulton, IIll., have a wide field of 
usefulness and for this reason should 
appeal strongly to the housewife. As 
may seen from the accompanying 
illustration, the Handy Hooks present a 
very appealing and effective means of 
keeping cooking utensils or odds and 
ends within easy reach. 

In order to assist the retailer in the 
sale of the Handy Hooks, the company 
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The letters of this alphabet 
which occupy approximate- 
ly the same space are 
grouped as follows: Group 
(1), the square letters, 
E-F-H-L-N-T-U. Group 
(2), the round letters, B- 
C-D-G-J-O-P-Q-R-S. Group 
(3), angle letters, M and 
W. Group (4), angle let- 
ters, A-K-V-X-Y-Z. When- 
ever two square letters 
come together there should 
be more space allowed than 
when two round or angle 
letters come together. The 
final result should always 
be judged by the effect the 
lettering produces upon the 
eye, which can only be 
trained by practice alone. The show- 
card writer does not strive for de- 
tailed mechanical perfection, for his 
work is usually done in a hurry, and 
the only thing he is interested in is 
the effect it will produce and the re- 
sults it will bring. 

As a matter of fact, letters made 
with mechanical precision and with 
the same spacing between each, 
will not be as pleasing and satisfy- 
ing to the eye, as when made free 
hand. The charm of free hand let- 
tering, is hard to analyze at first 
glance, but if carefully studied it 
will be found to consist in those 
slight irregularities which tend to 
prevent monotony. 


supplies a very attractive display car- 
ton which is designed to effectively 
bring this popular priced merchandise 
to the attention of. prospective buyers. 
The Handy Hooks are supplied in a 
handsome baked white enamel, and are 
packed in individual cartons. 
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Strengthening Tendencies 
More Apparent in Market 


TRENGTHENING tendencies are apparent in the hardware market. 
. Buying is stronger, prices are tightening slightly, and factories are said 
to be increasing their production schedules. 


The declaration of a dividend of one-half of one per cent by the United 
States Steel Corporation, coupled with the report of its earnings for the fourth 
quarter of 1923, is expected to have a stimulating effect on spring business. 


The market for both staple and seasonable goods is strong, but no radical 


price advances are expected in the near future. 


Minor price readjustments 


are said to be likely in some lines, but it is regarded as probable that the gen- 
eral market will be affected. 





Manufacturers’ Price Changes 


OLT manufacturers are reported to have ad- 


vanced prices 5 per cent. 


Some manufacturers of lock sets are said to have 


advanced their prices. 


Leading broom manufacturers are reported to have 


reduced prices about 50 cents per dozen. 


withdrawn. 





Special prices on tacks are said to have been 


Price Changes from Jobbing Centers 


NEW YORK.— Buying activity 
continues. Special tack prices have 
been withdrawn. Sandpaper is now 
being quoted at 40 per cent off list. 
This, however, is only a temporary 
reduction, jobbers advise. Baker’s 
clinch shoe nails are expected to ad- 
vance. Price changes are expected 
on rope and possibly on bolts and 
nuts. Bar solder was advanced %c. 
per lb. 

CHICAGO.—The market seems to 
be strengthening, although very few 
actual advances were made by local 
houses. Lock sets are reported as 
‘being advanced by the leading 
makers, but local prices have not 
been changed. Special clearance 
prices on galvanized ware are likely 
to be withdrawn by local houses, as 
manufacturers have announced in- 
creases. Nails seem very steady on 
the present market, with little prob- 
ability of decline. 

Linseed oil advanced 2c. per gal. 
Turpentine and denatured alcohol 
advanced ic. per gal. Rope ad- 


vances have not yet been received, 
but seem quite certain. Bolts and 
nuts were advanced 5 per cent by 
makers, but the local market has 
shown no change as yet. 


BOSTON.—Hardly enough price 
changes of consequence are reported 
in this market to warrant special 
notation. The most important are 
a drop of 50c. per doz. in stable 
brooms, a drop from 30 per cent to 
40 per cent discount on sandpaper, 
and a slight reduction in tarred felt 
paper. New price lists and discounts 
are forthcoming shortly on cap and 
set screws. 


PITTSBURGH. — Several local 
makers of nuts and bolts have made 
an average advance of about 5 per 
cent in prices. Reports that track 
tools have been advanced 10 per cent 
cannot be confirmed here, local 
makers saying they have made no 
.changes in prices since April of last 
year. Jobbers are looking for an 
advance on track tools, but they 


have no advices as yet from makers 
to that effect. Foundry pig iron is 
up 50c. per ton and basic pig iron 
$1 per ton locally, and heavy sales 
have been made in the past week, 
with large inquiries pending. The 
whole local market is strong, but no 
radical advances in prices are looked 
for in the near future. 


CLEVELAND. — Manufacturers 
have announced new prices on car- 
riage bolts, machine bolts, set screws 
and cap screws. The two bolt items 
were subjected to what appears a 
slight advance. The screw items 
have been revised and adjusted. At 
press time local jobbers did not plan 
any immediate changes in prices to 
the dealer. Otherwise there have 
been no important changes in this 
market. 


TWIN CITIES. — Conditions as 
regards price changes remain rather 
quiet and there have been no price 
changes of note during the past 
week. 
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New York Market News | 


TRADING BETTER 


It is expected by authorities in the 
local market that the recent report 
of the United States Steel Corpora- 
tion for the fourth quarter of 1923, 
and the declaration of an extra divi- 
dend of one-half of one per cent on 
its common stock, will have a stim- 
ane effect in the hardware mar- 

et. 

A continued increase in the volume 
of orders is reported by jobbers. 
Prices generally are firm. Collec- 
tions are reported as improving. 

Local jobbers basing estimates on 
the number of spring and summer 
orders already on hand, anticipate 
that the first six months will show 
a larger volume of business than has 
generally been anticipated. 








PRICES 


Tack prices are reported to be slightly stiffer in 
tendency, and all special tack prices are said to have 


been withdrawn. 


A reduction has been made on sandpaper, but job- 
bers advise that this is only temporary. 
duction does not affect emery cloth. The cause is 
said to be competitive conditions in the general 
market. Jobbers insist, however, that the present 
discount of 40 per cent off the list will not last. 

Baker’s clinch shoe nails will advance, it is said, 


2c. per lb. Feb. 20. 


Some jobbers anticipate price changes soon on 
bolts and nuts and on rope. 
Bar solder was advanced ce. per lb. 


This re- 








CURRENT MARKET QUOTATIONS 


The following are New York jobbers’ 
quotations on some of the seasonabie 
lines principally in demand: 


AUTO VISES.—Columbian, No. 143, 
$3.25 each. 


AXES.—Handled axes, 2 to 3 Ib., 
$19.25 per doz.; 3% to 3% Ib., $19.25 per 
doz.; 3% to 4% Ib., $19.75 per doz.; 4 to 
5 lb., $20.25 per doz.; i to 5% Ib., $20.75 
per doz.; 5% Ib. only, $22.75 per doz. 
ouse axes, 2% Ib., 19 in. handles, 
$14.25 per doz. 
BOLTS AND NUTS.—Common carriage 
bolts, small, 35 to 35-10 per cent; large, 
35 to 35-10 per cent. 

Machine bolts, small, 45 to 45-10 per 
cent; large, 45 to 45-10 per cent. Lag 
screws, 45-10 per cent. 

Stove bolts, 75 to 75-5 per cent, both 
flat and round head. 

Sink bolts, 75 to 75-5 per cent. 

Tire bolts, 45 to 50 per cent. 

Step bolts, 40-5 per cent. 

Screw anchors, 75-10 per cent. 

Lag screw shields, 80 per cent. 

Machine bolt shields, 65 per cent. 

CARPET SWEEPERS.—Bissell, ‘“‘Amer- 
ican Queen,”’ $54 per doz.; “‘Club,’’ $108 
per doz.; “Elite,” $60 per doz.; “Grand 
Rapids,” Nic., $48 per doz.; “Grand 
Rapids,” Jap., $44 per doz.; ‘“‘Grand,”’ 
Jap., $60 per doz.; “Parlor Queen,’ $56 
per doz.; “Princess,” $50 per_ doz.; 
“Standard,” Jap., $36 per doz.; “‘Univer- 
sal,”” Nic., $46 per doz.; ‘‘Universal,”’ 
Jap., $42 per doz. 
GALVANIZED PAILS. — Galvanized 
pails, 8 qt., 19c. each; 10 qt., 22c. each: 
12 qt., 14c. each; 14 qt., 27c. each; 16 
qt., 32c. each. 

Heavy galvanized pails, 12 qt., 35c. 
each: 14 qt., 40c. each; 16 qt., 46c. each. 

Galvanized tubs, No. 1, 69c. each; No. 
2, 78c. each; No. 3, Ylc. each. 
GARDEN TOOLS.— 

Manure Forks.—Drop ferrule, oval 
drop-forged tines, selected D ash handle, 
4 12-in. tines, 91.58 each; 5 13-in. tines, 
$1.76 each: 6 13-in. tines, $2.05 each; 
5 13-in. tines, 4-ft. handle, $1.50 each; 
6 13-in. tines, 4-ft. handle, $1.70 each. 
(Lots of six, 5 per cent off.) 

Hay Forks.——3 oval 12-in. drop-forged 
tines, bronzed and polished, select ash 
handle, strapped ferrule 5-ft. bent 
handle, $1.12 each; 6-ft. bent handle, 
$1.35 each. (Lots of six, 5 per cent off.) 

Spading Forks.—Malleable D handles, 
strapped ferrule; angular drop-forged 
tines: 4 tines, 76c. each; spading forks, 
wood D handle, strapped ferrule, 4 
heavy tines, $1.64 each; 5 heavy tines, 
$2.08 each. 

Wooden Rakes.——Wooden hay rake, 12 
teeth, two bows, 40c. each; same with 
three aluminum steel bows, 14 teeth, 
varnished head, 63c. each. 

Lawn Rakes.—Three wood bows, 24 
teeth, 55c. each; same with 3 aluminum 
steel bows, 24 teeth, 72c. each. 

Ladies’ Lawn Rake.—Two wood bows, 
18 teeth, varnished head, 5-ft. handle, 
50c. each. . 

Wire Lawn Rake.—24 wire teeth, 20- 
in. head, malleable socket, securely fast- 


ened to head, pinned teeth and head, 
55c. each. 
Genuine Yamada lawn rake, 95c. each. 


Stee! Rakes.—Medium steel garden 
rakes, bronze finish, straight teeth, 5%- 
ft. ash handle, 12 teeth, 77c. each; 14 
teeth, 8lic. each: 116 teeth, 89c. each. 
Malleable, 12 teeth, 33c. each; 14 teeth, 
36c. each; 16 teeth, 40c. each. 


Garden Hoes.—7-in. steel blades, black 
finish, 41%4-ft. ash handle, solid shank, 
35c. each; 7-in. blade, bronze finish, 7l1c. 
each; 6-in. blade, bronze finish, 77c. 
each. Mortar hoe, forged steel blade, 
bronze finish, solid shank, 6-ft. ash 
handle, 9-in. blade 95c. each. (Lots of 
six, 5 per cent off.) 

Trowels.—Garden trowels, 6-in. blued 
steel blades, black-enameled handle, 
riveted tang, 7°. each: heavy solid steel 
§-in. blade, half polished, riveted shank, 
hardwood handle, 10c. each; 1-piece 
socket, 6-in. forged steel blades, polished 
and enameled red, length over all, 13% 
in., 29c. each. All steel trowel, 17c. 
each. Socket pattern, solid forged one- 
piece blade and _ socket, wood-grip 
handle, 60c. each. 

Hand Spading Forks.—Three heavy 
flat tines, polished and japanned, black- 
enameled handle, in. over all, 10c. 
each: 4%-in. malleable tines, half pol- 
ished, brass ferrule, polished handle, 
1014c. each. 

Lawn Weeder.—3 steel spring tines, 
tinned, black-enameled handle, _ 10c. 
each; 4 steel tines, 42-in. handle, 44c. 
each. r 
LAWN MOWERS.—Plain bearing, 8-in. 
drive wheels, 5-in. reel, 3 steel knives, 
screw adjusting, 12-in., $5.60 each; 14- 
in., 9.85 each; 16-in., $6.25 each; 18-in., 
$6.65 each. 


Ball-bearing lawn mowers, self-ad- 
justing, 8-in. drive wheels, 5%4-in. diam- 
eter reel, screw-adjusting cutter bar, 3 
steel knives, 12-in., $7.25 each; 14-in., 
$7.60 each; 16-in., $7.95 each; 18-in., 
$8.30 each. 

Ball-bearing lawn mower, self-adjust- 
ing, 9-in. drive wheels, 5%4-in. diameter 
reel, 4 self-sharpening knives, 14-in., 
$9.15 each; 16-in., $9.50 each; 18-in., 
$9.85 each. 

Ball-bearing lawn mower, self-adjust- 
ing, hardened cones, 10%-in. open drive 
wheels, 4 self-sharpening knives, 6-in. 
diameter reel, 14-in., $10.35 each; 16-in., 
910.99 each; 18-in., $11.25 each; 20-in., 
$12.10 each. 

Self-adjusting, ball-bearing lawn mow- 

er, 10%-in. wheels, 6-in. diameter reel, 
5 shear cutting self-sharpening knives, 
16-in., $14 each; 18-in., $14.65 each; 20- 
in., $15.30 each. 
LINSEED OIL.—In lots of less than 5 
bbl., 98c. per gal.; in lots of 5 bbl. or 
more, 95c. per gal. Calcutta linseed oil 
in bbl., $1.07 per gal. Boiled oil is 2c. 
extra; double iled oil is 3c. extra and 
oil in half bbl. is 5c. per gal. additional. 
NAILS.—Wire nails, $4 base per keg. 

Cut nails, $4.50 base per keg. 

Wire nails, and brads in small lots, 70 
per cent off list. 
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| No. 4, $7 ea 


Roofing nails, 1 x 12, 100 !b., $8.20; gal- 
vanized and plain, $5.20. 

POULTRY NETTING.—From New York 
stock, 40-2% per cent; f.0.b. Pittsburgh, 
45-5 per cent. 


ROPE.—First grade Manila rope, 1éc. 
to 18c base per lb.; hardware grade, 
14c, to 17c. base per Ib.; 1st grade sisal, 
l4c. per lb.; 2nd grade sisal, 12c. per Ib. 
SCREWS.—Flat head steel machine 
screws, 70 per cent. 

Round head steel machine screws, 70 
per cent. 

Flat head brass machine screws, 60-10 
per cent. 

Flat head steel wood screws, bright, 
full packages, 75-20-5 per cent. 

Galvanized, 60-20-5 per cent. 

Flat head brass, 70-20-5 per cent. 

Round head blued, 72%-20-5 per cent. 

— head nickel plated, 621%4-20-5 per 
cent. 

Round head brass, 6714-20-5 per cent. 

Prices vary in different sections of 
the city. 

SLEDS.—Flexible Flyer sleds, No. 1, $4 
each; No. 2, $5 each; No. 3, $6.25 each: 

ch; No. 5, $9.25 each: Junior 
Racer, $5.50 each; Racer, $6.75 each, 
less 33% per cent. 

Fire Fly Sleds, No. 9, $2.50 each; No. 
10, $3 each; No. 11, $3.75 each; No. 12, 
$4.25 each. Fire Fly Racer, $4.40 each, 
less 40-5 per cent. 

SOLDERING COPPER.—¥ Ib. to pair, 
28c. per pair; 1 Ib. to pair, 36c. per pair: 
1% lb. to pair, 48c. per pair; 2 Ib. to 
pair, 62c. per pair; 2% Ib. to pair, 7é6c. 
per pair; 4, Ib. to pair, 90c. per pair: 4 
lb. to pair, $1.20 per pair; 6 Ib. to pair, 
$1.80 per pair. 

TOOL HANDLES (Agricultural).—Hay 
fork handles, bent, 5-ft., 33c. each; 6-ft., 
51¢e. each. 

a fork handles, bent, 4%4-ft. 29c. 
each. 

Spading fork handle, 4%4-ft., 36c. each. 

Hoe handle, shank or socket style, 
4%-ft., 22c. each. Mortar style, 6-ft., 
45c. each. 

“i shovel handle, bent, 4%-ft., 37c. 
each. 

Lorig spade handle, 4%4-ft., 37c. each. 

Bent D handle, manure fork style, 46c. 
each. Spading fork style, 46c. each. 
Shovel style, 50c. each. Spade style, 


c. each. 

Malleable D fork handle, manure fork 
style, with strap ferrule and cap, 58c. 
each. Spading style, 40c. each. 

Spading style, with strap ferrule and 
cap, 63c. each. 

WIRE CLOTH.—Jobbers’ quotations, 
f.o.b. New York: 

Black wire cloth, 12-mesh, $2.35 per 
100 sq. ft. , 

Galvanized wire cloth, 12-mesh, $2.75 
per 9g sq. ft.; 14-mesh, $3.25 per 100 
sq. ft. 

Copper wire cloth, 14-mesh, $7.25 per 
100 sq. ft. 

Bronze, 14-mesh, $7.50 per’100 sq. ft.; 
bronze, 16-mesh, 98.95 per 100 .sq. ft. 

Wire cloth, galvanized square mesh 
cloth, %-in. mesh, $5 per 100 sq. ft.; 
%-in. mesh, $5.25 per 100 sq. ft.; %4-in. 
mesh, $5.50 per 100 sq. ft. 
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Made for 
Particular Work 


There is, in McKinney Hinges and 
Butts, a wide selection of grades 
for every type and grade of build- 
ing —from the millionaire’s home 
to the bookkeeper’s bungalow. 


are made for the man who wants 
to use the best builders’ hardware 
his money will buy. They are for the 
man who wants to sell a better butt 
for the price of ordinary kinds. 
MCKINNEY MANUFACTURING COMPANY 
PITTSBURGH PENNSYLVANIA 


Western Office and Warehouse — Chicago 


Garage hardware, door hangers and track, door bolts and 
latches, shelf brackets, window and screen hardware, 
steel door mats and wrought specialties 
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Prices Holding Steady in Chicago 
) —Good Prospects for Spring Business 


USINESS continues to open up well for spring. In- 
terest in some staple lines has brought in a larger 
volume than was recorded last year. This seems 

to indicate both low stocks and a good consumer demand. 

Prices are holding steady with comparatively few 
changes either way. The tone of the entire market is 
strong and while advances have been made by several 
manufacturers these have not yet been passed on to the 
retail trade. 

The Federal Reserve Bank of the Chicago district re- 
ports that figures just compiled show the December sales 
lower than a year ago. This is attributed to the unusually 
mild winter and the fact, especially in hardware, that the 
advancing markets of 1922 caused dealers to buy ahead 
and during the last part of 1923 they held their require- 
ments to actual necessities. 

Total building awards for the district were 1 per cent 
less than 1922. Residential structures, however, showed 
an increase of 14.4 per cent. The greatest gains in De- 
cember were made in Iowa, where total contracts increased 
11.2 per cent and residential awards gained 37.2 per cent. 
Michigan reports a total decline of 21 per cent in all 
building during the month. Automobile production was 
only 3.1 per cent less than November, however. 

The Kansas City Federal Reserve Bank reports that 
the value of the year’s crops for that district showed an 
increase of about 11 per cent. Conditions for that district 


ALARM CLOCKS. — Situation un- 


changed; factories do not seem able to “= 


$1.30 each; red inner tubes, 30 x 3% 
each. 
We quote f.o.b. factory 


seem very favorable for 1924. Crude and refined oil ad- 
vances, recently made, indicate a recovery in those fields. 
Lead and zinc mining enjoyed high production during the 
year and the mining of precious metals, which has been 
resumed in Colorado, bids fair to bring considerable busi- 
ness into that section. Commercial failures dropped from 
984 in 1922 with liabilities of $25,686,211 to 933 in 1923 
with $17,520,042 for the district. December building per- 
mits were 5.7 per cent less than last year. The entire 
year, however, showed a gain of 9.2 per cent in the num- 
ber of permits and 8.3 per cent in building values. The 
total crops produced in this section represent 14.2 per 
cent of the entire value of farm crops produced in the 
United States. Corn, the leading crop of the district at 
this time, showed an increased farm value of $87,593,000 
which more than offset the shrinkage of $80,374,000 in 
the value of wheat. Wholesale hardware sales showed 
8.5 per. cent increase over November. 

The St. Louis Federal Reserve Bank reports that De- 
cember wholesale hardware sales were 8.8 per cent under 
same month in 1922 and 13 per cent under November, 1923, 
although the entire year’s sales showed a substantial in- 
crease. Smaller wheat acreage is reported for this district 
for the coming year. It is reported that, generally speak- 
ing, the stands of fall sown grains are good, and good 
prospects are in sight for the agricultural regions in this 
section. 


by leading manufacturers. Local prices 
are unchanged. 








meet the great demand. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: America, $11.40 in doz. 
lots, 911.04 in case lots; Blue Bird, 
$13.20 in doz. lots, $12.84 in case lots; 

Black Bird, $18.96 in doz. lots, $18. 36 
in case lots: Bunkie, $20.88 in doz. 
lots, $20.16 ‘in case lots; Lookout. 
$13.20 * doz. lots, $12.84 in case lots: 
Sleepmeter, $15. 12 in doz. lots, 914.64 


in case lots. 
AMMUNITION AND FIREARMS.— 


Future orders for ammunition are start- 
ing off with a rush. Bookings are 
heavy. Firearms future orders com- 
mencing to come in also, although or- 
ders for these are not being placed so 
freely as for ammunition. Dealers are 
advised to specify early, as guns have 
been scarce during the last two fall 
seasons. 
AUTOMOBILE ‘ACCESSORIES.—De- 
mand in winter goods has been brisk, 
and some interest is being manifested 
in spring lines. 
We wees from jobbers’ 
f.o.b. Chica 
Spark mal —Splitdorf, 50c. each; 
Regular, 58c. each; Champion X, 45c. 
each; lots of 100, 41c. each; Champion 
Blue Box line, 53c. each; A. C. Titan, 
58c. each; lots of 100, 56c. each; A. 
C. Special Ford, 4c. each. 
Spot Lights.— Anderson, — 3280, 


$6. 50 sack; Stewart, $5.67 each. 
—i. A. Electric (Fora), $4 
im 


Jacks. ee ne das No. 46, $2.50 


stocks, 


each; in lots of 1 each; R wy 
plex, No. 36, $1.80 each; Ajax, No. 6, 
90c. each; National Standard, No. 21, 
$1.20 each 

Pumps.—Rose, 1%-in. cylinder, 
$1.55 _ 


33% per cent discount; 50 pair lots, 
40 r cent discqunt. 

res and tubes.—30 x 3% non- 
skid fabric, 98.65 each; cord, $11.60 
each; gray inner tubes, 30 x 3% 
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Snap-On Wrenches. onc 54 * 401, Mas- 
ter Service set, $15, 25; No. 202, "Heavy 
Duty set, $8; No. 04, Universal 
Socket set, $7: No. 505B Screw 
Driver set, $3.40. Snap-On 
Wrenches less 40 per c.. f.o.b. Mil- 
waukee. 


AXES.—The below prices will rule at 
least to April 1, at which time fall 
prices will be announced. No consid- 
erable change expected, if any, at that 
time. Current demand active; best 
sales on competitive grades. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Firsc yy mT 
bitted oe es axes, b., 
doz base; double bitted, $19 aoe. 
base; good quality black unhandled 
axes, same weight, single bitted, $13 
doz base; single bitted handled 
axes, 915 to $22 per doz., according 
to quality and grade of handle. 


BICYCLES.—Indications point to heavy 
volume of business. 


BALE TIES.—Sales slow. 


We uote from jobbers’ 
f.o.b. Chicago district: 
per cent discount. 


BOLTS AND NUTS.— Bolt makers 
have advanced prices 5 per cent. Local 
prices unchanged. 


We quote from grand 
f.o.b. Chicago: Small carriage bolts, 
rolled thread, 50-10 per cent dis- 
count; small ——— bolts, cut 
thread, 50 per cent discount; large 
carriage bolts, cut thread 0 per 
cent discount; small machine bolts, 
rolled thread, 60-5 per cent discount: 
small machine bolts, cut 
50-10-5 per cent discount; 
chine bolts, cut thread, 50-10-5 per 
cent discount; all stove bolts, 70-10-5 
per cent discount; lag screws, 50-10- 
10 per cent discount. 


BUILDERS’ HARDWARE.—There has 
been some price cutting in butts, but 
it is believed that the worst of that is 
over. Lock sets have been advanced 


stocks, 
Bale ties, 70 


stocks, 


We quote from jobbers’ stocks, 
f.o.b. Chicago; 3% x 3% steel butts, 
old copper and dull brass finish, in 
case lots, $3.12 per doz. pair; 4 x 4 
steel butts, old copper and dull brass 
finish, in case lots, $4.40 per doz. pair; 
heavy bevel steel inside sets, case 
lots, $7.80 doz; steel bit-keyed front 
door sets, $1.90 per set; wrought brass 
bit-keyed front door ‘sets, 3.25 per 
oe: cylinder front door sets, $7.50 per 


CHAIN.—Prices unchanged at recently 
reduced basis; demand very active on 
all sorts of chain. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: % - in. proof coil chain, 
$8.25 per 100 Ib.; American coil chain, 
40-10 per cent oft list; No. 00 4% elec- 
tric welded cow ties, $2.75 per doz. 


COTTON GLOVES AND MITTENS.— 
Increased volume of fall orders; present 
market recognized as very favorable. 


we quote from jobbers’ stocks, 
- Chicago; Knit wrist gloves, 
coe. $1.80 doz. pr. ; 8-oz., 92.10 doz. 
pr.; 10-oz., $2.30 doz. pr. 


COPPER RIVETS AND BURRS.— 
Prices firm; demand unusually good. 


We quote from jobbers’ stocks 
f.o.b. Chicago: pper rivets and 
burrs, 40-10 per cent discount. 


CLIPPING AND SHEARING MA- 
CHINES.—Good sales reported. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Stewart No. 1, clipping 
machine, $12.75 list; one man power 
enearing machine, 21 list; top plates 

No. 90 and 360, $1.25 each list: bottom 
plates No. 99 and 361, "$1. 75 each list; 
dealer’s discount, 33% per cent. Stew- 
art electric clipping machine, pedes- 
tal type, $85 list; shearin machine, 
$90 list; dealer’s discount, 5 per cent. 


DOOR SPRINGS.—Future orders good; 
wide demand will not open up until 
xem 


, quote from jobbers’ stocks, 
f.o. vy Cc 


icago: Perfect, No. 2, 35c. 
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Service from Sea to Sea 











R-W 


**Stidetite’’ Garage Door 
Hardware. 


Barn Door Hangers. 
House Door Hangers. 


AiR -Way Multifold 
Window Hardware. 


Door Closers and 
Checks. 


Mounted Grindstones. 


‘*‘Ideal’’ Elevator Door 
Hardware. 

OveR - Way Conveying 
Equipment. 

Automatic Fire Doors 

and Fire Door Hardware. 








N° matter where you live, a Richards-Wilcox branch is 


not far distant. 


can best serve the user. 


It is there to provide you with infor- 
mation regarding R-W products and the way in which they ° 
We wish you would look on this 


ofhce as your ofhce—and make free use of the intelligent, 


whole-souled SERVICE which its staff stands ready to give. 


If you are an architect or builder, 
R-W SERVICE can assist you in 
planning more modern window 
installations or in devising a better 
means of hanging house, garage, 
barn, fire and elevator doors. If 
you area manufacturer, R-W SER- 
VICE will solve your conveying, 
fire prevention and door hanging 
problems. Or if you are a dealer, 
R-W SERVICE can help you to 


more satisfactorily serve your cus- 
tomers and thus add to your profits 
and prestige. 


We, of the Richards-Wilcox organization, - 


are not content to merely make and sell 
quality hardware. We want to help the 
entire nation to make the best use of prod- 
ucts which are recognized as the best of 
their kind. That is why we maintain from 
sea to sea a SERVICE which is yours with- 


out cost or obligation. 





New York 
Boston 
Philadelphia 
Cleveland 
Cincinnati 
Indianapolis 
St. Louis 






eH aria: rye 





AURORA, ILLINOIS.U.S.A. 


RJCHARDS-WILCOX CANADIAN CoO., LTD. Seattle 
Winnipeg LONDON, ONT. Montreal 


Chicago 
Minneapolis 
Omaha 
Kansas City 
Los Angeles 
San Francisco 
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doz.; No. 3, 40c. doz.; No. 4, 44c. per 
doz.; No. 5, 52c. per doz.; No. 6, 
63c. doz.; No. 7, 70c. doz.; Reliance, 


light, $1.80 doz.; medium, 92.50 doz. ; 
heavy, $3.75 doz.; Torrey’s, $3.60 doz. 


ELECTRICAL MERCHANDISE. 
Prices unchanged with good volume of 
sales. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 14 rubber covered 
wire, ra 60 per 1000 ft.; in 1000-ft 
lots, $7.35; Na. 18 lamp cord, $15 per 
100-ft.: nd 1000-ft. lots, $13. 75; 4-in. 
brush brass key sockets, 20c. each; 
two-way plugs, 60c. each; in lots of 
10, 52c. each; one-piece attachment 
plugs, 13c. each; two piece attach- 
ment plugs, 12c. each; Dry cells, 
boxes of 50, 30%c. each; less than 
case lots, 34c. each. 


EYE HAMMERS AND SLEDGES.—No 
change in prices; orders in great vol- 
ume, season considered. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Striking or  black- 
smith’s sledges, 65-lb. and heavier, 
lle. per Ib. 


FIELD FENCE.—Business improving; 
more assorted cars of nails and fence 
being placed than all of last year. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Field fencing, 60% 
per cent discount from lists. 


FILES.—Demand good; 
firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: American files, 60-5 
per cent off list: Nicholson files, 50- 
10 per cent off list; Disston files, 
50-10-10 per cent off list; Black Dia- 
mond files, 50-5 per cent off list. 

FISHING TACKLE.—Future orders 
taken last fall now being shipped; the 


outlook for 1924 is for a large demand. 


FOOD CHOPPERS.—Sales good, but 
not unusual. 


prices very 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Food choppers, Uni- 
versal No. 0, $15 per doz.; No. 1, 
$18.20 per doz.; No. $22.25 per doz.: 
No. 3, $28.35 per doz.: Enterprise 
No. 501, $16.65 per doz. : No. 602, 


$20.80 per doz.; No. 703, $27 per doz. 


GALVANIZED AND TINWARE.—It is. 


expected that jobbers’ special January 
prices will be withdrawn, as all manu- 
facturers have advanced tubs and pails 
at least 5 per cent. 


We quote from jobbers’. stocks, 
f.o.b. Chicago: Competition galvan- 
ized after made water pails, 8-qt., 
$1.85 doz.; 10-qt., $2.19 doz.; 12-qt., 
$2.30 doz.; 14 qt., $2.57 doz.; galvan- 
ized wash tubs, No. 1, $6.25 doz.; No. 
2, $7 doz.; No. 3, $8.25 doz.: 2-gal. gal- 
vanized kerosene can (tin breast) 
$4.25 doz.; 5-gal. galvanized kerosene 
can (galvanized breast) $7.75 doz.: 
1-bu. galvanized baskets, $7 doz. 


GLASS AND PUTTY.—Prices steady; 
producers optimistic over outlook. 


We quote 
f.o.b. Chicago: 


from jobbers’ stocks, 
Single strength A and 
B, up to 25-in., 85 per cent discount; 
over 25-in., 83 per cent discount: 
double strength A, all brackets, 84 
per cent discount. Commercial putty, 


100-lb. kits, $3.55; glaziers’ points, 
Nos. 1, 2 and 3, one doz. packages, 
65c 

HATCHETS.—Prices unchanged and 


favorable; sales increasing in volume 
as spring approaches. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Size 2 extra quality, 
broad hatchets, $17.15 per doz.; com- 
petitive grade, $12.40 doz.; warranted 
shingling hatchets, No. 2, $13.15 doz.; 


competitive forged shingling hatchets, 
No. 2, $8.45 doz. 


HANDLED HAMMERS.—Orders con- 
tinue to show a substantial increase in 
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volume; prices on an attractive basis 
for better sales than last year. 


We quote from jobbers’ stocks, 
No. 11% — arsed nail hammers, 
$12 per doz.; oz.’ ball pein, $8.80 
per doz.; competitive forged nail 
hammers, $9.60 per doz.; cast steel 
hammers, $4 per doz. 


HANDLES, TOOL.—No change in 
these lines; prices strong, with advanc- 
ing tendency; sales reported active. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 
Axe Handles.—No. 1 hickory, $4 


doz.; No. 2, $3 doz.; 
white hickory, $6 doz.; special white 
second growth hickory, $5 doz. 

Hatchet and Hammer Handies — 
No. 1, 90c. per doz.; finest growth 
hickory, $1.50 per doz. 


finest selected 





Every Business Man 


Should Read It 


“Hardware Age, 
“New York City. 
“Gentlemen: 

“HARDWARE AGE has been 
coming in regularly since my 
name was entered upon your 
mailing list. It is indeed well 
worth the price of the subscrip- 
tion as it is bubbling over with 
instructive news from cover to 
cover. Every business man— 
whether connected with the hard- 
ware trade or not—should read it. 

“Very truly yours, 
“E. W. Meyer, 

“Shapleigh Hardware Co. 

“St. Louis, Mo.” 











HANDLES, AGRICULTURAL. — Too 
early to forecast an unusually good 
season, as much depends on crop and 
general business conditions; however, 
there was a great shortage of han- 
dles last year. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 
Hay Fork Handles. — Straight, 


chucked and bored, best grade, wae 
ft., $4.50 doz.; 5- ft., $5.50 doz.; 
414- ft., $4 doz.; 5- -ft., $4.80 doz.: x 
414-ft., $2.40 doz.; 5-ft., $2.80 doz. 

Hay Fork Handles. ant chucked 
and bored, best grade with strap, 
ferrule and cap, 41%-ft., $7.50 doz.; 
5-ft., $8.50 doz.; XX bent, with strap, 
fe rrule and cap, 4-ft., $5. 50 doz.; 
 # *. 75 doz.; XX bent, 4%-ft., 
doz.: 5 ft., $5. 50 doz.; Bs bent, 41% - ft., 

doz. > 5-ft., 40 doz. 

Manure Fork ianinnek@enk. 
grade, 4-ft., $4.75 doz.;: 4%-ft., 
09" XX bent, 4-ft., $4.15 doz.; 4%- 

, $4. 40 doz.: X bent, 4-ft., $2.60 doz.; 

43 $2.95 ‘doz. 

ik. Hoe Handies.—XxX 4%-ft., 
$3.45 doz.; X 4%-ft., $2.40 doz. 

Garden Rake Handies.—XxX 5'-ft., 
$5.25 doz.; X 514-ft., 33.25 doz. 

Shovel Handles. — Regular pattern, 
XX 4%-ft., $5.90 doz.; X 414-ft., $3.90 
doz.;: D handle, best grade, $7.95 doz.; 
xX grade, $6 doz. 

Spade WHandies.—D handle, best 
grade, $7.75 doz.; X grade, $6 doz. , 


HINGES.—Present prices being main- 
tained; current business good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: He itd ine i in 
bundles, 4-in., §- 
in., $1.93: 8-in., $3. | 
per doz. pairs. inate tilts T hinges 
in bundles, 4-in., $1.74; 
§-in., $2.31; 8-in., $3.95; 10-in., $5. 64 
per doz. pairs. 


ICE CREAM FREEZERS.—Orders con- 
tinue to show fair volume. 


best 
$5.10 
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We quote from jobbers’ stocks, 
+ ag Chicago: White Mountain, 1- 
$4.85 Niet: 2-qt., $5.65 list; 3-qt., 

36° 75 list; 4- -at., $8. 25 list; 6-qt., $10.45 


list; 8-qt., 13.50 list; 10-qt., $18 list;: 
12-at., $2i. 55 list; 15- -qt., $25. 60 list; 
20-qt., $33.20 list; 25- a $42.60 list: 
Arctic, 1-qt., $4 list; $4.60 list; 


3-qt., $5.55 list; 4-qt., “S686 list; 6-at.. 
$8.60 list; 8-qt., $11.10 list. All the 
above less 50 per cent discount. 


ICE SKATES.—Wholesale stocks still 
in good condition, except on shoe outfits. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Key clamp, rocker, 
men’s and cove’, bright finish, 76c. 
per pair; key clamp, rocker, men’s 
and boys’, nickel finish, $1.10 per pair; 
key clamp, rocker, polished steel 
runners, men’s and boys’, $1.38 per 
pair; %- key, clamp, rocker, women’s 
and girls’, $1.31 per pair; key, 
clamp, hockey, women’s and girls’, 
$1.38 per pair; screw on hockey, § 
per pair; men’s ice skate outfits, $4. 75 

er pair: women’s ice skate outfits, 

5 per pair. 


INCUBATORS.—Nothing in sight to 
slow down the unusual demand. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Incubators, 35 per 
cent discount; brooder stoves, 30 per 
cent discount; insulated chicken wat- 
erers, $3.25 each. 


LARD PRESSES AND SAUSAGE 
STUFFERS.—January sales good; sat- 
isfactory business expected during 
February. 


We quote from jobbers’ 
f.o.b. Chicago: Enterprise, No. 
qat., $7.28 each; No. 31, 6-qt., 
each; No. 35, 8- -at., $8.67 each. 


NAILS.—Orders improving; dealers 
seem to be protecting their stocks; no 
change in prices expected. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wire nails, 
$3.80 per keg, base; cement coated, 
$3.25 per keg, base. The extra for 
galvanized nails is now $2.25 for 1- 
in. and longer; $2.50 for shorter than 
1l-in. 


OIL STOVES.—Interest particularly 
active in these lines for spring delivery. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Old line New Perfec- 
tion 2-burner stoves, $17 each list; 
3-burner, $22 each list; 4-burner, $28 
each list; new improved New Perfec- 
tion, 2-burner, $22 each list; 3-burner, 
$28.50 each list; 4-burner, $35 each 
list; Superfex 2-burner $36 each list; 
3-burner, $45 each list 4- burner. 
$58.50 each list. All suldest to 30 
per cent discount. Lots of ten or more 
are subject to 30-5 per cent discount. 


PAINTS AND OILS.—Linseed oil ad- 
vanced 2 cents per gal. Turpentine and 
denatured alcohol advanced 1 cent per 
gal. 

We quote from jobbers’ 


f.o.b. Chicago: 
Linseed gn thane barrel lots, $1.03 





stocks, 
25, 4- 
$7.89 


stocks, 


per gal.; 5-barrel lots, 98c. per gal. 

Linseed “Oil. — Boiled, barrel lots, 
$1.05 per gal.; 5-barrel lots, $1 per 
gal. 

Turpentine.—Barrel lots, $1.15 per 
gal. 

Denatured Aicohol. — Barrel lots, 
55c. per gal. 

White Lead. —100-lb. kegs, 14\c. 
per 100 lbs.: 50-lb. kegs, 14%c. per 


100 lbs.; 
bs. 
Dry Paste.—In barrels, 6c. per Ib. 
Shellac. — 4-lb goods, white, $3.75 
per gal.: orange, $3.60 per gal. 
English Venetian Red.—In barrels, 
3.50 to $6.75 per 100 lbs. 


PYREX OVEN WARE.—Spring busi- 
ness looks promising; dealers’ stocks 
low. 


1214-lb. kegs, 14%c. per 100 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Bread Pans.--No. 212, $7.20 doz.; 
No. 214, $12 dog. 
Casseroles.—Round, No. 167, $12 


No. 
No. 


168, 
154, 


$14 doz.; No. 183, $12 
$14 doz. 


doz. : 
doz.: 
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Hoover Display Window at Marion Hardware Co. 


$36,000 Hoover Sales on $850 Stock 
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by Hardware Store in Small City 


One reason why The Hoover is so popular among the 
highest class dealers is that practically every store 
handling it turns their stock of machines at least once 
a month. Take, for example, Marion, Indiana—a 
city of 4,500 wired homes. 


The Marion Hardware Company became an Au- 
thorized Hoover Dealer just about three years ago. 
Up tothe end of 1923 their Hoover sales had totaled 
over $36,000; yet the average stock investment was 
only $850! 


To the famous Hoover Co-operative Plan they give 
a large share of the credit for this very successful 
sales record. Under this plan trained salesmen, fur- 
nished by The Hoover Company, secure the leads, 
make the demonstrations, sell and deliver the ma- 
chines, and render the necessary service. 

**The fine results secured in the sale of Hoovers by 
means’ of the Hoover Co-operative Plan,’’ says Mr. 


M. L. Lewis, Pres. and Mer., ““have shown us the 
possibilities of using canvass and close personal work 
to similarly increase the sales of our other lines of 
merchandise. ”’ 


Of course, the Marion Hardware Company give 
their hearty co-operation. Four times per month one 
of their display windows has a Hoover trim; they 
advertise consistently and frequently in local news- 
papers. Public demonstrations are also made at local 
fairs and a Hoover demonstration table is at the front 
entrance of the store. 


‘Twelve turnovers a year are common with Hoover 
dealers who are intent on building a profitable business. 


[his year the Hoover franchise embodies features 
that make it better than ever. It will pay you to in- 
vestigate promptly. When may our representative 
see you? 


THE Hoover Company, NortH Canton, OHIO 
The oldest and largest makers of electric cleaners 
The Hoover is also made in Canada, at Hamilton, Ontario 
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Casseroles. a No. 193, $12 doz.; 
No. 197, $14 ad 

Nursing Bottles. —Narrow neck, flat 
shape and wide mouth, 4-oz. (narrow 
neck only) 80c. per doz. ; all styles, 
6-oz., $1.60 per doz.; 8-oz., $2 per 
doz.; 10-oz., $2.40 doz 

Pie Plates.—No. 202, $6 doz.; No. 
203, $7.20 doz.; No. 209, $7.20 doz. 

Tea Pots.—2-cup, $20 doz.; 4-cup, 
$24 doz.; 6-cup, $28 doz. 

Utility Pans.—No. 231, $8 doz.; No. 
232, $14 doz. 


RADIO.—Acute shortage of tubes not 
improved; manufacturers improving de- 
liveries on complete sets. 


REFRIGERATORS. — All 
point to a good season. 


ROLLER SKATES.—Demand heavy, 
especially in the South. 


We quote from omy 4 stocks, 
f.o.b. “er ¢ Chica boys’ ball 
bearing, $1.45 pair; giris’ ball bear- 
ing, $1.55 pair. Union boys’ ball bear- 
ing, $1.55 pair; girls’ ball bearing, 
$1.65 pair. 


ROPE.—Although advances on manila 
and sisal rope can hardly be avoided, 
none has yet. been announced. The 
Mexican situation greatly interrupts the 
supply of sisal fibre, and manila fibre 
costs are much higher. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality manila 
rope, standard brands, 15%c. per Ib.; 
No. 2 manila rope, “a 5 per lb. base; 
No. 1 sisal rope, ighest a: 
standard brands, 13%c. per Ib. base; 


No. 2 sisal rope standard brands, 
12%c. per Ib. base. 


SASH CORD.—Local prices still un- 
changed, business good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 7 standard brands, 
$11 per doz. hanks; No. 8, $12. 60 
per doz. hanks. 


indications 
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SASH PULLEYS.—No price changes; 
market strong. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common sash pulleys, 
50c. doz.; barrels, 54c. doz.; Common 
Sense, 2-in., 60c doz.; barrels, 54c. 
» No. 105, 57c. doz.; barrels, 53c. 

oz. 


SCREEN DOORS.—Nothing new ex- 
pected until the season opens. 


We quote from jobbers’ 
f.o.b. Chicago: 
266, 2-8 x 6-8, 


Screen Doors.—No. 

$23.15 doz.; No. 296, 2-8 x 6-8, $28.20 

doz.;: No. 311, 2-8 x 6 x 8, $40 ‘doz 
Window Screens. — No. 1833, $5. 30 


doz.; No. 2433, $6.50 doz. 


SCREWS.—Stocks ample; sales good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Flat head  0bright 
screws, 80 per cent new list; round 
head blued, 78 per cent new list; flat 
head brass, 76 per cent new list; 
round head brass, 74 per cent new 
list; japanned, 74 per cent new list. 


STEEL GOODS.—No changes reported; 
considerable future business. being 
placed. 


SOLDER AND BABBITT METAL.— 
Prices higher and very firm. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: Waranted, 50-50 solder, 
32 per 100" Ib.; medium, 45-55 solder, 
31 per 100 lb.; tinners’, 40-60 solder, 
$30 aoe 100 Ib. : babbitt 
metal, $20 per 100 lb.; Standard No. 
4 babbitt metal, $12 per 100 Ib. 


STEEL SHEETS.—Prices continue very 
firm; demand is good; season considered. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 28-gage galvanized 
sheets, $5.85 per 100 Ib.; 28-gage 
black sheets, $4.70 per 100 Ib. 


STOVE PIPE AND ELBOWS.—Future 
orders being placed freely by dealers, 
in view of the fact that prices continue 


stocks, 
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the same as last fall, with no prospect 
of decline ahead. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 26-gage 6-in. pipe, 
$17.50 per marry; joints; 28-gage 6-in. 
pipe, $15.50 per 100 joints; 30-gage 
6-in., pipe, $13.50 —, * aes 28- 
gage 6-in. elbows, $1.6 


WHEELBARROWS.Orders coming in 
better volume as the spring selling sea- 
son approaches; prices -firm and un- 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wood bar- 
rows, $3.50 each; common steel tray 
barrows, $5.50 each; steel leg garden 
barrows, $6 each. 


WIRE GOODS.—Orders for barbed 
wire and staples improving, but do 
not equal nails and field fence; spring 
business on screen wire practically 
placed. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 8 black annealed 
wire, $3.70 per 100 Ib.; catch weight 
spool galvanized cattle or hog wire, 
$4.60 per 100 Ib.; 80- = = galvan- 
ized hog wire, $3. 98 p 
galvanized plain vies. 4, 
a polished fence staples, $4.25 per 

lb.; catch wei 

+. wire, $4.30 per 100 Ib.; 
black wire cloth, $2.10 per M00 sq. 
ft.; 12-mesh galvanized wire cloth, 
$2.45 per 100 sq. ft.; 14-mesh bronze 
wire cloth, $6.70 pee 100 sq. ft. in 
50-ft. rolls; pa ta d before poultry 
netting, 45- 10 per cent discount; gal- 
vanized after poultry netting, 45 per 
cent discount. 


WRENCHES.—Prices firm; nothing in 
the nature of a change reported. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Agricultural wrenches, 
2 per cent off list; Coes wrenches, 

- 10 per cent off; engineers’ 
Mio AE 25 per cent off; knife 
handle wrenches, 40-10 per cent off; 
Stillson, 60-10 per cent off; Trimo, 
60-74% per cent off. 





Steel Corporation Dividend Indicates 
Optimism for Future, Says Pittsburgh 


(Pittsburgh office of HARDWARE AGE) 


LL developments in the steel trade in the past week 
A were favorable, and there is more optimism over 
the outlook for this year than at any time before. 

To begin with, the action of the Steel Corporation in pay- 
ing an extra dividend of % of 1 per cent, or 50 cents per 
share, on the common stock, was probably the most im- 
portant development, as it is figured that the Corpora- 
tion officials believe the outlook warrants the extra divi- 
dend, otherwise it would not have been paid. Officials 
of the Corporation always study very carefully all exist- 
ing conditions before taking definite action on anything, 
and the extra dividend, following the one of 25 cents per 
share paid for the previous quarter, indicates they be- 
lieved the steel trade is in for a period of real prosperity. 
Another encouraging development is that operating 
schedules of Steel Corporation plants, as well as those of 
the independent steel companies, are steadily being in- 
creased, the Corporation at this writing operating is close 
to 95 per cent of capacity, while the independents are 
running at a general average of about 80 per cent. While 
it is probably true that the increased output of steel and 
pig iron may not all be going into actual consumption, yet 
the fact that orders being received by the mills in nearly 
every case, specify prompt delivery, indicates that con- 
sumers are short of supplies, and that jobbers’ stocks are 
very low and need replenishing. Inventory has been com- 
pleted, and more orders placed by the trade indicate that 
stocks are generally at a low ebb. The fact, too, that the 


Corporation is buying pig iron in the open market means 
that it has a busy schedule laid out for its steel works 
and finishing mills for some months ahead. The National 
Tube Co., the pipe and tube interest of the Corporation, 
put out an inquiry last Tuesday for 40,000 tons of basic 
iron, the first time that this interest has asked for out-’ 
side iron for several years. The Standard Sanitary Mfg. 
Co. of this city some time ago bought 20,000 tons of iron, 
is again in the market for a similar quantity. The local 
demand for pig iron has improved very much in the past 
week, and prices of foundry iron are up 50 cents per ton 
and basic $1 per ton. Output of pig iron this month will 
show considerable increase over December. 

The railroads continue to be liberal buyers of rails, cars 
and general track supplies, and this year promises to 
break all previous records of new track laying and general 
betterment of equipment. 

The favorable financial report of the Steel Corporation 
for the last quarter of 1923 is typical of the independent 
steel companies, all of which are enjoying prosperity and 
whose present earnings are very satisfactory. This means 
that the independent companies will spend money liberally 
in improvements and in turn this will give work to the 
concerns that make iron and steel works equipment, and 
which at present are busy. 

Local conditions in the hardware trade show no im- 
portant changes. Local jobbers say the volume of busi- 
ness in January was ahead of the same month in 1923. 
The very mild winter has greatly restricted sales of win- 
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The live hardware 


dealer says: 
Tt 
‘Now, All Together! 
‘““We’ll sing a song of garden hose 
In one convenient measure, 
That 5 ths hose has proved itself 
The merchant’s greatest treasure. 
BOSTON “It saves his cash, it saves his space, 
WOVEN HOSE & It makes his patrons happy; 
oe we It keeps the smile upon his face, 
Cambridge, Mass. So sing it loud and snappy !’’ 


The largest hose manu- 


facturers in the world. 66 29 
Makers of the famous Three cheers for %ths hose ! 
BULL DOG, GOOD 

LUCK and MILO 

brands of garden hose. 

Also makers of GOOD 

LUCK Jar Rings. 
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PITTSBURGH BASE PRICES 


Note: Jt should be understood that prices given below are f.o.b. mill or warehouse, Pittsburgh, and are quoted only for 
car load shipments from mill or warehouse to retailers. For smaller lots, the usual advances apply. | 


Annealed Fence Wire, base, No. » gage per 100 ID. ..... 2... cece eee ee eee ewes $3.00 
Bright Plain Wire, base, per 100 ID... cc cccer sce r ccc cccereccnesrrenevseessscces 2.85 
eee, Tee, BOR, DOP BOD Be oo ccc ce hee eee merce esesccescusseccumesesossces 6.25 
Galvanized Barbed Tere WER, BO BOO Wie ce ccc cc hele ec whee ere we spate ee seduces 3.90 
Galvanized Fence Wire, No. 9. De er BD BR. oc cicwspcesececces ps trek sesevene 3.45 
Painted Barbed Wire, base, per NN ie ace 3.55 
Machine Bolts, small, rolled threads .......... ccc cc cece ccc ceweverevscces 60 & 10 off list 
Machine Bolts, al] sles, Cut Creme... onc ccc ccccccccastovesccsvesvccveres 60 off list 
Machine Bolts, cp.c. and t. nuts, 3 x4-im..... 2... 2. cee cece ener ence evens 50 & 5 off list 
Matin, Beeel, Cut, BOSS, WEP WOR coc. cvccsccwc ccc vecevscccewccvessececcsecsees . 8.25 
ee, WU, I UP Bc cede eee cece doe wecsciustbe sb Vwes cower esisuesee eee 3.10 
Common Iron Bars, NE errr Terre eT ree PLEO ee 2.50c. 
Plates, sheared, tank SE: SOP Ts a6 66 dks + pw aenwn PORN eee Oh ec ees enoee geen 2.60c. 
Sheets, blue annealed, "MAPS Tee Te ee POTEET ee 3.10c. 
Beets, Binck, BE GAMO, WOE TWh. ccc cc ccvcvccvccvsesesasvrvevecescsvcesvevssseene 4.00c. 
Sheets, galvanized, ON 8 ee nr nr errr Se ere Seer 5.15c. 
Soft steel ae ee RPS PP Perr rr eet Ok eee LT 2.50c. 
Spikes, 9/16 and er, Bee wee BBO Wb. 6 abd vnc start ds twediness ceccigeseeereoecee $3.90 
Steel Pipe, black, butt welded, Se Bees & o cbbe wh CONSE TOUS ec eso cetwan 60 per cent off list 
Steel Pipe, galvanized, butt welded, RS Ree re ery 481% per cent off list 
a re, rr, SS ons. k bce sv calee b bee. ss Gur ees 0b 66.460 CC RES ROD ORSON $5.7 
Staples, polished fence, base, per keg... ..... 2... cee ccccrveecvcncvcvvccvccsvccere 3.55 
Staples, galvanized, base, i es Kode se ede Aa See ST eee ee re 3.90 
Woven Fence, carloads ERLE: SE SECRETE RE TS 65 per cent off list 
Wrought Iron I I a Nes ae eeeauaee 29 per cent off list 
Wrought Iron Pipe, galvanized, l-in. to 1%4-in..............20200 12 per cent off list 


Freight Rates 


All freight rates from Pittsburgh on finished iron and steel products, carloads lots, per 100 Ib.: 











Philadelphia, domestic. $0.32 Pe; sa2 oe Okeke ole $0.265 EE ee Mee een Pacific Coast ....... $1. 15 

Philadelphia, export... 0.235 Cleveland ...ccsecces 0.215 Kansas ‘aad (pipe). 0.705 Pac. Coast, ship plates 4 = 

Baltimore, domestic... 0.31 Cleveland, Youngstown ee Sa 0.60 Birmingham ........ 

Baltimore, export..... 0.225 Ban Tre Tse eTt 0.19 Omaha eeeeeceneeeee 0.735 Memphis RSE Te et 

New York, domestic... 0.34 oe Petes es sews eo ae (pipe) ee acd ea" Jacksonville, all rail.. 0.70 

New York, export.... 0.255 Indianapolis ........ 0.31 Denver (pipe) ....---- 1.215 Jacksonville, rail and 

Boston, domestic .... 0.365 Chicago ............ O34 Charleston, B.C.allrail 0.58 WAtEr oo. sy..50e30. 0.415 

Boston, export........ Se ER SL oo kaw mreko ccs 0.43 Rail and water..... 0.415 New Orleans ........ 0.67 
ter goods, or the showing would have been much better. railroads, is certain to be active over all this year. Wire 
On staple hardware lines, sales are good, and now that it goods are also likely to be active in demand, as the farmer 
is pretty well established that there will be no radical is gradually getting better prices for his products and 
reductions in prices, the trade is likely to buy more freely will have more money to spend. Hardware prices are 
of the lines on which for some time it has been restrict- likely to be more stable this year than last. and as long 
ing purchases to actual needs. Demand for the heavier as present high costs of labor and raw materials prevail 
goods handled by the hardware trade, and used by the they are not likely to show much change. 


AXES.—Local dealers report fair de- and bolts in large lots are now-as fol- stocks take the usual advances over the 
mand, and prices are guaranteed until lows: above prices. 
April 1, next. Shipments by makers IRON AND STEEL BARS.—As noted 


Machine bolts, small, rolled threads, 


are now being made promptly. oft and 5 per cent oft list; Machine before, the soft steel bar market is 
We , — »0lts, all sizes, cut t reads, 0 and : : . 
f.0.b. piubweh. a6 howe: — per cent off list; Carriage bolts, % x active - demand, and prices are firm. 
First grade, single bitted axes. Re ‘oe and mereet. Bg my Specifications against contractors are 
nandled, $19 per doz.; unhandled, $15 en ana © per cent OM IS, : 7 
per doz.: double bitted axes, handled, Carriage bolts. cut threads, all aa pep. fairly heavy, but a few buyers = plac 
$24 per doz.; unhandled, $20 per doz.: oP gy a. = = eats nae ing orders only for nearby needs. Not 
p nd ade axes single rere ) S, bo 9» per cent o IST; ow : ° . . 
handled, FiiG0 per'dor'inhandiea, -—«‘balts, Nos. 3 and@ heads, 30 and 10 ™uch doing here in iron bars, but prices 
$14.50 per doz.: double bitted. han- per cent off list: Other style heads, are fairly strong. 
dled, $21 per doz.; unhandled, $18 per 20 per cent extra; Machine _ bolts, , 
doz. ial itm c.p.c. and t. nuts, % x 4 in., 50 and We quote soft steel bars, rolled 
: cesta 5 per cent off list; Larger and longer from billets, at 2.40c. base; bars for 
BOLTS AND NUTS.—Several local sizes, 50 and 5 per cent off list; Hot ee of screw stock Fe 
‘are _ aman we - pressed squares or hex. nuts, blank, sis, $3 per ton over base; reinforcing 
makers have advanced prices about 0 4.25c. off list; Hot pressed nuts, bars, rolled from billets, 2.40c. base; 
per cent on the entire bolt and nut list, tapped, 4.25c. off list: C.p.c. and t. — iron bars, ry: in car- 

‘+ je “Pe ” square or hex, nuts, blank, 4c. off list; oa ots or more, f.0.bD. ittsburgh. 
and it is under: tood that some outside C.p.ec. and t. square or hex. nuts, The above prices are for carloads or 
makers have taken the same action. tapped, 4c. off ye ae a ey ee no mgt re ae warebounes 

ow lic 1 : , nuts: *% in. and smaller, U. S. S., 80 charging e usual advances for sma 
— new — mean one 5 — and 5 per cent off list; % in. and lots from stock. 
arge macnine bolts at 60U and 5 per cen larger, U. S. S., 75 and 5 per cent off > 

div “wy: ] — orders 

off list, as against 60 and 10 per cent yet; Smad sises, © A. &., 8, 189 and setae vied NETTING ee oo 
’ 5 per cent off list; S. A. E., % in. and being placed with jobbers for spring 
quoted for some time past; advances larger, 75, 10 and 5 per cent off list; deliver 4d this 3 enected to be 
in other kinds of bolts average about 5 Stove bolts in packages, 75, 10 and 5 y, an i S expecte 
i per cent off list; Stove bolts in bulk, a big year in this product. Prices are 
per cent; hot pressed nuts now quoted 75, 10, 5 and 2% per cent off list; Tire : 
nee “uel , bolts, 60 and 10 per cent off list: Bolt firm, about on the same basis as last 
at 4% cents per lb. instead of 4% cents Bus e: : : 

: ’ ends with hot pressed nuts, 60 and 5 year. Local jobbers are quoting 45 and 
as formerly, and small rivets are now per cent off list; Bolt ends with cold S nee‘ cant oft tat: the waletained after 
quoted at 65 and 10 per cent off list, ee Se = a _ whnninid d 45 and 7 d - f 
instead of 60 and 10 as formerly. Mak- and smaller, 50 to 55 and 5 per cent Waarveuse — ” = oe 
ers say the higher prices are fully justi- off list; Turnbuckles, without ends, % vanized before weaving. 

_—™ > : ‘ in. and smaller, 65 and 5 to 70 and 10 . 7 
fied, as they have not been able to per cent off list; Washers, 5c. to 5.25c. SHEETS.—The American Sheet & Tin 
make any money at the former prices. on Bat. Plate Co. is operating its sheet mills 


The new discounts and prices on nuts Small lots from jobbers and warehouse close to about 90 per cent of capacity, 
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WON DE R CATALOG 


AS} AO 





Compiled, printed and bound for the 
HUEY & PHILP HARDWARE COMPANY 
Dallas, Texas 


HE Hardware Retailer needs 
real co-operation from the 
Jobber. Here is a concern that 
has spared no expense to give to 
its customers a real catalogs. The 


progressive retailer will do well 
to study this catalog and thereby 
make additional profits through 
increased knowledge of the pos- 
sible sales so intelligently listed. 


Burdick-Allen Built Hardware Catalogs differ from 


other catalogs in their sales-producing ability. 


Write 


for information and catalog describing our methods. 


BURDICK-ALLEN COMPANY 


Manufacturing Printers and Compilers of Hardware Catalogs 


MILWAUKEE, 


U. S.A. 
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while the independent mills are running 
to an average of 80 per cent. Mills 
that make sheets for the automotive 
industry are being pushed for deliver- 
ies, and are pretty well sold up for sev- 
eral months. Prices remain firm, and 
there is practically an entire absence 
of cutting. Regular prices on No. 28- 
gage black sheets are 3.85 cents at mill, 
and for 28-gage galvanized are 5 cents 
at mill, these prices being for carloads 
or larger lots. Jobbers charge the usual 
advances for small lots from stock. 


STEEL PIPE.—The new demand for 
both iron and steel pipe is steadily 
getting heavier, the local pipe mills re- 
porting that their orders in January 
were larger than in the previous month, 
while December was better in orders 
than November. New demand for 
standard pipe is particularly active, and 
mills are sold up for several months. 
The demand for boiler tubes is not very 
active. Prices remain firm, but are 
without change, and for small lots from 
stocks are as follows: 


Black Galv. Black Galv 
‘ bey on 1 $ 7.18 $ 9.31 
~ 1%.. 9.71 12.59 
‘ 3. 36 $5. 50 1%.. 11.60 15.05 
y 61 20.25 


ss 417 5.43 2s 
5.1 56 2%.. 68 
Above a. per 100 ft. t o.b. Pitts- 


TRACK ‘SUPPLIES. —New demand con- 
tinues active, and makers are looking 


gp feete 
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for a big year, as the railroads are 
set to make very heavy additions to 
new trackage this year. Prices are 
strong, but there is active competition 
on all the new orders coming up. For 
carloads and larger lots, mills quote 
as ee 


Spike in. and - ee, Se per 
100 Ib. 33. 5 to $3.15 


Oo $3. 
base, ’ per 100 Ib., $3. "25 to "535 50. 
Track Bolts. —%, in. and 
base, per 100 Ib., $4 to $4.25; 
ane 5, in., base, per 100 lb., $ . 


es "Te Piates.—Per 100 Ib., $2.55 to 


Angle Bars.—Per 100 Ib., $2.75. 

For small lots from warehouse or 
store, the usual advances over the 
above prices obtain. 


TRACK TOOLS.—Current reports that 
there has been a general advance of 10 
per cent in prices on track tools cannot 
be confirmed here. These may have 
come from the fact that a large maker 
of track tools at Warren, Ohio, that 
has been quoting somewhat higher than 
its competitors, recently issued new 
lists, in which prices quoted are the 
same as have been quoted by other 
makers since April of last year, no 
changes having been made in market 
prices since that time. However, local 
jobbers say they are looking for an 
advance to come at any time. Demand 
is reported as being quite active. 


meee. 


For ‘ 
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large lots, the following prices are 
quoted: Picks and mattocks, 50 and 
10 and 5 per cent off list; hammers and 
sledges under 5-lb., 60 and 10 and 10 off 
list, over 5-lb., 60 and 10 and 10 off 
list; wood wedges, 6c. per lb., and crow- 
bars, 5%c. per lb., all these prices being 
f.o.b. Pittsburgh. Jobbers charge the 
usual advances on small lots out of 
stocks. 


WIRE PRODUCTS.—tThere is a slow 
but steady increase in the new demand 
for wire and wire nails, but consumers 
and jobbers are still inclined to buy 
only as nearby needs demand. Mills 
can make very prompt shipments on or- 
ders, and there are no signs visible now 
that prices may be higher in the near 
future. Building promises to be active 
this year, and this will result in a good 
demand for nails for that purpose, if 
this prediction holds good. Prices are 
firm. 


Jobbers quote retail trade from 
stocks as follows: 
Wire nails, $3. 40 to $3.50 base, 
$3.88 galvanized, 2-point cattle wire. 
fo spool; galvanized, 2-peint 
e, $3.63 per spool; galvanized, 
re i cattle wire, $3.60 per spool; 
galvanized, 4-point hay wire, $3.90 
per spool; No. 9 annealed fence wire, 
$3.30 per 100 lb.; No. 9 galvanized 
fence wire, $3.90 per 100 lb.; woven 
wire fencing, 63 per cent off list. All 
oo on prices on spools are for 


Shelf Hardware Outlook Bright 
in New England—Other Lines Improving 





(Boston office of HARDWARE AGE) 


sk shelf hardware outlook in New England is bright. 
Bookings by jobbers in January were well in excess 
of those for the corresponding month last year, in- 
creases being shown in retail requirements for both the 
present and future. Another feature of current business 
is the broadness of demand, practically all classes of mer- 
chandise enjoying prosperity. The scope of goods that 
will be handled this year by the retail merchant gives 
promise of increasing, inasmuch as jobbers, following their 
usual custom, are starting the new year with a more diver- 
sified line. Quantities of the individual lines now handled 
by the retailer are comparatively small. In other words, 
the retail dealer, generally speaking, is taking on addi- 
tional lines without burdening himself with top-heavy 
inventories. This policy accounts in a large measure for 
the frequency of orders placed for individual items by 
individual dealers, and the expanding frequency of stock 
turnover. Shelf hardware jobbers say the credit situation 


is healthy. 


BARBED WIRE.—Contrasted with 
January, 1923, jobbing houses have far 
more barbed wire business on their 
books. In fact, some of the jobbers 
believe 1924 will be the biggest barbed 
wire year with them on record. No 
trouble in deliveries is anticipated. 

We quote from Boston jobbers’ 
stocks: 

Barbed Wire.—From store, galvan- 
ized, Waukegan, 80-rod reels, — 
mon, $4.30 per reel; two-ply, $3. 78 
reel; catch weights, common, $6. 

y, $5. 
f.o.b. Pittsburgh, 
galvanized catch-weig ht, in car lots, 


.90 per 100-Ib.; in ives than car lots, 
+ 4.15; two-ply is quoted the same; 80- 


rod reels. 


car lots, $3.40; 
$3.65; two-ply, 


season. 


galvanized four-point in 
car lots, $3.30 per reel; 
car lots, $3.55; Lyman, four-point, in 
in less than car lots, 
twisted, 
$2.84; in less than car lots, $3.09. 
BARROWS.—During the past month 
additional barrow business was booked 
up for spring delivery. Previously good 
orders came to hand, consequently job- 
bers are quite optimistic regarding the 
Most of the retail trade has 


covered its requirements. 


BASEBALL GOODS.—The wholesale jin ante 
hardware houses have been plugging 


Heavy hardware and mill supply business is gathering 
momentum and before long should hit its full swing. 
In heavy hardware circles sentiment has been materially 
strengthened by the earnings statement of the United 
States Steel Corporation for the last quarter of 1923, 
and by the action of the direetors of that corporation in 
declaring an extra 50 cent cash dividend. It is also be- 
lieved the corporation is in a sufficiently strong position 
as regards forward bookings to insure stability of prices 
on mill products. With the element of uncertainty re- 
moved, heavy hardware interests can find no reason why 
their business should not be good for several months, at 
least. 

Mill supply houses, while reporting increasing sales, 
making it quite plain that business is not obtained with- 

out a struggle. In other words, they have to go out and 
hustle for it. Their position is due to the inactivity of 
textile mills, and the slow comeback among New England 
manufacturers in general; but there is every indication 
that conditions are on the mend. 


hard the past fortnight and have 
rounded up a substantial business. 


We quote from Boston jobbers’ 
in car lots, stocks 
Fielders’ Gloves io $8 a os 
doz., net; He. 507C Re C, 
0.75; No. pf), 


22, $22; ine. D, $22; 
No A B52, $06, 50; No. 144. 


- 2, $29; 
Catchers’ Mits.—No. _" $12 per 
doz., net; No. 574R, $16 No. 578T, 
$25. 50: No. 577, $27; No. 588, $54; No. 
592, $72. 

Baseman Mits.—No. 603, $16 per 
doz., net; No. 608, $27; No. 625W. $40. 

Masks. —Boys’ ‘No. 25M, $4. 50 per 
Youths’, No. 31M, $19; 


Men’s No, 41M, $42. 


in less than 
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Trade Mark 
Reg. U. 8S. Pat. Off. 











The Griswold Combination Meat and 
Food Chopper is becoming more popu- 
lar every day. 

Women find the Griswold Combination Meat and 


Food Chopper satisfactory because it is the same 
sturdy type and construction used by meat shops. 


It works easily and smoothly. Cuts food evenly: 


and thoroughly, without squeezing. Doesn’t leak 
juice at the handle end. Has self-sharpening re- 
versible steel knife and three different size reversible 
steel plates. 





All Griswold ware is constantly being studied for 
possible improvements. The Food Chopper now has 
new wing nut, bright finished knives, new threaded 
stud on scroll, and is put up in a new, strong con- 
tainer. In sizes for all sizes of family. Send for 
further details and prices. 


The GRISWOLD MFG. CO. 
ERIE, PENNA., U. S. A. 
Makers of the Bolo Oven, Extra Finished Iron 
Kitchen Ware, Waffle Irons, Cast Aluminum Cook- 


ing Utensils, Gas Hot Plates, Food Choppers, Re 
versible Dampers and Mail boxes. 


The Line That’s Fine at Cooking Time 
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Chest Protectors.—No. 903, boys’, 
$25.75 per doz.; No. 920, big league 
size, $46. 

Bats.—Crack-A-Jack, $2 
net: Junior League, $3.60; King of 
Field, $7.20; burnt oil finish, $10.80: 
Professional League, $12; Bing-Go, 
$12; youths’ assorted sluggers, $7.20; 
Louisville Slugger, Jr., $5.40; Louis- 
ville Slugger (regular), $16.20. 

Basebalis.—ler dozen, net. 
75c.: Boys’ Favorite, 91.65; 
America, $2; Junior League Special, 
$2: Junior League. $3.75: Boys’ 
League, $4; Dollar Lively, $6; Pro- 
fessional League, $8; Hardwood 
ee. $12.50; National League, 


BOTTLES.—Jobbers have taken advan- 
tage of some of the recent downward 
adjustment in manufacturers’ prices to 
book up business not usually expected 
at this time of the year. Many retail- 
ers, however, prefer to sit back and 
wait future price developments inas- 
much as they have enough bottles on 
hand for immediate requirements. 


We quote from Boston jobbers’ 
stocks: 


per doz., 


Boitties.—Thermos line, No. 11Q, 
$2.75 list; No. 6, 92.75; No. 6Q, $4; No. 
15%, $2.10: No. 15, $2.35; No. 15Q, 
$3.60. Universal line, No. 21, pint, 
+e 65 each, list; No. 22, quart, $2.50, 
competitive; No. 111, pint, $1.05 net; 
green, No. 70, half-pint, $1.75 list; 
No. 71, pint, $1.85; No. 72, quart, 
92.85 ‘corrugated, No. 591, pints, 
$2 75: No. 592. $4.50. 

Fillers.—Thermos line, 1542, 
95c. list: No. 15F, $1; No. 1508, $1.60. 

Discount.—Small lots, 25 and 10 per 


cent: case lots, 25, 10 and 5 per cent. 


BRUSHES.—Good orders for paint 
brushes are coming into the wholesale 
market. Retail firms ordering fairly 
heavy on popular styles, but lightly on 
slow selling numbers. 
We 
stocks: 


Boston jobbers’ 


Brushes.—Paint, wall, $5 to $60 per 
doz., net; varnish, $3.50 to $25; ond. 
mine, $10.50 to 990: whitewash, $3.5 
to $130. 

CLIPPERS.—The market for clippers 
has been quite satisfactory so far this 
year. Foreign makes at low prices 
have made their appearance in this mar- 
ket the past few months, but the retail 
trade is sticking pretty closely to the 
tried and proved American product. 

We Boston jobbers’ 


stocks: 

Toilet Clippers.—Khedive, 90c. each; 
Plymouth, No. 00, $1.10; No. 0, $1.20; 
Mayflower, No. 00, $1.25: No. 0, $1.25; 
Suécess, No. 1, $1.50; No. 0, $1.65; 


quote from 


quote from 
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No. 00, Y ‘ Capital, No. 1, 35; 
No. 00, $2. ” 


Stewart No. 1 Ball Bearing Clipping 


Machine, $12.75; No. 360, Top Pilate, 
$1.25; No. 361 Bottom Plate, $1.75. 
Discount, 831% per cent. 


Stewart Electric Clipping Machine, 
all standard voltages, hanging type, 


*89 f.ob. Chicaco: pedestal type, $85 
f.o.b. Chicago. Discount, 25 per cent. 
CULTIVATORS. — Some _ wholesale 


houses profess to see a brighter out- 
look for cultivators. The 1923 season 
on this class of merchandise was un- 
satisfactory from the jobbers’ view- 
point, but orders already booked sug- 
gest that some retail stocks, at least, 
need replenishing. 


We quote from Boston jobbers’ 
stocks: 

Cultivators.— Midget, $3.45 per 
dozen; three-prong cultivators, $6.65; 
five-prong, $8.85. All prices net. 
American Po & Hoe Co., No. G2, 
$5: Leader, N , $3. 





Contrary to the announce- 
ment appearing in the Jan. 31 
issue of Hardware Age, there 
was no general reduction of the 
Yale & Towne Mfg. Co. line. 
The reductions made applied only 
to a eens — items. 
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DRY COLORS. —Improved alias most- 
ly for delivery in February or March, 
are noted, but the market is by no 
means active. Prices are steady and 
indications are they will hold on their 
present basis for some time. 


We quote from Boston jobbers’ 
stocks, in lots of less than barrels, 
figures in cents: 

Metallic brown. 4 WE seuss 3 
Vellow ochre..... oe 0 ers 12 
Venetian red..... 4 Lampblack 23-25 
Uitr’ine blue..... 22 digo aegis 9 
OR See 20 I Fans 6.463% 12 
0 : 

Lampblack in packages; other 
colors in bulk. 


FILES.—Supply houses almost without 
exception report quite a number of siz- 
able inquiries for files in the market, 
which leads them to believe that cer- 
tain industries are beginning to get 
business. Jobbers’ stocks of files are 
in. good condition. 

FOOTBALLS.—Jobbers have _ started 


out for next season football business. 
Contrasted with last season prices are 
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virtually unchanged. Retail stocks are 
believed to be small. 


We quote from Boston jobbers’ 
stocks: 

Footbalis.—Boys’ 
bladders, No. 3, $9 
4, $12; No. 5, $15. 

Bladders.—For No. 3 and 4 foot- 
oh an $3.50 per doz., net; for No. 5, 


GLUE—Not much improvement in 
weekly sales of glue for retail paint 
departments is noted. 


We quote from Boston jobbers’ 
stocks: Glue—Ground, 15c. per Ib., 
plate, 20c. per Ib., bonnet, 30c. per Ib. 


HOISTS.—Jobbers profess to see im- 
proved business ahead of them, al- 
though they are not sure when it is 
coming. 


We quote from Boston jobbers’ 
stocks: 

Hoists.—Yale & Towne line, spur 
geared, 20 and 7% per cent discount; 
—— geared (side wheel type) 20 
and 7% per cent differential, 60 and 
5 per cent. 


LETTER BOXES.—Retail hardware 
dealers serving rural districts are pre- 
paring for a good letter box business 
this spring, if business booked by job- 
bers can be taken as an indication. The 
higher priced boxes appear to have 
something of an edge on the cheapest 
ones in the matter of demand. 
We quote from Boston jobbers’ 


complete 


with 
per doz., net; No 


stocks 

Letter Boxes.—Corbin line, No. 
2417, $8 per doz., net; No. 2406, $8.65; 
No. 2416, $12; No. 2418, $12; No. 2, 
$14.50; No. 4, $18; No. 2437, $5.40. 
Hessler rural delivery, $13.50 per. 
doz., net. 


LEAD.—The anticipated advance in 
painters’ lead has not developed. The 
pig lead market remains strong, how- 
ever, and linseed oil is still sufficiently 
high for paint authorities to maintain 
their belief that lead will be higher 
and shortly, too. 


We quote Boston jobbers’ _ base 
prices on lead, in 12%, ~ 50 and 100- 
lb. kegs, figures in cen 


214-1b. te *50- Ib. on ye 
White oil. Ven 1 
White dry.... 14% 14% at 
Red oil...-.. 16% 16 15% 
mea Gry...... 14% 144% A 
White in 5-lb. tins, 50 or 100 Ib, to 
the case, is 15c. per lb.; and in 1-lb. 


tins, 25, 50 or 100-lb. to the case, is 
17¢c. per Ib. 
NAILS.—Jobbers’ stocks of most kinds 


of nails are large, but they have a 





‘“‘“Hardware Age, 
“New York City. 
“Gentlemen:— 


you on a very able article. 





“I have just read with very great interest 
your strong editorial in the issue of Jan. 24, 
entitled ‘W hat’s the Lesson?’ and compliment 
I have more than 
a passing interest in the Simmons Hardware 
Company, by reason of the fact that my 
father, H. M. Meier, spent nearly forty years 
with that great institution, starting in the 
early days of Waters, Simmons & Co., and 
leaving them in the late nineties as vice- 
president and one of the men who helped 


cA Very Able Article”’ 


very materially to found a wonderful in- 


dustry. 


“I am sending a copy of this article to my 
father in California, and at the same time I 
should like to ask you to send me a half dozen 
or more extra copies for distribution here 
among friends who I know would like to 


read it. 


“With all best wishes, believe me, 


“Yours very truly, 


“DPD. I. Meier, Sec. and Treas., 
“Ludlow-Saylor Wire Co., 
**St. Louis, Mo.” 
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ORWIGSBURG HARDWARE CO. 
Orwigsburg, Pa. 


Congoleum Company, Inc. 
Philadelphia, Pa. 
Gentlemen: 


Our experience with Gold-Seal Congoleum 
Rugs is that in the first place they give 
satisfaction to the customer, and secondly, 
it pays to handle them. We always get list 
price and never a question asked for a bet- 
ter price. 

Orwigsburg Hardware Co. 


J. W. Waltman, Manager 









SELL THE HOUSEWIFE FLOOR- exipoa: 
COVERING WHEN SHECOMES Ff : 
FOR POTS AND PANS 
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It pays to handle 
Congoleum Art-Rugs 


An enterprising firm is the Orwigsburg Hardware 
Company. As their letter (below Mr. Waltman’s 
photograph) testifies, they find Gold-Seal Congoleum 
a profitable line to handle. And thousands of other 
hardware merchants echo their statement. 


Gold-Seal Congoleum Rugs are in a class by them- 
selves as a swift and sure seller. Six times a year is 
not an unusual turnover for Congoleum. Think of 
that! Six fat profits a year on your investment— 
and it need not be a big investment, at that. 


So easy to sell, too. Our tremendous and far- 
reaching advertising has established such a huge 
following that Congoleum Rugs virtually sell them- 
selves. And to tie up Congoleum dealers with Con- 
goleum advertising—to spotlight their stores as 
Congoleum headquarters—we furnish the strongest 


kind of selling helps: display cards, Gold-Seal 


hangers, movie slides and newspaper electros. 


Yes sir, Gold-Seal draws new customers and 
makes new profits. Write to our Hardware Service 
Department for complete information about Con- 
goleum profits. 


CONGOLEUM COMPANY 


INCORPORATED . 


Philadelphia New York Chicago Boston Pittsburgh 
Kansas City San Francisco Minneapolis Dallas Atlanta 
New Orleans Montreal London Paris Rio de Janeiro 











T 





“ 


1. A logical hardware line — sell the 
housewife floor-covering when she 
comes for pots and pans, stoves or 
cutlery. 


2. A staple line — patterns are standard; 
every style good, season after season. 

3. Easy sales—demand created by 
nation-wide advertising. 

4. Quick profits — no tie-up of working 
capital. 

5. Easy to display—little space required. 

6. Easy to handle— packed in individual 


; : 8. Satished customers— 
containers, ready to deliver. 


’ high quality and satis- 
7. Small investment—no risk. faction guaranteed. 


The Fastest Selling Floor-Covering in the World 


Reasons Why Hardware Merchants Sell Gold-Seal Congoleum Rugs 7 
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Dell All you have 


-not HALF of it / 





Show it and you'll sell 
it. Make every cus- 


tomer see everything 


you have. “Revolvo” 
Display Stands _ for 
paints, oils, Sacces- 
sories, etc., make cus- 
tomers buy two and 





three times as much. 


Nail and Bolt Cases, like the Display 
Stand, are made of steel and are sec- 
tional ball bearing revolving. There 


are many sizes and styles. 


The “Revolvo 
Eclipse” Nail 
Bin occupies 48 
to 60 inches of 
floor space with 
from 15 to 50 
bins Nos. 23, 
24 and 25. Im- 
proved have 15, 
20 and 25 bins; 
the capacity of 
each bin being 125 Ibs. No. 500-A, 
so bins, capacity of each bin 120 Ibs. 


“Revolvo” Bolt Case 
is only 26 inches in di- 
ameter and 
from 36 to 120 bins. 


fevolve 


Delays are expensive. 
Wire our expense. 


contains 














The Wellston Manufacturing Co., 
Wellston, Ohio 


Gentlemen: 
lease send me further information 
on Revolvo Display Equipment. 
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large amount of future business on their 
books as well, consequently the supply 
situation is not as easy as casual glance 
in jobbers’ stockrooms might suggest. 


We quote from Boston jobbers’ 
stocks: 

Nails.—Wire, $4.10 per keg, base, 
from store; from mill, in less than 
carload lots, $3.35 per keg, base, 
and in carload lots, $3.10 per keg, 
base, f.o.b. Pittsburgh. Galvanized 
wire nails, 1-in. and longer, add $2.50 


per keg; shorter than l-in., $2.75; 
cut nails from store, $4.55 per keg, 
base; direct shipments, car  iots, 


$3.60 per keg, base; in less than car 
lots, $3.75: Tremont, cut nails, from 
store, $4.35 per keg, except hardened 
steel, which are $8.10; from mill 
$4.05, f.o.b. Wareham, Mass., except 
hardened steel which are $7.60; West- 
ern cut nails, direct shipments only 


$3.75 base, f.o.b. Pittsburgh; gal- 
vanized, four penny-weight and 
smaller, $6.30 f.o.b. factory base, 


larger $7.05; from store, four penny- 
weight and smaller, $6.80 base, larger 
$7.55; cement coated nails from mill, 
in less than carloads, $3.75 per keg. 
base; in carloads, $3.45: hard steel 
nai's, from store. $8.10 per keg, base; 


from factory, $7.60: blued 3-penny- 
weight, light sterilized lath, $2.05 per 
keg. 


OILS.—Since last reports, turpentine 
prices have advanced several cents only 
to fall back to their previous level of 
$1.15 per gal. Otherwise oil and al- 
cohol values have not changed notice- 
ably in a jobbing way. 


We quote from Boston jobbers’ 


stocks: 

Oils, etc.—In less than barrel lots, 
castor oil, $1.65 per gal.; cylinder, 
80c.; lard, $1.20: neatsfoot, $1.20. In 
barrel lots, denatured alcohol, 57c. 
per gal; wood alcohol, $1.10; turpen- 
tine, $1.15: linseed oil, $1.04. 

PAINT.—The retail hardware trade is 
buying mixed paint in liberal quanti- 
ties. Some of them are taking goods 
as fast as jobbers can ship them, while 
others will wait until the latter part 
of this month or early next month be- 
fore requesting shipments. The open 
winter unquestionably will mean the 
starting of spring house painting ear- 


lier than usval. 


PAINT SUNDRIES.—The market for 
paint sundries continues moderately ac- 
tive, practically everything in this 
branch of the paint market joining in 
the out-of-stock movement. : 

We quote from Boston jobbers’ 
stocks: Sundries (paint)—Putty, best 
grades. in 100-lb. drums. 6%c. per Ib.: 
commercial putty (in drums), 4%4c 
paint removers. $2.50 list; oxalic 
acid, 20c. per Ib. 

PLUMBERS’ TORCHES. — Plumbers’ 
torches, blow pipes and furnaces are 
selling quite freely, with prices firmly 
maintained. 

We quote 

k 


stocks: 
Piumbers’ Torches.—Clayton & 


from Boston jobbers’ 


Lambert line, No. 208, 1-qt., $7 each, 
No. 144, 1-qt., ; aoe 146, 1-qt., 
$3.60: Seblo, $1. 





POULTRY SUPPLIES. 
clearly demonstrate that people are eat- 
ing more poultry. One of these is the 
volume of poultry supply business pass- 
ing through Boston jobbing houses. The 
other is a recent statement made by 
the Government that Boston alone last 
year received 56,013,023 lb. of dressed 
poultry, which is equal to 34 lb. to every 
man, woman and child in greater Bos- 
ton. These figures do not take into 
consideration dressed poultry sold di- 
rect to the consumer from the farm, 
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nor do they include live poultry re- 
ceipts. The consumption of live poul- 
try is enormous, and it is safe to as- 
sume that the per capita consumption 
of all kinds of poultry in that particular 
location last year was more than 40 lb. 
We quote from Boston jobbers’ 
stocks: 
incubators.—Queen line, style 


No. 20, 70 egg capacity, $16.50 cach’ 
No. 21. 120 eggs, $27.50; No. 22, 220 


eges, $36. 75; No. 1, 85 eggs, $27, 50; 
No. 2., 135 eggs, $37.50; No. 3, 180 
eggs, $44, 50; No. 4, 275 ‘eges, $57.75; 


No. 5, 400 eggs, 968 : No. 25, 600 eggs, 
; No. 35, 800 eggs, $132; No. 45, 
1000 eggs, $157. Discount, 30 per cent. 
Brooders.—Queen line, No. 1, 600 
chick capacity, $21.50 each; No. 2, 
1200 chick capacity, $26.50. Discount, 
30 per cent. 

Poultry Netting.—From Boston 
stocks, 49 per cent discount; direct 
factory shipments, 45 and 5 per cent 
discount, f.o.b. Pittsburgh. 
_Staples.—Galvanized poultry net- 
ting, direct factory shipments in car 
lots, $5.25 per cwt.; in less than car 
lots. $5.50. From jobbers’ 
100-lb. kegs, $6.75 per cwt.; in 10-Ib. 
packages, $8; in 1-lb. papers, 99; in 
Per papers, $9.75; in 4-lb. papers, 

1.50. 


RIVETS.—Sales are very good for this 
time of the year. Jobbers feel prices 
will be higher before lower. 


from Boston jobbers’ 


stocks, in 


We quote 


e stocks: 


Rivets.—Structural, button head, 
in 209-lb. kegs. $4.60 per 100 Ib. base; 
for lots of less than 200 I1b., but not 
less than 100 lb. an extra charge of 
40c. per 100 lb. is made. Iron rivets, 
small, 40 per cent discount. 


ROOFING MATERIAL.—Bookings for 
immediate and future retail require- 
ments are running well in excess of 
last year. Jobbers are making prompt 
shipments. There has been a slight 
change in tarred paper by manufactur- 
ers, hardly enough to warrant a change 
in jobbers’ lists. 


We quote from Boston jobbers’ 
stocks: 

Roofing Paper.—Japroid line, slate 
surface, no oh gee Pi as 40 per roll; 
plain standard, $2.20; Leader, light 


$1.60; medium (45-Ib.), $2.05; 
ine lb.), $2.5 Bird line, Uni- 
per roll; 2-ply, 
American Ready 
1-p‘y, $1.78; 2-ply, 
Granitized, 2-ply. 


line, lock 
$5.75; 
$5.75; 
twin, 
twin, 
$4.75; 


$35 per 1000 
$85 a 


(35-lb 
heavy 


$1. 78: 3-ply, 

Shingles. —Japroid 
$5.26 per square: strip, 
strip, $6.55; individual, 
giant, $8.50. Neponset, 
per square: American, 
American four, asphalt, 
slate, individual, 

Wallboard. —Neponse t, 
ft.. American, $28.68 

Paper.—Rermico sheathing, 
ton; tarred felt, $61.50. 


ROPE.—An improvement in the move- 
ment of rope out of stock is noted, but 
business is a long way from brisk. An- 
other month, it is expected, will see a 
marked improvement in sales. 


We from Boston jobbers’ 
stocks: 


Rope.—Manila, 17c. per Ib. base; 
sisal rope, 16c.; hay rope, 16c.; cotton 


rope, 52c. 
Lathe Yarn.—Sisal, C130, lic.; 
D200, 16c., per Ib. 
SANDPAPER.—The sandpaper market 
has dropped from 30 per cent discount 
to 40 per cent. 


We quote from Boston jobbers’ 
stocks: 
Sandpaper.—First quality, in %- 


top, 
super 
super 
$6.75 
$4.75; 
Pro- 


quote 


ream lots, 40 per cent discount; in 
less than %-ream lots, 35 per cent 
discount. Emery cloth, 5 per cent 
discount. 


SHELLAC GUMS.—As might be ex- 


Reading matter continued on page 216 
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Hardware Sure-Trips 
and Sure-Quads 


1. All sheets joined when re- 
moved. 


2. Three or four copies in one 
writing. 


3. All copies in alignment. 


4.Combines sets of records 


How Hardware Mer- 
chants Use Sure-Trip 
and Sure-Quad ~ 


1. Provide receipt for deliv- 
ery. 

2.Basis of perpetual inven- 
tory. 

3. Provide simple statement 
system. 


4. Prevent lost, forgotten or 
duplicated charges. 

5. Check up activity of em- 
ployees. 

6.Furnish adequate inter- 
departmental records. 


7. Prevent disputes and un- 
just claims. 


8. Allow simultaneous audit. 


HARDWARE AGE 


Statements— 
First Come, First Paid 


Statements delivered the first of the month bring the great- 
est returns. Every merchant with charge accounts com- 
petes with you for the bank balances of your customers. 
You can have a statement in your customer’s mail the first 
day of the month—fully itemized without recopying. 





Itemized statements can be delivered the first of the month 
if Sure-Trip or Sure-Quad charge slips are used. These 
sales books make an extra copy in the original writing and 
the slips are kept joined together when removed from the 
book. The two office copies stay together until the end of 
the month. 


The statement need show totals only, because the extra 
featherweight copies sent with it are exact copies of the 
customer’s sales ticket. He will O. K. your statement for 
prompt payment. 


Hardware Sure-Trips and Sure-Quads are used for many 
other purposes where an extra copy is desired or where 
there is a distinct advantage in keeping all sheets together 
when they are detached from the book. 


These books have grown from our forty years of leadership 
in making over ninety-five per cent of the worth-while im- 
provements in the sales book industry. For it was way 
back in 1884 that Samuel J. Moore, our president, estab- 
lished the first sales book factory in America. 


Many hardware men have helped design the Sure-Trip 
forms and the system back of each. Our men know the best 
methods of the leading hardware men. Why not profit by 
these ideas? , 


If you will send this coupon to our nearest plant with your 
letterhead, and briefly tell the uses you are thinking of, our 
organization will help you without obligation. . 


American Sales Book Company, Ld., Elmira, N.Y. 





Moore, our president, 
0 p the first factory 
in America for the man- 
of Saleshooks. 





years ago Samuel 


West of Rockies: 
Pacific Manifolding Book Co. 
Emeryville, Cal. 


In Canada: 
EF. N. Bart Company, Ltd. 


Pacific Coast Sales Book Co. 
Toronto, Can. 


Los Angeles, Cal. 








American Sales Book Company, L4., 
Dept. 7252, Elmira, N. Y. 


Books as described above: for the following uses 
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Without incurring obligation I would like to know 
more about your Sure-Trip and Sure-Quad Sales 


NOTE: We might be interested in other duplicating forms, such as.. 


eae a ee ee er eee re ey eee | ar a wee ere eee (see my letter) 


Ce a i  D 
—_— 
+ 
oe 
_ 
. 
— 
— 
— 











a = —_—— 





——_— 








That 
Sells 
Incubators 














| The Automatic is the only in- | 
cubator that can strictly live up 

) to this strong guarantee. Has 
several big exclusive features— 
the easiest incubator to sell. 


125- to 1000-egg sizes. 
There is an Automatic jobber | 


near you. Write for catalog, 
jobbers’ name, and exclusive 


| agency proposition. 
| The Automatic Incubator 
Co. 


Dept. 3, Delaware, Ohio 


c 
| Guarantee 





| 
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pected in view of the activity of paints, 
a better call for shellac gums is re- 
ported in wholesale circles. 


We quote from Boston jobbers’ 
stocks: 

Shellac Gums.—Light orange, 90c. 
per lb.; ordinary orange, 80c.; white 
bleached, 90c. 


SLEDS.—Jobbers are out with new 
prices on Flexible Flier sleds for next 
season, which show an average advance 
of about 10 per cent. 

We quote from Boston jobbers’ 


stocks: 

Sieds.—F lexible me No ne a 
each list: No. 2, $5; N $6.2 No. 
4, $7; No. 5, §$9.25; yo 9 "$6.75: 
Racer, Jr., $5.50. Discount on store 
shipments, 33% per cent; on direct 


factory shipments, 35 per cent f.o.b. 


Philadelphia. 
TAPS AND DIES.—Individual orders 
for taps and dies are Small, but the 
number of orders received daily by job- 
bers appears to be increasing at an en- 
couraging rate. 


We quote from Boston jobbers’ 
stocks: 

Taps.—Winter Bros. line, hand 
taps, smaller than \%-in., 50 and 10 
per cent discount; 4 to %-in., 40 per 
cent discount, yy to ® in., 33% per 
cent discount; 44 to 1 in., 25 per cent 
discount; 1% to 2 in., 15 per cent dis- 
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count; 2% to 2% in., list plus 10 per 
cent. Machine screw taps, oO 13 
and smaller, 50 and 10 per cent dis- 
count; No. 14 and larger, 40 per cent. 
Stove bolt taps, 7 in., 50 and 10 per 
cent; %4 in. and larger, 40 per cent 
discount. Nut taps, ¥, to 1 in., 30 
per cent discount; 1% to 2 in., 10 per 
cent; 2% to 2% in., list plus 10 per 
cent. Pipe taps, (right hand) % to 
1 in., 60 per cent discount; 1% to 2 
in., 65 per cent; 2% to 3 in., 45 per 
cent; 3% to 4 in., 30 per cent. Pipe 


taps, 

cent discount; 1% to in., 

cent; 2% to 3 in., 15 per cent; 31%4 
list. Round adjustable ‘dies, 


to 4 in., 
all sizes, 20 per cent discount. Solid 
Solid 


square bolt dies, 25 per cent. 
square pipe dies, 35 per cent. 
Dies.—Card line, all sizes, 10 per 
cent discount. Tape, regular hand 
and spiral fluted, 1-16 to 15-64 in., 55 
per cent discount; % to *% in., 40 per 
cent; ¥ to ®% in., 35 per cent; }4 tol 
in., 30 per cent. Machine screw taps, 


No. 12 and smaller, 55 per cent dis- 
count; No. 14 and larger, 40 per cent. 


TREE TANGLEFOOT.—Orders for 
tree tanglefoot are increasing, as might 
be expected at this time of the year. 
Indications are more of this commodity 
will be sold in 1924 than in 1923. 

We quote from Boston jobbers’ 

stocks: 
Tree Tanglefoot. —In 1 Ib. 


$4.80 per doz.; in 5 Ib. cans, $22; 
10 lb. cans, $42: in 25 lb. cans, 996. 


cans, 
in 


Pick-Up and Future Business 
Brisk in Cleveland 


(Cleveland office of HARDWARE AGE) 


Sales of snow shovels, sidewalk scrapers, skid chains, radiator 


G ‘sates weather has affected the consumer demand in two ways. 


covers and kindred winter merchandise have been more active. 
Buying of heaters, gas, oil and electric has picked up considerably 


during the cold wave. 


Demand for general hardware lines has eased 


off slightly, but this is thought to be temporary reaction. 


Buying for spring needs is on the increase. 
business for early spring requirements. 
Pick-up business for winter goods is 


their stocks on general lines. 


Jobbers report good 
Retailers continue to fill in 


brisk, though the volume is not heavy. 
Reports indicate that many dealers are now devoting their efforts 
to rearrangement of stock, installation of new eyuipment and the 


creation of new departments. 


Many are making inquiries for new 


store fronts and additional fixtures, which is thought to show market 


confidence. 


ACCESSORIES AND TIRES.—Severe 
weather and icy pavements have en- 
abled dealers to sell large quantities of 
skid chains. Jobbers report moderate 
re-order demand suggesting that retail 
stocks were ample. Anti-freezing prep- 
arations, radiator covers, garage heat- 
ers, robes, and other cold weather ac- 
cessories have been active. Tires are 
quiet but wholesalers believe business 
will be better next month on both tires 
and tubes. Prices are firm. 


We quote from jobbers’ 
f.o.b. Cleveland: Millers Falls, No. 145 
jacks, $4.75; Reliable jacks, No. 1, 
$2.33; No. 2, $3.33, in lots of 12; Derf 
spark plugs, 96c. each for all sizes in 
lots of less than 50; Champion X 
spark plugs, 45c. each for less than 
100 and 41ic. each for over 100; Cham- 
pion regular, 53c. each for less than 
100, all sizes, 50c. each for over 100; 
Reliable jacks, No. 00, el No. 1, 
$1.25; Nos. 2 and 3, $1.7 

Snap-On Wrenches, No. "01, Master 
Service sets, $15.25 each; No. 201 
Heavy Duty sets, $8 each; No. 404 
Datverual Socket sets, $7 each: No. 

505 B, Screw Driver sets, $3.40 each. 
Less 40 per cent on all Snap-On 


stocks, 


wrenches, f.o.b. Milwaukee, Wis. Skid 
chains and cross links, quoted at % 
off list. 


AXES.—Fill-in trade continues; prices 
firm; stocks satisfactory. 


Jobbers quote f.o.b. Cleveland: 


First grade single bitted axes, 
-handled, $19 per doz.; unhandled, 
$14.50 per doz.; double bitted, han- 


dled, $24.50 per doz.; unhandled, $20 
per doz, ' 
BOLTS AND NUTS.—Factory prices 
cn machine and carriage bolts have 
been changed. The new prices are said 
to show a 5 per cent advance. Hot 
pressed nuts prices have been raised 
slightly also. Jobbers at this time do 
not plan to follow this increase, but 
may later. Stocks ample; demand mod- 


erate. 
Jobbers quote f.o.b. Cleveland: 

Large machine bolts, cut thread, 5 
per cent off list; small, rolled thread, 
50 and 5 per cent off list; carriage 
bolts, large and small cut thread, 45 
per cent off list; stove bolts, 75 and 5 
per cent off list; hot pressed nuts, 
$3.25 off list. 
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It takes 334 lbs. Pressure to 
break this Clamp 


Tests made by the Armour Institute of 
Technology demonstrated that it required 
334 lbs. of pressure to break this Hose 
Clamp. The officials reported that this 
was the only Hose Clamp that stood such 
a severe test. 


There is a large market in your neigh- 
borhood for such a strong and practical 
Hose Clamp. The 10-in-1 Hose Clamp 
does exactly what its name implies, it fits 
ten sizes, as the holes in it will indicate. 
It is the only clamp of its kind manufac- 
tured and can be profitably sold to motor 
car owners and many other of your cus- 
tomers. Made in two sizes of best cold 
rolled steel treated to prevent rusting. 


No. 214 takes from 1” to 2” diameters. 
No. 314 takes diameters from 2” to 3”. 


A striking and selling Counter Display Card is 
furnished free with initial order. We will be glad 
to explain full particulars to both Dealers and 
Jobbers. Write on your letterhead. You both 
can make good profits with this better Hose 
Clamp. 


A Fast-selling 
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ECONOMY 
GIANT 
GEAR 
COMPOUND 





and Profit- 


able Giant Gear Compound 
Shear 


There is a ready, buying market for the 
Economy Giant Gear Compound in the 
boiler shops, tin shops, industrial plants, 
garage and scrap yards in your neighbor- 
hood. It weighs 25 lbs. and measures 
over all 36”. It has jaws of 9” with blades 
of fine tool steel and a frame of cast steel. 
It will cut one-eighth inch sheet steel with 
sixty pound pressure against one hundred 
forty-five pound required ordinarily. 

Shear is made in but one size and may 
be used for straight cutting by taking the 
gear out of mesh and inserting the pin 
through the two movable members. A 
base is furnished with it which prevents 
it from tilting while on the floor. 


The Economy Giant Gear Compound Shear is a 
high speed worker,—makes cutting a thousand 
times easier and saves untold time. It is light 
enough to be taken about to the various jobs in- 
stead of having to take the jobs to it. 

We will be glad to quote prices and discounts 
to reliable Jobbers and Dealers. Write us on 
your letterhead. 

A beautiful oil painted display card, showing 
the tool in operation, furnished to distributors. 


ECONOMY CLAMP & MACHINE CO. 


3434 South Ashland Ave. 


Chicago. 
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Louisville 
‘“Mascot 


REG.U.S. PAT. OF F. 


Makes Happy Batters 
and 


Happy Dealers loo 
HAPPY BATTER 


says— ‘ 


“Lots of teams have kid 
mascots for good luck, 
but I’ll lay my money on 
the team with their bat- 
bags full of Louisville 
Mascots. They bring good 
luck too, by making hits, 
which win more games 
than moral support ever 
did.” 

“Louisville Mascots bring 
home the runs by swing- 
ing true in a_ batter's 
hand, and sending the 
ball way out of the way 
of waiting gloves, and a 
grouchy user is as rare 
as a blue moon.’ 

Lay in a stock of Louis- 
ville Mascot Bats, Mr. 
Dealer, stack them where 
the boys can get at them, 
and you'll be surprised 
at the number you sell. 


HILTON COLLINS CO. 
Louisville, Ky. 















































Distributed by 


Louis Williams & Co. 
Nashville, Tenn. 
George Booth Rice 
1193 Broadway 
New York City 
Herbert F. Ellis 
Bourse Bldg. 
Machinery Dept. 
Philadelphia, Pa. 

E. R. Walrath 
1701-20 W. Jackson Blvd. 
Chicago, Ill. 
Lippincott, Beall & Co., Inc. 

Sheldon Bldg. 
Ist & Market Sts. 
San Francisco, Calif. 
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COASTER WAGONS.—Severe weather 
retarded sales somewhat, though deal- 
ers are placing orders in fair volume; 
stocks good; prices steady. 


Jobbers quote f.o.b. Cleveland: 

Auto-Wheel coasters, rubber tired 
disc wheels; size 12 x 28, $5.50; size 
14 x 32, $6.43; size, 14 x 34, $7.03; 
size 16 x 38, $7.73; size 18 x 40, $8.33 
each. 

Gendron line, high grade rubber 
tires, size 14 x 32, 8-in. roller bear- 
ing disc wheels, $5.70; size 14 x 34, 
10-in. disc wheels, $6.75: size 16 x 
38, 10-in. disc wheels, $7.15: size 18 
x 40, 10 in. disc wheels, $7.55 each. 

Bowman All-steel line: size 13 x 
32%, No. 100 loose bearings, $4.50 
to $4.15, according to quantity. No 
200 same with self-contained bear- 
ings, $4.75 to $4.40, according to 
quantity. No. 80 same with spoke 
wheels, steel tires, $4.50 to $4.15, ac- 
cording to quantity, each. 

Sherwood Spring-Coasters, rubber- 
tired, ball bearing disc wheels, size 
14 x 32 x 8, $9.55; size 14 x 34 x 10, 
$10.40; size 16 x 30 x 10, $11.55. These 
are list prices. Cleveland jobbers 
offer a discount of 33% per cent. 

American National Line-American 
Boy Red Express Wagons, No. 06, 
$8.65 per doz.; No. 02, $15.80 per doz.; 
No. 4, $32 per doz. Little Tot Coaster 
Wagons, roller bearing, double disc 
wheels, No. 38, $2.20 each: No. 40, 
$3.65 each. American Coasters, roller 
bearing wood wheels, steel tires, No. 
41, $5.40 each; No. $6.40 each. 
National Flyer Coasters, roller bear- 
ing, double disc wheels, No. 51, $5.70 
each; No. 53, $6.90 each. 

Janesville Brand, No. 11 R, $8.70; 
No. 12 R, $7.95; No. 13 R, $7.20 each. 


CUTLERY.—Demand for cutlery un- 
usually good; firm prices; jobbers’ 
stocks improving. 


HANDLES (TOOL AND AGRICUL- 
TURAL).—Futures increasing in num- 
ber and volume. Jobbers say this looks 
like heavy year, judging by early or- 
ders; prices firm; no changes expected. 
Jobbers quote f.o.b. Cleveland: 


per doz.; No. 2, $2.90 per doz.; finest 
selected white hickory, $6 per doz.; 
a — second growth hickory, 
5 pe 
‘ R a Bony ‘and Hammer Handles. — 
No. 1, 90c. per doz. ; finest growth 
hickory, b he 50. 
Hay Fork Handles. — Straight, 
———s and bored, 4% ft., $4.50; 5 
$5.50 — doz.; XX, 4%, ft., 
aad doz. ; 4% ft. $2. 40 per doz., 
Te © Cees 64°65 per doz.; X, 5 ft., $2.80 
~~ doz. 
ay Fork Handles.—Bent, chucked 
onl bored, 4% ft., $7.50 per doz.: 5 ft., 
$8.50 per doz. ; xXx, bent, 4% ft.. $4.30 





per doz.: X, a, Ne. ft., $2.90 per 
doz.; XX, bent, 5 , $5.25 per doz.; 
X, bent, 5 ft., ie "per doz. 


Manure Fork Mer nyse —Bent, 4 ft., 
$4.75 per doz.; 4% f $5.10 per doz. 
XX, bent, 4 ft.; $4 te doz.; 4 Roe 
$4.30 per doz. : X, pent, 4 ft., $2.5 per 
doz.; 4% ft., "$2. 90 r doz. 

Garden Hoe Han ies. —XX, 4% ft., 
$3.30 per doz.; X, 4% ft., $2. 40 per 


doz. 
Garden Rake Handles.—XX, 6 ft. 
doz.; X, 5% ft., $3. '25 per 


— per 
OZ 
Shovel Bi oy = ae pattern 
$5.90 per doz., 4% ft., 
$3. 75 per gh D handle, "beat grade, 
$7.95 per doz.: X grade, $6. 25 per doz. 
Spade Handles. — D handle, best 
grade, $7.75 per doz.; X grade, $6.25 
per doz. 
ICE SKATES.—Continued cold weather 
has given activity to this line; stocks 


generally broken; prices steady. 


NAILS AND WIRE.—Stocks slightly 
improved among retailers; prices ap- 
pear steadier; demand keeping up. 


Cleveland jobbers quote as follows: 
Nails, less than carload lots, stock 
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shipments, $3.60 per keg; No. 9 gal- 
vanized wire, $3.95 per 100 Ib.; No. 9 
annealed wire, $3.50 per 100 lb.; and 
cement coated nails, $3.25 per 100 Ib. 
Polished staples, $4.05 per 100 ib.; 
galvanized staples, $4.50 per 100 Ib. 
Miscellaneous nails, 70 per cent off 
list. Cut nails, $4 per keg. 

. Wire brads, 70 and 10 per cent off 
st. 


PAINTS AND OILS.—Activity for in- 

side colors fair; stocks in good condi- 

tion; prices practically unchanged. 
Cleveland jobbers quote: 
Turpentine, in bbls., $1.15%; 


than bbls., $1.30% per gallon. 
Linseed oil, in bbls., $1.02; less than 


less 


bbls., $1.17. Boiled, 2c. extra per gal. 
Denatured alcohol, 66c. per gal., in 
wood bbls. 


English Venetian red, in bbls., 3%4c. 
per lb.; in 100-lb. kegs, 4%c. per Ib. 

White lead, in 100-lb. kegs, 14\c. 
per Ib.; in 50-lb. and 25-lb. kegs, 
14%c. per Ib.; in 12% lb. kegs, 14%c. 
per lb. In 500-Ib. lots, 10 per cent 
discount; other prices are net. 


PYREX OVEN WARE.—Note the net 
prices, consistent with the changed 
policy of manufacturer. These prices 
are guaranteed until June 30, 1924, and 
are relatively the same as last year’s 
offerings of one-third off the list. 
Jobbers’ quotations f.o.b. Cleveland: 
LIST PRICES.—Subject to discount 


of 33/44 per cent. 
neers. ee mpneare. _ 
1 


$1; 168, 
$1. 3; No. 170, $1. 67 each. 
read and Biscuit Foe —No. 212, 
$0. r+ No. 214, 
Cake Pans. —No. 331. $0. 67: No. 221 
Pann hg $0.50; No. 809, $0. 67 each 
Pudding Dishes.—No. 450, $0. 83; 
No. 463, $0.40; No. 464, $0.57 each. 
Pie Plates. —No. 202, $0.50; No. 203, 
$0.60; No. 209, $0.60 each. 
Custard Dishes. —No. 422, $0.17: No. 
423. $0.13 each. 
Tea Pots.—No. 12, $1.67; No. 14, 3; 
No. 32, $1.67; No. 34, $2; No. 22, $1.6 
No. 24, $2 each. 


ROPE.—Jobbers continue to quote best 
grades of manila at 16 cents for mill 
shipments; 17 cents for stock ship- 
ments. Stock shipments on best grades 
of sisal 14% cents; mill shipments 14 
cents. Local feeling is that tighter 
prices may be expected in view of ris- 
ing raw material market and high cost 


of production. 


SCREWS.—Manufacturers have issued 
new prices on cap and set screws. Re- 
ports indicate that new list is higher 
and new discount longer, therefore it is 
doubted if the new net prices arrived 
at will differ much from previous quo- 
tations. 


Jobbers quote wood screws as fol- 
lows, f.o.b. Cleveland: Flat head, 
bright, 75, 5, 5 and 5 per cent off list; 
round head, blued, 75, 5, 5 and 5 per 
cent off list; round head nickeled, 65, 
5, 5 and 5 per cent off list, and round 
mone. brass, 70, 5, 5 and 5 per cent off 
ist. 


STOVE PIPE AND ELBOWS.—Fu- 
tures have improved since the publica- 
tion of new prices guaranteed until 
Aug. 1, 1924. This includes stove 
boards. 


Jobbers quote f.o.b. Cleveland: 

Stove pipe, in crates of 25 joints, 
Security blued, 28 gage; 3 in., $3.35; 
4 in., $3.50; 5 in., $3.80; 6 in., $4; 
7 in., $4.65. 

Elbows, Security blued, corrugated, 
28 gage, 3 in., $1.15; 4 in., $1.25; 5 in., 
$1.40; 6 in., $1. 55; 7 in., $2. 10, all per 
doz. 

Coal hods, galvanized, 17 in., $5.25 
per doz. for open models. Same size 
closed with funnels, $6.50 per doz. 


Reading matter continued on page 220 
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The above illustrates the cover 
of the new widely advertised Trus- 
con Booklet sent to all prospec- 
tive builders and home owners on 


request. This will result in 


in- 


creased demands ffor§ Truscon 


Casements. 


Truscon Copper Steel 
Basement Windows give 
double the light of wooden 
windows for the same 
size opening. 


Truscon Basement Win- 
dows cannot. split or 
break. They never warp, 
stick, leak or need repairs. 
Their actual cost is as lit- 


tle as wood. 








NEW BUSINESS FOR 
AGGRESSIVE DEALERS 


Nothing makes a stronger appeal to the 
buyer or home owner than attractive win- 
dows. These give a charm to the home 
which the ordinary, poorly designed win- 
dow can never accomplish. 


The importance of casement windows is 
now recognized to a greater extent than 
ever before. They are being specified in 
the better class of homes because of their 
splendid effect on the general design, their 
utility and all around service. 


STOCK TRUSCON CASEMENTS 


Aggressive dealers recognizing this fact are 
stocking Truscon Copper Steel Casements be- 
cause they are built around standard glass sizes. 
Truscon Casements open and close easily under 
all conditions, never sticking, warping, sagging 
or getting out of line. They are sturdily con- 
structed with copper steel, the metal that resists 
corrosion. 


Dealers can profit by the demand for Truscon 
Steel Casements and Truscon Steel Basement 
Windows. Every new home is a prospect for 
them. If you aren’t carrying Truscon in stock, 
write us for our interesting dealer’s proposition. 


TRUSCON STEEL COMPANY 
YOUNGSTOWN OHIO 


USCON 


COPPER STEEL 


BASEMENT WINDOWS ax? 






STANDARD CASEMENTS 
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Stove boards, Crystal, 33 in., 
per doz.; 30 in., $18 per doz. ; 
$15.50 per doz.; 26 in., 

Crystal boards, 


$21.25 
28 in., 
$13.25 per doz. 
wood lined, oblong 


shape; 20 x 30 in., $15 per doz.; 24 x 
36 in., $16.65 per doz.: 26 x 32 in., $16 
per doz. 

Crystal boards, paper lined, square 
shape; 24 in., $6.65 per doz.: 26 in.. 


$7.25 per doz.; 28 in.. 
30 in., $9.65 per doz. 

Crystal stove boards, 
oblong shape, 18 x 
doz.: 20 x 30 in., 
36 in., $10 per 
$10.50 per doz.: 
doz. 


$8.10 per doz.; 


paper lined, 
30 in., $7.90 per 
$9.30 per doz.: 24 x 
doz.; 26 x 30 in., 
22 x 34 in., $10.75 per 


HARDWARE AGE 


WINDOW GLAS S.—Demand fair; 
stocks adequate; prices steady. 


Cleveland jobbers are quoting: 

Window glass, first three brackets, 
single A and B, 86 per cent off list: 
over three brackets, same grades, 85 
per cent off list. Both sizes double 
A and B, 87 per cent off list. 

Lights, single and double, 
cent off list. 

Single AA paper wrapped, 82 per 
cent off, double AA paper wrapped, 
84 per cent off list; lights, AA paper 
wrapped, 80 per cent off list. 

Putty, pure, in 12% Ib. lots, $6.75 


80 per 
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in 25-lb. kegs, $6 per cwt.; 
in 100-lb. lots, $5.50 per cwt. Com- 
mercial grade, in 12%-lb. lots, $4.75 
per cwt.; in 25-lb. lots, $4.25 per cwt.; 
in 100-lb. lots, $3.75 per cwt. glaziers’ 
points range from 20 to 22c. per Ib. 


per cwt.; 


New Prices 


Cleveland jobbers are quoting: 

Window glass, single strength, 86 
per cent; single strength AA, 84 per 
. cent, paper packed; double strength, 
87 per cent; double strength AA, 84 
per cent, paper packed; lights, 85 per 
cent. 


Exceptional Sales of Auto Accessories 
in Twin Cities Area—Prices Firm 


(Minneapolis office of HARDWARE AGB) 


ETAIL hardware sales for the month of January 
were fairly good and were about on a par with last 


year at the same time. 


Jobbers report the sales of hardware to dealers as fair, 
with a good volume of spring business for later shipment. 
Both immediate and future orders for automobile supplies 
and accessories are unusually good for so early in the 


ASH SIFTERS.—Demand light; stocks 
pretty well closed out; prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Square wood sift- 
ers, $3.75 per doz.: round metallic. $4 


per doz.; wood barrel, 912 per doz. 
AXES.—Fairly steady demand; stocks 
ample; prices remain stiff. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single bit axes, 
base weights, $14; double bit, base 
weights, $19’ per doz. 


BALE TIES.—Small sales; 
ample; prices as last quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: single loop bale 
ties 65-10 per cent. 


BOLTS.—Retail sales fair; dealers ca- 
tering to manufacturers booking a good 
amount of business; stocks ample; 
prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Large and small 


stocks 


carriage bolts, 45-5 per cent; large 
and small machine bolts, 50-5 per 
cent: stove bolts, 70 per cent; lag 


bolts, 60 per cent. 
BRADS.—Large users placing a good 
volume of business for later shipment; 
stocks good; prices stiff. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wire brads in 
25-lb. boxes, 70-10 per cent. 


BUILDERS’ HARDWARE. — Indica- 
tions at present are that this spring 
will show a heavy demand for builders’ 
hardware, as there is a great deal of 
construction work ready to be got 
under way as soon as spring weather 
arrives. Jobbers and dealers are get- 
ting stocks in shape to take care of this 
expected demand. 


COAL HODS.—Stocks 
down; prices steady. 


We quote from jobbers’ 
f.o.b. Twin Cities: Japanned 
hods, open, 17-in., $3.75; 18-in., 
japanned funnel, '17- in., $4.80; 18-in., 
$5.25; _. galvanized. 17-in., : 
18-in $5.8 17-in., funnel galvan- 
ized, $6. 65; "hon .. $7.10 per doz. 


COASTER WAGONS.—Jobbers report 
volume of sales for spring delivery 


well worked 


stocks, 
coal 


year. 


winters. 


considerably in excess of last year; 
prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Auto wheel coaster 


wagons, No. 60, $5.50 each; No. 61, 
= 44 each; _ 62, $7.03 each; No. 
, $7.72 each 


nates TROUGH, CONDUCTOR PIPE 
AND ELBOWS.—Too early for retail 
sales; jobbers report good volume of 
orders for later shipment; prices steady. 
We quote from _ jobbers’ stocks, 
f.o.b. Twin Cities: — trough, lap 
= single bead, 5-in., $5.25 per 100 


3-in., 28- -gage conductor pipe, 
$5.40 per 100 ft.; 3-in., conductor el- 


bows, $1.73 per doz. 
FILES.—Fairly good demand; stocks 
ample; prices steady. 
quote from jobbers’ stocks, 


We 
f.o.b. Twin Cities: Best grade files, 
50-10 per cent; second grade files, 
65-10 per cent. 


GALVANIZED WARE.—Good demand; 
jobbers report fair volume of orders 
for early spring shipment; stocks 
ample; prices remain as last quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard No. 1 
galvanized tubs, $6.85; No. 2, $7.75; 
_ 3, $8.95; Heavy galvanized tubs, 

1, $12.00; No. 2, $13.25; No. 3, 
$14 50; Standard galvanized pails, 10- 

. $2.55; 12-qt., 92.90; 14-qt., $3.20; 
: stock pails, $5: 18-at., $5.75 
OZ. 


HAMMERS AND HATCHETS.—Job- 
bers report fairly good volume of busi- 
ness for early shipment; stocks ample; 
prices stiff. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carpenters’ ham- 
mers, Maydole No. 11%, $13.50; Plumb 
HF81, $12.00; Riverside, No. 611 a 
$12. 00: lumb Broad Hatchet, No. 
$17.15; Plumb shingling, No. 2, $13. 15: 
Plumb Claw, No. 2, $14.40 per doz. 


LANTERNS.—Sales good for the sea- 
son; stocks ample; prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Dietz tubular, long 
or short globe, $13 per doz; Embury 
lanterns, eo 10, $7.75 per doz.; No. 
240, $12.75 r doz.; No. = Midget 
vehicle tantorme. $17 per doz 


More cars are being driven throughout the winter 
and consequently retail sales of automobile supplies and 
accessories have been considerably better than in previous 


The outlook for the first part of the year in practically 
all lines is very good. Collections continue to be rather 
slow. Some unemployment is noted but this has not 
reached a serious stage. 


NAILS.—Jobbers’ stocks good; retail 
demand small; contractors interested in 
nails for early spring shipment; prices 
steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 
nails, $4.10 per keg, base; cement 


coated nails, $3.60 per keg, base. 


PYREX OVEN WARE.—Sales good for 
this early, possibly due to heavy holi- 
day sales; stocks’ good; prices un- 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Pyrex oven ware, 
No. 101 casseroles, $1.33 each: No. 
197 casseroles, $1.17 each; No. 202 pie 
plates, 50c.; No. 210 pie plates, 67c.; 
No. 212 bread pans, 60c.; ©. 231 
utility pans, 67c.; No. 12 tea pots, 
2-cup, $1.67 each: No. 24 tea pots, 
4-cup. $2 each; No. 36 tea pots, 6- 
cup, 3. 


ROPE.—Fair demand; _ stocks 
good spring demand expected; 
steady. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grades manila 
rope, 17%c. per Jb.; Best grades sisal 
rope, 15%¢c. per Ib. 

SCREWS.—Fairly good sales; manu- 
facturers placing substantial orders for 
early spring needs; stocks good; prices 
steady. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Flat head bright 
screws, 75-5 per cent; round head 
blued screws. 72% per cent; flat head, 
japanned, 67% per cent; flat head 


brass screws, 70 per cent; round head 
brass, 67% per cent. 


good; 
prices 


SOLDER. — Steady demand; stocks 
good; prices very firm. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Guaranteed Half 
and Half solder, 34c. per Ib 


STEEL TRAPS.—Sales good; 
exer prices show no change. 


— from jobbers’ stocks, 
iar win Cities: Victor No. 
$1.65: No. 1, $2; No. 1%, _, No. 2. 
$3.97; Newhouse Oneida Jump, No. 0, 
>. .07; No. 1, $2.38; No. 1%, $3.48 per 
OZ. 


stocks 


Reading matter continued on page 222 
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CUTLERY: 


Bigger Profits Than Ever in Cutlery Now! 


No more risk, no more guesswork for the con- 
sumer in buying cutlery. Here’s a brand-new 
standard of cutlery-honesty and cutlery quality— 
PROVED. And the customer does his own 


proving! 


AN INSURANCE 
POLICY WITH 
EVERY BLADE 


Here’s the way it works. With every article 
bearing the name Carbo- Magnetic,. the con- 
sumer receives a printed insurance policy 
guaranteeing the article unconditionally for a 
period of 3 months. If at any time within this 
3 month period the consumer for any reason 
at all is not delighted in every way with his 
purchase, we will immediately replace the ar- 
ticle absolutely free of charge — whether 
pocket-knife, butcher knife, carving set, scis- 
sors, shears, razor, any kind of manicure im- 
plement, or any other item in our broad gen- 
eral cutlery line. This amazing guarantee in 
addition to our perpetual guarantee against de- 
fective material and defective workmanship! 


Carbo Tf, legnetic. Insured 
Cu lery 


Your customers will soon be asking for Carbo- 
Magnetic Insured Cutlery. Be ready to meet this de- 
mand. And remember—people will be glad to pay 
more for Insured Cutlery. That means EXTRA 
PROFITS FOR YOU. 


SEND FOR OUR NEW CATALOG—JUST 
COMING OFF THE PRESS. 


nN PROFITS 









a 
Mail This Coupon Today 


Griffon Cutlery Works, 
Dept. 22 | 
151-153 W. 19th Street, | 
New York City 


Please send me a copy of your new C —— showing 
the Carbo-Magnetic Line of Insured Cutlery 


Fill out and mail coupon, or send postcard to 


Griffon Cutlery Works 


Dept. 22 
151-153 W. 19th St. New York 


PO GI hs re } 


Seer SO¥Gs CENGEC ee epsne 4s dks Mekeenseab aceon ecce | 








ee 





222 











The 


“BANGOR” 


Genuine Leather-Covered 
Steel Tape 





Made by the manufacturers 
of the well-known “ONE- 
MAN” tapes. An improved 
leather-covered steel tape, with 
the cover permanently attached 
to the steel case by our new 
patented process. (See cut 
showing construction. ) 


No stitches to come out. 
Highest grade genuine grained 
calf-skin used for covers; 
nickel-plated drum and trim- 
mings. 





This new tape has all the advan- 
tages of the old-style leather-covered 
cases, and, besides our special method 
of attaching the leather, it has our 
improved drum and_ knock-out. 
Like all Crogan tapes, the accuracy 
is guaranteed 


Retail Selling Prices: 
25 ft., $4.50 
50 ft., $5.50 
75 ft., $7.00 
100 ft., $8.50 


We can also supply the same tape 
covered with “Galloway” fabric, 
listing at $1 less per tape. 

Liberal discounts to the trade. 
Buy of your jobber or order from 
the factory. 


CROGAN 
Manufacturing Co. 
BANGOR, MAINE 

Makers of the ONE-MAN Tape 
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TACKS.—Fairly steady demand; stocks 
ample; prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: American cut 
tacks, 6, 8 and 10 oz., 60c., 55c., and 
50c. per doz. 2-0z. packages, respec- 
tively; 8-oz. blued carpet, 3lc. per 
doz. packages; No. 11, double pointed, 
35c. per doz. packages; 8 oz. cut 
tacks in bulk, 15%c. per Ib.; 6 oz., 
16%c. per Ib. 


WHEELBARROWS.—Jobbers report a 
good volume of orders for early ship- 
ment; prices steady. 


We . quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wood stave bar- 
rows, fully bolted, $37.50 per doz. 
Tubular steel, No. 1, $6.75 each; wood 
garden barrows, $6.25 each. 


WIRE.—Retail sales fair; jobbing sales 
good for later shipment; prices firm. 
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We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Barbed wire, 
painted cattle, 80-rod spools, $3.70: 


galvanized cattle, $3.97; painted hog 
wire, $3.96; galvanized hog _ wire, 
$4.25; smooth black annealed, No. 9, 
$4 per cwt.; smooth galvanized an- 
nealed, $4.45 per cwt. 


WRENCHES.—Good retail demand; 
jobbers booked good volume of orders 
for early spring shipment; prices 
steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Agricultural 
wrenches, 65 per cent; Coes wrenches, 
40-10 per cent; engineers’ wrenches, 
62%, per cent from new lists; knife 
handle wrenches, 40-10 per cent; 
Stillson and Trimo wrenches, 60 per 
cent; Snap-on wrenches in sets, Mas- 
ter Service, No. 101, $15.25; No. 202, 
$8; No. 404, $7; No. 505B,. $3.40; less 
40 per cent f.o.b. Milwaukee. 
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Coming Hardware Conventions 





OT LORETERTDRDOOEOCOTDGRLOGREI ON TOH ETE euircciene reerccesceeel 


ORBGON RETAIL HARDWARE AND IMPLE- 
MENT DEALERS’ ASSOCIATION CONVENTION, 
Portland, Feb. 13, 14, 15, 1924. E. 


Lucas, secretary, Hutton Building, Spo- 
kane, Wash. 
MICHIGAN RETAIL HARDWARE ASSOCIA- 


TION CONVENTION AND EXHIBITION, Grand 
Rapids, Feb. 12, 13, 14, 15, 1924. Karl S. 
Judson, exhibit manager, 248 Morris Ave- 
nue, Grand Rapids. A. J. Scott, secretary, 
Marine City, Mich. 

PENNSYLVANIA AND ATLANTIC SEABOARD 
HARDWARE ASSOCIATION, INC., CONVENTION 
AND EXHIBITION, Philadelphia Commercial 
Museum, Philadelphia, Feb. 12, 13, 14, 15, 
1924. Sharon E, Jones, secretary-treasurer, 
Wesley Building, Philadelphia, Pa. 

IowA RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Des Moines, 
Feb. 12-15, 1924. A. . Sale, secretary- 
treasurer, Mason City, Iowa. 

CONNECTICUT HARDWARE ASSOCIATION 
CONVENTION, Hotel Taft, New Haven, Feb. 
14, 15. 1924. Henry S. Hitchcock, secre- 
tary, Woodbury. 

NEw YorRK RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, Feb. 19, 
20, 21, 22, 1924. Headuarters, McAlpin 
, and exhibition at Seventy-first Regi- 
ment Armory. John B. Foley, secretary, 
a _ City Bank Building, Syracuse, 


get HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Cincinnati, Feb. 19. 
20, 21, 22, 1924. James B. Carson, 1001 
Schwind Building, Dayton, Ohio. 

NEW ENGLAND HARDWARE DBALERS’ ASSO- 
CIATION CONVENTION AND EXHIBITION, Me- 
chanics Building, Boston, Feb. 20, 21, 22, 
1924. George A. Fiel, secretary, 10 High 
Street, Boston 9, Mass. 

NortTH DAKOTA RETAIL HARDWARE AS- 
SOCIATION CONVENTION AND EXHIBITION, 
Municipal Auditorium, Fargo, Feb. 20, 21, 
22, 1924. Cc. N. Barnes, secretary, Grand 
Forks. 

Missourt RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Marquette 
Hotel, St. Louis, Feb. 26, 27 and 28, 1924. 
F. xX. Becherer, secretary, 5106 North 
Broadway, St. Louis. 

CALIFORNIA RETAIL HARDWARE IMPLE- 
MENT ASSOCIATION CONVENTION AND EXHI- 
BITION, Civic Auditorium, San Francisco, 


March 18, 19, 20, 21, 22, 1924. LeRoy 
Smith, treasurer, 112 Market Street, oat 
Francisco. 


ILLINOIS RETAIL HARDWARE ASSOCIATION 


Winchester 


CLUB CITY 

Mississippi and Western 

Tennessee with 

Arkansas Memphis 
Louisiana Alexandria 
Missouri St. Louis 
Kentucky Louisville 
Virginia Richmond 
Géorgia, Florida, Ala- 

bama and Eastern 

Tennessee with North 

and South Carolina Atlanta, Ga. 


New Mexico Albuquerque 


Montana and Northern 


CONVENTION, Hotel Sherman, Chicago, Feb. 
19, 20, 21, 1924. Leon D. Nish, secretary- 
treasurer, Elgin, IIl. 


MINNESOTA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, St. Paul 
Auditorium, Feb. 26, 27, 28. 29, 1924. C.H. 
Casey, secretary, Metropolitan Life. Blidg., 
Minneapolis, Minn. 


SouTH DAKOTA RETAIL HARDWARE ASSO- 
CIATION AND EXPOSITION, Coliseum Build- 
ing, Sioux Falls, March 4, 5, 6, 7, 1924. 
C. Casey, secretary, Metropolitan Life 
Bldg., Minneapolis, Minn. 


SOUTHERN CALIFORNIA RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXHIBITION, 
Los Angeles, March 11, 12, 13, 1924. H. L. 
Boyd, secretary, 435 San Fernando Build- 
ing, Los Angeles. 


AMERICAN HARDWARE MANUFACTURERS 
ASSOCIATION, in conjunction with the 
Southern Hardware Jobbers Association 
Convention, New Orleans, La., April 8, 9, 
10, 11, 1924. Headquarters, Roosevelt 
Hotel. F. D. Mitchell, secretary-treasurer, 
1819 Broadway, New York, ae 

SOUTHERN HARDWARE JOBBERS ASSOCIA- 
TION, in conjunction with the American 
Hardware Manufacturers Association Con- 
vention, New Orleans, La., April 8, 9, 10, 
11, 1924. Headquarters, Roosevelt om 
John Donnan, secretary, Richmond, 


PANHANDLE HARDWARE AND ih 
ASSOCIATION CONVENTION, Hotel Amarillo, 
Amarillo, Tex., May 19, 20, 1924. L 
Thompson,  secretary-treasurer, 
Tex. 

SOUTHEASTERN RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION, composed of Ala- 
bama, Florida, Georgia and Tennessee, 
Convention and Exhibition, Atlanta, Ga., 
May 27, 28, 29, 1924. Walter Harlan, sec- 
retary, 701 Grand Theater Building, At- 
lanta, Ga. 

MISSISSIPPI RETAIL HARDWARE AND ImMm- 
PLEMENT ASSOCIATION CONVENTION, Biloxi, 
June 9, 10, 11, 1924. Guy Nason, secretary, 
Starkville. 

HARDWARE ASSOCIATION OF THE CARO- 
LINAS CONVENTION, bee eee Beach. 
N. C., June 17, 18, 19, 1924. W. Dixon, 
secretary- -treasurer, 717-718 "ccmanaranat 
Bank Building, Charlotte, N. 


NATIONAL RETAIL HARDWARE Aenoctation 
CONVENTION, San Francisco, Cal., June 16, 
17, 18, 19, 1924. Herbert P. Sheets, secre- 
tary, 130 East Washington St., Indianapolis, 
Ind. 


Canyon, 


Conventions 
PLACE DATES 
Gayoss Hotel Feb. 14-15 
Bentley Hotel Feb. 19-20 
Warehouse Feb. 25-26 
Watterson Hotel March 4-5 
Jefferson Hotel March 4-5 
Warehouse March 11-12 

















Wyomin Billings. Mont. 
avinomne 4 Little Rock Marion Hotel 
Reading matter continued on page 224 
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REDUCED IN PRICE 








Every Dealer should secure this Agency at once. a 


Bigger sales, better satisfied customers and 
larger profits and lower selling prices made pos- 


sible with these New low prices. 





The heaviest, best constructed and best looking 


Malleable Range built. . 





Write at once for catalogue prices and Agency tT 





proposition. 
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Washington News 


(Continued from page 192) 





Sereagerereeeseeicogeeens 


4 
made consistent with the quality of the 
merchandise. 


United States Stands Alone 


“It is a highly significant fact that 
until about a dozen years ago it was 
the understanding throughout the busi- 
ness community in the United States 
that manufacturers had the right to 
agree with their distributors upon the 
prices at which their products should 
be sold to the consumer. The first im- 
portant court decision contrary to this 
view was handed down by the United 
States Supreme Court in 1911 in the 
so-called Miles case in which it was 
held that contracts for the maintenance 
of resale prices were illegal, chiefly be- 
cause of the provisions of the Sherman 
Act. I am informed by high legal au- 
thority that the United States is the 
only civilized country in the world in 
which the right of the producer to con- 
tract with his distributors for the main- 
tenance of the resale price of his goods 
is denied. 

“The demoralizing influence of the 
price cutter upon the small merchants 
of the country and especially upon the 
so-called neighborhood stores is a very 
serious consideration in this connection. 
The expansion of a few large depart- 
ment stores and the extension of store 
chains in certain lines have driven 
thousands of independent retail mer- 
chants out of business and have fur- 
nished channels through which hun- 
dreds of millions of dollars worth of 
merchandise of doubtful quality has 
been sold to the public which has as- 
sumed the price paid to be low because 
the goods offered have included a small 
leavening of identified products, the 
standard price and quality of which are 
known. This monopolistic tendency to 
concentrate the business of our cities, 
towns and villages in a few hands is 
certainly worthy of the serious atten- 
tion of Congress.” 


Committee’s Race Against Time 


The Ways and Means Committee is 
on the last lap of its race against time 
to report a tax reduction bill to the 
House on Feb. 11. But one week re- 
mains in which to iron out controver- 
sies that have arisen in committee con- 
cerning income tax rates and to per- 
fect the phraseology of the sweeping 
amendments to the administrative fea- 
tures of the income tax law. At this 
writing Mr. Green is confident that the 
committee will have the bill ready by 
next Monday. 

The majority members of the com- 
mittee have prepared a thrill for the 
entire country by incorporating in the 
pending draft of the bill a retroactive 
provision providing for a 25 per cent 
cut in all personal income taxes cover- 
ing the calendar year 1923. This is 
something that even the most sanguine 
champions of tax teduction have not 
dared to hope for. 
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The Democratic members of the Ways 
and Means Committee are determined 
to share with the voters of the country 
the credit for this unexpected measure 
of relief. They declare that Mr. Gar- 
ner, the minority leader, is the real orig- 
inator of this most welcome project 
and that Chairman Green and his Re- 
publican associates are merely stealing 
the Garner thunder. 


How Relief May Come 


However that may be, the proposition 
has already proved exceedingly popular 
even among observers who are cynical 
enough to declare that when politicians 
fall out, taxpayers get their dues— 
sometimes. The application of a 25 per 
cent reduction to taxes accruing in 1923 
will relieve every personal taxpayer to 
the extent of one-fourth of the tax he 
will be called upon to pay March 15, 
June 15, Sept. 15 and Dec. 15, 1924, 
provided the pending bill becomes a 
law before the first mentioned date. 

I do not believe it possible to pass 
the Mellon bill in any form before 
March 15, next; therefore, if the pro- 
posed reduction as to 1923 incomes is 
incorporated in the measure, the entire 
amount of the cut will have to be de- 
ducted from the June, September and 
December payments. This presents no 
serious difficulty, however, and one of 
the most practicable suggestions made 
in this connection would dispose of the 
matter in highly satisfactory fashion 
by providing that a 50 per cent reduc- 
tion shall be made in the payments due 
Sept. 15 and Dec. 15, respectively. 


No Hope for Low Surtax Rate 


All hope of securing the adoption of 
Secretary Mellon’s recommendation for 
a cut in the maximum surtax to 25 per 
cent has gone where the woodbine 
twineth. The Democratic members of 
the Ways and Means Committee are 
standing pat on a reduction in the sur- 
tax maximum from 50 to 44 per cent, 
while the Republicans, realizing that 
the insurgent contingent in the, House 
will vote with the Democrats on this 
proposition, have given up all thought 
of fixing the top rate at 25 per cent 
and are now seeking to compromise on 
35 or even 40 per cent. 

Of course, a cut from 50 to 44 would 
have no effect whatever in reducing the 
volume of tax exempt securities in 
which wealthy men are now investing 
their money. On a 44 per cent basis 
a man with an income of $100,000 per 
annum would have to pay the Govern- 
ment just one-half the dividends re- 
ceived from his taxable securities, so 
that if he should purchase United States 
Steel preferred at the present market, 
the net return on his investment would 
be but 2.90, as compared with a 4.20 
to 5 per cent net return from invest- 
ments in sound Federal, State and mu- 
nicipal bonds free of taxation. 

The Ways and Means Committee, has 
already adopted the Mellon amendment 
reducing by 25 per cent all taxes paid 
on earned incomes up to $20,000. Mi- 
nority Leader Garner, in the effort to 


February 7, 1924 


out-Mellon Mellon, proposed a cut of 
33 1/3 per cent in incomes of this class, 
but there is a very strong suspicion 
that this was merely a political move, 
for if the pruning knife had been so 
freely used Mr. Garner would have been 
obliged to abandon his suggestions re- 
garding other tax reductions or face a 
big deficit in Uncle Sam’s income. 

The next important cut made by the 
committee represents a reduction in the 
normal rates of tax from 4 to 3 per cent 
on incomes of $5,000 or less, and from 
8 to 6 per cent on larger incomes. Both 
parties favor this reduction. 

The committee has tentatively agreed 
to strike out the taxes on hunting, bowie 
and dirk knives, hunting garments, mo- 
tor boats and yachts, portable lighting 
fixtures, carpets, rugs and valises, flat 
silverware and watches selling for less 
than $50. It has also agreed to cut the 
jewelry tax in half and to eliminate 
moving picture and other theater ad- 
mission taxes where the charge does not 
exceed fifty cents per ticket. 

The manufacturers of automobiles, 
trucks and motor accessories have made 
a tremendous drive to induce the com- 
mittee to repeal the tax on these arti- 
cles, but so far without avail. 


Charges Big Radio Monopoly 


The Federal Trade Commission dur- 
ing the past week issued a complaint 
charging that a monopoly now exists 
in the production of radio apparatus and 
in communication, both domestic and 
transoceanic. Efforts to perpetuate 
present control beyond the life of ex- 
isting patents is likewise charged. 

Radio Corporation of America, Gen- 
eral Electric Company, American Tele- 
phone & Telegraph Company, Western 
Electric Company, Inc., Westinghouse 
Electric & Manufacturing Company, the 
International Radio Telegraph Com- 
pany, United Fruit Company and Wire- 
less Specialty Apparatus Company are 
named as respondents and are alleged 
to have violated the law against un- 
fair competition in trade to the preju- 
dice of the public. In the language of 
the complaint, “the respondents have 
combined and conspired for the purpose 
and with the effect of restraining com- 
petition and creating a monopoly in the 
manufacture, purchase and sale in in- 
terstate commerce, of radio devices and 
apparatus, and other electrical devices 
and apparatus, and in domestic and 
transoceanic radio communication and 
broadcasting.” 


Illegal Acts Alleged 


To attain the present control alleged, 
the complaint recites that the respond- 
ents: (1) acquired collectively patents 
covering all devices used in all branches 
of the art of radio, and pooled these 
rights to manufacture, use and sell ra- 
dio devices, and then alloted certain of 
the rights exclusively to certain re- 
spondents; (2) granted to the Radio 
Corporation of America the exclusive 
right to sell the devices controlled and 
required the Radio Corporation to re- 
strict its purchases to certain respond- 
ents; (3) restricted the competition of 


Reading matter continued on page 226 
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THE PICK OF THE PACK 


66 IZE QUICK SALES AND 
REEL” TARCE PROFITS 


by including the Gaylord Hose Reel in your stock. 
Saves space and can be displayed on show case. 


This is accomplished only by a Gaylord Hose Reel, 
requiring the small space of 9” x 9” by 15%” deep, and 
delivered to you packed in a substantial carton, pro- 
tected from dust, ready for sale, or can be mailed at 
the 4 lb. Parcel Post rate. 

Consider the convenience of a Gaylord Hose Reel 
attached permanently to a residence where water is 
in constant command, preserving the life of the hose— 3 
out of the way from mis-use, and you have your cus- REEL ATTACHED DIRECT 
tomer sold. TO WATER PIPE 
The reel can be attached to any sill cock or direct to water pipe, and carries 
100 ft. of 34” hose, or 150 ft. 14” hose, and when equipped with our Little 
Giant or Ideal Automatic Water Saver, makes the most complete, efficient, 
and serviceable Hose Reel made. Invaluable in the event of fire—water 
connection being made and ready for service. 
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———— , Can be assembled and attached in ten minutes. 
TO SILL COCK List Price $6.00 
IDEAL AUTOMATIC IDEAL SPONGE WASHER LITTLE GIANT WATER 


SAVER 


A garage necessity. Metal part held in 
palm of hand. It shuts off automatically 
when re eased— it does not have to be “‘oper- 
ated.’’ Pure red gum rubber nozzle permits 
change in water flow as desired, and pre- 
vents metal coming in contact with car. 


PRICE $3.00 List. 
No. 3 Little Giant—Double Water 
Capacity. 


PRICE $3.50 List. 


WATER SAVER 


This is the pioneer Automatic water saver 
of the “handle with spring type.”’ It has 
been well and favorably known in every 
state in the Union for the last twenty years. 
It is guaranteed to save 50% of your water 
expense, over any open hose 

The various nozzles make it suitable for 
all purposes,—home—garden—auto washing 
—filling radiators—etc. 

A handsome display lithographed metal 
easel FREE with order of one dozen or 
more. 


PRICE $3.00 List with choice of 


nozzles. 





The hard, tedious, back breaking task, of 
a stooping over a pail and rinsing out a 
Additional nozzles 25c. each. gritty sponge or rag is overcome by the 


use of our Ideal Sponge Washer. 
Connected to any %” or %” hose, allows 
a continuous stream of clear water to be 
applied over the car, making the task a 
leasure, and the results more satisfactory. 
Sammon can be replaced at will, the 
washer lasting a life time. 


PRICE $2.00 List. 


The water saving feature can be embodied 
by the use of our No. 2 Little Giant Water 
Saver which is threaded to fit the Sponge 
washer connection. The cost is $3.00 list. 
With Sponge Washer $5.00 list. 


The GAYLORD MANUFACTURING CO. 


y Paterson, New Jersey 


THE GAYLORD MFG. CO., Paterson, N. J. 


We are interested in your products and you may send us the following articles which we have checked, subject to our 
inspection and approval, to be paid for at list price, less dealers’ discount of 25% if not returned within two weeks: 


2 
= 
- 
7 
- 

_ = 
- 
= 
: 





Dn nn <6 » 4.0 be bbws e008 66.8 »-MIST PRICE... ...ccecees ewes wa Ow $6.00 
). Feeds WAT mee BAV Ess ccc ceccccs yet i ee ee ee 
) IDEAL SPONGE WASHER.......... ” PhD tdtlee en 4 abel £46 mew ee t 2.00 
) LITTLE GIANT WATER SAVER.... * es = os eu kd ble ews es Se 


Fe ee 


PE «wehbe envied ch ERE ORVEERSERAS 6 046 T0306 00:00 0.0 N% bck aw es ¥a'%se VERT se Pee ct PUREE 























226 








Conscientious buyers 


look for the 

















More and more 





oe 


Knife Sharpeners 


are being sold every day, because 
the Ace Knife Sharpener has made 
good, and enthusiastic users are 
their 
advertising 


recommending them to 


friends. 
has taken effect, side-tracking the 


Educational 


old habit of waiting for the grind- 
stone man to come to the door, 
and teaching the new, quicker and 
more efficient way to sharpen the 


carving and kitchen knives. 


If you do not stock the Ace Knife 
Sharpener, mail the coupon below 
for information and quotations. 


ACE HARDWARE MFG. CORP. 
Philadelphia 


Chicago San Francisco 


TEAR OUT AND MAIL TODAY 


‘SI eGgQeageeeae eae ee eae a a a a ae ae a ae ae oe ae oe 
Ace Hardware Mfg. Corp. 


Philadelphia, Pa. 


Kindly send us information and quotations 
on the Ace Knife Sharpener. 


Name . 
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| certain respondents in the fields occu- 


pied by other respondents; (4) at- 
tempted to restrict the use of apparatus 
in the radio art manufactured and sold 
under patents controlled by the respond- 
ents; (5) acquired existing essential 
equipment for transoceanic communica- 
tion and refused to supply to others nec- 
essary equipment for such communica- 
tion, and also excluding others from the 
transoceanic field by preferential con- 
tracts. 

From the series of contracts referred 
to in the complaint, it appears that the 
Radio Corporation of America has the 
right to use and sell under patents of 
the various respondents which relate to 
the radio art. It has also given to va- 
rious respondents the right to manufac- 
ture under these patents. 

Thus there has been combined in the 
hands of these corporations patents 
covering the vital improvements in the 
vacuum tube used in long distance com- 
munication and other important patents 
or inventions Mm radio which supplement 
this central device. Approximately 2000 
patents are involved. 


Monopoly of Vacuum Tubes 


The report of the Federal Trade 
Commission on the Radio Industry 
states that the gross income of the 
Radio Corporation in 1922 was $14,- 
830,856.76 and that its capital stock on 
Dec. 31, 1922, was $33,440,033.56. It 
is further stated that up until 1922 the 
Radio Corporation had an absolute 
monopoly in the manufacture of vacuum 
tubes and for the first nine months of 
1923 sold 5,509,487 tubes. During the 
same period the only other concern hav- 
ing the right to make and sell tubes 
sold 94,100 tubes. 

In the communication field, while 
the Radio Corporation had some com- 
petition in ship-to-shore communication, 
it has a practical monopoly in trans- 
oceanic service. It controls all the high 
power stations in this country, except 
those owned by the United States Gov- 
ernment. Agreements of an exclusive 
character have been entered into with 
the following countries or with other 
concerns in control of the situation in 
those countries, namely, Norway, Ger- 
many, France, Poland, Sweden, Nether- 
lands, South America, Japan and China. 
Arrangements have also been made 
with the land telegraph companies in 
this country whereby messages will be 
received at the offices of the Western 
Union and Postal Telegraph Companies. 


Of Unusual Interest 


The extent to which the hardware 
trade has taken up the sale of radio 


apparatus and accessories makes the 





trade commission’s action in this case 
a matter of unusual interest to readers 
of HARDWARE AGE. The respondents 
have been granted thirty days in which 
to answer the allegations above set 
forth, and as there is every reason to 
believe the contentions of the commis- 
sion will be stoutly resisted the prospec- 
tive hearings are certain to attract very 
general attention. 


| 


February 7, 1924 








Announcing 


a new 














a om 


more than a masher” 


Following closely behind the suc- 


cessful introduction of the Ace 
Knife Sharpener, comes a new Ace 
product, the Potato Creamer. 
Besides mashing the potatoes 


well, this new kitchen help makes 
them .smooth and creamy. This is 
done by the curved blades on each 
slit, a patented feature that be- 
longs solely to the Ace Potato 
Creamer. 


The first public announcement of 
this instrument will be made in the 
March issue of Good Housekeep- 
ing, in circulation the 20th of 
February. Mail us the coupon 
below and we will send you, free, 
an Ace Potato Creamer together 
with an explanatory circular on 
its great selling feature. 


ACE HARDWARE MFG. CORP. 
PHILADELPHIA 


Chicago San Francisco 


TEAR OUT AND MAIL TODAY 


Ace Hardware Mfg. Corp. 
Philadelphia, Pa. 


Kindly send us an Ace Potato Creamer 
and circular. 
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Impelling 2-Color 
Advertisement to 1 
MILLION WOMEN 
It appears in MARCH 
GOOD HOUSEKEEP- 


ING, which comes out 
February 20th. 


—to help you sell many more 
ROME COPPER WASH BOILERS 


We are telling a million or so_ good profit to a class of women 
women to go to you for these that build a good trade and 
long lasting boilers. Ask your additional sales in other 
jobber or write us. ROME COPPER UTEN- 


SILS. 
Boilers that do not leak, that F News ae 
do not corrode; sturdy boilers "ree ‘Newspaper Mat service 


that hold their shape; boilers Write today for proof sheet of 


that give your customers the ‘ree newspaper mats, featur- 
utmost in satisfaction — these ing ROME COPPER WASH 


are ROME COPPER BOIL- BOILERS—a profitable tie-up: 
ERS, which you can sell at a_ in your local advertising. 












Address Advertising Department 


ROME MEG. CO. Office and Factories: ROME, N.Y. _Po 


Branches: 








NEW YORK, 342 MADISON AVE. BOSTON, 60 INDIA STREET 
CHICAGO, 1431 LYTTON BLDG. SEATTLE, 302 PIONEER BLDG. 
SAN FRANCISCO, 610-614 WELLS FARGO BUILDING 








COPPER 6& ALUMINUM UTENSILS 














228 HARDWARE AGE February 7, 1924 















Ready Now 
For Spring Delivery 


Carborundum Files and — 
Aloxite Scythe Stones 






At set and ready to take your orders for these 
two best Carborundum sellers—the Carbo- 
rundum File and Aloxite Scythe Stones. 





Farmers, Gardeners, Householders, everyone who 
has farm tools to sharpen will want them—buy 
them. 


The Carborundum File is the handiest of all 
abrasive tools. It will sharpen any farm or garden 
implement that needs it. 










/ 


The Aloxite Scythe Stones are the fastest, cleanest- 
cutting of any you can offer your trade. 


You will get your Scythe Stones packed one dozen 
in a display carton. 






The Files come in bulk packages with an attractive 
display card to help you sell them. 






Order Now— From Your Jobber or Direct 













NDUM 


The Carborundum Company 
Niagara Falls, N. Y.,U.S. A. 


New York, Chicago, Boston, Philadelphia, Cleveland, Detroit 
Cincinnati, Pittsburgh, Milwaukee, Grand Rapids 


Canadian Carborundum Company, Limited, Niagara Falls, Ont. 
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the Dealer on Broadway” 

to the Proprietor of the Store 
at the Cross Road 


The popularity of Williams’ Drop-Forged Automotive 
Wrenches and Wrench Sets makes every car owner a very 
live prospect everywhere. 


































The advantage of handling this well established brand 
in this broad field cannot be overestimated. It is a valued 
dealer asset and wide awake dealers from coast to coast, in 
the city, the village, or at the crossroad are pleasantly realiz- 
ing the quick turnover possibilities in Williams’ Drop-Forged 
Automotive Wrenches and Wrench Sets. 

If you are not selling Williams’ Wrenches, someone else is. 


It’s immaterial to us but of vital importance to you, Mr. 
Dealer. 


? 
Want our catalog? 
Our attractive display boards and counter displays are 


business getters and make an invaluable addition to the 
most efficient sales force. 


What’s your name? Address, 


J. H. WILLIAMS & CO. 


BROOKLYN BUFFALO CHICAGO 


M 


gs 






DROP-FORGED 
AUTOMOTIVE WRENCHES 
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Either the complete chain 
or a cross chain 


You can take off and put on a cross chain 
in a hurry. The patented slip-on link 
does it. A child can make the change. 


Note 3 
You can put on or take off the entire 
the “seer pe 
chain in a hurry. ‘The patented, positive 
clever lever lock does it. A/so takes up the slack 
slip-on and saves wear on tires and chains. 
link And yet these chains cost no more. 
These two features make OFF’ N’ON 
. OF ie Chains rapid sellers. 
Note the Your jobber will supply you. Order now. 
leverage It is a good idea to order spare cross 
of the chains at the same time, because you can 
positive scll a set of cross links with every chain. 
lock that PYRENE MANUFACTURING COMPANY 
Makers of Pyrene Fire Extinguishers 
takes up 520 Belmont Avenue, Newark, N. J. 
the slack Branches: 





CHICAGO ATLANTA KANSAS CITY SAN FRANCISCO 
' 17So. Jefferson Street 164Spring Street 2010Grand Avenue 977 Mission Street 
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The New 
Liberty Twin 





































This Motor Sells Itself 


VERY desirable rowboat motor feature that 

you have ever heard of is embodied in the 
Caille Liberty Twin. It has twin cylinders, light 
weight, direct drive, Bosch ignition, Zenith car- 
buretor, motorcycle control, plenty of power, is 
speedy and the motor does not vibrate. Every 
feature in other motors which may have appealed 
to a prospect is embodied in the Caille i 
Twin. It sells itself. And it provides many ad- 
vantages no other motor can offer. No other 
motor can follow the 


BERTY 


I 
LLE 
Oe TWIN 


through weeds so thick you couldn’t row—through water so shallow a 
boat will hardly float and over hidden obstructions that would damage 
any other so-called “‘tilting motor.”” The Caille direct drive principle 
has proven its correctness to thousands of users over a period of four 
years. The power is transmitted direct to the propeller. Has no bevel 
gears to waste power and give trouble. Our challenge to other builders 
to follow us through weeds, shallows and over sunken jobstructions has 
never been accepted and still stands. : 


pM cee Has Bosch Ignition 

TheSingle Cylinder Libe This is recognized as the standard throughout the world. The Bosch Magneto is mounted 

The Motor That Proved the on a special rocking cradle designed by the combined Caille and Bosch engineering staffs. 

Direct Drive Principle ~ 00 It results in a uniformly hot spark at all speeds. Should the ignition ever need service 
you have but to refer your customers to any of the 2100 Bosch service stations through- 


out America. 
Zenith Carburetor 


What the name “‘ Bosch”’ stands for in the ignition field, Zenith stands for in the field of carburization, 
It is standard. The Zenith carburetor used on the Caille Liberty Twin is the ‘‘Little Brother’’ of the 
carburetor that was used on every Liberty Aeroplane Motor built during the war. The highly successful 
operation of these motors is legion. With this carburetor there is no more fooling with ‘‘needle”’ valves. 
You are always assured a proper mixture of gas. 
























complete with battery ignition. ou’ ll 
sell lots of them to those wanting a high 
grade motor at a reasonable price. We 
also furnish rowboat 
motors of the ver- 
tical type. 
















Send for Dealer Terms 


Get all the details. Plan now to break all sales records 
with the nationally advertised Caille Liberty Twin. 


Our liberal discounts will appeal to you. rite us. 


Motorcycle Control 


Simply turning the grip on the steering handle 
adjusts the timing of the hot Bosch spark and 
controls the speed of the motor. This is another 
exclusive Caille Liberty Motor feature. The hand 
that steers the boat controls the speed of the 
motor. Pressing button on end of steering handle 
stops the motor. 





Rv 
M 


Easily Carried 

The Caille Liberty Twinislight in weight and, to 
still further facilitate carrying, it is so designed 
that the shaft, which telescopes, can be deiached 
from the motor by simply loosening a winged nut. 
Motor comes to youina special chest which can 
be shipped anywhere, carried on running board of 
car or easily carried by convenient handles. 


The Caille Perfection Motor Co., 6236 2nd Boulevard, Detroit, Michigan 


CAILL 


PRONOUNCED “CAIL” 


owboat 
otors 
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and get the 


genuine Universal 


Hose Clamp 


HARDWARE AGE 


It has three prominent features 
that distinguish it from all others 


The patented “Bead” — the 
scores between holes—also 
patented—and quality metal 
scientifically treated. 


Anyone can punch a piece 
of metal full of holes and 
call it a hose clamp—but 
that doesn’t make it a hose 
clamp. 


We make nothing but hose 
clamps. We claim they are 
better hose clamps because 
they are made better—of 
better material—work bet- 


ter and wear better than 
cheaper clamps. 


And in the long run—Uni- 
versal Clamps are cheaper. 
Quality does the trick. 


One size—l1 to 3 inches— 
adjustable to fit any hose 
of any size. We also make 
a clamp called “Junior” 
which takes hose from % 
in. to 14 in. 


Universal Hose Clamps at 
all good jobbers all the time 
—as the trade well knows. 


UNIVERSAL INDUSTRIAL CORPORATION | 












Hackensack New Jersey 
Patents Granted 
March 20, 1917 
March 1, 1921 
CHICAGO PHILADELPHIA 


¥F. ©. West Corp. 
€16 8. Michigan Ave. 


BOSTON 


Burton Rogers Co. 
755 Boylsten 8t. 


















T. Scott BDavenson 
1536 Cherry St. 


DALLAS 
Harry Knight 
2218 Commerce 8t. 
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HOSE 
CLAMP 






Look for the Scores between 


holes. 


They make possible a quick, clean 
edged break off. They save time and 
money. 





Look for this “Bead” on the 
clamp. 


It creates a pressure that provides 
an ever-lasting leak-proof connection. 


Look for the TRADE MARK 
on Every Clamp 


4 
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ACE Dry Cells 


ACE Hot Spark Ignition Batteries 
ACE Flashlights and Flashlight 


Batteries 


HARDWARE AGE 


There’s Nothing Like 
Ace Hot Spark Batteries 
For All Ignition Work! 


And there’s nothing like them for boost- 
ing your sales for this year. 


ACE HOT SPARK [Ignition Batteries 
give a spark as hot for starting as others 
do when running. 


When the going is tough they show their 
worth—they give a full measure of igni- 
tion current when others generally go 
dead. 


ACE HOT SPARK [Ignition Batteries 
come in one steel encased unit—a single 
battery with 4 to 6 cell power. A solid 
unit without joints or connections. Just 
the two binding posts. 


For motor ignition and for bringing the 


. profit into your pockets the line of ACE 


HOT SPARK [Ignition Batteries are 


without an equal. 


Your jobber ought.to carry this line. 
Ask him for a supply to cover your spring 
selling needs for tractors, automobiles, 
motor boats, gas engines and the like. If 
he hasn’t the line in stock write us direct 
with his name and we'll see that you get 


a supply. 


\ 
~ 


Fhe Carbo 


LANCASTER, 





HIO 


ACE Wireless Batteries 
VICTOR Telephone Cells 
ACE Welding Carbons 
ACE Carbon Brushes 
DICKEY Projector Carbons and Other Carbon Specialties 


C. P.C. Products Make You Big Profits! 
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You fellows who 
run garages— 








this Reliable Jack Seller will 
increase your Jack sales 400% 


Just put the Jack Seller in the front of your 
store and watch your. customers buy jacks 
from it. 


The Reliable Jack Seller will sell jacks to 
hundreds of customers who otherwise 
would never ask to see a jack. Your customers 
can try the jacks right on the stand and pick 
out the kind they want. All you have to do is 
take in the money. 





THE RELIABLE JACK SELLER will be sent free 


upon receipt of an order for a standard as- Order your reliable Jack Seller today. It’s free 
eet rane agg ama apteji ne nant ain. ae with an order for only 12 Reliables, standard as- 
popular No. 9, the ball-bearing, long-handled ° , ° 

No. 5-A, the low-priced ratchet jack No. 10 with sortment—the fastest selling jacks. Write for 
flip cap, the exceptional lifting capacity No. yours now. Just give your name and your job- 
11, and the powerful No. 46 ratchet with ad- ber’s and we will send the Jack Seller at once. 


justable foot. Order one now! 


ELITE MANUFACTURING COMPANY 
Dept. HA-2. Ashland, Ohio. 


Northwest Branch—G. A. Ashton Co., St. Paul, Minn. Representatives: 
(Complete stock carried in Ashton Building, ) Motor Products Co., 149 Church St., New York. : 
Southwest Branch—Carroll & Company, Dallas, Texas. L. E. Spencer Co., 704 Stahlman Bidg., Nashville, Tenn. 
(Complete stock carried in Carroll Warehouse.) A. E. Mohrig, 1454 Pine Street, San Francisco, Cal. 


- RELIABLE JACKS 
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Front 


Glass top, glass 
ends, glass front. 
Everything in 
plain sight and 
displayed to best 
advantage. 











+ Mra ee 


Get the “plus profit” 
from your accessory sales! 


Display them under glass, grouped by class, so that every 
sale will help make another. 


For instance a Sherer Case used this way will certainly pay— 


—one section for Auto Accessories or Sporting Goods. 

—another for Carpenters’ Tools or Bathroom Fixtures 

—another section for Radio Equipment or Toys. 

—use the top shelfsright under the glass for Pocket Cutlery or Precision Tools or 
Silverware. 


the more they see the more they buy 


The Sherer Case actually gives you 50% more display space than the ordinary show 
case. The goods displayed are samples which are not disturbed. The sliding glass 
front can be locked. 


And the stock is stored in easy running drawers behind the display. 

See what this means, not only in attracting attention and increasing sales but also in 
ease of handling and serving. 

ee 

there is nothing like the Sherer Case. It economizes in space—it saves time and 
trouble—it assembles your goods in a logical arrangement—it sets your stock off to the 
very best advantage. 


Let us send you further details about this wonderful @ase that 
gives you both display and storage. Use the coupon today. 








SHERER-GILLETT CO. 


17th ST., S. W. CHICAGO 
Display and Storage 


That’s the real feature of the Sherer Accessory Case. The cut away 
view at the left shows the large, easy to get at storage drawers for 
your merchandise. No need to keep your customers waiting while 
you dig out a step plate from under foot or paw among shelves for 
carpenters’ tools or bathroom fixtures. The Sherer displays them 
boldly in a neat, orderly “‘here-/-am” fashion within a step of where 
the sale is made. This means speed in selling. 
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g Gentlemen: We are interested in giving our Accessories a better chance to sell. 
g Please tell us -how we can possibly increase our display feature as much as 50%. 
g This entails no obligation on our part. 

4 

: a a a aaa ea ae en le sd ee Rs ee aoe bah bewee eee’ 

3 

- aaa 6 gil a ean al. Saree re died Ce ebe Cn ain sé edbadeet Goaenwhae’ 

8 

* 





HARDWARE AGE February 7, 1924 


y Two Out Of Every Three 
Motorists Have Private Garages 





And Ten Percent of the People of 
Your City Own Cars—What A 
Market for the Yost Garage Vise! 


F your population is 50,000 there are 3300 prospective 
sales for the Yost Vise—to garages alone. In a city of 
10,000 there are 667 buyers; in one of 5,000—334 buyers. 
That's because two out of every three motorists use a Utility 
Vise in their garage. 


But the garage market is only half the market! 


Consider the home carpentry shops and farms which also 


use a 14-pound Vise like the Yost for all sorts of repairs and 
odd jobs. 





The Yost’s stout 3 inch jaws open to 34 inches, holding 
pipe from 14 to 1% inches. 





It has crucible steel jaws, removable pipe jaws, steel beam, 
screw and handle, swivel 

base plate and a renewable 

nut which renews the Vise Pending 
when the back jaw threads = 
wear out. 


Lists at $5.00. Ask your 
wholesaler or write for de- 
scriptive matter and dis- 
counts. 








































aranteed 
roughout 





This Renewable Nut Renews 
e Yost Vise 








YOST MANUFACTURING COMPANY 


Meadville, Pa., U.S.A. Post Office Box No. 443 


Yost Utility Vise 


HOUSEHOLDS-FARMS-PRIVATE GARAGES 
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Your customers want Bicycle backs 


HARDWARE AGE 








Every dealer should have a complete assort- 


ment in stock to satisfy the great majority ot 
card players, Above are just four of these 


quick-selling designs. 


The popularity of Bicycle backs wili be 
featured in the big Bicycle advertisements 
in Saturday Evening Post, American, Red 
Book and Literary Digest. Concentrate on 
Bicycle and.the other U. S. brands, dis- 
play them in your window and our adver- 
tising will increase your playing-card 
business. 


Attractive window display 
material FREE. Send for it. 


THE U.S. PLAYING CARD CO. 
Dept. 11, Cincinnati, O., U.S. A. 





MAN -CHU—An instantaneous hit! The 
famous Chinese game in the form of play- 
ing cards. Ask your jobber. If he can’t 
supply you, write us. 
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The U. S. Playing Card Co., Dept. 44. Cincinnati, O., U.S. A. 
Please send me free and postpaid your new window display 


material featuring 


____ Bicycle Playing Cards ____Congress Playing Cards 


(Check material wanted) 


Name 





Address 





City a 
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More Profits in 1924 


with = 


A 
ROTEXAUI, 
me One-Piece 8 
gy» Garments 






Pel TES 


Our Thirty-Fifth Anniversary 
For the last thirty-five years we have been build- 
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ing quality garments and our years of experience have made us experts in 
our line. Protexalls are the best garments that can be built for the price. 


Our Line Complete 


We offer a complete line of 
several grades of garments in 
Blue, Khaki, White and Stripes. 
The material and workman- 
ship are of the finest. We have 


a special lettering service that 
will interest you. Ask your jobber. 





Exceptional Service Features 


1. SPECIAL LETTERING SERVICE. 


(Prompt Delivery) 


2. DUST-PROOF CARTONS. 

3. INDIVIDUAL PACKAGES. 

4. DROP SHIPMENTS TO CUSTOMERS. 

5. PROMPT DELIVERIES FROM SIX FACTORIES. 

6. WESTERN BRANCH FOR STOCK AND LETTERING. 
7. HIGHEST FINANCIAL RESPONSIBILITY. 


Sold Only Through Jobbers 
THE PROTEXALL COMPANY 


100 Pearl St., Abingdon, Ill. — Est. 1889 
60 Federal Street, San Francisco, Calif. 





I etnies 
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THE McCASKEY CAN 


Silently, unceasingly, hundreds of little leaks 
may be eating deeply into your earnings. Yet 
they are continually passing notice because your 
business as a whole shows a small profit. 


McCaskey Cash Register Systems tell you 
to the penny, the sources of your profits— 
day by day—month by month—year by year 
—department by department—and clerk by 
clerk. 


One extremely profitable department may be 
penalized for the losses of another and weaker 
department, or one go-getter clerk may be rated 
as ordinary because the sales totals of others, un- 
known to you, may be insufficient to justify their 
wages. 


But let a slump come—then the profitable 
department or employe cannot carry the un- 
just load, and age lies ahead of your busi- 
ness. 


Imagine the stimulating effect on your clerks, 
and the value to vou, of being able to weed out 
those departments which are a constant drain on 
your bank balance. 


The McCaskey System combines a cash 
register, an adding machine and a business 
recorder. Within a single unit sales are reg- 
istered and totals are taken. You add and ob- 
tain with absolute accuracy and speed the 
totals for the daily, monthly and yearly busi- 
ness. 


INVESTIGATE THE McCASKEY CASH REGISTER SYSTEM! IT WILL NOT OBLIGATE 


YOU TO MAIL THAT COUPON! 


DELAY MAY BE COSTLY TO YOU! 


The McCaskey Register Company 
Alliance, Ohio 


Galt, Canada 
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Watford, England 
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COUPON 


Alliance, Ohio. 


Register System. 









The McCaskey Register Co. 


Please forward information and 
description of the McCaskey Cash 
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CORBIN 
SCREW 
PRODUCTS 


OOOOO ox 


Wood Screws—Machine | 
Screws—Cap and Set 
Screws—Saw Screws, 
and Special Screws of 
every description. 
Stove, Tire, Sink, and 
Agriculture Bolts — 
Nuts—Escutcheon Pins 
—Jack, Safety, Plumb- 
ers, Register, and Lad- 
der Chains. 














We shall be pleased to 
furnish quotations im- 
mediately upon receipt 
of samples, blueprints, 
or specifications. 


CORBIN SCREW 
CORPORATION 


American Hardware Corporation, 
Successor 


229 High Street, 
New Britain, Conn. 


Branches: 
New York Chicago Philadelphia 


IO 














Ideal 
Wolverine 
Hand Mower 


LOOT of 5s . i 
Weis. ees v4 “ Up TOO Ty oe 
sea an tre oes —s wr ry ¥ ae ge" “ 





Consider these features: Timken ad- 
justable bearings, patented double- 
locked adjustments, a permanently 
rigid frame. Alemite lubrication, 
many drop-forgings and liberal use 
of high grade of alloy steels. For 
genuine quality there’s nothing on 
the market that offers such a combi- 
nation of features. 


The Ideal Wolverine Hand Mower is 
made with the same care as the Ideal 
Power Lawn Mower and is truly a 
tool for exacting users. Write for 
dealers’ proposition. 


Ideal Power Lawn Mower Co. 
R. E. Olds, Chairman 
409 Kalamazoo Street, Lansing, Michigan 
New York, 13-19 Hudson St. Chicago, 11 E. Harrison St. 


Dealers in ail Principal Cities 





IDEAL 





WOLVERINE 


Lawn Mowers 
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Gear your stock for big profits 


by ordering your 


“XXth Century” Coolers now 


6¢@4ORRY, Smith, but my stock hasn’t arrived,” 

has diverted many an old-time customer to 
a competitor’s store farther down the street. 
Smith’s half-hearted, “All right, George, I’ll come 
in later,” is notice that you can still keep him on 
the mailing list—but not for a “XXth Century” 
Cooler. For Smith, typical customer, wants his 
cooler on the same sweltering day that brings him 
to your store—and so he buys his cooler from the 
man who has it on hand. 


The dealer who has a full stock of “X Xth Century” 
Coolers on the floor before the summer rush begins 
—is fortified against embarrassment and loss of 
profits. He doesn’t have to sell—he merely has to 
take orders. Because “XXth Centuries’ are 
known the country over as the most efficient cool- 
ers made—and are in great demand in offices, 
banks, apartments, large business houses, factories, 
hospitals and homes. 


Sanitary and economical 


Water in “XXth Century” Coolers is cooled but never. 


touched by ice. The patented faucet and seamless con- 
struction prevent them from leaking—and they are easily 
cleaned and kept clean. Their distinctive design and neat 
all-white, art green or mahogany finish blend well with the 
best office and home furniture. Now, more than ever, 
office and business managers are realizing the necessity 
for installing these convenient, good looking coolers in 
their offices. 


Write for prices 


Begin early to plan for a prosperous cooler season—for 
“XXth Centuries” always sell and yield a good harvest 
of profits. Don’t wait until demand overwhelms you, but 
write today for prices and your copy of the “XXth Cen- 
tury Book of Coolers.” If your jobber does not carry 
“XXth Century” Coolers, address Cordley & Hayes, 10 
Leonard Street, New York City. 


“XXT? CENTURY’ 
COOLERS 








“XXth Century” Cooler 
One of 33 models that meet 
every ceoler need. This style is 
excellent for offices, hotels, 
lunch rooms, cafeterias, hos- 
pitals, factories, etc. “XXth 
Century” Coolers are made in 
art green, all-white and mahog- 
any finishes. They are great ice 
Savers—no ice comes in contact 
with the liquid. 








It Lasts! 





Umbrella Stand 


Because it is made of 
“Fibrotta”’ it has many dif- 
ferent uses. Excellent for 
use near water coolers as a 
waste paper cup receiver— 
will not leak and drip water 
about the floor. Lasts for 
years. 





For Dishwashing 


“Fibrotta”’ Keelers have done 
away with the clatter and 
bang of dishwashing. Do 
not scratch or mar _ silver- 
ware—lessen the danger of 
chipving or cracking es. 
Excellent for washing silks 
and laces. 
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“Old Fashioned” Quality 


| How often have you heard people say, ‘“‘Things aren’t as 
good as they used to be?” It is true, the quality of some 


merchandise is not up to the standard of the past. 


“White” tools, however, have always retained their “Old 
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Fashioned” quality since 1837; each tool is known to be 
perfect when it leaves the factory because of the minute 

.nceasing inspections through which it passes, and 
ihe fact that every tool is strictly hand-made. 


“White” tools are made so they will not have to be replaced. They 


are sure to satisfy your customers fully. 


Write for Catalogue. 


THE L. & I. J. WHITE CO. 
125 Columbia St. Buffalo, N. Y. 








The confidence of the buyer 


7 N selling Rome Quality Rivets—you have taken a step that 
means a pleased customer. 

Your customers will appreciate the high quality and superior 
working qualities of Rome Rivets—you will be selling a depend- 
able product that assures repeat sales. 

The extra large heads—uniform dimensions—selected Lake 











BELT RIVETS 


AND BURS 


Nos. 3 to 15. 
All lengths 
boxed, uniform 


and assorted 
sizes. 4, %, 1, 
3, and 5 pound 


packages. 





TRUNK RIVETS 
& AND BURS 
No. 9 in all 

lengths from 

| \Y" to 1”. 
























Superior Copper from which they are made—precise manufac- 
ture—all combined in Rome Quality JOSE 
Copper Rivets, result in a _ high 
standard, strong, dependable rivet 
you can unreservedly recommend to 
your customers. 

Packed in handy packages, attrac- 
tively printed in green and brown, 
they are convenient to handle and 
make a pleasing display. 





Nos. 7 and 8 in 


all lengths from 
yy" t01\’. 






BRAZIERS’ RIVETS 
OVAL HEAD 





















Nos. 00, 0, and 
1 to 10 inclus- 
ive, in all 
lengths from 
4" to 114", 5 
pound cartons. 



















T 








BRASS JACKET 


RIVETS 


Nos. 7, 8, 9, \%’" 
length, shank diam- 


eter NK", 56°, 4". 








BRAKE BAND 


RIVETS 
Nos. 7, 8, 9, 10, 
12, in all lengths 


from 34” to 1”. 






























ROME BRASS-.AND COPPER COMPANY, 


SPECIAL RIVETS 
Flat and Cone Head Braziers’ Rivets, 
and Copper or Brass Rivets of special 
shapes and sizes, made to order. 
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Big Sellers to Building Trades 











Bottom 





The accuracy and excellent construction of Mayes’ Aluminum Levels are known to 
men in building trades the world over. They have been on the market over 25 years 
and are picked out over other levels when displayed. 


You can realize a good profit on the Mayes Line—Get in touch with us or our repre- 
sentatives in your district. 


Manufacturers also of Mayes’ Plastering Tools and Masons’ Levels, Plain and Brass 


Bound. : 
ORIGINATORS OF THE FIRST ALUMINUM LEVEL 


MacCOY SALES COMPANY RICE-HITT COMPANY 


New Work city” San’ Francisco, Calif Mayes Bros. Tool Mfg. Co. 


RICE-HITT COMPANY RICE-HITT COMPANY . - bs 
417 Hibernian Bldg. 1426 L. C. Smith Bldg. Port Austin, Michigan 
Los Angeles, Calif. Seattle, Washington 
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Leading hardware and supply |p 
houses sell Madesco Tackle Blocks | 


they can’t afford to take chances. They must buy carefully 
br —they have so many more customers to /ose untess both 
iz product and price are RIGHT. 








eh On the other hand, the better the product the more 

i opportunity the big business house has to keep its large num- 

Bi ber of customers and attract new ones. 

Bh Such leaders as 
oe: J. Jacob Shannon, Philadelphia, Pa. me 
5 Hansen & Yorke, New York. Seat 
ee Crerar, Adams & Co., Chicago, II. 33 
if California Hardware Co., Los Angeles, Cal. +3 
joke Richards & Conover Hardware Co., Kansas City, Mo. Fae 
sae Moore-Handley Howe Co., Birmingham, Ala. oR 
i and a host of others buy—and SELL—large numbers of tet 
iA ) a a he . aD A frou 
ie Madesco Tackle Blocks, because they STAND THE GAFF ek 


tanh? 
ae? 
Sh 


of both sale and use. 
Our new 1924 catalog shows every Madesco style—and 
gives much valuable sales-making information. Send for your 
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AZ copy, pick out an assortment to fit your needs, and put the é 
a Madesco line to work building profits for you. ee 
x MARINE DECKING & SUPPLY COMPANY | 
ie Tackle Block Department Factory and Sales Office - 

SA EASTON, PA. 
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The Klein Plier No. 4 Assortment 
enables the distributor to meet the 
established demand of sixty-seven 
years for Klein Pliers at a profit. It 
is a small assortment of only six of 
the quickest selling patterns attrac- 
tively displayed. It brings profits 
and the initial investment is small. 
Ask your jobber. 






oe 


oe 


Mathias INc & Sons os 
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The NEW ACE in POPULAR PRICED TOOLS 


the BLUE RIBBON LINE 
of SEMI-STEEL TOOLS 


We urge you to stock the Blue Ribbon Line of Semi- 
Steel Hammers, Hatchets, Axes, Tin Snips and Pliers 
because their excellent quality and attractive appearance 
will result in quick sales and satisfied customers. 

Full particulars will convince you that the Blue Ribbon 
Line is the ACE in Popular Priced Tools. 











GRAY IRON FOUNDRY CO. 


READING ESTABLISHED 1903 PENNA. 
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A Bench Vise That Holds Work Securely 


The “NEW WAY” Bench Vise is designed to meet the requirements 
of Carpenters, Mechanics, Farmers and Home Users who want a Portable 
Vise that will hold work securely and can be quickly attached to any board 
that is to serve as a bench. 


ii] 


A 





It fits snugly into half-inch holes that may be readily bored into the 
board used. No bolting or screwing down necessary. So small and so 
light, only 8 ounces, that a Carpenter or Mechanic can carry it in a tool kit, 
together with other tools needed. Very rapid in operation and the greatest 
time saver made in small tools. 








Made of Aluminum, will not break or rust. Retails like sixty at the low price of 
$1.25. Write. , 


The “NEW WAY” Lawn Sprinkler | 2700.27 








mount, 
ee The fastest selling Sprinkler on the market. Bottom section shows Vise 
ee os Because the only Sprinkler that exactly imitates monet. “Vise will hold wr icod 
natural rainfall. Covers an area of 30 to 40 feet. of any thickness or width that 








bench will allow. 





Very light, only 6 ozs. No trouble to carry it 
from one place to another. Made of Aluminum— 
no rust. Retails at $1.25. Good profit. Send for 
proposition. 


FOUNTAIN EQUIPMENT & MFG. CO. 
28 Opera Place Cincinnati Ohio 





Guaranteed 











When Ordering 
Stocks and Dies 


specify~ “GENUINE” 


ARMSTRONC’S 


For years they have been the acknowl- 
edged and accredited leaders in the 
minds and hands of men who use them. 








They are profitable to sell—reliable in 


© © © e quality—and positive in satisfaction. 


Ask your Jobber for them. 





Nos. 1, 2 and 3 for either Pipe or Bolts. Nos. 


2%, 6 and 7 for Pipe only. Pipe dies in Briggs 
Standard, Whitworth or Fine Thread. Bolt THE ARMSTRONG MFG. Co. 
dies in U. S. S., V., Whit. or S. A. E. Thread. BRIDGEPORT CONNECTICUT 


Right or Left Hand. and—248 Canal St., New York 
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Reason Enough— 


There are hundreds of sales of portable electric drills 
» be made in the community you serve. 















Power and 
Endurance 


Without 


Excess 


Weight 










A Cool 
Running 


Drill 





can be doubly assured that every sale will mean 
satisiied customer if you supply this demand with 


UNITED STATES 
Portable Electric 


DRILLS 


Write for Catalog 21L TODAY 


District Salee Offices and Ser- 
vice Stations: Boston, Buffalo, 
Chicago, Cleveland, Columbus, 
Detroit, Houston, Indianapolis, 
Kansas City, Milwaukee, Min- 
neapolis, New York, Philadel- 
phia, Pittsburgh, S8t. Louis, 


Toledo. 


Complete stocks carried in all 


service atatione. 


mS GuFFERS 
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Tae <- SP J REAMERS | 























WHOSE HANDLES 
DO YOU SELL? 


EXT time you buy handles from your 

jobbing friends ask, “Are _ these 
Turner, Day & Woolworth handles?” 
Chances are—“Yes.” 


We want you to know that Turner, Day & 
Woolworth is the largest handle institution 
in the world, with 5 great plants located 
right in the heart of hickory supply; that 
we employ 1000 men daily to supply the 
world’s requirements. 


Every hardware jobber knows Turner, Day 
& Woolworth. They know that we carry in 
stock over 2000 patterns, that our standard 
of grading is rigid and accurate; that our 
service to them is loyal and dependable; 
that our facilities are unequaled. 


You can have every confidence in Turner, Day & 
Woolworth Handles. 


Copyrighted Brands 


DANIEL BOONE PERFECTION 
AMERICAN BEAUTY TRIUMPH 


DAISY HERCULES 
SUNFLOWER SUCCESS 
PEERLESS EAGLE 
BEAUTY ROYAL OAK 


Turner, Day & Woolworth 
Handle Co. 


Incorporated 


Louisville Kentucky 


“Since 1855” 
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The 
Original 
Hammer 
Forged 


SQUARE 
HEAD 
NAIL SET 
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MAYHEW 


ORIGINAL 


SQUARE 
HEAD 
NAIL SET 


Retails for 15c each 


TOOL as tough as a battering 
ram. Has a perfectly knurled 
non-slip handhold and a % inch 
square head that makes the tool “stay 
put” on the bench. Tools 


No. 435 is made in a uniform length That 

of 4 inches, with points of 1-32, 2-32, Endure 
3-32, 4-32 and 5-32 inch diameters. 

Packed 1 Dozen in a Display Box, 

either one size or assorted. 





Ask your Jobber for a trial assort- 
ment of Mayhew No. 435 Square 
Head Nail Sets. Both your mechanic 
customers and your profit sheet will 
commend your good judgment. 


MAYHEW STEEL PRODUCTS, INC 
291 Broadway, New York 


AYHEW 
rorceD TOOLS 

















Screw 
Driver 
Display 
Panel 
No. 73 


Seventy-two 
Screw 
Drivers in 
the Complete 
Assortment 





Double Up Your Sales 


By a moderate investment in these quick action 
assortments of high grade warranted tools. Hang 
these panels on a hook or nail, attach to the side 
of your shelves or use as an easel. 


MORE SALES WITH LESS TALK 


MARCY TOOL WORKS, Inc. 
PUTNAM CONN., U. S. A. 


NEW YORK—D. W. Gray Co., 75 Barclay St. 
CHICAGO—Geo. H. Wilkins Co., 180 N. Market St. 
BALTIMORE—Riley & Foster, Emerson Tower Bldg. 
PACIFIC COAST—E. C. Ward Co., Los Angeles and Seattle. 


SEE OUR EXHIBIT AT THE NEW YORK 
HARDWARE CONVENTION 


Chisel 
and 
Punch 
Display 
Panel 


No. 55 


Eighty 
Chisels and 
Punches 
in the 
Complete 
Assortment 
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The Carpenter’s Pencil, 
while but a minor part 
of his kit, must never- 
theless suit him as well 
as his pet saw. 


This Misde/- Car- 
penter’s Pencil, going 
under the name of No. 
660, has a habit of in- 
variably pleasing the 
carpenter. It is his fav- 
orite and like the bayo- 
net of Service’s soldier, 
is “part of his outfit 
every time.” You sell 
it, of course. 


Samples: furnished 
on request. 


COMPANY 


| Blatsees) BUILDERS N2660 t2% 





Philadelphia 











Carpenters 


Saisoes 


2660 


S9/aisOCe PENCIL 


U.S.A. 





THIS ADVERTISEMENT DRAWN WITH A .G/latsOce/ PENCIL | f 














| WaisCe/ 
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We Suggest— 
your Ordering 
CHENEY Grinders 


and ROYAL Grinders 
this Spring 


Selling the popular priced CHENEY and the 

; super-quality ROYAL Grinders will enable 

. you to meet all calls for Grinders with ma- 

: chines without superiors. in giving dollar-for- 
dollar satisfaction, wear and profits. 

| 


S. CHENEY and SON 
Manlius, New York 


ROYAL 


Grinders 


No. 4 














February 7, 1924 





The trade now has Socket 
Wrenches that rank with its 
Allen Set Screws, in strength 
and unbreakable service. 


The wrenches, like the set 
screws, have cold-drawn sockets 
heat-treated the Allen way— 
and both stand the strain in the 
same way. 


Most of you know how Allen 
Hollow Set Screws help a busi- 
ness. Not all know that Allen 
Wrench Sets do the same. 


Yet, once you think of it, you're 


sure of it. 


THE ALLEN MEG. Co. 


139 Sheldon St., Hartford, Conn. 
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WHY WORRY 


About Your aie 
AXE and : me 


HATCHET 


Business? 





Let us take care of your 
requirements with the 


COLLINS 
LINE of QUALITY TOOLS 


They have withstood the 
severest tests all over the 
world. 


It is important that the 
axes and hatchets you sell 
are backed by reputation for 
strength and durability. 


Our tools have earned this 
reputation for strength and 
are acknowledged 


“THE STANDARD 
OF THE WORLD” 





If your Jobber is not supplying 
you—write us direct. 





Send for New Catalog ‘“‘G”’ 





The Collins linet 


Established 1826. Incorporated 1834 


- Collinsville Conn. 
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The “Spring Buying” Customer 


He comes around early—doesn’t believe in putting 
off “Screens” until flies “fly.” 


Of course he visits his attic first—looks over his 
window, door and porch screens and rescreens those 
that need it during the approaching Spring when he 
can spare the time. 


You can save him a lot. of trouble by selling him 
“Perfect.”. This brand, like everything else, will 
naturally wear out in time, but it’s such a long time 
wearing out that once a customer, always a customer 


for “Perfect.” 


Your Jobber stocks “Perfect.” Order now. 
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LUDLOW-SAYLOR WIRE CO. 
St. Louis, Mo. 

















A GOOD REFLECTION 


A Good Reflection occurring to the 
careful Dealer is this: That while the 
importance of superior Hardware in- 
variably arises in connection with build- 
ing the new home, it is frequently over- 
looked as an essential factor 1 in improv- 
ing the old. 


GRIFFIN 


‘*The Door Butt of America” 


“The Door Butt of America” is a sales suggestion often cvcn more 
timely to the householder than paint. 

A Griffin hinge adds that note of sheer integrity to the entrance which 
every man and woman desires to symbolize the entire house. A Griffin hinge improvcs the 
service as well as the appearance of the door. Its effect is not superficial but fundamental. 
To charm of pleasing design, it adds the character of permanent strength. You will compli- 
ment your customer by recommending Griffin. 

We carry out the entire manufacturing process in our own mills. 

We also wrap and pack every set of hinges so as to insure ultimate delivery in perfect 
condition. 

YA Griffin Catalog will suggest to you many sales possibilities. Our price list is right. 


Why not have both today? 


Griffin Manufacturing Company, Erie, Pa. 


45 Warreh Street, New York 74 West Lake Street, Chicago, Ill. 
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~ BUILD YOUR PROFITS WITH 
CYCLONE COMPLETE FENCE 


Cyclone “Complete Fence” enables you to steel framework, gates and all fittings, to 
give specialized fence service in your com- erect fence complete. 
munity. It enables you to get the better, 
more profitable jobs. 


Cyclone “Complete Fence” is made up 


Complete directions for erecting go with 
each job, making erecting easy. 


specially in the Cyclone factory, according Write for catalog showing many beautiful 
to purchaser’s diagram. Includes fabric, patterns of Cyclone “Complete Fence.” ii 
CYCLONE FENCE COMPANY ea 
Factories and Offices: my eay 





Waukegan, aay Cleveland, Ohio; Newark, N.J.; Fort Worth, Texas; Oakland, Cal. (Standard 
Fence Co.) ; Portland, Ore, (Northwest Fence and Wire Works). 


The ‘‘Red Tag’ 


CYCLONE FENCE) =" 




















The Measure of Quality 


You can measure the quantity of rope a customer wants 
with a yardstick, but the usual way of measuring the quality 
is through use. 


2 
There’s a much quicker way, however, of determining 


Rope Quality. It is by the NAME. 


The name RAKCO has been the measure of Quality for 
many rope buyers for many years. 








That is because RAKCO Rope has always proved Good 
Rope when measured by service. 


Manila and Sisal 
ROP E. We intend to keep up the Quality in order that dealers may 


keep up their sales. 


Now is a good time to look up your stock of RAKCO | 


Rope and RAKCO Cordage. 


The R. A. Kelly Company 


Main Office STOCKS Branch Office 


Xenia, Ohio Schermerhorn Bros. Co. The Morey Mercantile Co. New Orleans, La. 
Omaha, Neb. Denver, Colo. 
Ohio’s Model Town 
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| SPRUCE LADDERS 


Ladders That Sell Quicker 
and Last Longer 


The dealer has found from experience that a Babcock Spruce 
Ladder will sell more quickly in competition with other ladders. 
A Babcock Quality Ladder is recognized instantly by workmen 
as a ladder that will stand up under severe usage. 


You’ll make no mistake in stocking Babcock Spruce Ladders. 
Everybody uses them—painters, carpenters, masons, mechanics, 


farmers, housewives. There’s a style and size for every purpose, 
and we pay the freight and ship promptly. 


Write for prices—today. 


W. W. BABCOCK CO., Bath, N. Y. 

















Ladd Egg Beater Philosophy 


FEBRUARY IN HOUSEWARES means the BIGGEST MONTH 
in the yaar FOR ORDERS. Merchants just getting their stride down 
the happy road of 1924, must THIS MONTH write their orders. 
Nothing to be gained by specifying unheard-of goods, yet untried or 
unproven. Complete stocks should consist of branded goods of MERIT 
with QUALITY well known to merchants themselves and their customers. Egg-beaters, small in 
themselves, but very large in matter of SERVICE and SATISFACTION, are led by one out- 
standing line— : 


LADD BEATERS (4 sizes for all requirements) 


have for 12 years occupied a unique position and still maintain themselves as THE 
BEST. Everybody knows them; knows what they are and discerning users want no 
ee THAT IS THE LINE TO ORDER AND CARRY CONTINU- 


LADD MIXER CHURNS, 1 ¢t., 2 qts. Removable Beaters. 
SATURN REELS—2 finishes, 40 ft. cord. 

CAN OPENERS—s5 usual varieties. 

RAZOR PARING KNIFE. NUT CRACKERS. 


JOBBERS the world over and US. 











United Royalties Corporation, 1133 Broadway, New York 
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Larger Sales of Inexpensive Brushes 


Offer Greater Profits 


““‘Whitemark” brushes and brooms are made to compete 
with any high grade line, allowing both the Jobber and 
Dealer an excellent profit. We especially recommend our 





The “Handy” “Handy” as a volume seller. 
The “Handy” is a well-made brush of duster brush for the automobile or 
pure horse-hair. It fills the bill for a around the home. 


hundred uses at a price that fits every- — as = “ oe pc a age —_ 


one’s pocketbook. It is just the brush at a reasonable price. It sells readily 
for the man with the spring painting and each sale brings you a good mar- 
fever. It also makes an excellent gin of profit. 


We have been making the complete line of “White- 
mark” Brushes and Brooms in Hillsdale for a number 
of years. Low overhead makes it possible to produce 
quality brushes at prices that mean real profits and 
quick turnover for Jobber and Dealer. 

Write us for full particulars— Our proposition will 
interest you. 


BARTLETT, VAN TINE & JONES 
HILLSDALE, MICH. 

















A WOMAN'S ARTICLE — 
FOR HARDWARE DEALERS |} =: 


Write 
The women (God bless ’em) wield the greatest buying Direct 
power. And this article lets you in on the party. 


Seagal 


Self Heating 
om 


Heats instantaneously by a gasoline burner. 
Perfectly balanced. Easily regulated. Handle 
always cool. Over 1,000,000 now in use. 















This is the lowest priced and biggest seller 
among self-heated irons. 





a 
OR mt crm 


Our advertising department has prepared at- 
tractive free Window Trims, Counter Dis- 
plays, Newspaper Ads and Booklets to help ‘RRNA ass Ean 
dealers sell. AS arene rr A erent GP 


Royal Self-Heating Iron Co. 
BIG PRAIRIE, OHIO : 




























Bits are constructed 
to take hold quickly 
and strongly—pull themselves 


themselves without effort. 






Cutters with hand 


steel wheels are the most 
popular selling tools in 


ed on a colored easel card 
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Tools Worthy of the 
“Red Devil’ Trade Mark 


ORTHY because they are absolutely sound in 
principle and design, and have proven so after 
more than a quarter century’s service in the 
hands of the consumer. The “Red Devil” trade mark 
sets the standard for good tools. 
With a proper display of “Red Devil’ Tools—on easel boards 


furnished by us—you can attract the most desirable class of 
trade to your store. 


Send for the “Red Devil” Easel Dis- 
play Booklet—it may start you on 
the road to increased sales. 


SMITH & HEMENWAY CO. Inc., Mfrs. of ‘‘Red Devil Tools’’ 
98 Coit Street Irvington, N. J. 


“Red Devil’ Pliers, Nippers, Glass Cutters, Snips, Auger Bits, Chain Drills, Screw 
Drivers, Hack Saw Frames and Blades, Nail Pullers, Wrenches, Linemen’s and Elec- 
trician’s Tools, . etc. 

















The High Velocity 
Your Customers 
will demand— 


“High’ Velocity” in its finest development. 
Peters Shot Shells offer every possible advan- 
tage to the shooter because of the unusually 
strong construction of the (®) Brand—‘steel- 
where-steel-belongs”—rivet battery cup — high 
quality materials, etc—We are now loading in 
the Ideal, Premier, Target and High Gun shells 
the maximum charge of powder and shot, which 
with the exclusive Peters method of uniform 
loading develops loads which GET THE GAME 
AT EXTREME SHOT GUN RANGES. 


You can offer your customers their favorite 
brands of powder, plainly marked on the box 
and top wad. Peters High Velocity Shells will 


TERS please your customers better. : 
. The PETERS CARTRIDGE COMPANY 


NITION me 


Cincinnati New York San Francisco 
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HYGIA 


SANITARY WASTE RECEIVER 


HYGIA is giving daily satisfaction in more than 50,000 of the 
Finest Homes of America. Its convenience and sanitary qualities 
in the Nursery, Kitchen, Butler’s Pantry, Bath and Sick Room 
are rendered doubly desirable because it is fabricated from the 
very finest of materials and so superbly finished as to fit in beau- 
tifully with the growing trend toward White Enameled furnishings 
in these departments of the modern household. 


2.50 PROFIT ON EACH SALE 


Beyond its domestic uses, HYGIA is meeting the exacting re- 
quirements of more than 25,000 Doctors and Dentists. It is 
Standard equipment with hundreds of Hospitals and Public In- 
stitutions, also in First Aid or Rest Rooms of thousands of this 
country’s leading Industrial Establishments. 


SAMPLE SENT ON APPROVAL 


HYGEIA CAN COMPANY, INC. 
FRANKLIN and VARICK STS., NEW YORK 





































































U. S. and For. Reg. 


100% Profit On Every “NOKORODE Radiokit” 


Dealers’ Price, 25 cents each 








The new Nokorode Radiokit costs you 25 cents and Soldering is an easy job with this Kit. The 
retails at 50 cents as soon as displayed. It pays to book of directions enclosed in each carton is 
display it. plainly written and the most inexperienced ama- 

Because thousands of young men are building their ‘“"" mows just what to do. 
own Radio Outfits and they realize the necessity of The Special Soldering Iron is made extra long 
having each joint and connection soldered permanently and thin so as to reach wires and parts that are 
tight. unreachable with common soldering irons. 





NOKORODE ovr 








- The M. W. DUNTON CO., Providence, R. I. 
we A D i O a i t - Gentlemen: Please ship us .............. Nokorode 
2c) Cn Sneed e sane éeeue see ete OO 60 wneasedees 
contains box of NOKORODE Soldering Paste, strip of solder, - Cans of Nokorode Paste at prevailing prices. 
emery cloth, and book giving complete instructions on how to 4 
solder, with valuable information on radio work—everything to - PE SUSE R ENC eS ENV ESE SVS THe REH CED seereseeeeeeR 
do the job right. The Nokorode Soldering Paste is a wonderful go eae ee eet be ae 
repeater, because every soldering job requires paste and there's i 
no Soldering Paste like Nokorode.” Order now—use the Coupon. : Jobber's Name ..... 
| 
Oe Ee ER CER EL ETE LECT CETERUPE CCRT TTT 
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Another Milestone 


The Largest Year in our History 
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is assuredly convincing proof that the light 
and handy carpet sweeper is becoming in- 
creasingly popular for the daily, or several 
times a day, sweeping no matter what other 
cleaning device is owned. 


Always a profitable item, you’ll find Bissell Carpet 
Sweepers — selling at uniform prices—most desirable 
merchandise to include in your spring specifications. 


Price List and Illustrations 
gladly sent on request 


Oldest and Largest 
Sweeper Makers 


Carpet Sweeper 


Ht} ) \ i 


iy . 
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A complete line of 
Toy Carpet 
Sweepers too— 
attractive and low 
priced 


‘New York Office 
46 West Broadway 








GREASE CUPS 


OIL CUPS 


Have just as an important place in your stock as any article you handle. How many 
times have you turned customers away because your stock did not include them? 


Why let the auto accessory dealer take all this 
businessP You can easily get your share. 


An intelligently selected stock 
of grease and oil cups will take 
care of practically all demands 
of your customers. This does 
not call for a big stock or a 


with a rapid turnover and a 


liberal margin of profit, makes 
them a most desirable stock 
article for the up-to-date hard- 
ware dealer. 


large investment. This, coupled 


Empress Grease Cups and Oil Cups have been standard equip- 
ment for more than twenty-five years on by far the greater part 
of all kinds of machinery, including automobiles, motor trucks and 
tractors built in this country; naturally this has resulted in a 
constant demand for them as repair and replacement parts. 














BOWEN PRODUCTS CORP., Auburn, N. Y. 


Please send your Booklet No. L-102, illustrating and describing more than fifty types 
of Empress Grease and Oil Cups. 







Empress 
Grease 
Cup No.200 






Mail This 
Coupon 
To-day 
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REPRESENTAIIVES OF AN ILLUSTRIOUS LINE 
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m) Let~us send you 
the family album 


EMPORIUM, NILCO LAMP WORKS, INC. ' PENNSYLVANIA 
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| Takes the Water Out—Leaves the Buttons : 
> i 
) = 
2 : 
| : 
5 The Wringer that Automatically Adjusts Itself © 
5 to the Thickness of Anything that Passes Thru It Xe 
q = 
RK Bring on those clothes—any kind, light, medium or {© 
5 heavy—and NEVERCRUSH will wring them dry— [fF 
= without taking off the buttons—and without adjust- 
& ment. The big feature of this new, improved clothes [© 
5; wringer is the unique construction of the rubber rolls, {¢ 
5 The upper roll is made of soft elastic rubber, the lower [€ 
5 one of hard, yet pliable rubber. They adjust themselves Ne 
5 to the thickness of anything that passes between them. % 
“At ) 
5 The NEVERCRUSH Clothes Wringer is the nearest [5 
= approach to human hands. It does more and better 
= Packed In Individual shipping cases work with less labor. And it is soldon a TEN-YEAR £¢ 
&} In addition, the NEVERCRUSH contains no = GUARANTEE. Z 
>, springs, cogs and gears, customary tension screws We have a sales plan, including a free trial demonstra- 
2 penile poe ie — —— sem Yr tion, that offers big possibilities for live dealers. Some i 
e ) and se “cleansing with a 12 inch wearing excellent territories are still open. See if yours is one {© 
ey of them. % 
: The BUCKEYE-PRIMA COMPANY : 
Dogs : ie 
=| Sidney Ohio 
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The Economy 
Has Revolutionized 


the Weatherstrip 


Business 
ALL METAL 


It has been just 6 months since the Economy All 
Metal Weatherstrip was introduced on the mar- 
ket and since that time it has revolutionized the 
weatherstrip business. 


Every wide awake Hardware Dealer and Jobber 
realizes that there has been a long felt need for 
a permanent All Metal Weatherstrip that would 
take the place of the temporary wood, felt, or 
rubber strip. A weatherstrip that would sell at 
the same price as the cheap strip, and that could 
be installed by anyone, without removing the win- 
dow. “Economy” has filled the bill and set a new 
standard in the weatherstrip industry. 

The Economy All Metal Weatherstrip is guaran- 
teed to last as long as the building. It saves 
25% to 40% of the coal bill. Keeps out rain, 
snow, cold, dirt, and soot. Windows will not 
rattle. It is applied with equal ease and effect on 
all doors. 

“Economy” comes in 6 and 7 foot lengths and is 
easily cut to fit the window. 

Have you received our Attractive Circular with a 
Remarkable Sales Plan, and a Special Offer? 
If you haven’t, send for it at once. 


CLIP COUPON NOW 
Sager Metal Weatherstrip Co., 


\ 162 W. Austin Ave., Chicago, Ii. 


SAGER METAL WEATHERSTRIP CO. 
162 W. Austin Ave., Chicago, Il. H. A. 2-7-24 


Send samples, also circular with Sales Plan and Special Offer. 
There’s no obligation. 
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Keeps pace with the advance in artistic build- 
ing—the TEGCO line is always “there” with 
just the Knob to please your customer. TEGCO 
quality is worthy of TEGCO design—perfect 
flawless crystal—9 inspections during manu- 
facture—as well as many little mechanical 
improvements. 





(Patent Pending) 


This handsome crystal glass 
handle is designed to replace 
the old-fashioned wooden and 
plated ones. It come in one 
size only—3 inches. Has 
nickel-plated bolts and nuts. 


This pull is made of Opa! 
and Crystal glass. 


The “SPARKLER” 


2 
= 
2 
= 
= 


=> 
* 
— la 
hn 
f ' - 
— 
(, at * 
d 
—, 
; > 
' wi \ @ 
Lc gigranl 
; % 
' 
> 
¢ 
oe 
= 
= 
= 


The latest in glass knobs. Has 8 sides—cut 
and polished top—fiuted silvered reflector. A 
knob of great beauty and brilliancy. Comes 
in 1”, 1%”, 1%”, 156” sizes. 











Ask your jobber for 
TEGCO price list 


TECHNICAL GLASS CO., Inc. 


48th St. and Santa Fe Ave., Los Angeles, Calif. 
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“Here I come, showing the way to the others. 
I can’t stand still. National advertising and 
the recommendation of satisfied customers to 
their neighbors keep me moving.” 


WITT cans—raics 


are always in the lead. No other line of Cans 
or Pails offers such good value for the money 
as the WITT. Their unfailing good work- 
manship, substantial appearance and moder- 
ate price have a universal appeal. 


The high quality of Witt Corrugated Cans 
and Pails has built up a wonderful business 
for others. By putting your energy to qual- 
ity goods, you will go right ahead—making 
more profits and better satisfied customers. 


Your jobber can supply you. If not, write us. 





Our Brighton medium weight line is excep- 
tional value for the money. Ask your jobber. 


> am a. ve 
MIRED ARES TY AT AER YM ee ‘ 
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eWITT CORNICE CO. 


CINCINNATI. OHIO. 









THE YELLOW LABEL MEANS QUALITY” 
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The CHISM 
MAIL BOX 


Approved by the Postmaster General 

for use as Required by Post Office 

Order No. 9596 (Sept. 13, 1923) to 

Prevent the Theft of Mail in Apart- 
ment Houses 








Showing a Group of Three CHISM MAIL BOXES 


in an Apartment House or Dwelling 


All three boxes (or any other number— 
they are installed in groups of three to 
twelve) are opened at the top simultane- 
ously by the letter carrier for the insertion 
of mail. 


Post Office Department’ Order No. 9596 provides 
that where mail is not delivered at office or desk 
for distribution, “ . . . the delivery of mail 
in apartment houses, family hotels and flats con- 
taining three or more apartments, hereafter to be 
erected, shall be contingent upon the installation of 
receptacles, one for each apartment, conforming to 
the requirements hereinafter stated.” 


The CHISM MAIL BOX is the first box 
in the field to conform to these new regu- 
lations. 


Now being manufactured in quantity. We 
can fill orders promptly. 


Sold through the Hardware Trade. 


It offers splendid sales possibilities to 
Hardware Dealers in towns having mail 
delivery. 


Write for Descriptive Folder 


THE CHISM MAIL BOX CO. 
2511 Union Central Building Cincinnati, O. 
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For Reasons of 
Good Citizenship 


F more law-abiding citizens were con- 

vinced that fire arms are absolutely 

necessary for Home Protection, this 

would be a still better country to live 
in, crime would diminish and law and 
order would assert themselves. 


This is the job the Colt Company is 
undertaking in an educational advertis- 
ing campaign now appearing in the 
leading national magazines. It is com- 
paring COLT’S fire arms with the 
battleship, the lighthouse, the block 
signaling system on railroads,*the 
ancient castle moat and drawbridge— 
all harmless in themselves, yet safety 
bulwarks in times’ of danger. You’/i 
profit financially through this cam- 
paign, but we are asking you to give it 
your hearty support for higher reasons 
—good citizenship and your customers’ 
good will. No merchant need ever worry 
about profits or business, if he has the 
right community spirit and the right 
product. 


Colt’s Patent Fire Arms Mfg. Co., Hartford, Conn. 


Pacific Coast Representative 
Phil. B. Bekeart Co., 717 Market St., San Francisco, Calif. 


P.S. This is always a good month in which to 
emphasize HOME PROTECTION—display 


COLT’S fire arms—advertise 
OLTS 
| 


them locally. Send for Colt 
THE ARM OF LAW AND ORDER 





sales helps. 





By, The New? 1924 
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Golf Bag 


INU Ss Elko seauloelucenie)tiout Bile. 
when he first sees the new model 
Burr-Key Golf Bag— 

Equipped with the IMPROVED BURR- 
KEY avebittietelis Handle and Metal | Ke) 
At once he recognizes the immense advantages 
of the muscle-saving features; they insure a 
long drive and steadiness in holing out It 





means a quick sale. 

Olasla ae Colt A come oletas Key features are the 
Meta! Bottom, | Fela <a 1 Pocket, Towel Clip, New 
Syetelttlelauteiee-bed ict laselou-telee la ateleleb. ter-lel:se 


ment. Write for catalog : and full particulars. 


For Sale by Dealers Only 
Backed by National Advertising Campaign 


R. H. BUHRKE CO. 


(Estab! Tistae ae no wae 


1238-1250 Fullerton Avenue . Chicago 


New York Office and 
Showroom 
atoll slater teh. eb 
Manutactured in Canada 
by VW ToC Mor lsltte tualtatst: 
4 Lrd 
‘Olact + Pettlslae sie 
Toronto and Winnipeg 


BUHRKE 
Bottom 


“Look for the 
name and the red 
tag” 





1924 Model 
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109 Sold in 7 Days 


Twice as many as 49 other Steer-Ezy dealers sold 
same week in the same city. The difference lay in 
the PLAN. This dealer demonstrated beyond the 
shadow of doubt that our 1924 STEER-EZY SALES PLAN 
is a winner for any dealer who will give it a chance at the 
coaster buyers of his community. We have already proved 
it in both large and small communities. 


1924 Is a 


Steer-Ezy Year 


For every dealer who adopts our revolutionary Plan. Sell 
three to ten times as many Coasters as ever before in 
the same period. Say today “Send details of your 1924 
STEER-EZY SALES PLAN.” A money-maker from the word go. 
Some of the reasons for ee » leadership are: Hollow Steel Curved 
Unbreakable Handle, Steel Undergear. atented Hub and Bearing 
Assembly, roller bearings retained in a steel cage. No projecting axles. 
No cotter pins, nuts or caps to lose. Large %” axle. Extra deep 
tend Po rubber tires. Metal parts and trim of box Secdecanie 
enamele 


Metal Figures and House Numbers 


Whatever your customers demand, we 
meet them in PREMAX aluminum, brass 
and enameled figures and house numbers. 
In size, design, finish for every need. 
Our DELUXE House Numbers of solid aluminum 
figures 244” high, figures glossy silver finish, super- 
imposed on a glossy black background, sell fast. A 
knockout. 


Unbreakable Steel Tent Pins 


This PREMAX specialty gives you 100% return on 
your investment. To every customer 100% service. 


Fast replacing the easily broken, quickly aptatered, 
wooden stakes. Easily driven, holds fast, quickly pulled. Tw 
sizes, 9” and 12”. Ask for our 1924 CASH PRIZE. CONTEST. 
Sells Premax Steel Tent Pins faster than ever. 


Handy 8 Wrench Sets 


Many customers buy one for the home, one for the auto. 
Easy to sell this 50c nickle-plated, high grade Wrench 
Set. Contains 8 wrenches fitting nuts 5/16” te %4”. 
Try a box of 12 on your counter. 


Dodson All-Steel Hame Strap 


Customers buy Dodsons once they see the advantage over 
leather straps. Flexible as leather. Outwear 4 dozen leather 
straps. Self-locking snap that can’t loosen or be lost. No 
ins to break. Fits all work hames. Quickly transferred. 
ies flat against collar. Don’t slip, cut, bind. ee 
to any length by a pull. Parkerized rust-proof perma 











t black finish 
prevents rusting, chbentan. — Get our INTRODUCTORY OFFER 
TODAY on Dodson’s. Tested by 


Write us TODAY. 


Niagara Metal Stamping Corporation 
Dept. B224 


20 years’ use. 


Niagara Falls, N. Y. 
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UNION Safe-T Rubbish Burner 


You can sell two or three to each house- 
hold in your territory; factories and 
schools can use from a dozen to a hun- 


dred. 





The pictures illustrate only three of its 
many uses. It’s a safe container for rub- 
bish, leaves, papers, cotton waste, and oil- 
soaked rags used in factories. When full, 
carry outside, close the cover, and burn 


the rubbish in the container. Reduces 

fire losses. 

Strongly built in four handy = wat? Benet 
sizes, of heavy gauge steel <= 


wire, in a handsome olive 
green finish. Makes a very at- 
tractive window display. 





Write today for complete in- 
formation on this fast-selling, 
profitable UNION Safe-T 
Rubbish Burner. Address 


Union SteeljProducts Co., Ltd. 


Dept. 70 


Albion, Michigan, U. S. A. 


‘ 
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Covers lock tight 
here. 





Container for 
Fruits and 
Handle in center Vegetables 


of 


a, z top. 
—N When, open, cover 
een A hangs outside. Or 


can be removed RUBBISH 
with one motion. BURNER 
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ELECTRICAL AND RADIO 
NECESSITIES — 


All Year ’Round Good Sellers 


M AKE reservations for a big spring sale of Sterling Devices. They’re all real 
necessities and have been instrumental in maintaining a well-balanced merchandising 
program for hardware dealers. 

You'll find Sterling Pocket Meters in demand by all classes of trade—for electrical, 
automotive and radio purposes. 

Sterling Portable Rectifiers for charging storage batteries from the lighting circuit 
have an equally impressive appeal. 

THE LINE INCLUDES: 
Pocket Meters 12 Point Rotary Switch Audio and Radio 


Voltmeters, Ammeters, Volt- For connecting variocoupler Amplifying Transformers 
ammeters. lést price from taps. List price $1.50. List price $4.00. 
$1.00 to $4.00. 







Portable Rectifiers Fil 
; ament Rheostats 
Filament Meters Weighs only 8 Ibs. List price For tadia Wet alee ¢8¢ ent 
For radio panels, $4.00 and $16.00 ($17.00 west of 4 


$5.00, list price. Rockies). $1.00. 


THE STERLING MANUFACTURING CO. 
2850 Prospect Ave., Cleveland, Ohio 
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Here is the answer for display of — 
Always three or VELOCIPEDES 


more large vehicles 
in the floor space of 
one on 


HENRY 
DISPLAY 
RACKS 


Fach and every 
part of each piece 
shown separately 
—all moving parts 
can be operated. 
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See how we display— 
really display—all kinds 
of Children’s vehicles at 
the 


Feb: 4 NEW YORK TOY FAIR, HOTEL BRESLIN Mar. 7 
CP.HENRY CO. AUBURN, NN. Y__ io | 
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HARTFORD 
TIRE/ and TUBES 


HE modern hardware retailer is not 
likely to be carried off his feet by the 
average tire proposition. 








So it is all the more impressive to find 
that the Hartford agreement for 1924 is 
the most sought after tire arrangement 
among hardware dealers today. 


The fast selling Hartford Cords in all 
sizes and the new 30 x 34% H-Tread 
Clincher Cords for light cars are recog- 
nized instantly as a line that leaves no 
roomfor competition from this season on. 


HARTFORD RUBBER COMPANY 
1790 Broadway New York 








Real Air Service 
in This Curtis 


Te above illustration is the Curtis Style 
V Two-stage Outfit—one of the family of 
popular Curtis Outfits—the last thing in air 
compressor design—tfree of complicated parts 
—built for hard usage and will be on the job 
all the time. 4 to3 H. P.—automatic. 


Single and Two-stage 
Many Sizes and Styles 


We manufacture a com- 
plete line of single and 
two-stage outfits. You 
are sure to find one that 
will meet your particular 
| needs in style, size and 
; price. Write at once for oO 
full information and de- 
scriptive literature. Use Style “S” Single Stage 
the coupon below, or a Outfit. Belted only. Five 


: sizes— 14 to 3 H. P. motor 
postcard will do. ra 











CURTIS SNEUMAIE MACHINERY CO. 
1581 Kienlen Ave. . : St. Louis, Mo. 


Branch Office: 
530-W Hudson Terminal - New York City 









COUPON 


1581 Kienlen Ave., 
St. Louis, Mo. 


USE THIS 


CuRTIS PNEUMATIC 
MACHINERY Co, 





Estabtished 18 1854 
Gentlemen: Please send me full details on Curtis Air Compres- 


sors—your proposition and prices. 
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WINSLOW § 
Skates 


THE BEST ICE AND ROLLER SKATES 





BE PREPARED 


TO SUPPLY YOUR CUSTOMERS 


WITH THE BEST 





NUMBER 3812 


February, March and April 
Are the Big Months 


THE SAMUEL WINSLOW SKATE 
MANUFACTURING CO. 


Factory and Main Office 


WORCESTER, MASS. 





New York Sales Office and Warehouse 
34 Warren Street 


Pacific Coast Selling Agent 
PHIL. B. BEKEART CO. 
717 Market Street, San Francisco, Cal. 


Southern Representatives 
HENRY KEIDEL & CO., Inc. 
405 W. Redwood Street, Baltimore, Md. 








GENERAL SELLING AGENTS 
(UNITED STATES AND CANADA) 
ADELL AUTOMOBILE JACKS 


























The true value of a quality item 
cannot be measured by the profit 
on initial sales. | 


It must be gauged by that earning, 
plus the profit on the other business 
it attracts — the confidence it in- 
stills into the sales force—and the 
prestige it gains for the distributor. 
There is no higher quality than that 
which is built into “Save” lamps. 


If your jobber does not sell them, write us. 








THE SAVE SALES COMPANY 
TOLEDO OHIO 
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Strongest 
Toy Vehicles 
Made— 

= Each 
Qy, “Jack Rabbit” 
Wheel Made 
to Support a 
Half-Ton 
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HEAL OFI o. 324 ‘‘Jack Rabbit’’ Racer 
try OR TS Write today for complete r 


catalogue and price list. 





Don’t delay as you will want 
your line of “Jack Rabbit’’ 
VELOCIPEDES, BIKES, 
SCOOTERS and “BUNNY” 
CARS ordered now so that 
you will be sure to have them 
in time for the Spring trade. 





Se SSRSSEaLS SEStSESEGESECSUEEE: 










Hitt 


Central Wheel Co. 


fil No. 64 ‘Jack Rabbit’ Bike Sturgis, Michigan 


























No. 8 ‘‘Jack Rabbit’’ Scooter 


Se ATE 


lt Wins Friends 
For Jobbers. 


Because it sells easily—because it doesn't stay long to 
warm the dealer's shelves—because it pays a good profit 
and a quick one—the Brookins Measure is a trade builder 
for the jobber and his salesman. 


Its great convenience in use and its ability to prevent 
the waste of oil are obvious at a glance. It really does sell 
itself. And that’s the kind of a product that every dealer 
likes to carry. 






The Brookins Measure 


is made in one-quart, 


iseesauart end gallon Write today for sample and trade prices on this 
sizes, all copper fin- money-maker. 

ished. All sizes have 

the flerible metal THE BROOKINS MFG. CoO., 

nossle that reaches any 244 Bayard St. Dayton, Ohio 


oil intake without the 
use of a funnel, and 
the thumb valve that 

controls the oil flow - 
imstantly and positive- 


ly. These are distinc- - r 
tive Brookins features. 


~ OllL MEASURE 
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Imcorporated 1904 


WOOD SCREW CO. 
New Bedford, Mass. 


Continen 




















For Your Mason and Plasterer Customers 





A MIGHTY GOOD BAG 


FOR THE MONEY 


Gentlemen—Here’s a Mason’s and Plasterer’s Tool Bag that you'll 
find a ready, rapid, volume seller 

lt looks like a much more expensi ve bag than it really is. It’s well 
ong of 10 oz. gray (white) duck that will stand a lot of wear and 
tea It has a guaranteed lock and holding auene that keep the 
—y tightly shut. Its heavy cow-hide handles are securely attached 
to the body and never pull off. Its bottom studs are coppered steei 
and protect the canvas well. You'll go a long way before — wv 
such a good bag at such a low price, yet which returns you such 
good profit. Write us for prices and sample bag; a penny seubennt will 
bring them by return mail. 


Pacific Coast Representative: Middle Western Representative: 


Victor Hannon, 307 San Fernando E. W. Rice, 74 West Lake &t., 
Bidg., Los Angeles, Calif. Chicago, Ill. 


ALSAK CORPORATION 
26 WOODWORTH AVE. YONKERS, N. Y. 








hand, preventing loss, etc. 











Sell Them 
by the Set 





Sets of 9, 11, 17 bits are fur- 
nished in compact cases for 
the convenience of the user. 
hard. Every mechanio needs the entire set aE bis work, a 


It isn’t 
resolves itself to a question of selling him once or times. 
out the value of the case, lis usin keeping the its in order and near a 


Forstner Bits are the only bits that are not dependent on a@ center or & 
level to guide them. They cut from the outer rim. The entire surface is i 


; g 
polished. They bore their way through hard, knotty, cross grained wood, 
leaving-& smooth hole and clean, polished surface. 

Let us send you catalogues. Order through your jobber or direct. 


The Progressive Manufacturing Co. 
TORRINGTON, CONN., U. S. A. 





























Manufacturers of 
Ornamental Lawn 


Fence "4 
Wark, Deve ond UC 
Farm Gates etrstanes 7 +f 
. TT | 
Rubbish Burners TATE 
Trellis (PU YSCUATHVTTTHN THEN 
Flower Border bbe Ay = 
Tree Guards 


-:(. SDARODODDDADODODADODED oH 


THE H. L. BROWN FENCE AND MFG. CO. 
CINCINNATI, OHIO 


All Pickets Made of No. 9 Heavily Galvanized Wire 
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Increased Manufac- 
turing Capacity 
Enables Us 
to Make Very 
Prompt Shipments. 
Let Us Submit 
Prices Before 
You Place 
Spring Orders 
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Among those who love fine things, 


Heisey Glassware 


has long been established as the standard of 
quality. 

Asa Heisey dealer, these discriminating people will 
come to. you for the glassware that bears the dis- 
tinguishing 4 mark. There is an endless variety Oo! 
original Heisey patterns and shapes from which 
they car select. 

The Heisey line will be a source of most gratifying 
profit to you. 























Write for particulars 
A. H. Heisey & Company 
29 ah aPRE H. A. Newark, Ohio 


oe 
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Soccer Ts" ><a) 
FOR YOUR TABLE 






ti} 407-8 
‘FOMBLER’ 











Combination 
Service Wrench 


Does the work of a good monkey or pipe 
wrench. Made of a forged steel bar case 
hardened throughout. Construction has 
double strength. A time saver. Does 
away with carrying two wrenches. Guar- BEMIS &: oF, 7 8 CO. 
anteed. Sell them and better please your : 

customers. Write for prices. : apne iguana 











Fully 
Guaran- 
teed. 










Knife and Screwdriver 


The “Simore”’ Try-Square (Change Blades Instantly 


Every customer of a hardware store is 
Change Angles Instantly a prospect for this combination knife 
Press the button in the head of the handle %24 screwdriver. Three blades in the 
and the blade is released to change the angle handle, a knife blade and two screw- 
instantly. driver blades—and you can change 
At the new angle chosen the blade locks as rigidly blades instantly. 

as though riveted, and is always accurate. our The blades cannot fall out to become 
customers will sell themselves this square if you lost, they are always ready for use. 
will let them handle it and test its action. It is a The handle ig blued to prevent rust, 
precision tool, beautifully finished in every way, built the blades are made from the best of 
to last indefinitely, steel. Every tool guaranteed. 





Dealers and others are invited to write for Th ee 
our prices and territory open on Simore Tools e Tools 


That Are | 
The Simon & Skidmore Mfg. Co., Dept. 1-2, Santa Ana, Calif son 4 
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Jobbers write for literature and prices. 


Dealers. 


PENNSYLVANIA LAWN RAKE CO. 





The Pennsylvania Self Cleaning Lawn Rake 


is a new departure in Lawn Rakes, simple in construction, no 
levers to work, nothing to get out of order, and the ACTION 
CANNOT FAIL, when rake becomes congested, it is- only neces- 
sary for the user to give a slight backward push on the handle, 
and the head collapses and cleans itself on the ground and im- 
mediately the strong BRASS compression springs come into 
action and throw the head into raking position and all done in 
the one operation. Jobbers are invited to write for sample rake 


and become acquainted with a REAL RAKE. Notice the construction of this rake, a heavy 
head, malleable iron socket, heavy brass compression springs are some of the things that make 
this the STRONGEST AND MOST PRACTICAL WIRE LAWN RAKE on the market today. 


If your jobber does not stock this rake, order direct and we will bill thru the Jobber you name. 


5907 Carpenter St., Philadelphia, Pa. 





POSITIVE 
1g tag aa) 





LIDSEEN OILERS 


/ 





> Lever 
Controls 
the Oil 


The Mechanic selects the 
Lidseen Positive Force Feed Oiler 


because he knows he can regulate the flow of oil 
by means of the operating lever. He also knows the 
spout cannot become clogged, as Lidseen Oilers are 
Force Feed and eject all dirt from the spout. 

A Lidseen Oiler will outlast any other oiler made. 
Constructed of heavy steel—All welded. 

You need only to show the Lidseen Oiler to sell it. 
aa numbers. Copper plated or gun metal 

nish. 





Ask your jobbers’ representative 
or ask us 


LIDSEEN PRODUCTS 
832-840 So. Central Ave. Chicago 










February 7, 1924 











The Tapes that 


won’t come back 


“Hard to read—ribbon snapped— 
ribbon binds” — are reasons why 
tapes come back; adjustment is 
claimed; a good customer some- 
times lost. 

Stock tapes that won’t come back. 
DIETZGEN MEASURING TAPES 
are easy-to-read, easy-to-use, with 


smooth-acting ribbons, durable, excel- 
lent in workmanship and finish. 


They satisfy, and hold trade because 
of confidence in you and your goods. 
Profitable to you; 
satisfy your trade 


EUGENE DIETZGEN CO. 


Right goods at right prices 
continuously since Year 1885 





Branches: 
Chicago New York 
New Orleans Pittsburgh 
San Francisco 


ic OF Philadelphia Washington 
Factory: 
Chicago, Illinois 























(Est. 












American Shearer Mfg. Co. 


Priest’s Toilet and Horse Clippers 


Over fifty vears of success is a guarantee of the qual- 
ity that satisfies. 

Don’t forget—Priest toilet clippers have always been 
made for the household trade, to do good work in inex- 
pert hands. The result has been a clipper that combines 
the utmost simplicity with the highest efficiency. 


For trimming work 
Tiger No. 00 (narrow plates) 
Coiumbian No. 00 (wide plates) 
For close overall work 


1865) 





Wide Awake No. 00 
Martlet No. 00 
The Priest line covers a wide range of styles and prices—vou 


can't afford to overlovk the Aanapad household clipper on the 


ibe Nashua, N. H. 
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JOHNSON GARDEN TOOLS 


- The Line of Recognized 
Quality and Finish 


TROWELS 

DIBBLES 

WEEDERS 
TRANSPLANTERS 
SPADING FORKS 
ASPARAGUS KNIVES 





~ FIRM OF WILLIAM JOHNSON 


Brenner and Kent Streets 





SEND FOR BOOKLET 





Showing Full Line of 
20 Numbers 





No. 200 





S — CARRIED BY JOBBERS — 





Manufacturers of Mechanics Tools and Specialties 


NEWARK, N. J. 














Which Hod Would You 


Rather Carry? 


If you had to haul mortar for a living, you 
certainly wouldn’t want to carry a hod that 
dripped water all over your shoulder. 

You would choose a Never Drip Steel Hod 
with its one-piece ends. You would go 

| whistling on your way while the other fellow 
sulked. 

There are lots of hod carriers in your town 
who are bearing the discomforts of carrying 
leaky hods simply because they have not been 
shown the sensible and better kind. 


This open field of profit is yours for the 
asking. Write us at once for details. 


The Cleveland Wire Spring Co. 
Cleveland Ohio 

















STERLING 








All dealers should sell 


“STERLING” 
HACK 
SAW 
BLADES 


This trade mark on a Hack Saw Blade indt- 
cates real value. This can be testified to by the 
many thousands of users in the past twenty years. 


It is a good blade. If you are looking for a 
blade of this kind yau need look no farther. 


Manufactured by 


DIAMOND SAW & STAMPING Works 
357 Seventh St. 
Buffalo, N. Y. 














Shelby Door Holders 


Have taken the place of the old style wooden wedge for holding 
a door open because they hold it securely, are always in place, 
their rubber tips will not mar your floor, and they are easily 
° released with the foot. Made in two sizes for heavy and light 


doors and finished to match all Builders’ Hardware. Besure 
to specify “the Shelby.” 

MADE BY 
The Shelby Spring Hinge Co. Shelby, Ohio 
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Peter Boller Machine Works says “Their delivery 
promises can be depended upon at all times”’ 
Kalkaska “handles” the splendid line of Peter Boller Mop Wringers 


Do you know the “Boller boys?” Fine boys, fine product. 

We say this because we have been making their turnings for 5 years, so we've 
got well acquainted and we are good friends. 

Let us make “your” turnings and let them sell you “Mop Wringers.” We're 
both dependable—we are proud of it. 


KALKASKA HANDLE CO., Kalkaska, Michigan 


— _ = 


























A Sturdy, Simple, Inexpensive 
Device That Sells Easily—The 





MONARCH 


Center Ladder Shows Old Way and Outside 


CASEMENT CHECK Ladders Show New Way of Painting 
rai wicaoe soa "td's tour conmuargy noises | || Seaman Safety Ladder Brackets 


good profit for you—if you sell the Monarch Case- 


ment Check. This inexpensive device permits New and revolutionary. Make ladders safe and 
them to be opened as much or as little as desired, save at least two hours per day per man. Big 
holds them at any angle, and takes up but little grote end quick tucn-ever, You cot el ene 


space. Copper against steel at all friction points 
insures permanent utility. 
Descriptive Manual—A. I. A. classification file No. 


painter or tinner that comes in the store by merely 
showing them. Get in on this for the spring busi- 


27c2—gives real information that helps you sell— ness. Write for descriptive folder. Ask your job- 
Application of Casement Hardware, Method of ber to quote you. 

Manufacture = Installation, and a List ' 

of Finishes. hen writing, ask for Mounted 

Models—supplied at hardware cost. ~ 5 MEET US AT THE 


E WwW 
Monarch Metal Products Co. a Set Meats mnie rs ; ae 


4960 Penrose St., St. Louis, Mo. 
Seaman Safety Bracket Corporation 


35 Parsells Ave. Rochester, N. Y. 
212 
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"W _ STANLEY 
a S BOX STRAPPING 


=a J £- Ne. 3000 “Twinrold”—Self-Tightening 
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Anchor Brand Clothes Wringers 


You Need ’Em 





We Have ’Em 





Send us your orders. 


LOVELL MANUFACTURING CO., Erie, Pa. 


World’s Largest Manufacturers of Clothes Wringers 








ATHOL VISES BLUE-KID 


STRONG WHERE STRENGTH IS NEEDED 


ALL QUALITY 


HOUSE PAINT 


A Wonderful Proposition 





1 Gal. Cans 2.25 per gallon 
% 4“ és 2.35 6 46 
Ng 6é 6 2.45 66 és 


FREIGHT ALLOWED 
not exceeding $1.00 per cwt. 


Compare these prices with what you are paying 
for equal analysis. 













Analysis 

a a Outside White 
” Lead and Zinc 90.60% 
\ Calcium Carbonate 6.00% 
\ Barium Sulphate 4.00% 
i Pure Linseed Oil 82.00% 
This rack will be Mineral Spirits 5.50% 
loaned to dealers order- \ Japan Dryers 10.00 % 
ing an assortment of Solution 2.50% 


vises amounting to ap- 
proximately $150.00 list, 
and is loaned for dis- 
playing Athol Vises only. 
Ask for Catalogue 36 C. 


Analysis on each package 
We confine ourselves to one dealer in a City. 


Ask Us for More Information 


Athol Machine & Foundry Co. Progress P aint Mfg Co., Inc. 
Athol, Mass., U. S. A. Louisville, Ky. 

















“COLD HANDLE” FRY PANS AND SKILLETS 








Made in the “L, & G.” 
QUALITY, both in FIN- 
ISH and WEIGHT. Or- 
der a Sample Lime and be 


convinced. 


LALANCE & GROSJEAN MFG. CO. 
NEW YORK CHICAGO BOSTON 
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CANNON PUMP OILERS 


There’s just as much difference between some oilers and Cannon Oilers as between 
toadstools and mushrooms. 


Insist On Getting Original and Genuine 


Cannon Pump Oilers, practically every jobber handles them. Sold only through re- 


tail hardware and implement stores. 


The Cannon Oiler Co. Keithsburg, IIL. 
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A pees line from one house 


In Acme Tools the farmer gets the 














Townsend’s 
Wire Stretcher 


If you are not prepared to supply this 
stretcher to your trade you should look 
to your needs at once. Here is the orig- 
inal Townsend stretcher as made and 
sold for more than 30 years. It is the 
only successful and practical one-man 
woven wire stretcher made and is equally 
as practicable for plain, twisted or barbed 
wires. We are telling users about this 
tool in nine leading farm papers and you 
will surely have calls for it. If your 
jobber hasn’t it, write us direct. 


F. J. TOWNSEND 
PAINTED POST NEW YORK 





greatest measure of value and ser- 
vice. It’s an advantage to have 
your store judged by the well known 


Acme quality. There’s an advan- 
tage also in being able to buy a complete 
line of hand spraying and planting tools 
from one house. 


Always in Demand 


When it’s time to plant the crop or protect 
it from pests, Acme tools are a necessity. It’s 
a staple line—a quick turnover, profitable 
line. Are you prepared for Spring business? 


Your Interests Protected 


Acme Tools are not sold through mail-order 
houses—never have been. It’s the line that 
Sogn the dealer’s reputation by its qua- 
ity, and protects his profits by selling only 
through jobbers throughout the country. 


Write for name of nearest jobber and catalog of 
Hand Corn and Potato Planters, Hand Sprayers, 
Atomizers, and Dusters. 


POTATO IMPLEMENT COMPANY 


Dept. 11 Traverse City, Mich. 





























HOW TO BUILD AS YOU GROW 


With Heller Shelving it is not absolutely necessary to tear out all of your present shelving and install new modern equip- 
ment. Install At This Time a small combination. After a few months when the additional profits from the omg installation 


warrant install one or more cabinets until your store is compl etely modernized with Heller's Hardware Shelvin 
Cabinet No. 606 


Cabinet No, 605 Cabinet No, 602 


Combination No, 122 are here is the logical Com- 
bination to install NOW 


Sige “ feet, 5 inches —- m4 - 1% inches high. 
Solid oak exposure, antique 


EASY TO INSTALL, simply cut away ono of your 
resent shelving so Combination No. 122 fit ina. 
t is not necessary remove BR ee 
4 inches as this will rest on top of Combination 


pind can be made after working hours with your 
regular sales force. 





No interruption in your business and no confusion. 
Witep, TODA for complete specifications and Catalog 


MONTPELIER, OHIO 


Cabinet Né. 322 Cabinet No. 369 Cabinet No. 365 N 


w. Cc. RISER A DOU Re SS) - 
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PUTNAM 


ROLLING LADDERS 


We make and sell more Rolling Ladders than 
all other makers combined. All standard 
styles and sizes carried in stock for immediate 
delivery. Write for prices. 


Putnam & Co., Inc. 




















132 Howard Street, 











New York City 
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fewer losses 
from disease 





“T never lose any of my chickens with white diarrhea 
that are hatched from the Queen,” wrote Mrs. Bessie 
Taniges, Herrick, Ill. “I have a Queen Incubator that 
has been used since 1907—bought it second-hand six 
years ago and have used it ever since. I would not give 
the Queen for any two machines of any other make I 
ever used.” 


It is a fact—testified to by Queen users all over 
America—that chicks properly hatched are half raised. 


Turn your attention to the lines in which business is 
good. We will help you organize an Incubator Depart- 
ment and show you how to make it pay. Ask us how we 
help. 


QUEEN INCUBATOR CO. 
1124 North 14th St., Lincoln, Nebr. 











“QUICK-SET™ 
STEELt fj 
FENCE POSTS 


OU can make addi- 

tional sales and in- 
creased profits by sell- 
ing —‘Quick-Set’ steel 
fence posts to every 
field fence customer. 
Quickly, easily and se- 
curely erected. E.co- 
nomical for farm or sub- 
urban estates because 
they outlast wooden 
posts. Anda ‘‘Quick-Set”’ 
fence can be moved 
easily. a 
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Write NOW .for special attractive 
prices on Cc rload shipments, and 
circular “HA.’’ 


) BUFFALO STEEL CO. | 
Diimihod TONAWANDA, N. Y. de 


Tee 


* 5 DRA A ARERREE SOT, 








Sherman Hose Clamps 








H. B. SHERMAN MFG. CO. 








SEND FOR FREE BOOK—SOLD BY JOBBERS 
YOU IN SHERMAN GOODS—THE BEST FOR A QUARTER CENTURY 


THREE LEADERS FROM THE SHERMAN LINE 


ALL OF HEAVY WROUGHT BRASS 


Diamond Nozzle 


The Best At Any Price 
Cost Less Than Other Good Ones 


Sherman Coupling 


There is no Substitute. Look for the 
Word Sherman Stamped on the Net 





(Patented) 








BATTLE CREEK, MICHIGAN 











274 HARDWARE AGE 


February 7, 1924 








Taplin 
Double Dasher 


CENTER DRIVE 


No. 477—White Handle 
No. 478—Ebonized Handle 


One of 28 sizes and 
styles embracing a beater 
for every purpose. 


The IRON frame gives 
great rigidity. It cannot 
give, bend or pull out of 
shape. The IRON drive 
gear and pinions provide 
the solidity and bearing 
surface to keep the gears 
in perfect mesh. Undoubt- ° 
edly the most durable and 
easiest running egg beater 
made. 


Eight Beating Blades of 
Correct Design. Center 
Drive, Lustrous Rustproof 
Finish. Attractive White 
or Ebonized Handles. 


THE TAPLIN MFG. CO., New Britain, Conn. 
New York Office, 71 W. Broadway 














WELL AB BUILT 

















No. 326 
Cylinder 
Improved 
Night Latch 





Increase your Reputation 
for selling Good Locks 


Swing a lot of carpenter and builder trade your 
way by selling this No. 326 Night Latch of ours. 

It is unique in that it requires no backplate— 
can be attached in half the time usually required 
—and has an instantly reversible bolt. It is a great 
improvement over old fashioned ones. Liberal 
profit. Write for samples and prices. 


WILSON BOHANNAN, Inc. 
758-766 Lexington Ave. Brooklyn, N. Y. 

















") You Can Depend 

on La Cross Nail 

Files to Give You 
Satisfied 


Customers 


La Cross Nail Files make satisfied customers. 
The reason is the quality of La Cross Nail Files. The special 

















- WHITING -ADAMS | 


BRUSHES 


Look Out for Old Man Decay 


Keep your house well painted and he can’t 
hurt it. You’ll buy good paint of course, but 








formula steel from which they are fashioned is flexible and 
tough. Yet so hard that the keen filing edges do not dull. 
These are the features a customer wants in a nail file. When 
she sees how good the La Cross Nail File is, she’ll be easily in- 
terested in other La Cross Manicure Implements. And she will 
find the same exceptional quality in every La Cross implement. 

That is the kind of goods you like to sell. It brings not only 
immediate sales—you can count on repeat sales. And those 
repeaters require no sales effort. They make themselves. The 
combination of large turnover. at minimum expense means one 
thing—La Cross is the profitable manicure line to sell. 

Your jobber can give you full information on the entire La 
Cross Manicure Line. Start gathering in La Cross profits, and 
making La Cross-satisfied customers right away. 





to apply it permanently and attractively you 
must use Good Bristle Brushes. Whiting- 
Adams Brushes are the best. 


Send for Illustrated Literature 


JOHN L. WHITING-J. 3. ADAMS CO. 
Boston, U.S.A. 
Brush Manufacturers for Over 1 ~ aaa and the 


: 8 Largest in the Worl 
<2 — 


























Order through your jobber. 


SCHNEFEL a Newark, N. J. 


La ea 


Reg. U.S, Par. Off. 


MANICURE 
IMPLEMENTS and SETS 
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TRADE MARK 


POULTRY SUPPLIES 


REGISTERED 


If Your Jobber Cannot Supply 
You, Write Direct to Us 
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ROUND FEEDER CAN BE 
RETAILED AT 15c 





DAYTON CHICK 
FOUNT PAN ONLY 
10 cts. RETAIL 





DOUBLE FEEDING TROUGH 


Without joints, can be used for two different kinds 
of food at one time—lid will slide or snap on and off. 


Best 25c. and 50c. Retailer 


The Dayton Toy & Specialty Co. 
1021 East Fifth Street, Dayton, Ohio 
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Get Wise to the Size Everybody Buys 


Five Minute Brush-Nu Retails 10c. 
5 to 10 minutes softens the most obstinately hard brushes. 
Each package cleans five 3” brushes, 


Absolutely Safe to hands or bristles. A neutral powder used 
in water. Perfected by expert chemists at Washington, 2 
Sells on Sight from attractive display container shown on 
your counter or window. 

Dealers wrote: ‘‘Surprising how many painters and home folks 


buy several packages, one to use right away and the rest for 
reserve.’ 


TRY OUT THE SALE OF BRUSH-NU TO YOUR 
; | ay gy with the Attractive Counter Display Box at $1.50 
or ozen. 


Ask your Jobber or Order Direct. 


FRED NEESEMANN & CO. 


EST. 1876 


BALTIMORE MARYLAND 




















SEE THE POINT 


Nos. 10, 12 and 14 


Bartlett Tools 


cut easier because of the Com- 
pound Lever. That’s why they 
cut the full length of the blade. 
Our Tree Pruners are standard 
equipment with the Bell Tele- 
phone Company and our Snips 
and Bench Shears are wre by 
most of the railroads. 
Two consumers who 

buy only the best. 

It will pay you to 
stock BART- 
LETT Tools. 















DETROIT, MICH. 











A Better Wire Cloth 

PR UFFALO" WIRE CLOTH is a wire cloth of exceptionally 

high A Paice ne emer op A ay... BETTER WIRE CLOTH”— 
strong, durable, constructed ermanent service. : 
Made from various grades of seed reece brass, bronze wire 
and many other metals—adaptable or numerous purposes, The 
product of 64 years of experience in manufacturing wire cloth. 
Sold by leading hardware dealers or direct from factory if not 
obtainable in your locality. 
WRITE for General Catalogue No. 8AB, mailed gratis. 


BUFFALO WIRE WORKS COMPANY, Inc. 


(Formerly Scheeler’s Sons) 
518 TERRACE BUFFALO, N. Y. 


MMO UW ThE 
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TACKS 


ALL KINDS 
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TOWER MFG. CO. 
Madison, Indiana 


Cincinnati, Ohio 
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that sticks 
rolling on a 


eclipses them ll, 
equally well in any direction—always. 





From your Jobber; send for catalogue 


THE SCHATZ MANUFACTURING CO. 


POUGHKEEPSIE, 


J. C. McCarty & Co., 29 Murray St., New York City 
C. W. Gause Company, 693 Mission St., San Francisco, . Cal. 


Acme Eclipses Them All 


Acme Casters don’t have to swing, or turn, 
or revolve on spindles. Acme is not a wheel 


or jams. Acme is a large ball 
ball bearing. That’s why Acme 
because it will roll 


Mm. Ve 
Agents: 











CHRADE S)AFETY 
Push Button knife 


» No Breaking of 


ley 


rela.4 


Sure to sell on sight. 

Absolutely safe in pocket and in use 
or convenience you can’t beat it 

Easily operated with one hand. 

The safety slide locks the button. 

You can’t afford co be without it. 


reane FVERLASTINGLY SHARP mari 
Schrade Cutlery Co. 


_Manufacturers of Superior Pocket Knives 
Factories: Walden, N. Y.. Middletown, N. Y. 
_ .  Maim Office: Walden, N. Y. 
ORDER THROUGH YOUR JOBBER OR DIRECT 
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Superiorities Galore 





“Arawana” Hammocks 


VEN prosaic hammocks are susceptible 
to radical and outstanding improvement 
—if thought is devoted to their design. 














Thought has been applied to “Arawana” 
Hammocks, consequently they are far supe- 
rior to the common run. 


These superiorites make them more easily 
sold and more thoroughly appreciated in ser- 
vice. Your Jobber’s salesman will explain 
them when you ask for “‘“Arawana’’ Ham- 
mocks. 


The I. E. Palmer Company 
' Middletown, ‘Connecticut 
NEW YORK OFFICE 


334 4th Ave. Corner 25th Street 
































February 7, 1924 
























\ 





Cast Shears 
d Scissors 
A an 

U7 





“Money Talks” 


“The _ Most wonderful ‘sales 
talk’ in the world will not sell 
a pair of shears at $1.50 to the 
woman who wants a 50c pair.” 
But our Carded Counter Dis- 
play Assortment will sell our 
low priced cutlery like “sixty,” 
because it answers the purpose 


and Saves money, and “Mon 
‘Talks. ‘ 7 


Jobbers and Wholesalers, re- 
member “ACME” Cast Shears 
and Scissors are famous since 
1875. There’s 50 years’ 
experience back of them 
and our reputation back 
of you. Send for Cata- 
a 6. 
















TRADE MARK 


CTHEACMESHEAR COMPANY 


BRIDGEPORT, CONN..U.S.A. 


THE LARGEST MANUFACTURERS OF 


1875 

SHEARS AND SCISSORS IN THE WORLD p 
= ———Ts == 
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Floor Waxing Brushes 


An assortment of different stvles 
and sizes. 


Send for Catalog covering a com- 
plete line of Brushes and Brooms 
especially made for the Hard- 
ware Trade. 


MILWAUKEE 
Brush Mfg. Co., Milwaukee, Wis. 















ur rooms clean 
Pe — and neat 


DJUSTO’’ on the 


**A 
(e2 there’s no excuse for 
ittered tables and chairs 
or qasightiy hooks and nails. 
ood 


ix hardw arms. Folds one 
against wallwhen not in use 


ADJ UST O HOUSEHOLD RACK 


is used in kitchen, bathroom, At your dealer’s or sent 
wardrobe, laundry, attic, nur- prepaid for $1.00. En- 











sery -- for hanging u p towe ls, orsed by **‘Good House- 
clothes, dresses, ties Beowens.,, and other *‘In- 
and other light cloth ar artistes. tute 


Fernald Mfg. Co. Dept. H North fast, Pe. * 





Over a Million Housewives Are 


Reading About the Adjusto 


Advertisements like this in Good Housekeeping 
and Modern Priscilla are letting women from 
coast to coast know that there's a handy, easy, in- 
expensive way to hang up garments and cloth 
articles of all kinds in small space. 


Adjusto Household Racks 


are made in four and six arm sizes with hard- 
wood arms and substantial metal parts. Instantly 
adjustable to any width and easily folded up out 
of the way when not in use. Do away with un- 
sightly, dangerous nails and hooks. 


Order this advertised article from your 
patotons It sells steadily the whole year 
round, 


FERNALD MFG. CO. 


Dept. A NORTH EAST, PA. 























B ] 
esatiaepes Carpenters, 


Cabinet Makers, 
Contractors and 
Home Owners 


All Prefer 





Frost’s Adjustable Catches 


to all others, because quickly and easily ad- 
justed and serviceable. 


No other catches are so popular, or so practical 
for use on Cabinets, Cupboards, Closets and 
Small Doors of light weight. 


No special tool or wrench needed to adjust 
them. Made in styles and sizes for every 
requirement. 


Don’t be without a good stock. Liberal profit 
—quick turnover. 


Ask your Jobber first. 


C. L. Frost & Son, Grand Rapids, Mich. 


Manufacturers of Hardware Specialties 
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Are You Coming 
to Old New York 














BIC-BANG 


NEW MODELS 


SILENT 
soy | DEMONSTRATING 
hl CANNON 


SOME DANDY 
NEW LINES 


COURTESY 
SERVICE 





TOY 
FAIR 








Room 869 Bush Terminal Sales Bidg. 


TOY CANNON WORKS 
BETHLEHEM, PA. 


—) ost 
“addier a 
x Toys *% ; 


WAGGIE TODDLER 


A proved sales and profit maker— 
the one and only reason that any item 
can have for remaining in the Toddler 
Toy line—a reason that assures deal- 
ers a quick turnover on their stock of 
Toddler Toys. 



















Large production gives you 
high quality at low price. Write 
for four color catalog. Shows 
full line and explains our ship- 
ping policy which permits stock- 
ing full Toddler line at a small 
investment. 





Waggie 
Toddler ; made 
in 3 sizes. 


"SAEs 






° 


GOULD MANUFACTURING Co. 
302 INDIANA ST. 
OSHKOSH, WISCONSIN 
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Warren Horseshoes 


I 





$+ oboeogotos 
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Sold for 
Write for a Dollar 
Warren and 
Horseshoe a Half 
Folder a pair 


POP 9-943 $9$04-0 40 $0-O- 
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An Open Letter to the Trade 


+ A YEAR ago we brought out a new product—Warren 
HH Pitching Shoes. The reception given these popular- 
na priced shoes by the trade exceeded our expectations. 


00-90-40 9 -O- 


> 


oP 


However, some of the shoes did not prove as satisfactory 
to the users as we had hoped, a certain amount of break- 
age occurring when they were put into strenuous service. 
We are now glad to say that we have discovered the 
cause of this weakness, and have completely remedied the 
defect. The Warren Horseshoes are positively guaran- 
teed against breakage, and it is our wish that you sell 
them with this guarantee. 


Made of Certified Malleable Iron 
Correctly shaped and balanced 
Regulation weight, 2 Ibs., 7 oz. 
Popular Price—$1.50 per pair. 


The Warren Tool & Forge Co. 


240 Griswold St., Warren, Ohio 
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Made 
in 3 
Tp f Little finger — 


Should Souch Caulk, : ) f Avoid 


Disputes 


Regulation Xt) 


PITCHING SHOES 


We make the best: drop-forged alloy steel 
(guaranteed not to break) pitching shoes. 
Conform in every detail to requirements of the 
N. H. P. Association. 

Come boxed in pairs of two, enameled in Black, 
Harrow Blue or Wagon Red. Weight 2% Ibs. 
Regulation Steel Stakes 1” x 25” pointed. 
Upper 8” of stake enameled red. Regulation 
pitching rules included. 


Send for prices and catalog. 
Chicago Steel Foundry Co. 


Kedzie Ave. and 37th St. 
CHICAGO 








CMMMER AND 


CINE 














CRIPPERPR 














SIDE GUIDE AND GRIPPER 
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Cine Them the 
Real Thing 
A Safety Razor Strop 
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Made Especially for the 
Autostrop Safety Razor— 
By the “IRSCO FOLKS” 
That Assures Greater 
Efficiency. 16 in. Long. 


Prepared scien- 
tifically for sharp- 
ening and finish- 
ing. 


Order Above Display from Your Jobber Today 


ILLINOIS RAZOR STROP CO. 


2035 CHARLESTON ST., CHICAGO, ILL. 








The New 
Boston Rubber Chair Tip 


SprinGriP 


bv watener cen The Tip and Its Parts 


Brass Nail 





Brass Washer 


SS 





The Rubber Tip with 
the Brass Washer 
and Nail Moulded in 
Same. 





a ¢ sik uh 
He Sie Spring 
es hs ‘t Socket 


hath ha La ) 
tL 
pn 


Lp 


Patented 
Send for Catalogue 





Manufacturers of Rubber Specialties 


THE ELASTIC TIP CO. 


370 ATLANTIC AVENUE BOSTON, MASS. 

















FAST MOVERS 


Wonderful Values 
That Sell Quickly 


BILLY WALKER 





Popular with the Kiddies 


Rigid construction with 
especially long wheelbase 
that prevents the child 
from kicking the rear 
wheels. 


They won’t tip over! 


Wilder Mfg. Co. 


1819 N. 17th St., St. Louis, Mo. 

















Neve von . . 
amp Stove 
of Your Own * 


If seo you 
know the 
pleasures of 
cooking a 
meal in the 
open along 
the roadside, 
on the river 


or lake bank. 
HOW MANY 


in your trade 
territory go 
auto-touring, 
hunting or 
fishing? 


o.8.F F823 


includes a stove, 
oven, fry pan an 
broiler, that fold 
up separately and 
pack together in 
a brown canvas 
bag. Convenient 
for carrying in 


auto, canoe or 
boat. 


Every one of them is an easily made 
buyer of 





Each piece made 
of the best ma- 


Stock a few for the coming outdoers 
season—Put them in your windows, or 


e. with your rting goods er auto ac- 

Write for Circulars cessory 8 and you'll say they beat 
and Trade selling most of the merchandise yeu 
Discounte handle. 


We make a complete line of CAMP Peas 
GRIDS, STOVES and UTENSILS | 


UNITED STEEL & WIRE CO. 
30 Fonda Ave. BATTLE CREEK, MICHIGAN 























-_ 











280 HARDWARE AGE 








Every home needs 


NEVER-LEAK 
PATCHES 


Here is an extremely profitable hardware 
item. One dozen in a handsome counter 
display box. Little investment required. 
50% profit. Never-Leak patches beat vul- 
canizing; repair tubes, tires, hot water 
bottles, garden hose, rubber boots, rubber 
coats, anything made of rubber. 


Put me in a conspicuous place and I will 
net you 50% profit 


OR, Give it standing room and it will net 
you 50% profit 








The hot cement roads 
vulcanize Never-Leak 
Patch 


Quicker and better 
than vulcanized 
patches 


ubber 


Pe sag ae 
at od ae 


Every package sold with 
money-back guarantee! 
$20.00 for one can of cold 
patch that is better than 
NEVER-LEAK. Ask 
your jobber for a dozen 
packages of NEVER- 
LEAK or write us direct. 
Thousands of dealers now 





handle. 





Never-Leak Patch Co. 








Indianapolis, Ind. 











Ever-Brite is a lacquer—not a 
polish—that ends trouble with 
brite metal. Nickel radiators, 


1924 


Our large 1924 bumpers, hub-caps may be 
advertising cam- washed like the rest of the car. 
paign begins Stands the rain, mud, sun, salt 


with the March . phe 
29th issue of air, zero or boiling temperature. 


ihe. Seater Also for silver, brass, nickel, in 
Evening Post. homes, banks, hotels, theatres, 
Watch for it. stores, yachts, on band instru- 
ments—all brite metal indoors 
or out. Retails at $1.00. Sam- 
ple can to dealers, 75c postpaid. 


Durable Products Company 


Dept. H East Liverpool, Ohio 








“OHIO” 


Shoe Lasts and Stands 





MADE ABSOLUTELY 
OF >) GUARANTEED 
SEMI-STEEL 
ne it @en"_—s BREAKAGE 











F 





The lasts are lock bearing. One 
last is especially adapted for ladies’ 
pointed-toe shoes. 

Order the “Ohio” and you will have 
the most popular sets on the mar- 
ket. Write for prices. 


The Fate-Root-Heath Co. 
' Plymouth, Ohio 
N. Y. Office, 90-92 West Bdw’y—D. N. Winner, Mgr. 
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The WALL 
ASSORTMENT 


**Famous’’ Oilers 
for 


Every Purpose 











@ Quality wide-mouth | Wide W Ty 


copper plated oilers— | {Peuths Sul FRIOR 
four each of 3 sizes, i 
packed in counter dis- 


play case. When set up, Nn A'G SORAM. A | 
9areondisplayand3 jie ae [ | | HAN 


are in case for replace- | Famc l Ss Oile ‘ | 
ments. Useful sizes for I FOR EVE 2 | PURPOW | 
rence NM lAsiE spouts || | 


the shop, garage, office, Bis 


home, in fact, almost | ae ot hd Wa ie 


| , - | 

> =tLM =r; | ree 
anywhere. Order now SS LMFG.SC =, OPITTSE [=A 
to speed up sales. Job- 
bers have them. 














P. WALL MFG. SUPPLY Cco., Pittsburgh, Pa., U. s. A. 
3058 - 3098 PREBLE AVENUE 
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Ashaway Lines 





Mason Lines 
Chalk Line 
Fishing Lines 


| 


Braided and twisted 
silk, limen, cotton 
and metal lines, 
world famous for 
100 years. 


Send for 
catalog No. 6 “D”’. 


| Ashaway Line & Twine Mfg. Co. 
ASHAWAY, R. I. 


Manufacturers of Braided and Twisted Silk, Linen, Cotton 
and Metal Fishing Lines 














I Want to Send You My 
New Fishing Tackle Catalog 


It tells all abeut Dar- 
devle, the greatest fish 
lure ever devised for 
fresh or salt water 
fish. 

Also about my fa- 
mous 


*“NOSTEALUM” 





Insect Hooks 


These strong Spring 
Steel Hooks permit 
attaching flies, grass- 
hoppers, shiners, min- 
nows, etc., without 
removing the hook 
from the line. 

They do not squash or injure the bait and keep fish from 
stealing bait. 

Another big selling specialty is my Osprey Black or 
Mottled Pure Italian Silk Waterproof Lines. 1 guaran- 
tee a new line for any Osprey Line that is not satis- 
factory. 

Send for Catalog and Discounts. 


Lou J. Eppinger, Dept. H.A., Detroit, Mich. 








BETTER 
OT JIM LMM OA 





The TURNER 2 in 
1 TIMER, the TUR- 
NER JUNIOR TIM- 
ER and ll other 


TURNER products The TURNER 2 in 1 TIM: 


are built to give the ER is built u Sena 
; - pon a principle 
oot ee satisfac- that is different from other 
That’s hms car owner. timers. It avoids entirely 
s 4 lin foe ANY the features that cause other 
ticle ine ad Y timers to be repaired and 
ealer to sell, looked after constantly. It 
requires no attention what- 
ever—NOT EVEN OIL 
Like all good things, it costs 
a little more than some oth- 
ers. The price with wiring 
assembly complete is $3.60 


TURNER MFG. CO. 


KOKOMO, INDIANA 
Dept. E 
Export Office: 
175-177 Greene St. 
New York City, U. S. A. 












ae SHG H es, 
-” t, 

















SPRINGFIELD 
Pump Display Fixture 


Every motorist knows the quality of Springfield 
Guaranteed Pumps. This fixture displays five of the 
leading models. 


What dealer couldn’t sell Springfield Pumps with 
such a display? 

Height 38”. Width 30”. FREE to Dealers from 
their Jobbers. Order now. 


THE SHAWVER CO. 
Dept. C. SPRINGFIELD, OHIO 
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Bigger profits selling 


this Modern water system 


Weofferdealersthis unbeatable com- 
bination: 


A superior water system, unequaled 
in performance, nationally known 
for its dependability and live factory 
co-operation in selling. 


This is why dealers everywhere find 
the Milwaukee Air Power Water 
System more profitable. It will prove 
more profitable for you. Write for 
information about this direct from 
well water system that is years ahead 
in sna and development. 



























ed water system dealers are grabbing 

the opportunity to secure the agency for this 
— B preposition. You better write for 
’t take on any line until you 


y fe pe on about the Milwaukee Air Power. 


MILWAUKEE AIR POWER PUMP CO. 
48 Keefe Ave. Milwaukee, Wis. 








Largest 
exclusive 








WATER SYSTEM 


ig DIRECT FROM THE WELL ; 





First—in Blow Torch Sales 


Because it has ~ new features that are just Stotte t 
what torch users need—and ” A. pene » Aso totes 
for you a toomeniens market, heretofore untouch 


TURNER woTURC 


Is needed today in every home. Handy men will 
have it, because it’s absolutely safe, and its use- 
efficiency cannot be fou md in any 
ether tool. Display it, advertise it,—its sales 


Tr work er. — any fuel. Stock 
Turner new. Wire your job 


Ye 


DISTRICT REPRESENTATIVES - 
San Francisco: Rice-Hitt Co., 623 Larkin 8t. The World’s Largest 
Los Angeles: Rice-Hitt Co., 416 Hibernian Bldg. a Manufactur- 
Seattle: Rice-Hitt Co., 1427 L. C. Smith Bldg. of Blow Torches, 
New York: The Turner Brass Works, 36 Murray St. Fire Pots and Brazers. 
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Two Garage Necessities 


GARAGE DOOR BOLT No. 50 
Specially desi og a Garages, Factories, Ware- 
houses and oors. One turn of handle 
locks and aan and bottom Bolt. With- 
stands severest service the year round. 














Holder No. 52 








Prevent Accidents with 
Phenix No. 52 Garage 
Door Holder 


Keeps doors from slam- 
ming. Easily turned u ay 
down by hand or 

Automatically locks Ran) 


Equally effective on any 
solid floor one ae 
level or 
broken headlights wal 
bent up — ae td 
Orde No. 50 


ivi Them 


Phenix alt me 


In Screen and Storm Sash Hangers and Fasteners 


Shew your customers the 
line of Window hardware that see 
saves trouble and mishaps. Phenix ‘ 
Hangers and Fasteners are simplest, 
handiest, easiest applied, most efficient— 

that’s why they sell best. New improve- o 

ments put them in a class of their own. 

Write to-day for catalog showing full Phenix 
line, including the only non-rusting loose joint 








































hinge made, and the one best fastener for base- 
ment storm windows and porch enclosures. 
Samples free. 


Phenix Mfg. Co. 032 Center Street 


Milwaukee, Wis. 





















































“LENOX” 

HACK SAWS —- BAND SAWS 2 
AMERICAN SAW & MFG. CO. " 
SPRINGFIELD, MASS, U.S.A. ‘ 

"ss sno 8 ho 8 8 8 8 a” ." a” ." a a oe oe oe 2” 

















Robertson “Horse Shoe Magnet Hammers” 


a high grade line with a good profit to dealers and 


jobbers. Catalogues and discounts on request. 
Silver Medal (Highest Offered) Panama-Pacific Exposition 


ARTHUR R. ROBERTSON, 144 Oliver St., Boston 














COMBINATION 
SOLDERING AND TINNING FLUX 


Every Garage Dealer, Tinner and Electrician in Your Com- 
munity is a Large User of This Superior Flux. Send Today 
for Sample and Prices of this big trade winner. 


Non-explosive, Non-corrosive. 


THE RUBY CHEMICAL CO. 
68 McDowell St. Columbus, O. 
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We supply every need in 
CEMENT combinations 


We are one of the largest manufac- 
turers and distributers of Cement 
Combinations, and are the source 
of supply for jobber or dealer. 
Send for prices. We can save you 





money. 
£ Ls d dhl We Make the 
B, 9 7 } Red X Brand 


SURE-GRIP GLUE 


3 in 1 Cement 
Patching Cement 
Vulcanizing Cement 
Relining Cement 

s Channel Cement 

3 in 1 Cement P. B. & B. Cement 
Bicycle Rubber Cement 





Cloth te Crow 
. ng 


HERE'S the new glue that is 
breaking all records for quick, 
profitable turnover. You can sell 
Sure-Grip to your customers with 
confidence that this glue is right—in 
quality, price and performance. A 
maker of profits and _ satisfaction. 
gq Ask your jobber about Sure-Grip 
Glue, or have us send 

you literature and prices. 


The latest pro- 
duction in a 
combination ce- 
ment that will 
absolutely stick 
leather to 
leather, rubber 
to rubber, rub- 
ber to leather, in 
fact can be used 
for general 
household  pur- 
poses, for repair- 
ing hot water 
bottles and all 
rubber and 
leather goods. 


Wood Rim Cement 

Tire Gum 

Plug Tight 

Quick Repair Solution 

Air-Tight Solution for Bicycle 
Tires 

Hard Tire Cement 

Auto Body Polish 

Auto Metal and Nickel Polish 

Top and Cushion Dressing 

Neatsfoot Oil Solution 

Carbon Remover 

Penetrating Oil 

Radiator-Seal Compound 

Rubber Patching Outfits 

Patching Cement 

Tire Fluid 

Gasket Shellac 

Hand Soap, Etc. 


Sure-Grip Adhesives, Inc. [xg | St. Louis Rubber Cement Company 
6 Sheridan Ave.,Albany,N. Y. Nee Est. 1904 


3951-53 Laclede Ave. St. Louis, Mo. 























“IMPROVED ” 
GUARANTEED 


JERSEY 
Shoe Lasts and Stands 


They are lock bearing and absolutely the 
best of their kind. 

If you are stocking lasts and stands similar 
to the JERSEY it will be to your interest 
to get in touch with us before placing your 
next order. 

We will show you that you will increase 
your sales on Lasts and Stands by stocking 


JERSEY. 


A Big Seller 


to Boat Owners 


Jeffery’s No. 7 Marine Glue is a big 
seller to boat owners, because it will 
positively make any boat leakproof so 
long as the frame is in fair condition. 


We do more than guarantee this boat 
glue; we help you sell it. As soon 


as you order 
JEFFERY’S 
WATERPROOF MARINE GLUE 


we get busy and co-operate with you. 











Send you Dealer Helps, provide you with Interesting 
Booklets with your imprint, circularize in your locality 
and help you in every way. 


It is Nationally advertised—known the world over. With 
your order we send a liberal supply of Interesting Book- 
lets neatly printed with your name and address on them. 
Write for Trade Discounts now. 


L. W. Ferdinand & Co. 
150 Kneeland Street Boston, Mass. 








STAR HEEL PLATE Co. 
Louis Sacks, Inc. 


357-391 Wilson Ave., Newark, N. J. 
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ABSOLUTELY THE FAVORITE IN 
FIFTEEN YEARS’ TEST 


NEARLY 25,000 IN USE 


Widest Known and Most Universally Used. Simplest Con- 
struction. Fewest Parts. Easiest erated and Changed. 
Made in Four Sizes, at present. Others in the Making. No. 2 
Punch, Capacity 5/16 thru % iron. Length 23 inches. 
Channel Iron Punch, i epee % thru % iron, punches to 
center of 

inch Channel 
Iron. All parts 
Inter change- 
able with No. 
2 Punch. 

No. 4 Tinner's 
Punch. Just 
out. Capacity 
% thru 16 





No. 2 Punch (closed) 


Ask your Jobber, or write us. 


No. |, Punch,  W. A. WHITNEY MFG. CO. 


thru % iron. 715 Park Ave., Rockford, Ill. 








STAR HACK SAW 


Counter Salesman Display Rack 


Ask your jobber or write 
direct to us for information 
en how you can get this 
sales boosting, time saving 
device. Made of metal and 


handsomely decorated in 
colors. 


Clemson Bros., Ine. 
Middletown, New York 











The Harold McCalla Co. 


STEEL AND IRON 


Of Every Description 


PLAIN AND GALVANIZED BARS, HOOPS, eri 
ANGLES, CHANNELS, TEES, PLATES SHEETS 
WIRD, CUT NAILS, PLAIN AND GALVANIZED ; WIRD 
NAILS, PLAIN, COATED AND GALVANIZED; BARB 
AND TWISTED WIRE, PAINTED AND GALVANIZED, 
HAND POWER PUNCHES AND SHEARS. 


Perforated and Expanded Metals 
LARGE STOCK OF GALVANIZED BARS, BANDS, 
HOOPS, SHAPES, ETC. 


Pier 56, North Wharves, Delaware River 


Beach Street and East Columbia Avenue 
PHILADELPHIA, PA. 


“~ 


Latest Improved 
Plumbers Fire Pot 


Tank of heavy gauge seamless 
steel with welded bottom and 
brazed fittings. Tinned inside 
and out to prevent rust. 


New style generator can be re- 
moved and cleaned without dis- 
mantling fire pot. Big seller to 
Plumbers. See your Jobber. 
Send for Catalog F. 


Detroit Torch & Mfg. Co. 
Detroit, Mich. 
N. Y. Office: 45 Warren St. 


Atlanta, Ga.—A. H. ta 9 & Co., 720 
Fourth National Bank Bld 

Cleveland, ay al Fried’ Sales Co., 
10017 St. Clair ve. 











G. F. Wright Steel & Wire Co. 


Manufacturers of 


UPERIO 





Galvanized 


Hardware Cloth 


Wire Clothes Lines—Wire Lathing 
Hex Mesh Poultry Netting 
WORCESTER, MASS. 














Mfg. Co. 
400 N. Monticello Ave., Chicago, Iil. 


Built for Service 


And Guaranteed to 
Give It 


Although prices today on ‘“‘ALWAYS 
RELIABLE’’ furnaces and torches are 
ridiculously low, these articles are 
now made stronger, safer, and better 
than ever before. Only new and first 
class material is used. Experienced 
men only are employed. As the re- 
sult, the best tools are produced. 


It will pay you to investigate this 
line NOW. A trial will soon convince 
you that you can increase your sales 
greatly by stocking “ALWAYS RE- 
LIABLE” furnaces and torches. 





Covered by several patents. Other Jobbers supply at factory prices. 


patents pending 
No. 50 Furnace, 3 Quarts. OTTO BERNZ CO., Inc. 


No. 60 Furnace, 1 Gallon. Newark, N. J. 
Gasoline-Kerosene Established 1876 





















| Russell Jenning 
Auger Bits 


Our bits and braces have been accepted as standard by the 
finest woodworkers for over fifty years. Bits for every 
purpose—auger bits, dowel bite, car bits, machine hits, etc. 


Send for booklet, 


Russell Jennings Mig. Cu 
Chester, Conn. 
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8 W. Wallace St. 


To Sell at One Dollar Retail 


A Complete 
» ee COBBLING 





OUTFIT 


Stand, 3 Lasts, Hammer, 
Knife, Awl, Nails and 
Directions for Half Sol- 
ing. 

Packed so it won't rattle 
in strong fibre box with 
removable cover. Wt. 6 
lbs. 


On: of Eight Outfits in Our New Line 


Send for Descriptions and Prices 


JORO SPECIALTY CO. 


Sterling, Illinois 
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No. 101 


FLUSH DOORS— 
CLEAN LINES— 
NO PROJECTIONS 


And the profits produced by Soss Invisible 
Hinges are as good as the jobs they do 
for cabinet makers, furniture manufactur- 
ers, builders and carpenters 
You have a ready market for Soss Invisible 
Hinges already created in your section. Let 
us send you a sample hinge and full infor- 
mation. Show the hinge to your customers, 
‘s you’ll find how much they like it. 

style and size for most requirements. 
Soe finishes on request. 


SOSS MFG. CO. 
175 BERGEN ST. BKLYN., N. Y. 


ISOS S INVISIBLE 
































The 


oH B. IvesCo. 


Z New Haven, Conn. 


U. S. A. 


Established 1876 
Incorporated 1900 





Manufacturers 


BUILDERS’ HARDWARE 
HIGH GRADE WINDOW AND DOOR 
SPECIALTIES 


WRITE FOR ILLUSTRATED FOLDER 





HINGES 
American Bessemer, American Open Hearth and 
KEYSTONE COPPER STEEL 
Black and GCotpanizes 





We manufacture SHEET AND TIN MILL PRODUCTS for all pur- 

poses-— Black Sheets, Galvanized 
Sheets, Corrugated Sheets, Culvert 
and Flume Stock, Formed Roofing 
and Siding Products, Special Sheets 
for Stamping, Stove and® Range 
Sheets, Automobile Sheets in all 
grades, Electrical Sheets, Roofing 
Terne Plates, Bright Tin Plate, Etc. 


AMERICAN SHEET AND TIN PLATE COMPANY, Pittsburgh, Pa. 


Send for weight cards and booklets and watch for our large ads. 

















INSULATES 


used for blocks of powerful generators, 
switch bars, wedges, conduits, wire 
cleats, grips, handles, levers, washers, 
gaskets, bushings, fuse shells, flash- 
light tubes, vacuum cleaner parts and 
countless other electrical purposes. 


Spaulding Fibre Company, Inc. 
304 Wheeler Street - Tonawanda, N, Y. 
e 














Spaulding Hard Fibre is an insulator 


Dielectric strength of 


unusual physical 
properties. 









HARD FIBRE 
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Electrical, rope, 
barbed, plain, nails, 
tacks, spikes, bale- 
ties, hoops, springs, 
netting, wire fences, 





steel posts, steel gates, trolley wire, rail bonds, 
flat wire (strip steel), piano wire, horse shoes, 
round and odd-shape wire, screw stock, con- 
crete reinforcement. Aerial tramways. 


Illustrated books describing uses, FREE 


AmericanSteel& Wire 


- Company 





Chicago—New York 








For every re- 
quirement. Our 
stock is always 
complete. 


ALBERT LEA ‘SPRAYER CO. 
Albert Lea, Minnesota 





scm 


LCE TOOLS 


e 


(0) ee 


Me | Eesti 


Ice Tools and other equipment 
for every ice handling pur 
A large stock always on hand 
quirements, f 
Write for complete price list | 
| discount sheet, display cards. 


| to promptly meet your re- 
| GIFFORD-WOOD Co. 
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Roller 





“CHICAGO” 


of Quality 


Skates 


Rubber or Steel 
Self-contained Ball 
Bearing 


BS Sigg 


Sidewalk, Rink or 

Racing Skates 
If your jobber does not 
carry the skate you want 
write for our catalog and 
prices and we will see 
that your wants are cared 
for promptly. 


CHICAGO ROLLER SKATE COMPANY 
4458 W. Lake Street, Chicago 
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Bells and Bell Toys 
For 


HARDWARE, SADDLERY 
and TOY TRADE 


Also for the manufacturers of 
Electrical Bells, Telephones, 
Clocks, Recorders, Registers, 
Typewriters, etc., etc. Special 
sizes made to order. 


The N. N. HILL BRASS CO. 
East Hampton, Conn. 





CUSHION TIRE 
nf [ADDERS 



































MODERNIZE 
STORE METHODS 


To provide adequate storage facilities for 

shelf stock—to make it accessible and con 
venient for clerks and stock men to handle with 
absolute safety—to insure quick service for whole- 
sale or retail trade — install one or more 
MYERS LADDERS. 


?, Deep tread steps, full length hand grips, rubber tires, 
overhead track system, firm construction throughout, 
eliminate vibration and noise and produce a ladder 
of ample strength for safety, convenience and 
‘efficiency One style only—neat of design— 
17 / attractively finished —any height — 
ily installed—meets 


7 i most 
ti} Rn en Circular 



































Hotel 
Sinton 


the hotel of character, 
in the city of character, 


CINCINNATI 


Accomodations for 1200 guests 
Every room with bath and servidor 








Management of Joun L. Horcan 

















THE GENUINE 


HUNTER’S SIFTER 


The Standard of the World Since 
1880 


The Fred J. Meyers Mfg. Co. 
Hamilton, Ohio 





Imitated But 
Never Equalled 











Manufacturers of 


BIRD 
CAGES 






canner 





" Aenlil: 


0h P—— hanes 7 





35-37 Wooster Street 


Q. Lindemann & Co. 


rahe 
Established 1863 
New York 














Fredericktown Bells 


A Larger Bell and Greater 
Volume for the Same Money 
Write for Illustrated Catalog 


The LB. Foote Foundry G 
52 Front St. 













PEERLESS CLOSELINE PULLEY DISPLAY FREE 
Greatest attention getter ever made for selling Peerless Clothesline 
Pulley Sets. Free with order. Sales start as soon as you display it 
-_ continue stead- 
ly. 


Send for Discounts. 
Ritch & Pidge 
Mfg. Co., Inc., 
Fultonville, 
N,. We 











Dicteton of Baker, Murrey 4 Imbrte 
97 Chambers St., New York 


1826 
alog. 
dealer in fishing tackle essential. 





- 





UNIVERSAL 


BOX STRAPPING 


CARY MANUFACTURING CO. 
Manhattan Bridge Plaza, Brooklyn, N. Y. 














The Time 
To Connect 





Now's the time for the man who understands Sporting Goods to say so 
in the “Positions Wanted” columns of this paper. 


Fishing, baseball, bicycling, tennis, croquet, trap shooting, boating, 
er re motoring—mean extra sales and provide a place for experienced 
salesmen. 


State your wants in Hardware Age 
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GOOD BARROWS—PRICED RIGHT 


Here’s a sample 





DEFIANCE GARDEN BARROW, 
planed and smoothed. 


Painted, striped and varnished. 


seasoned hardwood, 


DEFIANCE BOX CO. 


Here’s a line of 
Barrows which 
are easily as- 
sembled because 
of their sim- 
plicity; easily 
sold because of 
their very ap- 
parent quality, 
and profited in 
as liberal a 
manner as you 
could wish. 


Write 
Defiance, Ohio 


Ensign Bickford is the ORIGINAL 
safety fuse—tested and tried by 
time and experience. 

We manufacture various 
brands of fuse, among 
which you should find 

one adaptable for your 

work. 


SAFETY 
FUSE 





The Ensign-Bickford Co., Simsbury, Conn., U. S. A. 








Barnes Bracket 


Pumps 


are attractively finished 
in bright red and have 
nickel plated cylinders. 


Write for trade prices. 


The Barnes Mfg. Co. © 


Mansfield, Ohio 


Fig. 201 








Radio & Electrical Supplies 


Barry Alter’s “POCKET- 
tA, BOOK” is a net price, monthly 
Wie catalog containing hundreds of 
radio-electric bargains. Sent 
free to dealers only. 

If you have a radio or electrical 
department, ask for the late is- 
sue of the “POCKETBOOK” 
and get on our list to receive a 
copy monthly. 

Since all prices in the 
“POCKETBOOK” are net to 
the dealer, use your business 
letterhead when writing for 
quick action. “The sooner you 
write, the sooner you save.” 


HARRY ALTER & CO. 


Dept. 23 
Ogden & Carroll Aves. 





Chicago 











VAUGHAN’S KITCHEN TOOLS 


Mean Profits for You and Satisfaction for Your Customers 
Quick sales—rapid turnover—big profits make Vaughan’s 
Kitchen tools a profitable line for your kitchen tool and 


utensil department. 


Vaughan’s kitchen tools are strongly made—durable— 
convenient—heavily nickel plated, very essential qualities 


that sell them to the housewife. 


Vaughan’s Combination Can Opener and Cork Screw 
advertised nationally in Women’s Magazines. Be sure # 


is in stock. 


Send for complete catalog 20-A 


4A2UdIdO 9/}}OgG Pue M3IISH40) NIN 


VAUGHAN NOVELTY MFG. ar Inc. 


3211 Carroll Ave. 


icago 











GOOD TACKS— 
Full W eight—Full Count—Guaranteed 


When you sell one or a dozen boxes 
of “O-B” Tacks you may feel abso- 
lutely sure that your customer will 
receive full tack-value, for these tacks 
are uniformly perfect, with exactly 
centered heads and sharp, needle 


points. Full weight and count guar- 
anteed. 
“O-B” Order through your Jobber. If he 
BRAND _ can’t supply you, it will pay you to 


write us direct. 


BAUR TACK CO. Indianapolis, Ind. 

















Let us provide a 
clerk to sell 
HANDY HOOKS 


for you. This dis» 
play does it. 





Not dozens—sell " gresees 





Your Argument for 
HANDY HOOKS 


is broadcasted by this handsome 
four color counter display to 
every customer entering your 
store, and the price 


15 CENTS 


opens the purse of everybody who 
has numerous kitchen or bathroom 
or sewing room utensils that she 
wishes to keep in an orderly 
manner, 


Write for special introductory offer. 
PATENT NOVELTY CoO., Inc. 
Fulton, Il. 


LIC-WID-LES DOOR CHECK 


Needs no attention and meets every emergency to which a door 
check and closer is subjected. 





Dealers! Jobbers! 
Let us tell you about our Real proposition 
The No-Liquid Door Check Co. Columbus, Ohio 

















vw 
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Osborne High Grade Punches 





A varied and attractive line for the Hardware Trade. 
and Upholsterers’ and Plumbers’ Tools of superior quality. 

The above tools will please your customers as well as our famous Round and Oval Puwaches. 
sful manufacturing experience, employ only 
skilled workmen and use the finest quality of materials in making our products 

We stand back of every tool we make, Try us. Write for Catalog and Prices. 


Remember we have had 94 


years of succes 


Besides Punches Our Line Includes: 


Also: Leather Workers’, Trimmers’ 


C. S. OSBORNE & CO., NEWARK, N. J. 


ESTABLISHED 1826 





biel 




















2% to 5” 


_ ROCK ISLAND ) PISTON VISE 





Piston Capacity 
Vises designed to meet the requirements of every service 
for which a VISE is used in wood or metal working. Write 
for complete catalog Vises and Hardware. 
ROCK ISLAND MFG. CO. 
ROCK ISLAND, ILLINOIS 


Every Ford Owner NEEDS THIS 


WRENCH IN HIS TOOL KIT 








When 
rusted in, it takes a good 
wrench to remove them. 
We will guarantee our 
3620 to do this trick. 


spark plugs are 


Show this number 3620 to every Ford owner, 
it will make sales, show you a good profit 
and be a fast seller. 


WALDEN-WORCESTER 


incorporated 
WORCESTER, MASSACHUSETTS 


the dash. 


The 3620 can be used on 
cylinder head bo 
will get the two under 
You can use 
it on water connections 
and other parts. 





Its and 
































descent Lamps—A Complete Line 
CONSOLIDATED ELEOTRIC 
LAMP CO. 
28 Maple &t. DanVers, Mass. 
“‘Licensed under the General Electric 
Company's Incandescent Lamp patents.”’ 





American Can 





American Can Company 


Wrentham, 


TAPS 


Dies, Screw Plates 
WINTER BROS. CO. 


























If it's the best tool you can sell 
for working stone, it’s ours. 


TROW & HOLDEN CO. 


Barre Vermont 





SILVER LAKE 


SASH CORD 


FULL LENGTHS 
Newtonville, 


NET WEIGHTS 
Silver Lake Co., 


“They Have a 
Bull Dog-Grip” 


Manufactured by 
U. S. Clothes Pin Co., Montpelier, Vt. 





Sales Dept. 
1015 Union Sank Bldg., Pittsburgh, Pa. 




















TACKS 


GEO. BAKER & SONS 
BROCKTON, MASS. 





| The “TORREY” 


A Real Man’s 


Send for Catalogue of Full Line 
'! R. Torrey Razor Co., Worcester, Mass. 


Razor 
RIXFORD 





SCYTHES 


Scythes since 1812, Axes since 1800 


MFG. CO 
East Highgate, Vt. 














Freight Elevators 
end Dumbwaiters 
Write for 
our catalog 


Energy Elevator Company 














284 Mew St. Philadelphia, Pa. 


J. L. THOMPSON 


Waltham, Mass. 
Tubular and Bifurcated 


—- RIVETS — 





MFG £0. | | LUMBER 








CRAYONS 
STANDARD CRAYON CO. 


Danvers, Mass. 











Economy 
Hose Attachments 


faucets. 

Economy Mfz. Co. 

5350 Germantown Ave. 
Philadelphia, Pa. 





For connecting hose to smooth 
Slips on and off easily. 








BALE TIES 


Best Made—Prompt 


Baur Bale Tie Co. 


INDIANAPOLIS, 





Shipment 


GEO. W. KORN 
IND. 





RAZORS 


that give Satisfaction 
- Ask for Catalog No, 21 
RAZOR 
Little Valley, N. Y. 


MFG. CO. 











[ GENU 





2,000,000 Sold 
Burditt & 
Williams Co. 


Sole Importers 
Boston, Mass. 
















AARTY TRAPS 


you want 





BRASS HOSE BANDS 


give JUST THE SERVICE 
Hose Bands for 
on All Hose Connections. 
A trial will convince. 


WILLIAM YERDON, Box 102, Fort Plain, N. Y. 









113 Chambers St. 








Taintor Positive Saw Set 


All steel. 
Guaranteed. 


Fully 
Send 


for Free Book. 


TAINTOR MFG. CO. 


N. 


Y. City 














Clothes Lines 


Chalk Lines—Masons Lines 
Picture Wire and Shelf Hardware 


TURNER & STANTON CO. 
251 Broad Street, Norwich, Conn. 





YERDON CAST 














JOHN SOMMER’S 
PEERLESS FAUCETS 


Made of best Maple, with Leather 
Lining and Best 


Block Tin Key. 


Beware of Imitations. Genuine are 
Stamped with Maltese Crose. ~ 
John Sommer Faucet Co., Newark, N. J. 
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Plain or enameled in 


STRATTON *** “ic 
HANDLES 


For Small Teols, Utensils, Blectricel Geeds, Bec. 
STRATTON MFG. CO., Stratton, Maine 


WHITE BY@ee MM omnes 2748 Fy ig On ICE PACK 
OPALITE Sie 2 268 0) Oy Oak Com 23 8.0 eee OPALITE 
= iin aa dM. | nine 


= = Gn 
; | | aa « j 
= : 
—s———" 3233 


CLEAR MECIOIG TEAC LEGEEEE DISC 
CRYSTAL aa eee LNG a) WOOD 


‘““BURNT IVORY BRAND 


Known everywhere as the best’’ 




















IVORY HANDLE COMPANY 


HOPE, ARKANSAS 





Iron Fence, Gates 
Lawn Vases 
Settees 
General Iron 
and Wire Work 


DEALERS WANTED EVERYWHERE 
CHAIN-LINK 
WIRE FENCE 


DAA MATa 
HHI ines il 
Nee vase 
Ask for Catalog 


THE STEWART IRON WORKS CO., Inc.,225 Stewart Block, Cincinnati, O 


























BOLT 
CLIPPER 





“VICTOR’’ 


Send for Catalog | 
ROBERTS MFG. CO.., Somerville Station, BOSTON, MASS. } 











Everything in Pocket Knives 
“Hammer Brand” 


Pocket Knives 
Made by 


New York Knife Co. 
Walden, N. Y. 














Expensive Bits of All Kinds 


The Conn Valley Mfg. Co., Centerbrook, Conn., U. S. A. 





We are headquarters for DROP FORGED Shaft 
Couplings, King Bolts, Clevises, Carriage, Wagon 
and Auto Clips, Special Clips for Fords, Ete. 





Get our new Catalog and Price List showing 
our full line 











RICHARD ECCLES CO. Auburn, N. Y. 


Mfrs. of Reliable Vthicle Hardware Since 1880 














Welding Compound is best by every 





test. Makes welding of any steel as 
easy as Iron. Stock it and increase 
your sales. 


Made only by 


ANTI-BoRAX COMPOUND Co. Fort Wayne, Ind. 





TAPS and DIES 


The Famous “Carpenter Quality’ 


Precise Uniform 


W/ J. M. Carpenter Tap and Die Company 





REGISTERED 


Oldest Tap and Die Makers in Amerioe 


Pawtucket Rhode Island 














e——— 





<= Dover-Imperial 
Steel 


Eaves Trough Hangers 


Black japanned or galvanized thru- 
out. Especially strong. Easily ap- 
peee. Furnished in single or dou- 
le bead in strap or rod and nut 
styles, 


OHIO WIRE PRODUCTS COMPANY, Dover, Ohio 


BROOKS 


Bright Iron and Brass Wire 
Goods. Special Wire Goods 
made to order. 


M. S. BROOKS & SONS 
' CHESTER, CONN. | 

















ow 











SEYMOUR SmaE Es PRUNING SHEARS 


A Full and Complete 
Line of Pruning Shears 
Pe and Pruners, 
ee ABSOLUTELY 
GUARANTEED. 

* Write for New 
Illustrated Catalogue. 





Vineyard Pattern 
; Manufactured 


by 
SEYMOUR SMITH & SON, INC., "Oakville, Conn. 





U. S. E. EXPANSION BOLTS 


A Type 
for 


Every Job 





U. S. Expansion Bolt Co., 139 Franklin St., New York 








Ask your jobber for 


CALDWELL SASH BALANCES 


Thirty-five years of service is assurance 
of quality 


CALDWELL MFG. CO. 
9 Jones Street Rochester, N. Y. 











THE FOWLER & UNION 
HORSE NAIL CO. 
HORSE SHOE NAILS 
OF HIGHEST GRADE 


Plant at ‘ 
1000 MILITARY RD., BUFFALO, N. Y. 











AL 


Sales resentatives: John H. Graham & Co, 113 Chambers 8t., New York. 








ST 








290 


HARDWARE AGE 





February 7, 1924 


Opportunity Exchange 








Business Opportunities 


Business Opportunities 


: Positions Wanted 





TYPEWRITERS—All makes of 
slightly used machines, $20 up. Easy 
monthly payments if wanted. Free 
trial. Express prepaid. Guaranteed 
two years. Write today for price 
list. Payne Company, Department 
282, Rosedale Station, Kansas City, 
Kansas. 





FOR SALE: 12 blade, late model, 
ODELL Safety Razor Sharpener. 
10 extra blade holders. Machine in 
perfect condition. Owner has other 


interests that take up his _ time. 
Cost $377.00. The first $125.00 
cash takes it. Harry C. Hill, 617 


West 2nd Street, Hazelton, Pa. 





FOR SALE: Hardware Store. 
Clean stock and up-to-date. 
trade. Established 25 years. 
roof building. Town of , 

stern Pennsylvania. Twenty 
miles to nearest city. Industries 
always busy. No labor troubles. 
Selling reason, owner has other in- 


Fire 
4000. 


terests take his time.. A _ real prop- 
osition. Address Box F-989, care 
Hlarpware Ace, New York. 





For Sale: All our shelving, cases, 
drawers, 4 Myers rolling ladders 
and 120 ft. track, Wellston Revolv- 


ing Nail Bin. Must be sold at once. 
Willoughby Hardware Co., Wil 


loughby, Ohio. 








Wanted—To buy hardware busi- 
ness in the state of Maine. Will 
pay cash for right place. Write full 
description and price in first letter. 
Address Box F-1000, care Harp 
ware Ace, New York. 





For Sale—Hardware store and 
Dwelling combined in central Penn- 
sylvania mining town catering to 
about 3000 people. No competition. 
Tinning and plumbing combined. 
Property is in A-1 condition with 
all conveniences. Property, tools 
and fixtures about $27,-000. Pros- 
pects for abovt 25 new houses this 
year. Address Box G-2, care Harp- 
ware Acze, New York. 





For Sale: An up to date hard 
ware business. cated in a goo 
town in Western New York. ea: 
son for selling to settle an estate. 
For particulars write lock box 205 
y pall a New York. 


WANTED—A hand elevator in 
good condition, about 1000 Ibs. ca- 
pacity, platform near 4 x 5S feet. 

ddress ox _ care HARDWARE 

Ork. 





Ace, New 





“THE SAFETY RAZOR HAS 
CREATED YOUR MARKET” 
The enormous quantity of safety 

razor blades required annually has 

created a widespread desire for a 

reliable and efficient sharpening 

machine. We have that machine 
and a profitable proposition for you 

—either full time or to handle as a 

side line. Write us about it. Wil- 

lard Machine Works, 67 Forest 

Ave., Buffalo, N. Y. 


Oklahoma. For Sale—Clean Stock 
Hardware and Implements in good 
Eastern Oklahoma town 18,000. 
Good Farmer trade—large territory. 
Mostly cash business. Stock and 
Fixtures about $20,000. Can be re- 
duced. Terms cash down. Address 
ae G-7, care Harpware Ace, New 

ork. 


FOR SALE—Hardwage stock. In 
a good live growing town-in South- 
eastern Iowa. An old established 
business. Will invoice around $4.,- 
000. Full information to interested 
arties. Address Box G-9, care 








arpware Acz, New York. 





FOR SALE: An old established 
hardware and implement business. 
ated in farming community in 
Western New York. Stock will in- 
ventory about five thousand dollars. 


The store is a new building with 
living rooms above equipped with 
all modern conveniences. Prefer not 


to give possession until July 1. 
dress ox G-15, care HarpDWarRE 
Ace, New York. — 


WILL BUY HARDWARE STORE 
A small going retail business in 
the Metropolitan District can find a 
buyer by describing its trade, stock 
and location. I am most interested 
in a hardware and paint stock. Why 
not write? Address Box G-13, care 
Harpware Ace, New York. 








Are_you_ looking for hardware lo- 
cation? Come to Sunny Colorado. 
In the best town of its size in the 


state. Located in fertile, irrigated 
valley. Sell building or give de- 
sirable lease. Stock and fixtures 
$18,000. All bright and _ clean. 
Terms on part. Fine building. 
8000 foot floor space. Other than 
business reasons for selling. A 
clean cut proposition that will make 
you rich. No agents. No trades. 


Address Box G-16, care Harpware 
Ace, New York. 


Salesman, 31 years old, 14 years’ 
experience in the Hardware line, 
7 years on the road, desires high 
grade, established factory line on 
commission basis with guaranteed 
expenses. Can furnish A-1 refer- 
ences. Willing to devote entire 
time to line. Address Box G-14, 
care HarpwarE AGE, New York. 





I WANT A JOB 

Does. your store need tuning up? 
Are you making all the sales you 
should? Is your stock arranged as 
it should be? Do your windows 
bring customers into the store? I 
am a hardware man and know my 
ame. Have you an opening? Will 
e at liberty Feb. 15th. Address 
Box F-966, care Harpware AGE, 
New York. 





MAN THIRTY-TWO YEARS 
OLD AND MARRIED WISHES 
POSITION IN BUYING DIVI- 
SION OF A LARGE NEW YORK 


R PAST 
SEVEN YEARS. ADDRESS BOX 
G-3, CARE HARDWARE AGE, 
NEW YORK. 





- Help Wanted 





Salesman Wanted—A_ growing 
hardware firm in a rapidly growing 
locality is in need of an outside man 
who can handle hardware, paint, 
etc. Must be steady, reliable and 
able to get the business. State age, 
experience and references. Address 
Box F-992, care Harpware AGE, 
New York. 


WANTED — HARDWARE 
SALESMAN FOR ROAD WORK. 
MUST BE OVER 25 YEARS OF 
AGE AND EXPERIENCE. A 





be DDRESS 
F-997, CARE HARDWARE 
NEW YORK. 


Positions Wanted 


Salesman with initiative now 
employed wishes to become associ: 
ated with hardware manufacturer. 
Have’ an acquaintance among the 
hardware and auto accessory deal- 
ers in the West, South and South- 








west. Married; age Address 
Box F-998, care Harpware AGE, 
New York. 





Young married man desires posi- 
tion with retail hardware dealer lo- 
cated in East Tennessee or South- 
west Virginia. Has had four years’ 
experience in retail hardware busi- 
ness and can give good references. 
Address Box G-10, care Harpware 
Ace, New York. 





Married man, age 32, with 15 
years’ wholesale and retail hardware 
experience, desires a position as 
traveling salesman. with jobbing 
house or factory. I have had trav- 
eling experience. Am sober, clean 
cut and reliable. Address Box G-8, 
care Harpware Ace, New York. 





Salesman, 25 years of age, with 
nine years’ experience in the hard- 
ware trade, both inside and outside, 
desires connection with reliable 
house in the middle west. Address 
ow ae care Harpware Acer, New 

ork. 





Young man, 26 years old, wants 
sition in retail hardware store 
ix years’ experience. sell 
keep stock, do anything. Have had 
good stove experience, also window 


decorating. eferences if desired 
Connecticut, New_ York, Pennsy] 
vania or New Jersey preferred. 

ARDWARF 


Address Box F-984, care 
Ace, New York. 


Sales Accounts Wanted 


MANUFACTURERS AGENT 
wants commission line for Illinois 
retail hardware trade. I personally 
call on the trade in a machine over 
the greater postion of Illinois, mak- 
ing all small towns. 
short high class items on commis- 
sion to old established trade in al.- 
most every town. Earnings are 
large, reputation the best, present 
companies for reference. Can de- 
liver you volume business and 
square deal service if you have a 
quality product. Box 235, Peoria, 

inois. 








ave two very f 





Manufacturers * gw covering 
wholesale, large retail hardware, de 
partment stores and automotive ac- 
cessories in Pennsylvania and New 
York States, desires exclusive sales 
right for real live lines. Must be 
lines which will. give satisfacto 
returns for an honest intelligent ef- 
fort. Vaguestiuastse references fur. 
nished. ddress Box F-947, care 
Harpware Ace, New York. 





LET US DISTRIBUTE YOUR 
PRODUCTS TO THE NEW 
ENGLAND MARKET 
A manufacturer of an article “old 
to the New England wholesale hard- 
ware and woodenware trade durin 
the Summer and Fall months, woul 
like other lines to distribute, pref- 
erably those which have principa: 
demand during Winter and Spring 
Can offer ce of selling, ware 
housing, and truck delivery to Bos- 
ton. Situated within three miles 
of Boston, an ideal location for rai) 
and water shi g facilities. Ad- 

dress Box F-990, 


care HARDWARE 
Ace, New York. 





Sales Representatives 
Wanted 





ents to sell THE WEIGHT 
E RULE to machine and forge 
shops. Write for circular: The 
resco fu <p Co., 620 South Sist 
Street, Philadelphia, Pa. 


A 
SLI 





Established manufacturer wants 
salesmen calling on hardware, house- 
furnishing and auto accessory trade, 
to handle new items as side line. 
Goods are high e and something 
needed by everyone. Liberal com- 
mission, protected territory. State 
lines now handled and territory cov- 
ered. Address Box F-955, care 
Harpwarge Ace, New York. 





SALESMEN desiring an _ excel- 
lent side line for the hardware and 
department store trade, secure our 
proposition to sell our popular line 
of labor saving Magic Weeder Hoes. 


Give full particulars as to age, ex- 
perience; line now sold, extent of 
castory covered, etc. Reichard 
Mfg. Co., Bangor, Pa. 





ALESMEN: COVERING NEW 








Commission salesmen who carry 
housefurnishing lines and who have 
the privelege of selling an additional 
line, to handle a complete line ot 
gas ranges, porcelain ranges, steel 
ranges, heaters, cast iron ranges, 
cook stoves and hotel ranges. 1d 
and well-known line made by one 
of the oldest stove companies in 
America. Sectional state and city 
territories open. Comstock-Castle 
Stove Co., Quincy, III. 





Wanted—Six experienced rake 
salesmen who are acquainted with 
the jobbing trade throughout the east 
and middle west, to those who can 
sell a real piece of merchandise, we 
offer a straight 10% commission. 
Communicate Box 151, care Harp- 
warRE Ace, 1420 Widener Bldg., 
Phila., Pa. 





Salesman to carry side line, our 
Brass Ring Lawn Sprinkler for job- 
bing and department store trade. 
Address Keystone Mfc. Co., 53 
Wareham St., Boston, Mass. 





Wanted salesmen to sell our prod- 
uct as a side line to the Hardware 
and General store trade in sole 
leather strips and soles, also the wel? 
known makes of rubber heels and 
composition soles, in the different 
states on a 10% commission basis. 
Write for information. State terri- 


tory you cover. M. Power & Sons, 
9g orth Third St., Philadelphia, 
a. 





MANUFACTURERS of full line 
household specialties want local rep- 
resentatives in all important cities 
to handle line on commission, De- 
partment houses, premium  con- 
cerns, are all big users. State ex- 
perience, lines handled and territory 
covered. We want none but those 
who can “make good.” For such 
our proposition is an excellent one. 
Address “S. H.,” care Harpware 
Acer, New York. 
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INDEX TO ADVERTISERS 





THE ADVERTISERS’ INDEX is 


published as a convenience and not as @ part of the advertising contract. Every care 
No allowance will be made for errors or failure to insert. 


i 
a 


will be taken to index correctly. 
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New Toys for 1924 








“Sandy 


TRADE MARK 





UR line this year includes several new and improved items in which you will 

be interested, two of which are shown below. They are all attractive, inter- 

esting and appealing, and their popular prices enable you to offer wonderful 

values. The entire line is ready for your examination at our New York Office and 

a visit will post you on the fastest selling toy line you can handle. Write for 
Circular No. 3 describing and illustrating the entire line. 





“OVER and UNDER” 


No. 32 Large Size 
33 in. Long Over All 
A wonderful addition to the “OVER and UNDER” family. Has 
“jack-knife” lifting apparatus which gives the toy a double action; 
and is larger and made of heavier metal. Operates with strong spring 
motor and gear wheels. Separates into sections and is neatly boxed. 
Be sure and see this item. 


New Art-Design Dishes 


A new and different idea in toy dishes. Quality sets at popular prices, 
in new style art-design sure to be popular. Send for circular. 


Special Service for Jobbers 


made items retailing from 25c to $3.50; every item a popular seller in the hardware 
store. Hundreds of hardware stores are now selling them. Your men can sell 
these popular items with our colored illustrated sales sheets. Write for details now. 





New York Sales Office—200 Fifth Ave. 


Room 406 Telephone Gramercy 3453 








WOLVERINE Supply & Mfg. Co. 


Factory at Pittsburgh, Pa. 


t 
The “Sandy Andy” line is a money maker for jobbing trade. Substantial, well 
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A New 
Sprinkling Can 


A beautiful number in plain solid col- 
ors with familiar children’s pictures 
and verses on both sides. Two quart 
size. Quality and finish up to the 
Wolverine standard; an above-the- 


average item at a popular price. 
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Have You Seen I[t Yet? 


What You Can PROVE to 


Your Customers! 


Below is a heap of wrenches 
weighing nearly 80 pounds and 
costing approximately $50.00. A 
Buick Kit, which you can hold in 
your hand, does everything these 
wrenches will do, and costs only 
$8.10. 





Snap-on Snapon 


ety 











space and investment. 














Where to See It 


Wisconsin Retail Hardware As- 
sociation, Milwaukee, Feb. 6, 
7 and &. 

lowa Retail Hardware Associa- 
tion, Des Moines, Feb. 12 to 


15. 

Michigan Retail Hardware As- 
sociation, Grand Rapids, Feb. 
I2 to I5. 

Pennsylvania and Atlantic Sea- 
board Hardware Association, 
Philadelphia, Feb. 12 to 15. 

Illinois Retail Hardware As- 
sociation, Chicago, Feb. 109, 
20 and 21. 

New England Hardware Deal- 


ers’ Association, Boston, 
Feb. 20, 21 and 22. 
Ohio Hardware Association, 


Cincinnati, Feb. 19 to 22. 
Missouri Retail Hardware As- 

sociation, St. Louis, Feb. 26, 

27 and 28. 
Minnesota 


Retail Hardware 


Association, St. Paul, Feb. 
26 to 209. . 





the help of our book, 


tions, and not one has failed to praise it. 
the handling of socket wrenches in hardware stores 
from a problem to an assured success. 
objections to socket wrenches in a hardware store are 

















The Buick Kit shown above can 
be selected accurately and quickly 
from the Cabinet without hunting 
over ‘a lot of shelves. It contains 
II units, which do the work of 60 
ordinary wrenches. 


H UNDREDS of dealers have seen this new Snap- 


on Cabinet at Hardware shows and conven- 


It changes 
The only real 


When you see this compact 


cabinet, completely stocked, and learn how surpris- 
ingly small an investment will buy it, and find how 
easy it is to handle inquiries about any car and pre- 
scribe wrenches for any adjustment expertly with 


“What Car Do You Drive?” 


you'll know those objections are gone forever. There is no question 
. ? 
about selling them—thousands of repeat orders from hardware 


dealers prove that. 


See the cabinet at any of the shows and conven- 
tions listed at the left, or write us for full details. . 


DISTRIBUTING 
RANCHES 
Chicago, 1919 , Michi- 


gan Ave. 
Philadelphia, 1511 
airmournt Ave, 


MOTOR TOOL SPECIALTY COMPANY __ Pittsburgh, 1232" Kens 


t. 
Kansas City, 1933 


14 E. Jackson BLvp., CHICAGO McGee St. 
St. Louis, 260 fash- 
Snap-On Wrench Company, Mfrs., Te 


MILWAUKEE, WISCONSIN 








INTERCHANGEABLE 


Socket Wrenches 





St 
@ Hope St. 
San Francisco, 280 
Goldengate Ave. 


e. 

Minneapolis, 111 S. 
Tenth \ 

Richmond, 519 West 
Broad St. 

Denver, 1515 Larimer 


New York, 1776 
Broadway 
Los Angeles, 1341 S. 


Portland, Ore., 106 
13th St. 

Indianapolis, 631 N. 
Illinois St. 

Atlanta, 227 Spring 


Dallas, 312 S. Ervay 

Seattle, 910 E. Pike 
St. 

Detroit, 4849 John R. 
St. 
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RATCHET AND BEARINGS 


PSU USE MOSM AER ORY Reg yd SIG 


SHAPLEIGH HARDWARE CO. 


INTERNATIONAL DISTRIBUTORS 
Ties ace - ESTABLISHED 1343 Nira! 
intweucratenrornce = t+ LOUIS, U.S.A. ithe ulsrarenrorrice 


“DIAMOND EDGE IS A QUALITY PLEDGE 








